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The New Beaver 26-R 
Easy-Working 
1 to 2” Pipe Threader 


@The new Beaver 26-R is the ONLY fully-adjustable, easy-working 1 to 2” 
pipe threader which will cut standard, oversize and undersize threads of 
uniform length. 


The new Beaver 26-R is the ONLY tool of its kind which will cut either 
standard “taper” or electric “straight conduit threads by a simple 
adjustment requiring no tools. 


The new Beaver 26-R is the ONLY tool of its kind with “radio” dial 
size-setting . . . from which the dies can be removed in a few seconds FROM 
THE OUTSIDE without the use of tools. 


The new Beaver 26-R is the greatly improved successor to the “old 
Beaver 26,” the original 1 to 2” self-contained threader which has been 
popular the world over for the past 35 years. 


The new Beaver 26-R uses one set of dies to thread four sizes (1, 1%, 
1% and 2-inch) . . . is fully adjustable for oversize or undersize threads to 
compensate for variation in fittings . . . and has a cam-type universal 
self-centering chuck which centers the pipe accurately and insures straight 
pipe lines. Yet, “drip threads” may be cut when desired for heating lines. 


Now available at all leading supply houses—don’'t accept substitutes! 


May we send you new Beaver Catalog CC-49? Address Beaver Pipe Tools, 
Inc., 200-600 Dana Avenue, Warren, Ohio, U. S. A. 


With five (5) 
time-saving, 
profit-making 


advantages! 


Radio Dial... visible, easy, 
accurate die setting mech- 
anism. A Beaver exclusive. 


Dies instantly removable... 
from the outside...no tools 
required! 


mend 


Instantly adjustable ‘to cut 
either standard taper or 
straight electric conduit 
threads. 


Self-centering, universal 
chuck insures accurate align- 
ment; also adjustable for 
cutting “drip” threads! 


Straight line pull... in same 
plane as dies. Easy cutting 
«++ maximum efficiency! 
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The Cover 


The first rough for the cover 


showed the sales manager as a 
key hole. All wrong, we said. Try 
again. This time the sales manager 
turned up properly as the key. But 
going back to key holes—this 32- 
page section might well carry a 
subhead—“‘or, Through the Key- 
Hole”. You do get to listen in on 
discussions of sales executives and 
distributors as actually recorded 
and reproduced for your enlighten- 


ment. Turn to page 81 and listen 
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Quality control in manufacture by 
skilled workers like these wins your 
customers’ confidence in Hewitt Hose 
and Belting. 


That confidence is the reason the 
most exacting users specify Hewitt 
year in and year out . . . in some cases, 
for generations. They do so because 
they know that quality control in every 
step of manufacture adds extra strength 
and service life to Hewitt Hose and 
Belting . . . They know, too, that 
Hewitt has pioneered in the devel- 
opment of industrial rubber products 
for nearly a century! 


Hewitt also provides a trained staff 
of field technicians to aid you with the 
hose and belting problems of your 
customers. Reason enough why 
major distributors profit from their 
long association with Hewitt! 


Remember, too, that as a Hewitt 





distributor you capitalize on a com- 
plete line of Hewitt Hose and Belting! 


For the outstanding profit advan- 
tages which the Hewitt franchise 
offers you, check the panel at the 
right. Write for further details to the 
Hewitt Rubber Division, 240 Ken- 
sington Avenue, Buffalo5, New York. 


HEWITT 
BELTING 
AND HOSE 


HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE e BELTING » PACKING 


6 reasons why you can profit 
with Hewitt Hose and Belting 


|, Customer confidence. Preferred by 
many of the largest and most particular 
users for generations. 


2. Advanced engineering. You benefit 
by nearly 100 years of Hewitt experience 
in developing improved hose and belting. 


Top quality. Quality control in every 
step of the manufacture of Hewitt 
Hose and Belting gives you a big sales 
advantage. 


4, Complete line. As a Hewitt distribu- 
tor you offer an outstanding product 
for almost every hose or belting need. 


5. Technical service. A skilled staff of 
Hewitt field technicians is as near to 
you as your telephone. 


6. National advertising. Hewitt sup- 
ports you with a steady flow of sales- 
stimulating messages in leading busi- 
ness papers. 


HEWITT-ROBINS @O: INCORPORATED 
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HOLO-KROME 
Conpclitily old forged 


Socket Head CAP SCREWS 





FIBRO FORGED 


THE HOLO-KROME SCREW CORP. HARTFORD 10, CONN. 
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. « « come Distributors’ Salesmen from Coast to Coast 





Hundreds of distributors’ salesmen have been films show the tools in actual use. And finally, a 


sent here to earn the degree of B.S... . “Bachelor of 
Saws” ... which fits them to sell more Simonds 
Cutting Tools and to give better service to Simonds 


complete tour of each of the straight production 
lines in Simonds’ windowless plant show all of 
the special production methods and equipment. 


ee ee 


users. That’s why a Simonds “Bachelor of Saws” is a 


better distributors’ salesman . . . because he knows 
the inside story of the world’s No. 1 line of Cutting 
tools ... and knows how to tell it. How about your 


Three days, of intensive instruction in the “Little 
Red Schoolhouse” shows them... on accurate 
scale models of machines ... where and how each 


Simonds Tool own men? 


SIMONDS 


_ CUTTING TOOLS 
FOR METAL, WOOD, 


is used. Then sound-and-color 








SIMO 


SAW AND 


FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


powtiad 
more acer Fam on08 


manos SAM ANO STEEL Co Grinding 


LOCKPORT, my 














BRANCH OFFICES: 1350 Columbia Rd., Boston 27, 
Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. 
Eighth Sc., Los Angeles 14, Calif.; 228 First Street, 
San Francisco 5, Calif.; 311 S. W. First Ave., 
Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, 
Washington. Canadian Factory: 595 St. Remi St., 
Montreal 30, Que. 


womrarar TORONTO vamcouve® 
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bi PERMATEX COMPANY INC., BROOKLYN 29, N.Y. 
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the Norton ABRASIVES Line 


. « « the Complete Abrasives Line 





ES,a Norton distributor can take care of all of his customers’ grinding, polishing 
and tumbling needs. He doesn’t have to turn profitable business away to other 
distributors who carry a wider variety of grinding wheels and abrasives. 


Adequate Stocks 


At the mile-long Norton plant in 
Worcester and on the shelves of the 
Norton branch warehouses in five im- 
portant industrial centers the stocks of 
grinding wheels and other abrasive 
products are larger and more varied 
than ever before in Norton history. 


Progressive Research 


The Norton research laboratories at 
Worcester and at the Chippawa elec- 
tric furnace plant are the largest and 
best equipped in the grinding wheel 
industry. The staff of over 135 scientists 
and technicians is constantly develop- 
ing new and improved abrasive and 
grinding wheels to reduce your 
customers’ grinding costs. 


Skillful Engineering 


Norton abrasive engineers and field 
engineers, supplemented by specialists. 
from Worcester, are available the 
country over to help distributor sales- 
men in solving grinding problems and 
in selecting the most efficient wheels 
for their customers’ grinding jobs. 


Aggressive Advertising 


Attention-getting advertisements in 
over 60 technical publications, exten- 
sive direct mail, a vast library of in- 
formative literature, instructive motion 
pictures, striking trade show displays 
—all of these combine to keep the 
Norton name constantly before grind- 
ing wheel users the world over. 


NORTON COMPANY, WORCESTER 6, MASS. 


Behr-Manning Corp., Troy, N. Y., Manufacturers of Coated Abrasives, and Norton Pike Co., Littleton, N. H., Manufacturers of 
Sharpening Stones, are Divisions of Norton Company 


NORTON 


ABRASIVES 
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.. . that’s what Gordon Vaughan, sales manager, W. M. Pattison 
| Supply Co., 777 Rockwell Ave., Cleveland, says about the 


i 


i New Delta Display Cabinet 


564 


Here’s what this successful distributor says further about 
displaying Delta-Milwaukee machines and accessories for 
more sales: 

“When a distributor can get 181 square feet of display 
area in only 3 feet square of floor space, he’s losing out if 
he doesn’t take advantage of it. That’s why buying sev- 
eral Delta accessory display cabinets made sense to us. 

“It really pays off, to get plainly-marked accessories 
out where the customer can see them. He often sells him- 
self, while he waits for one of our salesmen to finish 
with another customer. Frequently, the panel suggests 
an accessory which the customer can use — but which 
he may not have thought of buying when he came in. 

“Sometimes the wide number of accessories for a Delta 
machine gives the customer a new slant on the machine’s 

The new Delta, dleploy cabinet is, well-built, of begutitully, end use — and leads to a sale of the machine itself. 
maroon panels. Rubber casters make the cabinet easy to move. In addition to using the Delta display racks alone, 
Taian A caulee ciinian < enieamaatial and tw we occasionally group panels of accessories, to use as 
terchangeable panels is available. Price of the cabinet, with- backgrounds for exhibits, windows, and floor displays.” 
ae a oe Many other distributors have also found the new Delta 
display cabinet a profitable merchandiser of Delta acces- 
sories. Put several of these units to work building your 
sales. Discuss this with your Delta district man, 


DELTA MANUFACTURING DIVISION 
ROCKWELL MANUFACTURING COMPANY 


Easy Credit Terms! 


Delta display cabinets and accessory panels 
are available to Delta-Milwaukee distributors 
on special deferred terms. Ask your Delta 

There are 12 sq. ft. of storage shelves in every cabinet, to district man for details. 

keep stock within easy reach. You can close a sale without 

going to the stockroom. 














K- BELT COMPANY 
MATERIAL OwER TRANSMISSION MACHINERY 


PLANTS: CHICAGO. PHILADELPHIA, ATLANTA: DALLAS. SAN FRANCISCO. Los ANGELES. SEATTLE. MINNEAPOLIS: TORONTO 
CHAIN FACTORIES AND MALLEABLE FOUNDRIES. BALL AND ROLLER BEARINGS: INDIANAPOLIS 


307NORTH MICHIGAN AVENUE CHICAGO! 


LINK-BELT DIST RIBUTORS 
DUSTRIAL CENTERS 


IN ALL IN 


Gentlemen: ~ 


At this time of the year, while many of you are 
assembling at the Triple Mill Supply Convention, 
we would like to take the speaker's 
stand long enough to say . N FOR A 
SALES JOB WELL DONE”. Since we probably 
won't have such a chance, we'll simply use ink 


as our link in extending our greetings. 


These conventions contribute pinding memories 
while promoting a higher plane of ethics — the 
natural result of frank and friendly discussions 
of mutual problems. 


Your customers (bless em) have learned to de- 
pend on your organization for real SERVICE. 

E — that one little seven-letter word — 
seems entirely inadequate to describe the per- 
formance of distributors for the penefit of the 
ultimate users of our products. However, Web- 
ster’s Standard Dictionary devotes more than a 
quarter of a page to properly enumerate the 
duties of one who serves» and even then the write- 





up ends with “etc”. 


Our aim is to serve you So that you may in turn 
serve. 


Cordially, 


LINK-BELT COMPANY 
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LINK-BELT offers the 


‘ "QUALITY QUINTE 


Series 300 ball bearings 


Solid or split housing 
pillow blocks (solid 
shown) for shafts 5” 
to 3'%6” —also flanged, 
take-up, and hanger 
blocks. 


Solid or split housing 
pillow blocks (split 
shown) for shafts 54” 
to 3'%”. Also flanged, 
flanged cartridge, cart- 
ridge and take-up 
blocks. 


Lt, 


Series 400 roller bearings 


Solid housing pillow 
blocks for shafts 34” 
to 4”—also flanged, 
flanged cartridge, 
cartridge and take- 
up blocks. 


Series 6800-6900 Series 7800-7900 


roller bearings 


Split housing pillow 
blocks with adapter 
sleeves for mounting 
on commercial shaft- 
ing of 1%” to 
6'%6”" diameter. 


Split housing pillow 
blocks for press-fit 
on precision - turned 
shafting of 1.7700” 
to 7.4800” di- 
ameter. 


roller bearings 


SEND FOR CATALOGS! 





BALL AND oe 
BEARINGS 


LINK-BELT COMPANY 


Indianapolis 6, Chicago 9, Philadelphia 40, Atlanta, Dallas 1, 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, 
Toronto 8. Distributors in Principal Cities. 11,465 
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. « « We're Telling Your Customers 
“LOOK FOR THE DIAMOND ‘I’ 
ON EVERY FITTING YOU BUY!” 
When you sell Imperial Fittings you’re 
way out in front in quality ... you pro- 
vide the EXTRAS that your customers 
will appreciate. In addition to the advan- 
tages illustrated, Imperial Tube Fittings 
also feature accurately machined threads 
and seats, adequate wall thicknesses, flats 
for wrench hold and rigid inspection. 


IMPERIAL TOOLS... 
H!I-DUTY TUBE CUTTER 


Free-wheeling ball bearing action makes 
cutting easier, faster. Cuts hard or soft tub- 
ing. Roller type 
with flare cut-off 
groove. Makes 
clean, right angle 
cuts. Retractable 
reamer. No. 274-F 
... for 1%” to 1” 
O.D. tubing. 





FORGED * 


% For Greater Strength 

% For Extra Toughness 

% For Closer Grain Structure 
% For Greater Uniformity 


Extra Length Pipe Threads 


Full length S.A.E. pipe threads on all 
pipe ends. They give extra assurance of 
tight joints and provide for additional 
take-ups when reconnection is necessary. 


Tubing Size Marked on Nut 


Gives Quick Size Identification on both 
Compression and Flare Type Fittings. 


*Elbow and Tee Bodies 





x 


cueck ruess LALRAS 








aT td tag cr Sow 


the complete quality 


FLARING TOOL WITH 
SLIP-ON YOKE 


Has Imperial’s 
exclusive quick 
slip-on yoke of forged 
steel. Makes proper 45° 
: flares on copper, brass 
or aluminum tub- 

ioe ait ng. No. 193-F 
| flares oc”, 

Vy", 6”, 36”, 


7/6", 2” O.D. 








Ask for Catalog No. 350 





line that leads the field | 
HAND TUBE BENDERS 


Calibrated open-side bend- 
ers. Make smooth, well- 
formed bends to a short 
radius... any angle 
up to 180°. No. 

364-F ... in- 

dividual 













size of 
tubing from 6” to 4” O.D. 














THE IMPERIAL BRASS MFG. CO., 1217 W. Harrison St., Chicago 7, Ill. 


IMPERIAL 


TUBE FITTINGS over 2000 sTOCK ITEMS, 


Specialiotein ohn 





Catalog 350 shows a wide range of 
sizes, types and styles. Write for copy. 


“Look for the Diamond) on every fitting you buy” 
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Pucision Performance 


TAPS & DIES 


ON NEARBY SHELVES 
OF YOUR INDUSTRIAL 
SUPPLY DISTRIBUTOR ’ 
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Here is a classroom scene of one of the original classes 


in the Dodge School of Tra ing. Established 
in 1944, the school now has 458 active graduates. 











There's an important new force in indus- 
trial distribution, developed within the past 
5 years. Dodge of Mishawaka—Dodge dis- 
tributors—and their representatives—have 
joined forces to establish a new standard of 
service, to help industry apply power to the 


DODGE MANUFACTURING CORPORATION e MISHAWAKA, INDIANA 
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fe 


job more efficiently and more economically. 


From all parts of the country Dodge dis- 
tributors send their men to the School of 
Transmissioneering. In the Dodge plant at 
Mishawaka — where so many “firsts” in the 
mechanical transmission of power have orig- 
inated—these men make an intensive study 
of transmission problems. They learn about 
the newest ways of applying power to the 
job. The diploma which they receive is a 
hard-earned award of merit. The “Transmis- 
sioneer’ lapel button identifies the graduate 
as a specialist qualified to analyze power 
application problems and to recommend the 
correct solutions. His services are advertised 
by Dodge, month in and month out, in lead- 
ing industrial publications. 


With each succeeding class the interest 
grows. Dodge Transmissioneers approach 
their jobs with new confidence born of their 
special training. And Dodge distributors feel 
the effect of improved service in increased 
sales. 


/++DODGE SCHOOL OF, 
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ALABAMA 
BIRMINGHAM—Owen - Richards 
Co., Inc., Woodrow Cox, William 
Spencer III, Joe H. Hamner. 
CALIFORNIA 


LOS ANGELES—J. W. Minder 
Chain & Gear Co., Ltd., J. J. Aubin- 
eau, W. P. Bassett, Carlton R. Becker, 
Richard Florian, Gilbert Hammond, 
Joseph Kiloh, Earnest A. Minder, Ralph 
S. Posey, Henry J. Rado, Leonard 
bin, Carl M. Shepherd, Harold Kimmel. 
Western Belting & Mechanicals, 
Inc., Clare C. Conzett, M. F. Kuhl- 
man, Elmer A. Smirl. 
OAKLAND—Bay City Iron Works, 
Alfred G. Hopp, George T. Lundquist, 
C. H. Orren, Ralph J. Rouse, Richard 
F. Breuer, Allen G. Barrett. 
SACRAMENTO—Capital Machine 
& Welding Works, Bill Sherwood. 
SAN FRANCISCO—Horsford 
Brothers Co., L. M. Bullock, Gray- 
son D. Sea. 

Monarch Rubber & Supply Inc., 
L. R. Burmester. 
STOCKTON—Hickinbotham 
Bros., Ltd., Lew Martin, Robert M. 
Sawyer, Kenneth Stribley. 


COLORADO 

Sere ee — Generic & Bolthoff 
Mfg. Co., E. E. Nevans. 

The Mine & Smelter Supply Co., 
J. W. Wendt. 


CONNECTICUT 
BRIDGEPORT—J. W. Lucas & 
Son, Inc., A. J. Zera, Charles F. Dudko, 
Edward M. Mulligan. 
PLAINVILLE—Abel Transmission, 
Inc., Fred J. Daly, C. J. Hallinan. 


FLORIDA 
JACKSONVILLE—Moore Dry Kiln 
Co., E. T. =“ Eugene T. King, Jr. 
E. M. Pope C. Wills, G. P. Zelt, 
Henry poly Jr. 
ORLANDO—Dodge Manufactur- 
ing Corporation, Walter A. Bell. 


GEORGIA 
ATLANTA—Fulton Supply Co., 
W. G. Archer, W. A. Calloway, A. L. 
Chambers, C. F. Coffee, Jr., W. G. 
Coyle, C. H. Sockwell, L. D. 


Stoner, 
R. J. Trammell. 


Dodge Manufacturing Corpora- 


tion, W. Reynolds Barker. 


AUGUSTA—Richmond Supply 
Co., J. C. Florie. 


SAVANNAH—Fleming & Moore 
Supply Co., Clyde A. DePishon. 
IDAHO 


BOISE — Baxter Foundry & Ma- 
chine Works, James Baxter, Jr. 

POCATELLO—Paul Roberts, Tor- 
vel Buttcane. 


ILLINOIS 
CHICAGO — Apex Power Equip- 
ment Co., Edwin,J. Wallin, Don 
Ayers, Edward M° Rzaca, Bruce E. 
Romer, Orin W. Romer. 
Rodes-Gitenp Industrial Equip- 
ment Co., N. E. Babcock, P. Gherra, 
W. H. Hazzard, John Hothersall, E. R. 
Posie. Melvin C. Dimmel, Robert 
rg. 


Dodge Manufacturing Corpora- 
tion, John H. Muir. 


U. S. Steel Supply Co., F. D. Moore. 


DECATUR—Field & Shorb Co., 
W.L. Tomlinson, E. A. Scharlau, G. W. 
Harner, Howard Ochs. 


JOLIET—Barrett Hardware 
H. E. Harper, B. 
Staehling. 


—Monarch Electric Co., 
Norman J. Rowlee. 


PEORIA—Hagerty Brothers Co., 
H. K. Anthony, W. J. Heyd, H. D. Irv- 
ing, Wilmer LaConte, Robert B. Mc- 
Callum, L. J. Tracy, Clarence Turner, 
Ted Flora, W. E. Phillips, A. B. Curtis, 
R. H. Worrick. 


QUINCY—E. Best Plumbing & 
Heating Supply Co., L. F. Blackwood, 
H. Carder, E. Parson, C. W. Stephens. 
ROCKFORD — Mid-States Indus- 
trial Corporation, James L. Crozier, 
J. E. Kelly, George A. Paul, John V. 


rson. 


FORT base iy i Wayne Pipe 
and Supply Co., E. H. Bengs, Harry 
Hageman. 


INDIANAPOLIS—Indianapolis 
Belting & Supply Co., E. W. Best, 
George W. Bockstahler, R. J. Bran- 
ham, Harold E. Crooks, P. S. Hilde- 
brand, Herbert S. Johnson, D. W. 
Stiles, H. G. Weil. 


MUNCIE—The Knapp Supply Co., 
O. D. Myers. 


SOUTH BEND—South Bend Sup- 
ly Co., John W. Boyer, Jack H. Cady, 
Brad B. Fiedler, George E. Hayden, 
Dale C. Mangus, Charles E. Mikesell, 
Glen Strombaugh, Kermit Stoner. 


CEDAR RAPIDS—Globe Machin- 
ery & Supply Co., J.B. Ortlund, C. E. 
Phillips, & C. Goede, Glenn Hall, 
Guy Stilson. 

eee oa Machinery 
& Suppl W. Barnes, Glenn 
S Friel, eh Gorzney. 


DES MOINES — Globe Machinery 
& Supply Co., C. P. Brehany, Harold 
Hitchcock, H. I. Moore, L. C. Ely, 
M. R. Conran, S. A. Chesnutt. 
Dodge Manufacturing Corpora- 
tion, A. L. McKay. 


SIOUX CITY—Novelty Manufac- 
turing Co., Clifford C. Olson. 


TREECE—Consolidated Supply 
Co., E. R. Askins, G. R. Scott, John 
Webb. 


KENTUCKY 
LOUISVILLE—Albert B. Crush & 


Co., Albert L. Crush, R. A. Crush, 
Charles C. Pfieffer. 


LOUISIANA 


MONROE—Weaks Supply Com- 
ny, Ltd., H. Chapman, William R. 
row, T. S. Humble, James E. Murphy, 

Melvin C. Wade, Charles H. Bailey, 

Julius McKnight, Carey Kirkland. 


NEW ORLEANS—F. N. Johnston 
Co., W. H. Johnston, Robert J. Grush. 


Co., 
F. Petersen, F. G. 
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Woodward, Wight & Company, 
Ltd., Vernon B. Brook, Fred W. Hens- 
lee, Richard W. Liebert, Maurice J. 
aquin, Tom Roach, James Soniat, 


John Ruckert, L. C. Mattei, J. H. Martin. 


MARYLAND 


BALTIMORE—Carey Machinery 
& Supply Co., R. Lee Curtis, George 
A. Jansen, Joseph M. Biggs, G. T. Free- 
berger. 


MASSACHUSETTS 


CAMBRIDGE—Bellamy-Robie, 
ne., G. W. Eycleshymer, George 
Howe, Henry A. Schramm, Richard F. 
Robie. 

HOLYOKE — The Chase & Cool- 
edge Co., A. E. Montgomery, Walter 
Worsnop. 

NEW BEDFORD—Schmidt Manu- 
facturing Company, Ralph FF. 
Schmidt. 

SPRINGFIELD—Chas. Millar & 
Son Co., Phillip M. Southwick. 
WORCHESTER—Elwood Adams, 


Inc., Paul R. Bestick, Charles R. 
Hirtle, Harold L. Leard. 
MICHIGAN 


| smal tg HARBOR — Brammall 
ply Co., Sidney A. Bryant, Kenneth 
CER, Albert E. Dasse, Irwin H. Hahn. 
saraerr ~ Factory Equipment 
Co., Jack Lovchuk. 
The Charles A. Strelinger Co., Ed. 
C. Bockstahler, Verne May, Monty 
Pritchard, Earl Liestman. 
FLINT—Gransden-Hall & Co., Wil- 
liam J. Klein, C. G. McDougall. 
GRAND RAPIDS — Dodge Manu- 
facturing Corporation, Dan Scott. 
Grand Rapids Supply Co., Art 
Grover, James Thaar, Roy R. Wenger. 


Hayden Supply Co., Jack A. Knap- 
nm, William R. Barney, Jr., D. 
lelson. 


KALAMAZOO—JdJoseph E. Loug- 
head Co., W. F. Costello, Robert 
Davis, Joseph . Loughead, Ray C. 
Lyons, Charles Silicones Robert 
E. Short, Robert Sorlis. 
LANSING—Michigan Supply Co., 
Albert Cooley. 
MUSKEGON — Towne Hardware 
and Supply Co., Don W. Muston. 





SAGINAW—Northern Supply Co., 

— J. Beckley, J. E. Sauve, F. Glen 
itus. 

SCOTTS — White Sales Corpora- 


tion, George Tanney. 


MINNESOTA 
DULUTH — Minnesota Bearing 
Co., J. W. Cowan, J. G. Fahrforth. 
MINNEAPOLIS—Dodge Manu fac- 
turing Corporation, Paul H. Felker, 
Jr., F. W. Wirfs. 

Industrial Supply Co., Inc., Roy 
Benson, F. E. Blackmarr, George D. 
Miller, George P. Thompson, Robert A. 
Johnson, B. F. Schernbeck. 
Strong-Scott Mfg. Co., G. W. And- 
erson, Henry F. Knoke, Carl Thomer. 
ST. PAUL—R. B. Whitacre & Co., 
Inc., G. V. Polister. 


CORINTH — Corinth Machinery 
Co., Thomas H. Ledbetter. 


MISSOURI 

KANSAS CITY — Dodge Manufac- 
turing Corporation, Paul Johnson. 
The Essmueller Co., Joseph F. Droy, 
D.E. Neibel, C. M.Parks, Leslie]. Nation, 
Robert B. Wilson, Robert H. McLean. 
ST. LOUIS — Dodge Manufactur- 
ing Corporation, Richard D. Linville, 
The Essmueller Co., David E. Bark- 
ley, P. O. Berger, C. H. Christiansen, 
E. J. Davis, Edward O. Essmueller, H. 
E. Morisse, Robert Schober, Clarence J. 
Steinman, F. E. Wilker, J. J. Carter. 


MONTANA 

BILLINGS—Hines Bearing & In- 
dustrial Supply, Paul E. Cooper, 
Gordon R. Peterson. 


NEBRASKA 

LINCOLN—Port Huron Machin- 

ery & Supply Company, William T. 

Edwards, Ted J. Leacock. 

OMAHA — Interstate Machinery 

: Supply Co., George J. Wilmes. 
H. Nicholson Supply Co., J. H. 

|B een R. T. Nicholson, R. P. Body 


NEW JERSEY 

NEWARK—Dodge-Newark Supply 
Co., Inc., Austin D. Boice, D. M. 
Jones, George J. Roden, L. L. Seggel, 
Richard A. Seggel, James H. Smith, 
Harold J. Swan, LeRoy B. Watrous, 
Edward R. Patton. 


NEW MEXICO 

SILVER CITY—E. Cosgrove, Inc., 
William G. Word, Jr. 

NEW YORK 

ALBANY —Sager-Spuck Supply 
Co., Inc., Lee L. Adams, Medard 


Breault, Samuel G. Coe, John G. Un- 
derhill. 





CONTINUED ON 
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NEW YORK 

BATAVIA—Dodge Manufacturing 
Corporation, James H. Donnelly. 
BROOKLYN — Petty & Wherry, 
Inc., William C. Miller, W. E. Petty. 
BUFFALO —Industrial Bearing 
Corporation, Varian Steele. 

Root, Neal & Company—Robin W. 
Adair, George Rengart, Leslie L. Robin- 
son, Carl Dingeldey, David Roughead, 
Harold K. Stenberg. 

GLENS FALLS—dJd. E. Sawyer & 
Co., Inc., A. G. Farber. 
JOHNSTOWN — Trent & Nilsen, 
Ralph Nilsen, George Trentelman. 
NEW YORK—Bronx Hardware & 
Supply Co., Inc., Chas. K. Deutch, 
Robert P. Rudy. 

David R. Grossman Co., Abbott L. 
Dibblee, Thomas A. Sufrin, Charles 
G. Esterle. 

Johnson & Brett, Inc., C. W. Brett, 
D. M. Johnson, Albert Marion. 
ROCHESTER—John M. Forster 
Co., George W. Morrow. 
SYRACUSE—A. V. Wiggins & Co., 
George Andrews, Harold Kendall. 
Uplinger & Sherman, Inc., Robert 
J. Uplinger, John S. Pierce, Edward J. 
Haller, Carlton V. Naylor. 
TROY—Fred K. Blanchard, Inc., 
Herbert Lance, Maynard Lance, Sr., 
Harold McNeal. 

J. M. Warren & Co., Alex L. Darby, 
Arthur Rymiller, Carl Hepp. 
UTICA—Chas. Millar & Son Co., 
Edward T. Mann. 


NORTH CAROLINA 


CHARLOTTE — Dodge Manufac- 
turing Corporation, George H. Wool- 
ley. 

GASTONIA—Gastonia Mill Sup- 
ply Co., Henry F. Leonhardt, Clarke 
R. Starnes, Robah G. Tate. 

SPRUCE PINE—Mitchell Distrib- 
uting Co., Inc., R. P. Stroup. 
NORTH DAKOTA 

GRAND FORKS — Agricultural 
Supply Co., Clinton H. Johnson. 
OHIO 


AKRON — Mahoning Valley Sup- 
ply Company, Robert E. Bender, Jack 
Russell, G. L. Witham. 


Summit Hardware, Inc., Harry Hil- 
lier, W. B. Morse. 


BUCYRUS—The Siferd-Hossell- 


man Co., Dale Gardner. 


CANTON—Canton Supply Co., J. 
W. Allen, Clarence Doll, William L. 
Juergens, William F. Mielke, T. R. 


Roth. 


CINCINNATI — The Wirthlin- 
ann Co., E. Cranley, F. J. Kern, 
Jack O'Neil. 


CLEVELAND—J. A. Shomer Co., 
John F. Haller, I. A. Marshall. 

W. M. Pattison Supply Co., Elmer 
L. Dacey, H. H. Henderson, Carl F. 
Kruger, R. T. Montgomery, Robert F. 
Podwils, Robert Popp, George E. Thesz, 
Alfred E. Vaughan, Donald Hartsel, 
Joseph Hartsel. 


COLUMBUS — The Ross-Wil- 
loughby Co., Harry Daugherty, Wal- 
ter E. Gilham, R. D. Hennon, Glenn 
W. McIntosh, Floyd H. Shannon, Car- 
los L. Bailey, Elwood H. Shoemaker. 


DAYTON—The Klinger-Dills A * 
Ross A. Taylor, Otto Takacs, C. 
Wilson. 


LAKEWOOD— Dodge Manu factur- 
ing Corporation, John C. Buckels. 


LIMA—The Siferd-Hossellman 
Co., Vernon C. Hossellman, Jr. 
Steele’s Industrial Supply, Wesley 
Summers. 

NEW PHILADELPHIA — Ohio 
Industrial Supply Company, G. J. 
Lafferty. 

SPRINGFIELD — The Ross-Wil- 
loughby Co., R. M. Clarke, Fred M. 
Collins, W. J. Schwartz. 
WARREN—The Trumbull Manu- 
facturing Co., M. C. Malham, C. V. 
Tucker. 


OKLAHOMA 


OKLAHOMA CITY—C. F. Dag- 
well and Co., Burke M. Thomas. 


ASTORIA—Fisher Bros. Co., Max- 
well D. Crawford, Lester R. Spofford. 


See ae Steel Foundry 
Co., Frank C. Coo 


KLAMATH +S & Van 
Dyke, Inc., Capp Gray, Tom E. 
Hutchinson, Fay A. Walters, P. V. 
Winne, George Moty. 


NORTH BEND—Industrial Steel 
& Supply Co., Clarence A. Downer, 
C. T. Bascom. 


PORTLAND—J. W. Minder Chain 
& Gear Co., Ltd., Rod Anderson, 
Harold Parsons, Howard J. Schaefer, 
M. L. Vevea, R. K. Vinson, Stan Wag- 
ner, J. E. Strom, Del Martin. 


Dodge Manufacturing Corpora- 
tion, George C. Miller 


PENNSYLVANIA 
ALLENTOWN—Wm. H. Taylor & 
Co., Inc., Earl W. Hoats, John W. 
Taylor. 

PHILADELPHIA—Lindsay, Ober- 
holzer & Co., M. R. Oberholzer, How- 
ard S. Tuman, Jr., Harry W. Levens. 
Dodge Manufacturing Corpora- 
tion, Raymond H. Whitney. 
PITTSBURGH—Somers, Fitler & 
Todd Co., C. P. Coggins, G. J. Decort, 
James J. O’Brien, K. R. Todd, Robert R. 
Schilling. 

Dodge Manufacturing Corpora- 
ation, James J. Kerr. 


READING — Reading Foundry & 
Supply Co., Oscar H. Bush. 


RHODE ISLAND 


PROVIDENCE—Rhode ioinnd 
Supply & Engineering Co., 
Rawlings. 


SOUTH CAROLINA 


GREENVILLE — Hugh Black & 
Curran Easley, Hugh Black. 


TENNESSEE 


KNOXVILLE — Browning Belting 
& Supply Co., Inc., Walter N. Hood. 


MEMPHIS — Lewis Supply Co., 
William Pace, George L. Frank, C. E. 
French, E. Johnson, William R. Mc- 
Donald, David Owen, Floyd Simmons, 
Ed. T. Tobey, W. S. Regenold, Jr., Wal- 
ter W. Woolley. 

Dodge Manufacturing Corpora- 
tion, P. T. Pinckney, Jr 
NASHVILLE — Nashville Machine 


& Supply Co., H. J. Kuykendall, W. 
W. Whitman. 


TEXAS 

DALLAS—Bearing Chain & Sup- 
ply Co., A. M. Roper, Jack N. Roper. 
Cottingham Bearing Company, 
John R. Edmonds, N. D. Henry. 
Dodge Manufacturing Corpora- 
tion, P. B. Hendricks. 

C. G. Unlaub Co., Ltd., N. B. Gilil- 
land, Ed. Ireland, George Jackson, 
B. G. Wells, Thomas W. Lea, Lyman 
Hall. 

EL PASO—El Paso Machine Works, 
Inc., W. H. Orme-Johnson, Jr. 

The Mine & Smelter Supply Co., 
Louis Laurel. 

FORT WORTH—Hall Bearing Co., 
V. M. Hoaldridge. 

HOUSTON — Brance-Krachy Co., 
Inc., Warren S. Bailey, T. J. Moss. 
ODESSA — Electric Service Supply 
Co., Louis Berryman, Gale B. 
Dishong, Jack Sullivan. 

SAN ANGELO — Electric Service 
Co., Darold O. Fleming, Joe D. Herbert, 


W. W. Jackson. 
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WICHITA FALLS — Overton & 
me Inc., T. B. Arthur, Ellis P. 
ark. 


UTAH 

CEDAR CITY —General Service 
Company, J. H. Grimshaw. 

SALT LAKE CITY—Lundin & May 
Foundry Company, Inc., Gordon A. 
Heinhold. 

The Mine & Smelter Supply Co., 


Eugene Lundstrom. 


VERMONT 
BARRE — Smith, Whitcomb & 
Cook Co., Frank Calcagni, C. Theo- 


dore Henshaw. 


VIRGINIA 

LYNCHBURG — Barker-Jennin 
Hardware Corp., S. F. Coffee, L. B 
Shannon, Jr. 

NORFOLK—Noland Company, 
Inc., Frank H. Spivey, George M. 
Payne. 

RICHMOND — Industrial Suppl 
Corporation, W. Hart, Robert vA 
Parker, William F. Scroggins, Gordon 
E. Stangeland, J. W. Young. 

ROCKY MOUNT — Dodge Manu- 
facturing Corporation, George S. 
Sooper. 


WASHINGTON 
SEATTLE—Washington Belting & 
Rubber Co., John F. Burns, John 
Hughes, Robert F. Sherman. 
SPOKANE — Bitco, Inc., Harley E. 
Stober, Donald E. Mosely, R. J. Stan- 
ford. 

Washington Machinery & Supply 
Co., Ray L. Keller. 

YAKIMA — Valley Iron Works, 
Wayne Whitaker. 


WEST VIRGINIA 
CHARLESTON—Capital City Sup- 
ply Co., J. R. Chandlee, John B. Hari- 
ris, C. A. Ogle 

HUNTINGTON —Enslow Machin- 
ery Co., Russell D. Callaway. 


WISCONSIN 
MADISON—Wisconsin Supply 
Corporation, Harold W. Anderson, 
Paul F. Quitzo, Al Radl, W. M. Savee. 
MILWAUKEE—Dodge Manufact- 
uring Corporation, Harry J. Johnson. 
Wisconsin Bearing Co., R.P. mg 
Harry Gaffney,L. E. Johnson, Wm. W 
Martens, Sig Mazurek, Richard Marsek 
Arnold Nolte. 
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SEND FOR 
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THE CHARLES PARKER CO. 


MERIDEN * €Gn Beer icwr 
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BELMONT 


CONSUMER 
ADVERTISING 


WORKS 


-  —s2 en 


DISTRIBUTOR 


1. Creates demand for 
Belmont Packings by pro- 
moting the extra values in 
the Belmont line through 
specific references to 
Belmont features. 


oa Directs the reader to 
the Belmont distributor. 
Note how the ad repro- 
duced here mentions the 
folE Sia] oleh rola 


3 Develops definite sales 
leads for Belmont distribu- 
tors to follow-up. 


WTADELPHIA| 





BELMONT PACKINGS 
incorporate distinctive 
mechanical principles and 
extra construction fea- 
tures to give better on the 
job performance. 


Here, we illustrate just 
three, but ... There’s a 
Belmont Packing for 
EVERY Service — and, 
Belmont Distributors lo- 
cated in every large indus- 
trial center can tell you 
about them all, or write on 
your company letterhead 
for catalog. 
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MILUNG ete rs « GEAR Roehl 
We ope ! UFACTURING co. Div 
“eurtemaio — 1S SiON On ry » vr . 
BUTTERFIELD DIV Ne 


Yee ° 
contact your local distributor 


His name is listed in Union's THOMAS’ REGISTER insert under the heading “Drills, Twist’. 
UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSE TTS S$ 


« TWIST DORIS «© ba . 





















































SNE MILLION SALES MESSAGES 
... Working for You / 


CUTTING TOOL WILL OUTPERFORM A UNION. 
And prominently displayed in every advertisement 

will be the vital message that protects your interests: 

CONTACT YOUR LOCAL DISTRIBUTOR. 


Yes—for 1949, Union advertisements in leading 
metal-working publications will carry 1,151,932 two-color 
full-page sales messages to the trade. For 1949, we’ve 
added MODERN MACHINE SHOP ... a publication 
that opens up a whole new segment of the market — the 
men who work directly with the tools, and small machine 
shop operators . .. men who specify the tools they like to 
use. This, together with the “big three’: AMERICAN 
MACHINIST — MACHINERY — and MILL & FAC- 
TORY — means our messages will really hit the target! 
And among the readers will be your customers, your 
prospects. They’ll see powerful illustrations whose im- 
pact drives home the impression that NO OTHER 


We own and operate: 

S$. W. CARD MANUFACTURING COMPANY 
Division, Mansfield, Mass., Taps, Dies, Screw Plates 
BUTTERFIELD DIVISION, Derby Line, Vt., 

Taps, Dies, Screw Plates, Reamers 

BUTTERFIELD DIVISION, Rock Island, Quebec, 
Milling Cutters, Twist Drills, Hobs, Reamers, 

Taps, Dies, Screw Plates 


Not only that . . . all Union distributors are now listed 
in a two-page insert in THOMAS’ REGISTER under 
“Drills, Twist”. And each ad features this, directing 
prospects to the Union distributor nearby. That’s co- 
operation that well might send business your way. 

These are just two ways Union is taking to cooperate 
with its distributors. You’ll find us ready to back you up 
in every way to build bigger volume, faster turn-over 
for you... for your interests are our interests. 
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COOPERATION 


that helps sales 


FILLING ORDERS 


on time and right 


ADVERTISING 


aan for prestige and profits | 
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SOMETIMES you need help in recom- 
mending just the right wire rope for a par- 
ticular application . . . or you've got a 
customer who has run into technical diffi- 
culties, or who needs to be shown how to 
install and care for wire rope to prolong 
its life. Whatever the problem, Roebling 
engineers and your Roebling Field Man 
are always ready to help you give top 
satisfaction and win repeat business. 





NORTH, SOUTH, EAST OR WEST, 
there’s a Roebling warehouse not far 
from your place of business . . . and it car- 
ries large stocks of each type and size of 
Roebling’s complete line of wire rope. 
This means that when you're a Roebling 
distributor, your own stock can be quickly 
supplemented . . . you can promise and 
make good on fast deliveries. There's 
many a time when such service helps hold 
old customers and bring new ones. 








EVERY MONTH in every year, Roebling 
advertising reaches the men you sell and 
the men you want to sell. Full pages, in 
color, are printed in trade papers through- 
out industry and tell of the extra service 
life and low performance cost of Roebling 
wire rope. Still other advertisements in 
Fortune and Business Week reach busi- 
ness owners and executives . . . build 
acquaintance with Roebling products 
and stimulate the demand for Roebling 


quality. 


JOHN A. ROEBLING’S SONS COMPANY « TRENTON 2, NEW JERSEY 


BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 


Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Ra. 
® Cleveland, 701 St. Clair Ave., N. E. * Denver, 1635 17th St. * Houston, 6216 
Navigation Blvd. * Los Angeles, 216 S. Alameda St. * New York, 19 Rector St. * 
Philadelphia, 12 S. 12th St. * Pittsburgh, 855 W. North Ave. * Portland, Ore., 
1032 N. W. 14th Ave. * San Francisco, 1740 17th St. * Seattle, 900 First Ave. So. 
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ROEBLING 


THIS CARTON IS PACKED WITH 





..- Che market for 
Beau SPRING WASHERS 


—the accepted type of fastener—is immense 
and constantly expanding. Almost every one 
of your customers who buys nuts, bolts and screws—indus- 
trial plants, machine and equipment manufacturers, etc.,— 
now uses or can be sold BEALL KANT LINK SPRING 


KANTIINK WASHERS. 


One sale leads to another and to continuous repeat busi- 
ness for industrial distributors. 


THE BEALL HELICAL SPRING WASHER is the only 
type that has adequate “live action”, regardless of wear, 
breakdown of paint, scale, rust and bolt stretching. 


FSNON-LINICE Nationally advertised to industry and purchasing agents. 


OSITIVL. . ; ; 
IN STOCK in all standard sizes (in cartons and bulk); 
carbon steel, stainless steel, Everdur, Duronze and other 
metals. 


) BEALL 1001 pwvision 
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New FAIRBANKS 
Caster has NO King-Pin! 







” ” pepe a REN as NON 
2 oe eh RiP i ait a . 





ety 


between the king-pin and “LOCK- ~ 
WELD” construction, after extensive 

laboratory and use tests under 
widely varying floor conditions! 


For as long as most of us can remember, the king-pin has 
been the cause of most caster failures. Now, Fairbanks 
has licked the problem! 


As a result of numerous designs and models tested, 
Fairbanks has developed the Series “21” — a pressed steel 
swivel caster with the unique “LOCK-WELD” construc- 

: tion. This revolutionary construction eliminates the king- 
; pin and locks the curved top of the fork between the top 

and retaining plate so that the ball race sections remain 
8 properly aligned, even under excessive overloads. Proper 
alignment assures easy swiveling. 





has been scientifically engineered to eliminate distortion 
under conditions of overload and shock. A series of arches 


i, 
4 Fork design of the Fairbanks Series “21” Swivel Caster 
4 
q 
F 
built into the legs affords maximum dispersion of direct 


Cutaway view of 
“LOCK-WELD”’ Construction 
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Revolutionary 
» “LOCK-WELD” 
=, Construction 
~~. removes the 
“<=. cause of 
* most caster 
=> failures 























FAIRBANKS SERIES 21” 
Swivel Caster 
nities “LOCK-WELD” CONSTRUCTION 


a 
ae 


and thrust loads over the entire ball race — there’s a pur- 
pose to every twist. 


SWIVEL AND RIGID TYPES 


Fairbanks Series “31” Rigid Casters have the same overall 
heights as the Series “21” Swivel Casters. Wheels are 
available in several types: semi-steel with plain or roller 
bearings; solid rubber with oilless bearings; vulcanized 
rubber with roller bearings; plastic with plain or roller 
bearings. 

For truly longer-lasting casters, specify Fairbanks 
Casters. Use coupon or write for free bulletin describing 
this latest improved line of casters. The Fairbanks Com- 
pany, 393 Lafayette St., New York 3, N. Y.; 520 Atlantic 
Ave., Boston 10, Mass.; 15 Ferry St., Pittsburgh 22, Pa.; 
202 Division St., Rome, Ga. 


—————— &| 


The Fairbanks Company, Dept. 8 
| 393 Lafayetto St. 
New York 3, N. Y. 


Please send me the free Bulletin 21-31 
NAME. 
COMPANY. 
ADDRESS. 
CITY 


TITLE. 
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PROFITS 
FOR YOU 


For fast, easy cutting and trouble-free performance . . 
routine sawing or the toughest jobs . . . it’s the Barnes line 


of hacksaw and band saw blades. It’s Barnes, too, for 
satisfied customers . . 


- on 


. steady repeat orders and good 
profits for the men who sell them. 
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there bristee 
value. The gener 
and application picture: 


a 
VALUABLE IW 
a. smu FOR YOUR INDUSTRIAL 


tin on Steel Wire 

rue cre’ BRUSH SALES PROGRAM 
ment of types and i s 

styles, Radiator and Now is the time to get these sales helps and to use them 
sanitary vite Securing industrial brush sales and profit that 
types are also shown. MILWAUKEE quality assures. 


MILWAUKEE INDUSTRIAL BRUSHES have for years 
past established their worth in all 
branches of industry. Regardless of 
the industrial section in which you 

are located you will find 

good, profitable sales ac- 
tivity with MILWAUKEE 
quality. 

In addition to having every 
type of Industrial Brush avail- 
able when you sell the 

ania MILWAUKEE line, we co-oper- 


bulletin designed 8 : » i ate with you in the design and 
distributors. and. th ~~ a , production of special brushes 
gy : j when the need arises. 
applications and de- ofl { 
tailed specifications of 
our complete line of 
power driven brushes, 
wire hand maintenance 
brushes, flue, foundry, 
. floor, window 
and sanitary brushes, 


No. 36-R- 

tains 73 pag 

distributor wh 

handy has a 

reference to a cé 

ing s Png A ; 

meets the needs o' ' p . 

other activities. : Ma ha 
of Paint 


THE MILWAUKEE BRUSH MANUFA "Gases 
MILWAUKEE 8, WISCONSIN ae and 


A 





% 


The Key to Industrial Brush Problems 
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A DIRECT LINE 
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Each of these three “‘UNBRAKO” Screw Products is recognized a 
and accepted by industry as a leader. They sell fast and stay sold 4 





... make friends for you... assure a steady, repeat business . . . pro- 
| vide MORE PROFITS for you. Complete plant facilities. . . effective 


| sales promotion... consistent business paper advertising... and 










prompt, courteous service to you and your customers make it easier 


for you to sell them. Write for our attractive Dealer Proposition. 


STANDARD PRESSED STEEL CO. 


BOX 519 JENKINTOWN, PENNSYLVANIA 





“Serving Industry continuously since 1903 through Industrial Distributors” 
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The patented Knurled Cup Point of 
ge popular “UNBRAKO” Socket 
Set Screw makes it a Self-Locker, 
because the edges of the counter- 
clockwise knurls positively pre- 
vent creep, regardless of the most 
chattering vibration. “Jt won't 
shake loose!” 


4 
4 
é 
my 
<a 
Da 
ond 
4 
4 
rt 


The patented Knurled Threads 
of this “UNBRAKO” Socket Set 
Screw are swaged—making it a 
most excellent Self-Locker for 
applications requiring cone, oval, 
flat or other points except cup, 
and for use with hardened shafts. 
“It won’t shake loose!” 


The patented “UNBRAKO” Square Head Set 
Screw is a “‘brute”’ for strength. The KNURLING 
of the Cup Point—either internally or externally 
provides an_ excellent Self-Locking feature. “Jt 
won’t shake loose!” 
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Help Distributors 
Get More 


Tap Sales 
with 


The New and Finer 


“FORTY-NINER”’ | 
\ 

\ 

\ 

Its the flute that makes the cutting angle .. . and its the right 

cutting angle that prolongs tap life. On every Besly “FORTY- 

NINER” Tap, you will find flutes with cutting angles precision 

ground and polished ‘to deliver maximum tapping effidiency and 

maximum tap life. You get these proved advantages that provide 

peak performance: \ 


Mirror FINISH—High polish insures free chip flow. 


There’s no clogging; no need for excess lubricant. Tap- Ny 


ping goes faster, more accurately. 


Correct DESIGN—with ample spacing to insure com- 
plete chip disposal. 


Accurate CUTTING FACES—Automatic . precision in- 
dexing produces the required cutting tool angle, exactly 
righi, on every tap every time. 


This perfection makes the Besly “FORTY-NINER” the world’s 
most accurate tap. It is achieved through the use of new flute 
grinding and polishing equipment; new machinery and new inspec- 
tion processes—many of them exclusive with Besly. It is perfection 
aimed at one goal: cleaner, more accurate threading at lower cost. 


It’s one of many reasons why Besly distributors are out in front 
with extra tap sales. Why not find out for yourself how much 
more of the tap market you can get with the “FORTY-NINER”? 
Get full details from Besly Today! 


UNSURPASSED ACCURACY 


at all vital points 


SESLY'S 


Microcentric CHAMFER 


Micro finish. concentric to tenths 
of thousandths. Cuts freely and to 
size without burring or welding. 


Solid Ground THREAD FORM 


For le and lead accuracy. 
elimination of gauging problems 
and control of pitch diameter to 
tenths of thousandths. Ground 
from the solid, 


“Right” ROCKWELL 


Taps pre-inspected for correct 
Rockwell hardness. 


Mirror Finish FLUTES 


Correctly designed to provide 
freer chip flow and longer tap life. 


Tru-Square DRIVER 
Square and shank fit correctly in 
hucks and hold no wobble to 
cause oversize holes. 





@ Fast Delivery 
—24 hrs. on high speed spe- 
cials from hardened blonks; 
—3 weeks on bar stock specials. 


‘HELPING HAND''e A Complete Line 


HAS 


@Top Tap Quality 


5 STRONG FINGERS Engineering Counsel 


@Sales Helps That Sell 


THIS TRADE MARK IDENTIFIES THE WORLD'S MOST ACCURATE TAP 


BESLY TAPS © BESLY TITAN ABRASIVE WHEELS 


SEeSi-¥- GRIN Se 52h SO 


aoc ESS O RIES 


CHARLES H. BESLY & COMPANY, 118-124 N. Clinton Street, Chicago 6, Illinois 


Factory: Beloit, Wisconsin 
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The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET © BALTIMORE 23, MARYLAND 





f ipereitens the “show window” pages 
of business publications reaching 


Another P 
1 half-mill ders, h 
LUNKENHEIMER cai aaamerd TK dene 


Co., Chicago, producers of pharma- 


] i $ b L AY ceutical preparations, is featured in 


LUNKENHEIMER advertising. This 


in ad nation - wide latest, in a long list of valve users points 


out the advantages of buying better 
show. SN valves through nearby Distributors. 
oy. And, because LUNKENHEIMER Valves 
P are a better buy, they’re also better to 
sell. Ask any Lunkenheimer Distributor! 








4 , ESTABLISHED 1862 


om THE LUNKENHEIMER CO. 


— QUALITY’ 
CINCINNATI 14, OHIO. U.S.A. 


« NEWYORK 13 CHICAGO6 
BOSTON 10 PHILADELPHIA 34 


‘More Power to industry Through. BUNK 


CLUMKENMEIMER VALVES seteuet "es 


WILLIAMS POWER PLAS 


EXPORT DEPT, 313.322 HUDSON ST. NEW YORK I3, NY 


wEW SHERWIA- 


ee 
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LUNKENHEIMER VALVES Meet 
High Standards in Abbott Laboratories ? 


"Y through, 
* it th 
8S8tallations ‘of 


Mtunmenuee. 


. 
Cincigge OAT 
eet 14, OM. u s 5 


= 
» Welver in the 
prnltys Dita ph tes insane ZF 
gas weed &e The Yredect on of 
necicdtin and rephesicin, 
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for Wrenches and Shop Tools -- 


Billings is the “hot” line . . . Its Distributors 
are alert and are actively profiting from the user 
acceptance already well established by experienced 
buyers of wrenches and tools . . . Forceful promo- 
tion plans, now operating, direct sales thru Billings 
selected Distributors . . . Billings Distributors are 
steadily building new wrench business and are 
watching the “repeats” repeat ............ 
Billings is the line in ‘49! 


r=. “BILUNGS 


each month 


WRENCHES & SHOP TOOLS 


SIL CtINGS & SPENCER COMPAN ¥ HARTFORD 1 CeeNECTTIPC UT, 
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EXOLON ABRASIVES | 


MEANS TO YOU 





From control panels such as this the many 
abrasive processing operations are reg- 
ulated, conveying the crude aluminum 
oxide from crushers through various treat- 
ments to final screening. 


‘ 
; &: 


ft 


ee . 
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From the inspection of raw materials — large clean, well shaped, carefully graded abrasives 
chunks of aluminum oxide or silicon carbide ~ when they buy EXOLON and CARBOLON. 
— through every stage of the manufacturing = yoy"I] find it pays to build your business on 
process, a close Quality Control governs the 
production of EXOLON and CARBOLON 


Abrasives. 


the profit-making features of Exolon abras- 
ive — sharpness, surface adhesion, uniform- 


ity of grading — that quality control makes 
Thus your customers are certain of getting possible. 





Write today for illustrated folder, including 


THE E xX Oo L @ N chart of recommended grades for surface fin- 


971 East Niagara Street Tonawanda, N. Y. 


Manufacturers of SILICON CARBIDE and ALUMINUM OXIDE ABRASIVES 
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Circle ® Bolts and Nuts are 
under constant development by a fully- 
equipped research staff. Dealers handling the Circle ® 
line are able to offer their customers bolts that incorporate 





the latest and best developments in metallurgy and manufacture. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 





PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 
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... Wwe estimate it has drilled a total of 6682", or 
3100 times its length!” 


i 
Here ’s what they tell US “,.. after about 75 hours, the drill was reground, put 


° back in the machine, and is still running!” 
ABOUT THIS NEW DRILL: “. .. 133,850 pieces in No. 8620 Steel with 1 dozen 


eee G-Style Drills ! ”» 
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ind, put 


1 dozen 


HERE IT IS! Here’s the new Morse Drill 
...the first completely new drillin years... 
the drill of fewest changeovers and highest 
production. 


Here is the first really big news in drills 
since Stephen Morse produced the first 
twist drill. This new drill is ground from 
the solid ... with heavier web, constant 
angle, and wider flutes that clear chips in 
a faster, easier flow. And then, finally, it’s 


va the tougher, more flexible drill 


that gives 
50’, More 
Production 


processed by a New Morse Method that 
gives this drill more strength, toughness, 
and flexibility than any other drill now 
made...to withstand the higher speeds of 
today’s production demands. 


Proved by exhaustive field tests, this 
new Morse Drill is available to you...now 
...in 59sizes from No. 80-30 to¥,,-”... from 
your own Morse-Franchised Distributor. 
Call him today on your problem. 


SOLD EXCLUSIVELY THROUGH MORSE-FRANCHISED DISTRIBUTORS 


BRANCH WAREHOUSES: NEW YORK, DETROIT, CHICAGO, DALLAS, SAN FRANCISCO 
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1 SKF ATLAS super-finish STEEL 
BALLS — packaged for convenience 
in handling and stocking. 

Meet all industrial requirements. 

2. SKF LOCKNUTS and 

LOCKWASHERS — quality 
manufactured, packaged for 
ease in stocking and 
handling. Complete line. 


3 SKF BALL BEARING 
TEXTILE TENSION PULLEYS 
strong, light, aluminum 
pulley mounted on famous 
SKF Red Seal Bearing. 
Sales makers to textile 
industry. 


4 SKF BALL AND ROLLER BEAR- 


rt ( 
INGS — greater variety than any « : 
other manufacturer. These E.; 
superior units are popular with 5 SKF PILLOW BLOCKS 


industry. for every application 
from light duty to the 
heavy jobs. 


SIGE products are preferred for replacement 


When you handle StS products . . . there’s more profit per square foot of 
shelf space. Quality products . . . the right price... and the S&S top- 
flight 1949 advertising and merchandising plans add up to more sales for 
you. Stock and sell! Write SSF Industries, Inc., Philadelphia 32, Pa. 

6 





Industrial Bearings engineered by 
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/ ATKINS 
“Curled-Chip” 
Segmental Saws 











ATKINS ie oe 
“Curled-Chip" ©" =" 
Hack Saw + 
Blades 


ATKINS 
“Curled-Chip” Milling Saw 


ATKINS 


“Curled-Chip” 
Slitting Saws 


ll ATKINS CUTTING ENGINEERS HAVE THE ANSWERS! 
ATKINS When you run into a difficult cutting problem, ask an Atkins 








ATKINS “Curled-Chip” cutting engineer to sit in with you. He’s an expert specialist 
a Metal Cutting in producing better cutting results at lower cost. He'll be glad 
“Duratip” Saws Band Saws ; 
to work with you. 


Cer Stool’ SAWS 


e < ATKINS AND COMPANY e Home Office and 
Factory: 402 South Illinois Street, Indi polis 9, Indi 

Branch Factory: Portland, Oregon @ Branch Offices: Atlantas 
Chicago « Los Angeles » New Orleans * New York * San Francisco 








MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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SEE HOW YOU CAN BUILD O. E. M. SALES 


Now! The big original equipment market for roller chain... 
long considered unattractive . . . is opened to the distributor by 


the new ATLAS PLAN FOR O.E.M. SALES. 


This new plan combines selective distribution . . . national ad- 
vertising . .. complete selling tools . .. and many other features 
to help you develop profitable O.E.M. accounts... to enjoy 
large O.E.M. sales instead of just replacement business. 


The booklet “ATLAS DISTRIBUTOR PLAN FOR ORIGINAL 
EQUIPMENT MARKETS” tells you how the Atlas Plan works to 
open the doors of O.E.M. for you. Write, wire, or phone for your 
copy today. Find out why many distributors are finding the 
O.E.M. market attractive for the first time. 




















HELPS YOU CARRY OUT THE ATLAS PLAN 


To help you carry out the Atlas Plan .. . to cash in on the big 
original equipment market for roller chain . . . there’s an Atlas 
Man to help you sell. His services are available to show you how 
to penetrate O.E.M. markets...to help you cash in on the 
continuing orders of machinery manufacturers. He has all the 
tools necessary to do a real selling job. Moreover, behind him 
is a staff of experienced engineers ready to help you solve any 
chain drive problem. 


Let an Atlas Man help you to realize the great O.E.M. potential 
for roller chain now! Send for the booklet, ‘‘Atlas Plan,’ and find 
out how. Or, visit an Atlas Man at the Triple Mill Supply Con- 
vention Conference Booth. 























Te PAASCHE line of Airpainting Equip- 
ment long ago was recognized by industry for its origi- 
nality in DESIGN—ITS QUALITY—ITS STURDY CON- 
STRUCTION, and ITS MONEY SAVING FEATURES. 
Beginning 45 years ago Paasche has year by year con- 
tinued to improve the line and make outstanding develop- 
ments for more efficient operation, for easier handling and 
for greater saving of material labor. Leading Automobile 
Manufacturers report better finishes and material savings 
of 46% with the use of Paasche Airpainting Equipment. 


THUS, Paasche Distributors have always been in a posi- 
tion to offer Airpainting Equipment that is original in 
design, wiih exclusive operating features not available with 
competitive equipment. 


Paasche has not only built its organization and products 
to give industry the finest in Airpainting Equipment but 
has provided assistance for distributors by placing experi- 
enced Airpainiing Engineers in strategic locations through- 
out the country. 

An important move for you now— one that 

will pay big dividends, is to send for com- 


plete information on our protective distribu- 


tor’s franchise. 





Manual and Automatic 


AIRPAINTING EQUIPMENT 


OF ALL TYPES .. . FOR ALL PURPOSES 
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Absorbs all types of Oils, 
Greases and Fats: from Floors — 


sede, 


Siar 


Absorbs all types of Oils, Greases and Fats plus 
| Water and Soluble Oil Solutions from sng 


Kit 3 < 
ical S 
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CAST BRONZE 
SOLDER-JOINT FITTINGS 


] 






— — hes ee 








As you would expect, you get big 
plus values in Flagg Cast Bronze 
Solder-Joint Fittings. Cast from 
85-5-5-5 ingot, these heavier cast 
fittings retain the heat at point of 
application — allowing full and 
complete flow of the solder. The 
expansion, under heat, of Flagg 
Cast Fittings is slightly greater 
than that of copper tubing, so that, 
on cooling, the fitting grips the 
tube. Moreover, Flagg Fittings 


_ will not warp or get out of round 


under the greater heat of high 
melting point alloys. 


For “one-piece” security with 
solder-joint fittings, use Flagg 
Cast Bronze — each fitting air- 
tested under water and rigidly in- 
spected for accurate tolerance and 
alignment. 

























GROUND JOINT UNIONS » BRONZE THREADED FITTINGS * BRONZE SOLDER FITTINGS » UNDERGROUND TANK FITT! “ALLA 
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rass or Copper —Pipe or Tubing 


Now you may join any brass or copper pipe or 
tubing (1.P.S. or L and K) without threads. 
For FLAGG-FLOW in bronze extends the range 
of Flagg Threadless Fittings to include iron 
pipe sizes in both pipe and tubing — joined in 
“one-piece” security by brazing. 

Now, too, every advantage that has made 
FLAGG-FLOW Malleable Fittings the talk of the 
piping industry is available in bronze. And to 
users of non-ferrous piping, FLAGG-FLOW sup- 
plies the first fully streamlined fitting for 


iron-sized pipe. 

FLAGG-FLOW Bronze Fittings give you com- 
plete freedom of choice in brazing alloys. 
With a precision-machined cup that permits 
close tolerances, you may stick-feed any capil- 
lary brazing alloy to any FLAGG-FLOW Bronze 
Fitting taken from stock. 

Yes, in brass or copper pipe or tubing, turn 
to FLAGG for threadless joints. Plan now to 
make your next job FLAGG-FLOW. Meanwhile, 
ask for fully descriptive literature. 


EXCLUSIVELY FLAGG! 


Join Steel or W.I. Pipe by Brazing 


wk pitt! WALL-ABLE IRON-FITTINGS, STD., EX. HVY. AND AAR © CAST IRON FITTINGS © DRAINAGE FITTINGS FLANGE UNIONS » FLANGES 


FLAGG-FLOW Threadless Mal- 
leable Fittings give to steel 
and iron pipe the stream- 
lined, low-friction loss ad- 
vantages of welding at sub- 
stantially lower cost. Using 
high melting point, silver 
brazing alloys, you simply 
CLEAN—FLUX—HEAT to get a 
“one-piece” system as strong 
as the pipe itself. 


FLAGG-FLOW is the first 
threadless malleable fitting, 
and the first air-tested, 150- 
pound malleable fitting ever 
to be sold from stock. Small 
wonder that more and more 
engineers and contractors 
are turning to FLAGG-FLOW 
for flexibility of layout, se- 
curity and strength. 


INDUSTRIAL DISTRIBUTION © MAY, 1949 











| 
SCHRADER SUE SAYS: 












 —_ you are, wherever you might be 
/when your customer has an air problem, the il 
# chances are that Schrader has the answer. Schrader iw 
makes a complete line of air control products — 
and for you that means practically one name, one 
standard of quality, and uniformity of equipment. 
But Schrader doesn’t wait for customers to beat 
a path to your door. The Schrader line of air ‘ 
control products is baited with a strong and con- 
sistent advertising effort to your customers and 
prospects, backed by product information. A 
few of the national magazines that carry Schrader 





advertising are shown below. 


HRADER ADVERTISING FOR 1949 APPEARS REGULARLY 
IN LEADING TECHNICAL PUBLICATIONS LIKE THESE 





ALWAYS SPECIFY SCHRADER 
PLETE LINE OF AIR CONTROL PRODUCTS 


- PRODUCT 
S ® Air Cylinders * Operating Valves « Press : NGINEERING 
C Ya ey’ & Shear Controls + Air Ejection Sets a sf 2 vs 
« Blow Guns « Air Line Couplers + Air - bey ky 
Hose & Fittings + Hose Reels + Pressure E " 


Regulators & Oilers + Air Strainers 
Hydraulic Gauges « Uniflare Tube Fittings 


PRODUCTS 
CONTROL THE AIR 





Division of Scovill Manufacturing Company, Incorporated 
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WAN TALE 


New Plant Expansion of 


LENOX PRECISION-MASTER 
Ground Flat Stock Department 





1949 EQUIPMENT 


e New Powerful Mattison Surface Grinders 
for Satin Smooth Finishes 


e Squaring and Tolerance Control Instruments 


e Auxiliary Machine Tools and Fixtures 


Producing 


LENOX PRECISION-MASTER 
“The Ultimate in Ground Flat Stock” 


Sold through Distributors 


AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD 1, MASSACHUSETTS 


HACK SAWS - BAND SAWS -.: GROURD FEAT S20 ce 










fo increase your 


NEW 
CULLMAN 


Selective Distributor Plan 


Includes 
Distributor O. E. M. 


Privileges 
& 


Instant Availability 
of Sprockets 
and Chain 


ROFITS 





INVESTIGATE PROMPTLY, CULLMAN’S 


new profit-making plan! It’s streamlined —a 
“tonic” for your sales. In addition to this new 
CULLMAN Selective Distributor Plan you havea 
quick, dependable source of supply. For we can 
keep sprockets of standard and special designs 
flowing to you as your sales demand. It’s a buyers 
market again and action, plus sound merchandis- 
ing will bring more business. We are back of you 
all the way with a sound, practical, business-build- 
ing distributor program—a dependable source of 
supply and quality that gets the O. K. 


ATTRACTIVE TERRITORIES OPEN 


Our 55 years of design, manufacturing and sales 
experience works for your benefit. The name 
CULLMAN is well known in industry because of 
our sound procedure year after year, and con. 
sistent and conspicuous advertising in leading 
industrial and machine tool magazines. Dis. 
tributors have always found that it pays to deal 
with CULLMAN. Users of our products have in- 
dicated through re-orders that CULLMAN qual- 
ity is the economical answer. CULLMAN’S past 
in the industrial world now has an exceptionally 
important meaning to you. Product performance 
and manufacturer’s cooperation give you the ad. 
vantage:in sales for the immediate present and 
for the future. We make it possible for you tof 
give your customers uniform precision and last. 

ing durability as well as quantity and specialized 

produetion facilities. Sprockets made to fill spe. 

cial requirements can be produced at low cost 

and with greatest accuracy. Our remarkable 
stock of over 80,000 sprockets can often be ‘i 
adapted for special use by slight alterations) 
avoiding production tie-ups and extra expense. 


Yeu and Informative Sprocket Catalog 


FREE! This 80 page catalog lists sprockets and chain}, 
carried in stock. There are also available pages 4} 
engineering information and H. P. tables on power 

transmission. Flexible couplings, punch press drives, and 

speed reducers are featured. 


OVER 
80,000 
SPROCKE! 
NOW Ih 
STOCK 
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STANDARDIZE ! 


it pays 


secause If saves 


HE Shield Brand line of Fore- 

most Quality tools is complete. 
Therefore we can supply your re- 
quirements for all classes of per- 
ishable tools. 


By thus Standardizing your re- 
quirements you can make at least 
6 savings: 


1. Time saved in Requisitioning 
2. Time saved in Purchasing 


TANDARD [OOL (0. 


Successor to The Standard Tool Company 


CLEVELAND, OHIO 


3. Time saved in Stock Keeping 
4. Time saved in the Tool Crib 
5. Time saved in tool maintenance 
6. Production gained in the 
Machine Shop 
Service on Shield Brand Tools is 
prompt, assured by our large stock 
of over 10,000 items and nation- 
wide distribution by Leading Mill 
Supply Distributors. Call your dis- 
tributor or write, 


Warehouses: New York + Detroit +» Chicago 








Most efficient designs — not theo- 
retical but based on saccess in 
solving tough drilling, reaming, 
tapping and machining problems 
for industry since 1881. 






IN MATERIAL 


Standard’s specifications for material are 
recognized by producers of tool steel as the 
most rigid in the perishable tool industry. 





IN WORKMANSHIP 


Craftsmanship that wins the critical approval of 
skilled tool and die makers in our customer 
organizations. Maintained by a series of exacting 
inspections and scientific tests. 





QUALITY PROVED PERFORMANCE 


Standard Shield Brand Tools are regularly specified 
and used in the following mass production indus- 
tries — Automotive — Aviation — Electrical Equip- 
ment — Household Appliance — Farm Implement 
—Railroad. 

Specify Standard Foremost Quality for low-cost 


+* 


production. Sold by leading Mill Supply Distribu- 
tors, Coast to Coast. 


STANDARD JOOL (0. 


Successor to The Standard Too! Company 
10} &) 24'f 2) 0-43 Bee) = 848) 
Warehouses:- New York + Detroit - Chicago 
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“So you're 
up against a 
buyer’s 
market! 


Here’s how one 


distributor met 
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THAT problem... 
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“WE PIN-POINT PROFITABLE ACCOUNTS — 
At our regular sales meetings we select 
our most profitable groups of accounts, 
and plan our “push” accordingly. Our 
Sales Record shows us just where to 
concentrate effort . . . shows it fast and 
automatically because visible signals 
highlight all key facts. Results... 


“WE MAKE BIGGER PROFITS—The company 
does—and so do the salesmen! I suppose 
the secret of it all is selective selling, 
fewer wasted calls. Not to forget our 
Kardex Visible System—it never lets us 
forget WHO, WHEN, WHAT, to sell.” 


“WE GET THE MOST FROM EACH ACCOUNT— 
Competition never gets a chance to move 
in. Our Kardex Record reveals what 
scheduled calls have not been made, 
where sales are below potential. It even 
indicates the probable current needs of 
each account. Don’t think customers 
aren’t impressed with the service! 


“WE MAKE MORE CALLS — That Kardex 
Record of ours does just about everything © 
but make a salesman’s calls for him... 
and all with a minimum of clerical help. 
It automatically prepares his selling an- 
gles, helps him plan each day, gives him 
more free time for seeking new accounts, 
re-selling marginal ones: 





a Here’s the answer 


Tn 
nnneent 





to your Buyer’s Market... FREE? 


Send today for your copy of “How to 
Build a Profitable Sales Program”. It’s 
packed with facts, methods, ideas for 
dealing with a Buyer’s Market. Call the 
nearest Remington Rand office. Or write 
on your business letterhead to Systems 
Division, Room 1103, 315 Fourth Ave., 
New York 10, N. Y. 


4 » 
ih. 
% o g 4 
LO Copyright 1949 by Remington Rana ine, THE FIRST NAME IN BUSINESS svsrins/ 


b. To Build a PROFITAB HE 
Sales Program... 
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Count on CARBOLOY 


to keep you ahead 
of the field in ’49! 




















CARBOLOY ¢ 


backed by 
dising and adver. 


OMPANY, INC. 


Detroit 32, ichigan 


SEVEN outstanding sales-producing features 


COUNT ON— 


New, up-to-the-minute training for your 

salesmen and your customers at Carboloy’s 
Distributor Training School and Customer Train- 
ing School! 


COUNT ON— 


National advertising in leading industrial 

and business magazines carefully planned to 
help you get increasingly greater sales results— 
throughout 1949. 


COUNT ON— 


New, comprehensive technical and sales litera- 

ture! For instance, this latest tool manual... 
jam-packed with helpful information and tech- 
nical data! 200 pages! 


COUNT ON— 


Another “yearful” of new, exciting, sales- 

producing direct mail programs for your use! 
They'll help carry your promotion to every pros- 
pect on your list. 


COUNT ON— 


—- product improvement! More than 
100 skilled technicians devoted exclusively to 
engineering, research and product development 
to continually improve Carboloy Cemented Car- 
bides to bring you new and expanded fields of use. 


COUNT ON— 


eatery teamwork from our experienced 
men in the field! Carboloy engineers will 
always be willing and able to help you .. . with 
sales or service. 


COUNT ON— 


b Continued leadership in product performance. 
Independent surveys show Carboloy Cemented 
Carbides for machining applications are preferred 
over any other make by nearly 2 to 1! 


PLUS the new, hard-hitting, “Triple C’’ 


marketing program! 


CARBOLOY COMPANY, INC. 


11131 E. 8 Mile Blvd., Detroit 32, Mich. 
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WHY THERE’S 


IN THIS SOCKET 


e°* 
Tell your customers: 

Designs can be more compact—narrower 
flanges and streamlined surfaces . . . Assem- 
bly work can be speeded up—with internal 
wrenching . . . Fastenings can be made more 
securely ... When they use Bristol’s Socket 
Head Cap Screws. 

Made from a special alloy steel, heat- 
treated, they give the strength that in other 
fasteners might call for a “custom job’’. 

Conforming to Class 3 fit, they assemble 
easily, mate tightly with the tapped hole. 


And you can also talk about Bristol’s 
complete line—choice of Hex or Multiple- 
Spline socket screws ... cap or set... 
National Fine or National Coarse Threads 
... sizes from No. 4 wire to 1 in. diam. 


Bristol Advertising 


builds preference for the extra values in 
Bristol’s Hex Socket Screws . . . searches out 
new prospects for Bristol’s Multiple-Spline Py CPRICAY 
Socket Screws (offer of free sample creates Wan ACHERIM 
leads for distributors). And Bristol’s “corre- 
spondence course’? on socket screws helps 
make sales easy. 

A Bristol representative will tell you more 
about our 100% distributor policy . . . profit 
structure . . . promotion plans. Write: THE 

See us at Booth 866 


BRISTOL COMPANY, Mill Supply Divi- 
sion, 126 Bristol Road, Waterbury 91, Conn. TRIPLE MILL SUPPLY CONVENTION 


Multiple-Spline and Hex Socket Screws... Cap and Set 


7 


\\\ 


~~ 
. 


BRISTOL'S 


Only with Bristol Can You Sell the RIGHT § oO ¢ K iz T § Cc w & W 5s 


Socket Screw for Every Application 
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© It tokes a skilled musicion to produce harmony with 
@ fine instrument. And it takes an experienced distribu- 
tor to divide his pipe shipments equitably. For in spite 
of the fact there's more pipe being produced thon ever 
before, there's still not enough to meet today's record- 
breaking demand. 





That's why your experienced Spang Distributor some- 
times osks you to accept o partial shipment of Spang 
CW Pipe. It's his way of producing harmony among 
all of his customers. 





This is one of a series of ads that are 

appearing regularly in: DOMESTIC mee me eta ade 
ENGINEERING; FACTORY MANGEMENT Pipe, fixtures, fittings, valves and many other materials. 
AND MAINTENANCE; HEATING, PIP- ae ee ee ene 


ING AND AIR CONDITIONING; MILL 
AND FACTORY; and PURCHASING. SPANG-CHALFANT 


ee eT QUALITY 
that (8 of 
recogiee 

wherever pp “ana 


is Us@ 
— 








THIS AD PLAYS UP 
YOUR EXPERIENCE 


Every month a Spang ad helps make friends for you through leading trade 


publications. The advertisement above is typical. It plays up your experience 
and the advantages of that experience to your customers and prospects. 


This series of ads is also designed to help both of us in the selling 
days ahead. They keep the name of Spang constantly before buy- 
ers, and create an even wider acceptance for Spang CW Pipe. 


But advertising is not the only way we are trying to help 
you. We are continuing our efforts to produce pipe of 
unexcelled quality in greater and greater quantities. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Detroit; 
Houston; Los Angeles; New York; Philadelphia; 
Pittsburgh; St. Lovis; San Francisco; Tulsa 
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Stake out your claim 

TO BIGGER LAMP 

VOLUME and 
PROFITS 


WITH 


CHAMPIONS 


CHAMPION Quality. Champion Fluorescent 
tubes and Incandescent bulbs give the kind of serv- 
ice that brings your customers back, and back, and 


back for that profitable repeat business. 


CHAMPION Selling Zip. Every customer and 


prospect is in the market for lamps and lots of ’em. 


CHAMPION Streamlined Distribution —a 
clean cut policy. No red tape or restrictions. Out- 


right sale and greater profits. 


CHAMPION Money Maker. The Champion 
lamps you sell make more money for you. Costs 
are kept low all along the line in order to assure 


maximum profit margin for you. 


CHAMPION LAMP WORKS 





Lynn, Massachusetts 

















DIVISION OF CONSOLIDATEDO ELECTRIC LAMP aa @) 
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FULL STRENGTH 
SOCKET WON'T 
STRIP OR WEAR, 


NEVER 
OUT-OF -ROUND 
LEAKPROOF METAL 
TO-METAL SEAL 


ALLEN TRU-ROUND 
DRYSEAL PIPE PLUGS 
100% Pressur-Formd 





This newest Allen O Head product, 
made of Allenoy steel, meets 
all the demands of a dryseal plug 
in applications involving extreme 
pressure, such as in refrigeration 
and hydraulic equipment. For 
use with dryseal taps. No sealing 
compound required. 


It stands up under repeated 
wrenching as no plug has before. 
Its Pressur-Formd socket, un- 
weakened by drilling and broach- 
ing, is so strong the key will shear 
before the socket strips. 


Pressur-Formd threading insures 
metal-to-metal contact all the way 
by producing burnished threads. 
This method prevents distortion 
and nicked, imperfect threads 
which gouge softer metals and 
impair the seal. 


Accurate fit is assured by 360° 


waAR et j se i 
Allen-Type 5" (ns 
mes a 

Heod screws | 
rey ad silvel on 
i 


roundness, and by a perfect taper, at 
both the pitch and crest diameters. 


Here’s positive protection against 
the high cost of leaky or faulty 
pipe plugs. Get ‘“Tru-Round” 
Dryseal Pipe Plugs by ordering 
genuine Allens in the distinctive 
black and silver box. 


Now available in sizes from 6” 
to 1144”. No increase in price. 
Write us for samples and en- 
gineering data. 


FOR NORMAL APPLICATIONS 


Our ‘“Tru-Round”’  stand- 

ard pipe plug, also Pressur- 

Formd, is leakproof, and 
a sealing compound is not ordinarily 
needed for pressure-tight joints. Pre- 
cise roundness and smoother threads 
make for better seal. Threaded strictly 
in accordance with Army-Navy Aero- 
nautical Specification AN-P-363. Fully 
guaranteed 





ee ee COM i 


Hartford 
NEW YORK, CLEVELAND, DETROIT, 


2, era Ju. S. A. A. 





cz 





ALLEN ..... FOR 40 YEARS THE BUY-WORD FOR SOCKET SCREWS. 
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Allen’s new and expanded indus- 
trial advertising program will 
reach 45% more readers than 


last year. 


» A new series of consumer adver- 


tising messages in Popular Science 
will add a circulation of more 
than 6 million, among the men 
who buy and use AllenO Head 


products in their work. 


’ And as always, Allen backs your 


selling efforts with top notch 
sales literature, informative ma- 
terial, displays, plus personal 
sales help and factory engineer- 


ing when required. 


You know Allen makes the finest 
socket screws and related prod- 
ucts money can buy or you 
wouldn’t be handling the line. 
We aim to keep it the most 
profitable line by doing our full 
share toward turning in the best 
“team selling job’ possible. Call 
on the Allen representative or the 
factory whenever we can help in 
sales or engineering. 


57 











ELECTRIC 
IMPACT WRENCH 





ELECTRIC 
IMPACT. WRENCH 


SCRUGUN 
SCREW DRIVERS 


SCRUGUN 
ELECTRIC SANDERS VALVE SEAT GRINDERS VALVE RESURFACERS SCREW DRIVERS NUT RUNNERS 
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YOU SELL A COMPLETE LINE for all 
industry: for production, assembling, finish- 
ing, maintenance, shipping, construction. 


YOU SELL VERSATILE TOOLS that 
do many different jobs. (The Sander, for 


YOU SELL HUNDREDS OF ACCES- 
SORIES that keep these tools working... 
and give you steady repeat business. 


BACKING in the Saturday Evening Post 
and key trade papers, It keeps your cus- 
tomers informed of the merits of Van Dorn 
Tools . . . constantly points to you as the 
selling source. 


NUT RUNNERS 





+ : So; Ries UTORS” has long been the Van Dorn 

‘ — policy. We continually tell customers to 

PORTABLE GRINDERS | SHEET METAL SHEARS : Pai Ae nmi Mage 
other lines, too! 
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E’S the Industrial Distributor. With his 
warehouses filled with thousands of 
items, he has just about everything needed 
for the efficient, economical operation of 
industrial plants. His counsel is a plus-asset 


in all cost-saving plans—and here’s why: 


e 
First, he can meet most needs as they arise, 


thus minimizing manufacturer’s inventories. 
The Industrial Distributor is always near-at- 
hand, ready to give prompt, efficient and 


economical service around the clock. 


Second, in a single shipment, he supplies a 
wide variety of items. Ordering is simplified— 


"SPECIALIZED 


shipping costs are reduced. 


Third, he carries adequate stocks of Keystone 
Specialized Lubricants—the high-quality line 
of greases and oils for any plant application or 
operating condition. 


Keystone Distributors from coast to coast— 
almost three hundred strong—know how the 
combination of our good products, our clear- 
cut distribution policy and our methods of 
making our Distributors “business partners” 
pays off in goodly profits. KEYSTONE 
LUBRICATING COMPANY, 21st, Clear- 
field and Lippincott Streets, Philadelphia 32, 
Pa. Specialized Lubricants since 1884. 


LUBRICANTS 
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This African antelope depends on its speed to 
elude its enemies; can sprint at better than a mile 
a minute. The hartebeest easily outdistances even 
the greyhound. 


BUT... 





When fire strikes, every second counts. The speed of 
your fire extinguisher may mean the difference between 
a small blaze and a huge loss in life and property. 
The exclusive patented Safety Phlare and Panic Proof 
handle found only on Quick Aid Extinguishers enable 
you to fight fire fast and fight it effectively. Quick Aid 
Vaporizing Liquid Extinguisher (shown at right) is 
widely recognized as America’s great utility fire 
extinguisher, and is Underwriters’ Approved for office, 
factory, home, store, farm, car, truck, boat, or plane. 
Recommended for gasoline, oil, paint, electrical, and 
similar fires. Available in 1 and 1% qt. sizes. Look in 
the classified section of your telephone book for the 
Quick Aid trade mark, or write direct for the name of 
your nearest dealer. 


THE GENERAL DETROIT CORP. 


DETROIT 7, MICHIGAN 
NEW YORK e ATLANTA ¢ CHICAGO e DALLAS 
Subsidiaries: 
THE GENERAL PACIFIC CORP. 
LOS ANGELES e SAN FRANCISCO e SEATTLE 
THE GENERAL DETROIT CORP., CANADA, LTD. 
WINDSOR e MONTREAL e TORONTO e WINNIPEG 








GENERAL \ 
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HOSE and PACKING 


ADVERTISED TO YOUR CUSTOMERS 


Telling them to “Get in Touch with your 
Gilmer Distributor.” In current issues of 


INDUSTRIAL PUBLICATIONS 


™ ansmissior® 


lica- 
jde range . send pox, 


GILMER SALES POLICY 


This is what-+the Gilmer Sales Policy offers: 


1. A "buy-through-Distributor’’ policy; no factory 
sales in competition. 


2. A widely-experienced District Manager affords 
frequent direct sales help. 


3. Engineering assistance when needed from fac- 
tory power transmission specialists. 


4. Distributor protection. 
5. Uniform discount schedules. 
6. A profit on-every sale. 


7. Full jobber profit on non-stocking Special Pur- 
pose Belts. 


8. Catalogs, direct mail, and national advertising 
in a balanced program. 


9. Monthly bulletins from the factory. 
10. Stockroom and merchandising aids. 


NISUVW JGIM 3HL HLIM INIT Old 3HL 














‘HERE’S WHAT THAT MEANS TO YOU 

























Only MILLERS FALLS screw drivers have 


the ADJUSTOMATIC cutch 





If your customers or prospects ever pose the 
problem of getting smoother, faster, more uni- 






form mass assembly screw driving . . . then 
that’s when Millers Falls’ portable power screw 
drivers will pay off for you. 











You can solve their problem with a Millers 
Falls screw driver, because only Millers Falls 
gives you the patented, super-sensitive “‘Adjust- 








omatic”’ clutch. 











We'd like to see a screw driving 







HERE’S WHAT THE ADJUSTOMATIC Se 
CLUTCH DOES ae se 







Gives smooth, vibrationless operation even on 
assemblies usually considered too delicate for 





a power driver. So sensitive it delivers the right 
torque for screws from No. 10 down to No. 2. 






Increases assembly and production efficiency 






and speed, cuts costs. 







Naturally, prospects welcome the alert dis- 
tributor who offers them such tools as the No. 
50 screw driver or the new “Dyna-Mite®”’, two 
of an outstanding line of portable electric tools 
















made by Millers Falls. If you think that the More powerful than ever, the new 
< , ee . " Dyna-Mite” line is easy and 
Adjustomatic” clutch is a sales feature you’d profitable to sell. 





like to put to work, write for full information. 


Millers Falis Company, Greenfield, Mass. 


MILLERS FALLS lM PORTABLE | 
Lah ELECTRIC TOOLS 















INDUSTRIAL DISTRIBUTION © MAY, 1949 








LOR SMALL TAps 
°.0to No. 10’ 





FOR MEDiy 
MTA 
©. 5 to 1/4 PS 








GE TAps 
oO 7? 





FOR Lar 
¥ 
t 


fa 


OUR SALES POLICY 


1. We encourage and do everything possible to 


KEYLEsSs DRILL CHUCK 


teninatt promote the sale of Ettco-Emrick products 
up drillin, | KY Speeds Ss 4 through dealers. 
M'Ng—saves Strength : 


—makes chucks idegi fo . We guarantee full protection to any dealer 
women operat _— 


ators. Highest a eed | who obtains an order for any Ettco-Emrick 
~ product. 


) . Ettco’s experienced engineers are always ready 
for portable drills, to cooperate to the fullest possible extent in 
For full details ask fo working out satisfactory solutions to any drill- 

BULLETIN No, 6 , ing and tapping problems. No obligation. 


. We will maintain a consistent, hard-hitting, 
advertising campaign in the country’s leading 
metalworking publications and by direct mail, 
emphasizing our “Buy-Through-Your-Distribu- 
tor” policy. 

K on the round ond . We pledge to supply our dealers with descrip- 
rip on the square tive catalogs and other sales aids. Any or all 
isi of this material can be had on request. 

. We guarantee prompt deliveries. 


. We will continue to maintain the high quality 
standards for which all Ettco-Emrick products 


ETTCO TOOLCO. 


600 JOHNSON AVE., BROOKLYN 6, N. Y. 


Boston, Mass. © Portland, Conn. © Detroit, Mich. © Chicago, Ill. 
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A NEW; MODERN SAW PL 
READY TO SERVE YOU. 


* NEW IN EQUIPMENT.... 





BUT NEARLY A CENTURY 
OLD IN EXPERIENCE 














Since 1852, when James Ohlen established his saw manufacturing 


ll plant in Columbus, Ohio, this company has been in steady operation. Our - 
growth has required numerous additions, including the acquisition of e pr 
George H. Bishop's saw manufacturing plant in Lawrenceburg, Indiana Si 
in 1920. . 
e 
Now, still growing, we've taken the biggest step in our history. Our 
complete operation is now housed in one big, new plant. Here, with P 
practically all new equipment, and modern machinery designed specifically 
for our needs, Ohlen-Bishop is now entering a new era of more efficient 
saw production and definite improvements in quality. 
To our many dealers and customers who may not always have been 
able to obtain sufficient stocks, we can now promise complete supplies . 
of our entire line. Keep this in mind when planning future sales programs. 
Put Ohlen-Bishop saws in your profit picture and grow with us as we take . 
this big, new step in our manufacturing history. — 
| MC 
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OHLEN-BISHOP MFG. COMPANY sa 
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AS SHAKESPEARE SAID—WHAT?’S IN A NAME? 
—They’re called Simplex Steamboat Ratchet Pulling 
Jacks, but you don’t have to own a steamboat to use one! 
They did get the name because they were originally de- 
signed for such jobs as towing, pulling in bulkheads and 
for ship fitting and rigging. Now, however, you'll find 
them also on the job for construction companies, bridge 
builders and in car repair work—wherever rugged, easy 
operating pulling power is needed. So don’t wait for the 
prospect to get a boat. He can probably use one of these 
Simplex Steamboat Ratchets right now! 











MORE SALES PUNCH, THE BOSS DEMANDED 
—And that’s the reason for our “face-lifting” job on 
Bulletin : Bridge 49A covering the new Simplex Jack Sup- 
ports. We’ve fixed up the pictures so you (and your 
prospects) can really see how these lightweight Supports 
are used with Simplex Bridge or Journal Jacks. The tim- 
ber construction market is your best bet for these Jack 
Supports and the new bulletin can lend a big hand in 
stimulating customer interest. Why not ask for a supply 








CALLING ALL EX-PYRAMID CLUB MEMBERS— 
If you cashed in, good. If not, here’s an easier way that 
doesn’t require all that nighttime gadding around and puts 
you at the top of the list right away. Specially prepared 
Simplex ads for your own use are yours for the asking— 
on Hydraulic, Screw, Ratchet, Lowering, the Simplex 
Util-A-Tool and the Simplex-Jenny. Use them in any 
newspaper or catalog and see what a selling job they can 
do for you. Others are cashing in with extra sales — so 
can you. Ask your T-K representative for full details. 


(ADVERTISEMENT ) 





DIAMOND JIM BRADY DID IT WITH A 
HUNDRED DOLLAR BILL—So the legend has it. 
Diamond Jim would rip it in half, hand one part to the 
receptionist and say that “the other half” wanted to talk 
to her boss. It usually won him an audience. Times being 
what they are we can’t suggest your repeating the process 
on prospects for Simplex Jacks. You'll find it more eco- 
nomical—and often just as effective—if you shoot some 
Simplex sales literature across his desk. It ‘always makes 
good reading for those who specify—and buy—jacks that 
must deliver “the low cost of lifting.”” More important, it 
makes your selling job easier. 
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PLANNING A CHICAGO VACATION ?—There’s 
always plenty to see and do in the Windy City. The Rail- 
road Fair will be on again; the White Sox and the Cubs 
are hoping to do better than in ’48; the stores and night 
clubs stay in business right through the summer. And 
while you’re here don’t forget to pay a call on T-K; the 
plant is easy to reach either by car or by the elevated. 
You'll be welcome and we'll show you anything you want 
to know about the making of Simplex Jacks. Among those 
who recently stopped in were: Alvin Smith, Smith- 
Courtney. Company, Richmond, Va.; Fred Kimmel, Bel- 
knap Hardware & Mfg. Co., Louisville; Cliff Medland, 
Mumford, Medland, Ltd., Winnipeg, Canada, and Charles 
Grentz, Crerar, Adams & Co., Inc., Chicago. 





MICHIGAN AVE 

















BEACHES 





1020 S. CENTRAL AVE. 


TEMPLETON, KENLY AND COMPANY 


1020 SOUTH CENTRAL AVENUE fea ile clout magi a41, [el h) 
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CURTIS 


AIR 
COMPRESSORS 


Curtis Air Compressors are provid- 
ing an adequate, economical supply 
of ‘air to meet every imaginable re- 
quirement throughout the world. 







@ Large capacity per dollar of first cost 

@ High volumetric and mechanical efficiency 
assuring maximum air delivery per unit of 
power input 

@ Low maintenance expense 


Curtis Timken Bearing Air 


You get these advantages because Curtis 
Compressor with tank. Sizes 











Air Compressors have such design advan- from \% to 10 H.P. Industrial 
tages as — Air Compressors up to 50 H.P. 
@ Timken Roller Bearings @ Accessible for inspection, adjustment or replacements 
@ Carbon-free disc valves @ Precision made 
s Fully enclosed crankcase $ Self-oiling—positive lubrication 
95 tt of same Manufacturing Write today for full information, or use 
— ceupon below. 
emer cscs se ee ee 4 
| Curtis Pneumatic Machinery Division of Curtis Mfg. Co. 1-49-2 ! 
| 1911 Kienlan Ave., St. Louis 20, Mo. | 
| I am interested only in items checked below: ! 
oe mre C] Air Hoists RIE aS Ree a en 2o oo doce amieieas | 
| (© Air Cylinders BR ocpercnc nc tosatitaaeces spinistcrolecess MeeeCatea i 
PNEUMATIC MACHINERY DIVISION i NNN III iscsi cicicsssanspvecisenencxercsnciinnnards aban asacnbaiaal I 
of Curtis Manufacturing Company | Cit Zone mane | 
1911 Kienlen Avenue, Saint Lovis 20, Missouri | _ MS SRA AAMC ocinraN 
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ARMSTRONG-BRAY & CO. 







FLEXGRIP 


SUREGRIP 


Complete lines of products that sell every day 


ARMSTRONG-BRAY & CO. is a manufac- 
turer of staple items, of products needed 
daily where power belts, conveyor belts 
are used, wherever gears, wheels or pul- 
leys turn. It is from such products that In- 


dustrial Distributors enjoy continuous 
daily sales and profit. It is on such items 
that distributors must be ever mindful of 
handling, billing and similar indirect costs. 


ARMSTRONG-BRAY Lines are complete— 
not just one but both types of belt lacing; 
not a few gear and wheel pullers but 
many fast-selling industrial automotive 
and special types. By standardizing on 
Armstrong-Bray products you can get all 
your needs from one reliable source, can 
avoid the expenses of buying, from many 
suppliers, can save in buying, transporta- 


tion, clearing, checking and handling costs 
—more profit on every sale. 

STEELGRIP Flexible Belt Lacing—is easily 
applied, anywhere by anyone. All you 
need is a hammer. 12 sizes. In standard 
boxes with 2-piece rocker hinge pins and 
a gauge pin included. Handy packages 
and long lengths are available. 
PLATEGRIP FASTENERS for heavy duty 
conveyor and elevator belts—available for 
belt thicknesses of 14" to 11". These 
PLATEGRIP FASTENERS are exceptionally 
strong and easily applied with special 
hand tools. PLATEGRIP FASTENERS make 
a tight joint that is flexible and strong. 
This type of joint not only distributes the 
load uniformly across the belt but also 
con’orms readily to shape rollers, trains 
or crown pulleys. 


Write for Catalog 


WIREGRIP Belt Hooks—come on cards with 
extra blue aligning strips that assure per- 
fect alignment of hooks and also prevent 
hook loss from handling. Wiregrip Hooks 
can be applied with any standard make 
lacing machine. 6 sizes. 


ARMSTRONG-BRAY Gear and Wheel 
Pullers provide an easy and efficient way 
to pull wheels, gears, pulleys, bearings, 
etc. from shafts; they save time, save irre- 
placeable parts, prevent battering of ma- 
chines and equipment. 12 types, 41 sizes 
and capacities including: CHAINGRIP 
universal pullers. STEELGRIP Rigid Arm 
Pullers and 2 or 3 drop forged steel arms, 
and many automotive, refrigeration, oil 
burner and other special purpose pullers. 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway 


08 
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You'll get more sales, more new customers with the 
complete Coffing line because it includes a hoist to 
meet every need, whatever the market. Each model 
is engineered for “specialist’’ performance, for dura- 
bility and long operating life . . . to work faster, 
MORE SAFELY and efficiently. 


Steady Advertising Helps You Sell 


When you sell a Coffing Hoist, you sell top quality 
... customer satisfaction. And right now you get the 
extra promotion power of the biggest advertising 
campaign in Coffing history. Coffing ads appear 
month after month in publications covering markets 
that spell sales and profits for you. 

Check these Coffing Hoists—Check the markets 
that are yours with the complete Coffing line. Then 
check with Coffing and watch hoist sales shoot up! 


a 
COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 


OZ=—1T 





NEW! COFFING HOIST-JACKS 
ARE HITTING THE TOP 
IN ALL MARKETS! 


" ll 
Nationally tent a Drege 
versatile Coin , 
<n mol tool that handles — 7 
lift pull or stretch — no _ shen 
tori , in genera rep . 
ee, quel and in all rpg 
O} erates with stand as 4 ot ° 
at stand as 4 hoist or a puller. 
. Model HJ-2—4000 lbs. 


d. 

; Model HI) Capacity with double stan 
“ 2000 Ibs. caP- ————— 
enn cet 


ARS LING Hoists 
SALES- MAKERS: 


SPUR-GEaReD CHAIN 


1g HOISstTs 
Designed fi 

or i 
}i; SPeed, safety ey 
odels— i) ciency, wi}] effi- 
% to 15 under yea, Stand up 

Ouble Seve Ss of 
Pawl constry -©ven models: 4 
c- ties from % to 5 capaci. 

‘Ons. 





HOrseEEcTRIC 
A SPecial] 
i . 
\s lly designed { ‘ MIGHTY. mingey , 
PULLER 
Six and one half Pounds 
ae lift or 


d e uses 
of current pert day, Rowte 
a citienteen models. 
4000 Ibs. a 
Other Coss; 
“offing Prog > Di 
load Binders . Trolley 
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EXCLUSIVE 
FRANCHISE 


FOR DISTRIBUTORS OF 
FEDERAL-MOGUL BRONZE BARS 


There's a new sales and profit opportunity 
with Federal-Mogul bearing-bronze bars: 


NATIONALLY-KNOWN NAME e HIGHEST QUALITY 
PRODUCT @ COMPLETE LINE @ GOOD PROFIT MARGIN 
@ SALES PROMOTION SUPPORT @ EXCLUSIVE FRANCHISE 


We have been specialists in bearing metals for 
50 years. Federal-Mogul bearing-bronze bars 
provide finer uniform grain structures, freedom 
from hard spots and blow-holes, and uniform 
wall thicknesses. They give maximum number 
of bushings per bar at lowest machine cost and 
assure maximum performance. 


By use of permanent molds, temperature and 
analysis controls, quality is maintained through- 
out all manufacturing operations. Our bars, 
each 13” long, are machined all over—inside 
and outside diameters and ends. Available in 
over 400 sizes and in a wide range of alloys, 
including many S.A.E., A.S.T.M. and various 
government specifications—they cover practi- 
cally every bronze bar requirement. 


Write or wire 
for complete details 





This profit-making, exclusive franchise 
is still available in several territories 


. . for aggressive distributors — write or 
4 by a Moqul 0} 3 RA [ wire us for full information AT ONCE. 
FIFTY YEARS OF CONTINUOUS BEARING EXPERIENCE 
1899 - 1949 


FEDERAL-MOGUL CORPORATION, 11057 SHOEMAKER, DETROIT 13, MICH. 


INDUSTRIAL DISTRIBUTION © MAY, 1949 

















WATER Mi 


4 PE JOINT 





MEY 


Gompany. . 





43 


72 








If your company is one of the 1250 supply houses 

stocking Key Pipe Joint Compounds, why not carry 
a few samples to give out to Plant Engineers, Mainte- 
nance Foremen, Heating Contractors or anyone else 
who might need such a compound in his every day work? 





Key Company has always believed in the distribution of 
samples as a means of developing sales—an actual work- 
ing test is usually more convincing than anything you, or we, 
can say in favor of Key Pipe Joint Compounds. 


Some of the largest industrial users of Key-Tite and Key 

Graphite Paste started out by subjecting a few samples 
to an actual working test, and the repeat orders follow through 
with the regularity of clockwork. 


If your company doesn't have any samples on hand, just 

ask your Buyer to specify a supply on his next stock order; 
and while you are about it, you might ask the buyer just how 
Key Compounds show up on the profit ledger. 


Recommend Key-Tite for sealing the joints in hot and cold 

water lines, gas, air and low pressure steam service. It 
contains no toxic ingredients and can be safely used on po- 
table liquid lines. ° 


Key Graphite Paste should be recommended for sealing 
the joints on high pressure steam lines and all types of 
oil handling equipment or wherever the Underwriters’ Labo- 
ratories Listing is important. ¢. 


And don't hesitate to call Key Company if you need any 
help in solving a particular joint sealing problem. 





2621 McCasland Avenue « ~ East Saint Louis, Illinois 
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Sec how Card stacks the deck 
IN YOUR FAVOR! 


1949, nearly a million sales messages . . . 972,079 to be exact... are 
‘going out to Card customers and prospects through the medium of trade 











° > othing is left undone at the S. W. Card 

Manufacturing Company's factory at Mans- 
field, Massachusetts, to insure that every tap ° 

reaching your hands is 100% perfect teady to give you top 

performance over a long service life. CHECKED 

But to make doubly sure of your continuing satisfaction we . 

have retained the outstanding PITTSBURGH TESTING LABOR- ot ER e 

ATORY to buy Card Taps periodically on the open market any- 

where in the United States . and subject them to rig- : 

orous tests to make certain that Card Taps reaching the market BY . 

are right up to standard! °, 





No wonder increasing numbers of metal-working plants whose pa 
Pp dAucti hadul, , a te, A, P As), cutting 
tools are turning to Card. . CARD 


And for fast, dependable service *that saves you time and 
money, contact your nearby Card Distributor. 
e 


DOUBLE CHECKED HERE BY/: 





ys PITTSAYROR 
Pod 











TAPS 











publication advertising. Andamong 
them will be your prospects. 
Reaching out further into the 
metal-working field than ever be- 
fore, we've added MODERN MA. 
CHINE SHOP to our present publi- 
cations (AMERICAN MACHINIST, 
MACHINERY, MILL & FACTORY) 
to get our message to more and 
more metal-working firms. 


And the message itself is powerful: 
CARD TAPS...THE CERTIFIED* 
CUTTING TOOLS. 


*Certified by known, respected, 
independent Pittsburgh Testing 
Laboratory. Card’s double check 
on quality ... factory inspection 
plus Jaboratory inspection .. . 
builds confidence and sales for 
you because every Card adver- 
tisement carries this message: 
“CONTACT YOUR NEARBY CARD 
DISTRIBUTOR.” 


Advertising that carries a real 
sales punch .. . merchandising ma- 
terials your prospects welcome... 
factory - trained representatives 
ready to help you... plus a Dis- 
tributor Policy that makes clear 
your rightful place in our market- 
ing picture .. . all stack the cards 
in your favor for greater volume 
and profits. 









The Certified * 
Calling Foals 


S.W. CARD 














se re Mibergh Testing Loberetery 
core OS +) 6Sceew Plate 
OCKS + tap WRENCHES 







MANUFACTURING COMPANY 
Mansfield, Massachusetts 





DIVISION OF UNION TWIST DRILL CO. 





TAPS 











Lhe Covlified * 


S.W. CARD || 649 Yu 


*by the Pittsburgh Testin 
MANUFACTURING COMPANY “bre stocks. 
| Mansfield, Massachusetts i 
is FE DIVISION OF UNION TWIST DRILL CO. 
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SCREW PLATES 
TAP WRENCHES 




















eal 


2 INDUSTRIAL DISTRIBUTION © MAY, 1949 73 

















dependable 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N.Y. - 


Sales Offices: 
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OAKUM - PACKING 


ROPE - TWINE - 
Branch Factory: $T. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 


BOSTON * CHICAGO * HOUSTON * NEW ORLEANS © PHILADELPHIA 
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Talk of the Trade 


THAT WAS BACK IN ... If you run into one of the 
convention old timers and he starts telling you about 

the Bermuda cruise but stumbles over the date, you can 
win a bet by announcing that it was just ten years ago— 
May, 1939... This is not the first year supply folks 
traveled to Cleveland for a convention—the industry 
held one there 25 years ago, and in reporting it your maga- 
zine (then Mill Supplies) announced: “Attendance Rec- 
f ords Shattered at Mill Supply Convention” . . . A regis- 
tration of 715 distributors and manufacturers and 115 
wives was responsible for the headline. 


“1.7301 
v 


EIN 


GOOD TIMING: ‘lhe convention follows by only a 
couple of days the opening of the baseball season in 
Cleveland . . . Those who arrive on Sunday may get 
an opportunity to see the 1948 Champs in action— 
Yep, the Cleveland Indians play the Detroit ‘Tigers that 
day . . . Monday is an open date; Tuesday, Cleveland 
goes against St. Louis and Wednesday (our start-for- 
home day) the Indians meet the Chicago White Sox . . . 
Oh, take me out to the ball game .. . 


















UNREHEARSED: There was an unplanned bit of 
action at the Chicago Precision Supply Co. booth in the 
Chicago P. A. Show . . . Jim Reid was handing out book 
matches to guests when four or five books went up in 
flames . . . Jim’s hand wasn’t burned severely but he 
sure did burn when the doctor assessed him $7 for some 
ointment and a bandage. 





AVIATION: A recent Walker ‘Turner sales meeting 
took on the appearance of a joint air service convention 
... The three branches of the service, Army, Navy and 
Marines are now represented on the sales force . . . John 
Massey was a Marine fighter pilot; Lou Lawrence was a 
Navy flier; Bill Keal ey did flying for the Marines and 
bs E. B. Grubb saw service in Army planes. 














BACK IN HARNESS: It was certainly good news to 
hear that Oscar Iber (O. Iber Co., Chicago) is back at 
work after a spell of illness. 


PARTY TIME: Those Lancaster distributers, Dick Barr 
(Reilly Bros. & Raub), John Stauffer (Herr & Co.), 
George Hartman (Raub Co.) and Ad Moore (Steinman 
Hardware) have certainly hit upon an effective means of 
getting to know purchasing agents better . . . They 
stage a joint party each year with buyers as honored 
guests . . . Six salesmen from each distributing company 
are on hand to mingle with the p.a.’s. 





FOR EASY IDENTIFICATION: To make sure that 
guests at the Watkins, Inc., open house in Wichita would 
identify employees easily, each wore a blue and red 
tic . . . On the first day the knot showed solid blue, 
the color scheme was reversed for the second day. 


CCMMITTE! MAN: Hotel arrangements for the 27th 
annual conference of the National Industrial Advertisers 
Association in Buffalo in June are being handled by 


Merrill Wilcox (R. C. Neal Co.). 


PREMATURE REPORT: Last month we reported that 
Ken Beardslee (Carboloy) and Bill Stauble (Holo-Krome) 
were on the American Management Association’s market- 


ing conference program . . . They were onthe program 
and Ken did speak, but Bill was unable to make it 
... Virus X got him at the 11th hour . . . ‘The worst 


part of it was that Bill had his speech all prepared and 
even had rehearsed it. 
R. W.B. 
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Every 2 minutes—another 
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Calling on a customer with a Distributor’s 
salesman, the Jenkins Representative con- 5 
tributes valve information, helps spark sales. 497 — 













“advertising and other efforts are 


~ “$urned Over to Distributors by Jenkins 
Representatives. 










Jenkins unrivaled service-and-sales literature 
is supplied to Distributors through Jenkins 
Representatives, who explain its most effec- 








Jenkins Engineering Service is made avail- 
able anywhere through Jenkins Representa- 
tives, backed by outstanding experts in the 
selection and application of valves. 


tive use. 









To Distributors’ sales meetings, Jenkins Rep- 
resentatives bring valve information and 
describe current promotions to the staff. 
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Jenkins 


At Trade Show Exhibits, Jenkins Representa- 
tives are always on hand to discuss valves 
and valve problems with visitors, promote 
sales for distributors. 
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help boost sales for. . . 






JENKINS VALVES 


DISTRIBUTORS 


= two minutes of the working day, one of Jenkins 
fifty-six Sales Representatives makes a contact carefully 
planned to develop present and potential valve business 
for Jenkins Distributors. And this effort is not confined 
to daytime calls, for at Distributors’ Sales Meetings, and 
Trade Show Exhibits, Jenkins Representatives are ac- 


tively promoting business well into the evening hours. 


From coast to coast, traveling over half a million miles 
each year these men concentrate their efforts on one 
product only— Jenkins Valves. The results, in new busi- 
ness, and in more business from present users, are all 


channeled through Jenkins Distributors. 


This continuous promotion, day after day, year after 
year, is another important reason why Jenkins remains 
the preferred valve franchise ... why it pays, and pays 


well, to sell Jenkins Valves. 


Jenkins Bros., 80 White Street, New York 13; Bridgeport, Conn.; 
Atlanta; Boston; Philadelphia; Chicago; San Francisco. 
Jenkins Bros., Limited, Montreal. 











LOOK FOR THE DIAMOND MARK 
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Your Jack Selling Job is Easier— 
More Profitable when you sell 


DUFF-NORTON 


JACKS | 
Foil 


I. Duff-Norton Jacks are easy to sell because the 
name is well known for dependable, high 
quality products. 











2. The Duff-Norton complete line provides jacks 
for every application ... giving your salesmen 
unlimited sales opportunities. 


3. Continuous advertising in trade papers and by 
direct mail keeps your customers informed and 
sold on the quality features of these jacks. 


4, Attractive, informative sales literature imprint- 
ed with your name and address, helps you 
stimulate quick and easy sales. 


5. Comprehensive catalogs provide your sales- 
men with all the data they need to talk in- 
telligently about jacks . .. to help them do a 
selling job. 


6. And... of course ...Duff-Norton is always at 
your service to give you any additional help 
you may need to increase your ‘Jack Sales” 
volume. 






T OUR BOOTH Nc 
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Automatic 
Lowering Jacks 













Governor Controlled ; Standard Speed Hydraulic Jacks Low Height Jacks 
Jacks Screw Jacks 


Sell Duff-Norton ... Because Duff-Norton’s Easy To Sell! 


ae OU) ee) Se) Mina veil i) (cme 


MAIN PLANT and GENERAL OFFICES, PITTSBURGH 30, PA.—CANADIAN PLANT, TORONTO, ONT. 


“Ohe House that Jacks Built” 
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Industrial Distribution 








Mr. Sales Manager— 


















































y= Mr. Sales Manager, it’s time to take off 
your coat and pitch into the sales job that 
lies ahead. For the past three years in every issue 
of InpusrriAL DisrripuTIon, we have stressed 
the fact that distributors and their salesmen 
should prepare for the buyers’ market. In fact, 
we were the first to point out that “There'd 
come a day.” 

Well you can change the tense on that state- 
ment now. During the past year, supply has 
caught up with demand in one line of manu- 
facturing after another—your customers. The 
buyer is back in the saddle. Apparently, the 
“bloom is off the boom.” Real selling is now the 
requirement of the day. And the share of the 
market an individual concern gets will be pretty 
much in proportion to the efficiency of its sales 
management. 


Preparation 


We say “take your coat off now” but we don’t 
mean to imply that distributor sales management 
has been idle these past few years. As we look 
back a number of developments stand out: the 
sales forces of distributors have been increased 
materially; sales training programs have been 
pushed; inventories have been expanded sub- 
stantially and new lines have been taken on; 
new customers have been added; territories have 
been reevaluated; better displays, better layouts 
and better merchandising programs have all made 
the sales manager a busy man. 

The average distributor operation today is twice 
as large as it was pre war. ‘The added sales vol- 
ume, either in dollar terms or in physical volume, 
has increased the size and scope of the sales 
manager’s job. And his day-to-day operating 
problems have been made more difficult by the 
supply situation with all the attendant problems 
growing out of back orders. Yes, the sales man- 
ager has been busy, and the foresighted enter 
today’s buyers’ market with a solid organizational 
set-up. 

The changed market conditions, however, re- 








Time to Take Off Your Coat 





quire a new evaluation of the functions of sales 
management. While number one priority might 
have been given to the job of hiring and train- 
ing new salesmen immediately after the war, new 
emphasis is the need of the times. Greater efforts 
must be directed toward (1) sales direction, (2) 
sales promotion and (3) the development of 
more effective sales meetings. These activities 
rate the number one spot in the attention of ‘sales 
managers now. 


Action Programs 


In this May issue the editors of INnpustRiaL Dts- 
TRIBUTION present a 32-page feature section 
(p. 81) in which each of these three current 
jobs of sales management are analyzed in detail. 
The “whys” and “hows” of each function are 
set forth. Here you can read of the successful 
experience of progressive distributors who have 
developed programs for getting these three jobs 
done. Here you can sit in on round table dis- 
cussions in which distributors thrash out the pros 
and cons of various courses of action. You may 
not agree. Indeed, your operating conditions will 
be different—they always are. But you'll get 
some proven ideas and you'll get a slant on some 
things that didn’t work for other distributors. 

In the title of this editorial, I have addressed 
the sales manager. In many of the larger firms, 
some one man may be designated as sales man- 
ager. In an equal number of medium-sized and 
smaller concerns, the job of managing sales 
activities may be performed by the president, 
vice-president or partner. But in every firm, these 
functions of sales management must be performed 
by someone regardless of what he may be called. 
It is important only that the functions be rec- 
ognized and the responsibilities assigned. ‘These 
jobs which face us now can’t be done with the 
left hand. 
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Republic’s line of Suction 
Hose has been designed to 
meet the requirements of in- 
dustry everywhere. Whether 
it be for clear or acid mine 
water, gritty material in sus- 
pension, or whether it be for 





dredging operations in shell or 


rock formation, Republic's line is pride of personal accomplishment 
complete. by the Republic men and 
women who make Jt. 


Republic Distributors can depend on 
Republic Suction Hose Performance 


Whenever people buy pumps, the chances are they are prospects for suction hose. 
With your present sources, can you go after this business without competition 
from your own manufacturer or one of its branches? Republic Distributors can. 

There's a Republic Rubber brand and grade of suction hose for every require- 
ment. Republic Interwoven is a good general purpose hose. Each alternate filler 
strand of its reinforcement consists of a high tensile wire. Aero brand is designed 
expressly for agricultural work. Target meets the need for heavier construction 
operations. For severe conditions, you'll find Tower hose will give top, long-life 
service. . .. Remember, too, Republic-made suction hose has been used on the 
world’s largest projects, as well as for thousands of routine industrial enterprises. 


If you want to know more, write or return the coupon. 


REPUBLIC RUBBER DIVISION 

LEE RUBBER & TIRE CORPORATION - YOUNGSTOWN, OHIO 

Lee Deluxe Tires & Tube . . . Conshohocken, Pa. 
Ae Sry We na ‘ %, mT 
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Every finished product reflects the 





Wm. A. Haseltine, President 
ee 
Portland, Oregon 

Republic Rupper considers its dis- 
tributors an integral part of its sales 
organization. Republic does not com- 
promise with one word of its famous 
5-Point Sales Policy. Hence, distrib- 
utors of industrial supplies, like Mr. 
Haseltine, will tell you that they 
never have any competition from Re- 
public, direct or indirect. They will 
point out that Republic gives its dis- 
tributors technical help and advertis- 
ing assistance. Best of all, Republic 
Distributors know from experience 
that the products they sell are com- 
petitive in quality and price. Want 
to know more? Mail the coupon or 


write. 


' 


1 A LINE of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


2 A QUALITY of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


3 A PRICE basis inducing and mak- 
ing possible aggressive competition 
with reasonable profit return. 


4 FREEDOM from competition from 
his source of supply, either direct 
or indirect, among the trade cov- 
ered by his day to day solicitations, 


5 SELLING helps of reasonable 
amounts so that his sales force may 
be given the advantage of special- 
ized training and a knowledge of 
the product sold. 


ee a a 


REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION 
YOUNGSTOWN, OHI 


Name, title 

Firm 

Address 

City State 
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ODAY’S competitive market of- 

fers a challenge to the versatil- 
ity of the distributor sales manager. 
He is confronted with manifold prob- 
lems. He can relax his efforts on none 
but, at the same time, there is an 
increasing need for more and more 
emphasis on: Sale Direction, Sales 
Promotion, and Sales Meetings. 

The sales manager is the key man 
in these three operations and they 
constitute a key to success in selling 
in a buyers’ market. It was for these 
reasons that the three topics were 
singled out for study in this special 
section of InpusrriAL DisTRiBUTION. 
On the following pages you will find 
a complete discussion on each subject. 
The discussions reflect the thinking of 
distributors all over the country. 

In some distributor organizations, 
no one individual carries the title of 
sales manager. However, sales man- 
agement functions must be performed 
in all organizations. Whether the 
sales manager is a partner, a president, 
a vice-president or the sole owner, the 
facts presented in this section are 
pertinent. In fact, in some ways, the 
facts aré more important to those or- 
ganizations that have no one individual 
in charge of sales. It is in these or- 
ganizations that sales management 
functions sometimes fall by the way- 
side, one official thinking another is 
handling them. 


Authority Needed 


There probably is no one position 
in an industrial distributing organiza- 
tion that equals the sales manager’s 
in the need for a thorough working 
knowledge of all operations. His is a 
job that demands imagination and 
creative thinking, plus the ability to 
integrate efforts, to coordinate activi- 
ties, to interpret policy, to inspire 
salesmen, to sell where others fail and, 
in brief, to see that everything runs 
smoothly and effectively. Yes, his is 
a job with a multitude of details. 

To perform his varied duties suc- 
cessfully, the sales manager needs au- 
thority and it should be authority 
that matches the responsibilities he 
shoulders. Without such authority, 


INTRODUCTION 


the sales manager is handcuffed. Emi- 
nently successful organizations in the 
industrial supply as well as other fields 
have recognized the importance of giv- 
ing sales managers authority; they 
make sales managers part of top man- 
agement. 

The various responsibilities that 
should be vested in the sales manager 
are listed on the opposite page. The 
ranking in the listing, so far as impor- 
tance is concerned, changes con- 
stantly. In the immediate post-war 
days, emphasis was placed on the selec- 
tion and training of salesmen; that this 
was the top function at that time is 
evident by the fact that Industrial 
Distribution dealt with the subject in 
detail in a special section published in 
May, 1946 (Accent on Selling). 

Now, Sales Direction, Sales Promo- 
tion and Sales Meetings claim top 
billing. Through effective and efficient 
supervision of these functions, the dis- 
tributor sales manager puts himself 
and all in his organization in a posi- 
tion to meet the demands imposed 
on sales organizations by a buyers’ 
market. Meanwhile, of course, there 
can be no letup in other functions; 
the shift is merely in emphasis. 


Sales Direction 


Every distributor has the problem of 
coverage and selection of customers. 
While all customers must be covered, 
unless efforts are directed into the 
most productive channels, there can 
be an enormous amount of wasted 
effort. To help sales managers keep 
wasted effort at a minimum, Indus- 
trial Distribution enlisted the aid and 
counsel of sales managers in large, 
small and medium-sized distributing 
companies. 

A detailed questionnaire was sent 
to and filled out by these sales man- 
agers. ‘They answered a total of 32 
questions drafted by your editors after 
extensive discussions with distributors. 
The survey brought forth opinions, 
attitudes, convictions and the results 
of experience. 

To facilitate study of this phase of 
the sales manager’s job, the subject 
has been broken down into six parts: 








— 


. Measurement of performance. No 
longer is the progressive sales 
manager content to measure his 
staff’s selling efforts by its dollar 
volume of sales. 


2. Maximizing services of manufac- 
turers’ men. Sales executives out- 
line their ideas on what the func- 
tions of the manufacturer’s men 
are, or should be. 


3. Call reports. Properly tailored, 
call reports can supply a factual 
picture of territorial conditions 
and provide material for success- 
ful sales planning. 


4. Assignment of territories and ac- 
counts. Frequently, the choice of 
a salesman to cover a particular 
territory or certain accounts has 
a great effect on volume of sales. 


5. Formulation and follow-through 
of company policy. The sales 
executive must help formulate 
policies and then interpret and 
enforce them so far as the sales 
department is concerned. 


6. Coordination of outside and in- 
side activities. Cooperative and 
properly-trained inside personnel 
is necessary to back up the sales 
activities of outside men. 


Sales Promotion 


With all efforts being directed into 
productive channels, the sales man- 
ager has the equally important task 
of acquainting customers with and 
keeping them aware of the products 
and services available. Sales promo- 
tion provides the means to this end. 

There are many avenues open to 
the distributor who is sales-promotion 
minded. He is limited only by his 
budget and his ingenuity. ‘The very 
fact that sales promotion covers such 
a broad field probably is responsible 
for the difference of opinion that ex- 
ists on the value of certain promotion 
devices. 

Recognizing that no pattern could 
be established that would apply to all 
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companies, your editors conducted a 
round table conference on the subject. 
Four distributor executives _partici- 
pated in the discussion. ‘They cited 
their experiences. They gave their 
opinions. They argued points. And 
the entire discussion was recorded. 

A transcript of the recording makes 
up the second part of this special sec- 
tion. Here again, for ease in studying 
the pros and cons of specific promo- 
tion devices, the conversation is di- 
vided into six parts: 


Newspaper Advertising 

Institutional Booklets 

Novelties, Calendars, Blotters, 
Scratch Pads 

Personal Letters 

Direct Mail Advertising 

Catalogs 


The four executives who _partici- 
pated in the round table represent 
companies of different sizes and with 
different geographical problems. You'll 
find that the conversation is down-to- 
earth—it’s “shop talk” by men with 
experience. 


Sales Meetings 


Although often classified as part of 
a training program, sales meetings ac- 
tually merit individual attention. ‘Their 
use is not limited to the educating of 
new or potential salesmen; they are 
part and parcel of every well-developed 
sales program. 

Just how effective a sales meeting 
can be with regard to sales volume de- 
pends upon the preparations made for 
the meeting, the manner in which it 
is conducted and the follow-through 
that is undertaken. 

To present both the problems that 
arise in handling sales meetings and 
the solutions that are available, Indus- 
trial Distribution’s editors drew upon 
the thinking of scores of distributors 
in all sections of the country. In their 
travels, your editors discussed the sub- 
ject with sales managers in large and 
small distributing companies; they 
talked with salesmen; they talked with 
officials. The sales meeting section 
is the result. 











The Sales Manager’s Job 


HE most common complaint among sales managers today is 

that their responsibilitics are rarely defined; too often, they sav, 
they have to flounder about instead of devoting time and effort to 
the jobs they should be doing. Just where a sales manager's duties 
and authority start and end depends on the individual organization. 
There is no escaping the fact, however, that sales management's 
functions have to be performed. It is only reasonable to assume, 
therefore, that the first step in developing a hard-hitting sales 
organization is to put the head of the sales organizatoin in the 
position of knowing what he should do. 

Generally speaking, the sales manager is the individual around 
whom all sales activities revolve. While in most cases he should be 
on a par with top management, his dealings are not with manage- 
ment exclusively. He represents three groups: management, sales 
force and suppliers. In his dealings with one group, he offers the 
thinking and beliefs of the other two groups. In this phase of his 
work, the sales manager has a major job of human relations. 

There are more tangible responsibilities carried by the sales man- 
ager. The consensus of sales managers, as revealed in a recent survey 
conducted by INpusrriaL Distripurion, indicates that there are 
eight such responsibilities. The order of importance of the eight 
activities is not static; it changes with the times. However, sales 
managers feel it should be within their province to: 


1. Exercise Sales Direction 
Establish means for developing data on markets, customers 
and lines. 
Assign territories and accounts. 
Set up system for review of salesmen’s performance. 


2. Supervise Sales Promotion 
Determine value of activities in view of local conditions. 
Integrate promotional activities with other sales activities. 


3. Organize and Conduct Sales Meetings 
Decide on subjects to be discussed at meetings. 
Establish frequency of mectings. 
Select manufacturers to be represented at meetings. 


4. Select Salesmen 
Develop list of qualifications necessary. 
Plan for having replacements when needed. 


5. Train Salesmen 
Set up training program. 
Supervise training in all departments. 
Prepare system for evaluating trainees. 


6. Assist in formulation of company policy 
Sit in on top-management conferences. 
Foster cooperation between management and sales force. 


7. Maintain Close Contact with Suppliers 
Arrange for salesmen to attend manufacturer schools. 
Request manufacturer’s cooperation in sales drives. 


8. Determine Compensation 
Establish system that is fair to salesmen and to company. 
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No OTHER PHASE Of the sales execu- 
tive’s activities offers as many oppor- 
tunities for reducing costs and increas- 
ing profits as efficient sales direction. 
Misdirection of sales efforts is costly. 
Even though a business may be show- 
ing a profit, a large portion of its sales 
volume may be unprofitable. A large 
part of the volume may have been 
obtained at too great a selling cost. 

The effective direction of salesmen 
and of other facilities at the disposal 
of the sales manager avoids waste time 
and a disproportionate spreading of 
efforts in relation to sales. Every sales 
manager has a very real problem of 
coverage and selection. All customers 
must be solicited, but the greatest ef- 
fort must be channelled towards ter- 
ritories and customers capable of yield- 
ing the greatest volume. 

In order to achieve efficient direc- 
tion, the sales manager must inspire 
and coordinate activities on a number 
of fronts. He must: (1) evaluate the 
sales staff’s performance to get facts 
about salesmen, customers, commodi- 
ties and territories; (2) integrate and 
follow through on the work of manu- 
facturers’ representatives to increase 
salesmen’s selling capacities and en- 
hance customer service; (3) check on 
performance through call reports 


Sales Direction 


which can also furnish needed facts 
about customers, salesmen .and lines; 
(5) plan routing and scheduling of 
salesmen to minimize waste motion 
and expense; (6) participate in formu- 
lation of and affect company policy 
affecting sales to achieve sound busi- 
ness practice; (7) coordinate all activi- 
ties of inside and outside salesmen 
with other operations of the firm 
such as inventory control, purchasing, 
credit, warehouse and shipping for 
better sales results and more satisfied 
customers. 

The manner and thinking with 
which 10 sales executives of industrial 
supply firms all over the country, 
whose pictures appear on these and 
following pages, tackled these prob- 
lems are presented in the following 
pages as an aid to other sales execu- 
tives who wish to sharpen their meth- 
ods and increase the efficiency of their 
sales direction. The shop talk among 
sales executives from the firing line 
presents attitudes, convictions, opin- 
ions (pro and con) and results ob- 
tained which should stimulate con- 
structive thinking and action. 

The sales executives participating 
in this written round table discussion 
merit a vote of thanks from INpus- 
TRIAL DistRiBuTION and its readers. 


. . . . Measurement of Performance . 


THE RISE in competition and the leveling off of industrial activity has 
emphasized the importance to industrial supply executives of continual 
review and appraisal of sales performance. No longer is the progressive sales 
manager content to measure his staff’s selling efforts by its dollar volume 


of sales. 

Accurate evaluation of a sales de- 
partment’s performance calls for a 
comparison of volume and profit to 
potentials. The introduction of po- 
tential into the analysis of sales per- 
formance reveals the degree of pene- 
tration achieved. Such an analysis 
enables the sales executive to locate, 
quickly and accurately, the weak spots 
in his sales program. In many in- 
stances, the analysis even suggests the 
remedy. 

The application of these principles 
is dominant in the thinking and prac- 
tice of the sales executives whose ex- 
periences are described in the follow- 
ing paragraphs. They tell of the 
standards they use in evaluating sales- 
men’s performance, the data required, 
how it is obtained and the thinking 
involved in guiding and helping sales- 
men secure maximum results. 
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MR. WATKINS: We base our evalu- 
ation of the individual salesman’s per- 
formance on three groups of factors 
(1) coverage, (2) volume-profit-poten- 
tial, (3) personal supervision and ob- 
servation. 

Coverage 

1. Number of calls made per day 
by the salesman. 

2. Number of orders per day per 
salesman. 

These factors indicate whether or 
not the salesman covers his territory 
completely. The information is sub- 
mitted by the salesman on a Daily 
Report Form. Calls on customers 
are posted into the Frequency Book 
which can be referred to by man- 
agement. 

Value-Profit-Potential 

1. Dollars and cents volume of 

sales, and cost of sales, per salesman, 
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broken down by intermediate classes 
of items. (Report prepared monthly 
by our IBM Accounting Department). 

2. Dollar volume of sales to cus- 
tomers per salesman, broken down by 
major classes of items. (Report pre- 
pared semi-annually by our IMB 
Machine Accounting Department). 

The type of sales made, the class 
of customers to whom the sales were 
made and the profitability of sales are 
analyzed by sales management with a 
view towards maintaining sales effort 
along the most productive areas. The 
salesman’s sales are also compared with 
the monthly sales budget which is set 
up for six-month periods. Whether 
the salesman falls below, or exceeds 
the sales budget, we determine why. 
Monthly sales and sales analysis re- 
ports also furnish the salesman and 
the company with material needed as a 
base for establishing standards. 


Personal Supervision 


The overall picture of the sales 
man’s performance including: 

1. Just how well he has sold him- 
self to the customer. 

2. Just how well he has sold his 
company to the customer. 

3. Just how well he has sold the 
products to the customer. 

Careful observation of the sales- 
man’s technique is made by the sales 
manager periodically when accompany- 
ing the salesman into his territory. 
Personal contact with the salesman 
and with the customer is emphasized. 
Changes in a customer’s business, or 
territorial changes, can react either 
favorably or unfavorably on the po- 
tential. These can be ascertained by 
personal contact and observation. 


We continually review the perform- 
ance with the salesman by personal 
contact, letters and memoranda, using 
the monthly sales analysis report which 
shows the dollar sales volume, gross 
profit percentage and the car travel 
and living expenses while out in the 
territory. We also use the analysis re- 
ports which show the sales of the 
territory by major and intermediate 
code items. The monthly sales analy- 
sis reports show up the salesman’s per- 
formance in the various intermediate 
code items. When these facts are 
presented to him, invariably his sales 
of the items which have lagged, show 
an increase. 

As an example, the analysis once 
revealed that only one of our salesmen 
was selling pipe fittings. This major 
code item was immediately called to 
the attention of the other salesmen 
on their sales analysis reports. Almost 
at once the sales of pipe fittings 
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showed an increase in every territory 
and have remained very satisfactory. 

In a situation where the salesman 
seems to be unable to obtain business 
commensurate with the potential of 
an account, it is our policy to very 
carefully study and review this account 
with the salesman. Then, through ex- 
tra effort on the part of the salesman 
and the company, an attempt is made 
to increase the volame of the account. 

Where a salesman is “weak” in the 
sale of a particular item, we endeavor 
to strengthen his sales by training. 
This is accomplished by attendance at 
factory schools, sales meetings, and 
factory representative. It is also help- 
ful to our salesman if “sure” buyers of 
the line can be directed to him in 
order to develop his confidence. In 
addition, we believe in the use of 
“skull-sessions.” 





Rodi 


J. M. BATES 
industrial sales manager 
Moore-Handley Hardward Co., Inc. 
Birmingham, Ala. 


MR. BRENHOLTS: Standards for 
measuring sales performance contain 
several factors. We do not place too 
much weight upon a single factor. 
Considered together, the several fac- 
tors form a comprehensive picture of 
sales performance. These factors are: 
(1) Number of calls made per month; 
(2) Type of calls made; (3) Range 
of products presented and _ sold; 
(4) Customer account development: 
(5) Knowledge of customer organiza- 
tion and personnel; (6) Quality of cus- 
tomer service rendered; (7) Salesman- 
customer relationships; (8) Coopera- 
tion with sales management. 

In applying these measurements, we 
consider: (1) type of accounts handled, 
(2) geographic distribution of ac- 
counts, (3) whether salesman being 
rated is a territory salesman or spe- 
cialist. 

The data and material used as the 
basis of our standards is obtained 
from: International Business Machine 
tabulating and sorting systems; daily 
call reports; special customer report 
forms, filled out by salesmen and a 
limited degree of market research. 

Three reports are prepared at regu- 
lar intervals. They serve to give us 
the operating information we deem 
necessary for sales control. These re- 
ports are: (1) Sales by Salesman, by 
Division including cost and resale, pro- 
vided monthly; (2) Sales by Salesman, 
by Product Class, cost and resale, pro- 
vided quarterly, and (3) Sales by Cus- 
tomer, by Product Class, cost and 
resale, provided quarterly. 

We use the first report (Sales by 
Salesman, by Division) as a monthly 
check on the saies volume of each 
salesman. This report also gives us 
some idea as to the volume sold by 
division for each salesman. 
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The second report (Sales by Sales- 
man, by Product Class) is received 
quarterly and serves to measure the 
effectiveness of our salesmen, with re- 
gard to sales of various product classes. 
We get the report quarterly so as to 
average our monthly fluctuations and 
yet have the material current enough 
to be of operating value. We furnish 
the salesman with a copy of this 
report so that he may review his 
progress and try to build up any “soft 
spots” in the product class picture. 

The third report (Sales by Cus- 
tomer, by Product Class) is also re- 
ceived quarterly and, like the second 
report, is used to average our monthly 
fluctuations. This information is com- 
piled for about one-third of the ac- 
counts we carry on our books. 

By watching the product class _re- 
cord of our customer, we can quickly 
spot any increases or decreases in busi- 
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ness, and then follow up with the 
salesman as to the reason. We can 
check a salesman’s volume in any par- 
ticular product class for its distribution 
among his customers, noting any cus- 
tomers not sold. 


MR. KUHN: In our organization, 
each salesman is given a list of ac- 
counts for which he is responsible. By 
various methods, we attempt to deter- 
mine the potential volume of each 
account and expect the salesman to 
develop that amount or more. Records 
are maintained, showing the sales- 
man’s total monthly sales, his monthly 
sales to each customer, his monthly 
sales on specific commodities. 

No daily call reports are requested. 
However, we insist that each salesman 
prepare a calling schedule, or route, 
which we expect him to follow. 

After several years, during which we 
tried many systems of collecting data 
reflecting sales performance, we’ de- 
cided upon the IBM punch card sys- 
tem. We use two punch card ma- 
chines, one sorter and one tabulator. 

Soon after the end of each month, 
we have all the data assembled show- 
ing the results of the salesmen’s efforts. 
We examine each report carefully with 
the men individually. 

We do not attempt to draw compar- 
isons between the men, due to the fact 
that no two can give exactly the same 
performance. There is a difference in 
the types of customers called upon, 
the potential volume of different ac- 
counts and the sizes of territories. 

Where an otherwise good salesman 
shows a weakness on a particular line, 
we attempt to correct the situation by 
analyzing it and determining the cause. 
If it is due to the lack of knowledge 
about the line, we may send the sales- 
man to the factory for a training 
course, or a factory representative may 
be requested to work with the man to 
inform him properly. 

If a salesman 1s unable to secure 
potential business from an account, we 
can attempt to determine the cause 
and prescribe accordingly. It may be 
that a buyer dislikes the salesman or 
the house. We try to overcome that 
through various methods, such as send- 
ing our sales manager, or an officer 
from the company, to call on the 
buyer. Space will not permit an out- 
line of all things we have done, but 
we do attempt to locate the source of 
the difficulty and give it the proper 
attention. 


MR. BATES: The basic standards 
used by Moore-Handley in judging 
sales performance are customers’ vol- 
ume by product categories and cus- 
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tomers’ potential by product cate- 
gories. We try to determine each 
customer’s potential for each major 
line, not in dollars, but whether he is 
a large, medium, small or non-user. 

Our sales are broken down by prod- 
uct categories (machinery, steam spe- 
cialties, supplies, etc.) each month, 
giving us a record of each salesman’s 
performance by these categories. These 
sales figures, matched against poten- 
tial indicators of each customer are 
the basis of our evaluation. 

We use IBM equipment to give us 
a breakdown of sales, customers by 
product divisions each month, ‘The 
speed, accuracy and value of such 
figures off-sets the expense of collect- 
ing and sorting the data. 

The breakdowns form an accurate 
picture of the salesman’s performance 
indicating any need for more product 
knowledge, product application train- 
ing, more industry on the part of the 
salesman, etc. Of course, we also have 
to consider the salesman’s and the 
customers’ personalities and the sales- 
man’s character. 

In our organization, we make use of 
sales supervisors to supplement and 
direct salesmen. Any indication of 
difficulty along a product group re- 
vealed by the sales analysis is work 
for the supervisor who ascertains the 
trouble by investigation. This may 
take the form of discussions with the 
salesman, calls with the salesman, in- 
terviews with customers or any other 
means of locating the difficulty. 

Once the difficulty is ascertained, 
corrective action may be taken. This 
may be more product training, chang- 
ing salesmen from one account to 
another, more calls on a customer, 
bringing in a factory representative, 
ete. 

In the event a good salesman fails 
to realize sufficiently on a customer’s 
potential for any of the product cate- 
gories, all the facts about the case 
must be gathered before the reason for 
failure can be determined, and proper 
action taken. In most cases, we have 
found that the drop was due to cir- 
cumstances beyond the salesman’s con- 
trol. But where a probe indicated 
some weakness on the part of the 
salesman, this is pointed out and a 
solution developed. 


MR. MIDEKE: Our salesmen are 
judged by reports on volume broken 
down by salesmen, by departments 
and by customers. We have an accu- 
mulation of three years’ sales figures 
which enables us to determine stand- 
ards of performance. 

We use the IBM system to collect 
and sort the data because we think it 
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is the best available. 

In applying our analysis to the 
guidance of salesmen, we discuss re- 
sults at monthly sales meetings. We 
feel that, if meetings are held too 
often, it is as bad as holding none at 
all. We keep a close watch on large 
accounts to see what and how much 
they are buying. 

When reasons for sales slumps are 
not apparent, I hold individual con- 
ferences with the salesmen, especially 
the men who are on commission. 

We recently had an experience in 
which one of our good salesmen was 
not keeping up sales on a particular 
line. I discussed the situation with 
the factory man and arranged a special 
sales meeting on the line. When he 
spoke, he put special emphasis on the 
problems that arise in selling in the 
salesman’s particular territory. After 
the meeting, the factory man worked 
with the above-mentioned salesman 
and now we are again doing a nice vol- 
ume in that salesman’s territory. 


MR. HEY: We use the following 
standards in judging sales perform- 
ance: (1) Sales forecast (may be com- 
pared to potential) for each salesman; 
(2) Sales by departments; (3) Sales by 
customers; (4) Calls per salesmen; 
(5) Number of sales. 

Our sales forecast is based on past 
performance by departments in gross 
sales, returns, net sales and monthly 
average as well as what we feel the 
prospects are for the coming year. 

Our “sales reports”, showing sales- 
men’s monthly performance is_pre- 
pared each month. We obtain the ma- 
terial directly from the charge sheet or 
order. Each item is identified as to its 
department. The charge sheet is then 
priced and costed, which gives us the 
sale, the cost and percentage of profit. 

Each salesman is given a code num- 
ber in our Analysis Department. The 
number is recorded on all his cus- 
tomers’ charge sheets. After this has 
been computed, the report goes to the 
Auditing Department where it is re- 
corded and a sales report made out for 
each individual salesman for his total 
monthly sales by departments. 

After receiving the sales reports, I 
go over each one carefully and com- 
pare the salesman’s record with the 
previous month, both in total dollar 
volume as well as his accomplishments 
departmentwise. The sales are also 
checked with the forecast. 

If any comments are to be made, 
the salesman is called in and his report 
discussed. If any problems are indi- 
cated, recommendations are made 
then. Should the analysis reveal a 


weakness in any particular department, 
or that the salesman is failing to ob- 
tain substantial business from a poten- 
tially good account, we try to find the 
direct cause. 

In some instances, a factory repre- 
sentative is called in to help or I may 
go out with the salesman to contact 
the account in question to determine 
the difficulty. As a last resort, where 
the salesman and a customer cannot 
get along, we sometimes transfer the 
account to another salesman. 


MR. RYAN: Volume and profit are 
our standards of judging sales perform- 
ance. We obtain reports on these 
readily since monthly profit is the basis 
of our sales commissions. 

After comparing current volume and 
profit figures with past records, we can 
judge whether or not the performance 
is satisfactory. Any unsatisfactory sit- 
uation is discussed with the salesman 
individually. We never discuss any 
particular salesman’s performance in 
an open meeting unless to pass a com- 
pliment. 

In the event any salesman has difh- 
culty with securing adequate business 
from a customer whose potential is 
high, we try to find the reason. We 
do change accounts between salesmen. 
A recent change resulted in an in- 
crease of business from nothing to 
$3,000 a month. Factory men help 
in strengthening the performance of 
salesmen on lines which may be weak. 


MR. CARTER: We are quite satis- 
fied that the method we use to meas- 
ure the performance of our salesmen 
is all that we need. It tells us all we 
need to know. The factors used as 
yardsticks are: Sales, by salesmen; 
Sales, by customers: Average Sales, and 
Calls per salesmen. 

A graph is kept on each salesman’s 
volume and is extended at the end of 
each quarter, 1947 being the base 
year. After the yearly volume is 
plotted on the graph, we strike an 
average for the year and superimpose 
the 48 line over the ’47. 

We also keep the same type of 
graph for the company’s volume. The 
salesman can compare his record of 
sales with the organization’s perform- 
ance and in this way, learn how he 
stacks up against the average. 

We also keep a buyers’ record, 
which is a Kardex file showing the 
monthly volume by accounts and the 
number of calls the salesman has made 
in the month. By reviewing these, the 
salesman can see where pressure is 
needed. 

In order to obtain the data needed 
for this analysis, our salesmen have a 
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looseleaf book. They record, in the 
book, the calls they make. Once each 
week, the salesmen supply the office 
with a list of calls they have made. 
The volume of accounts by month, 
is taken from monthly invoices and 
posted on the buying record card. The 
number of calls are posted from the 
salesman’s report. 

We can recognize any account defi- 
ciency by referring to the cards show- 
ing the monthly volume of accounts. 
These are occasionally reviewed, and 
if any serious decline in volume is 
seen, we interview the salesman to 
find the reason why. 

We had a case recently where an 
account showed a decided drop. Upon 
interviewing the salesman, we found 
there had been a change in buyers 
and that the salesman couldn’t get 
along with the new buyer. A clash 
in personalities was the real reason. 
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SALES FACTS which help measure performance are supplied 
to Watkins Inc. by IBM machines. Above is a six-month report 
of a salesman’s sales, customers by major product classes, giving 


When we switched salesmen, the vol- 
ume picked up again. 

We always take the salesman’s prob- 
lems, one by one, and review his 
accounts with him alone, not in gen- 
eral discussion. 


MR. WARNE: The factors considered 
in judging our salesmen are: Sales, by 
customers; Sales, by salesmen; Gross 
Profit on Sales. 

We prepare summaries each month, 
showing each salesman’s sales to each 
of his customers, the accumulated to- 
tals to date and the average sales per 
month. These summaries also show 
the number of accounts handled by 
each salesman and the average sales 
per account. The salesman gets a copy 
applicable to his customers and one 
copy is retained for study by manage- 
ment, 

A summary statement is also pre- 
pared indicating sales for the current 
and preceding year. This shows sales, 
by salesmen, sales and gross profit for 
the month and year to date, percent- 
age of gross profit and the increase or 
decrease in sales in dollars and percent. 

‘Fhis has proven satisfactory as far 
as it goes, but the routine and me- 
chanics have been planned for a fur- 
ther breakdown of sales and cost by 
product classes and will be installed 
at the proper time. 

The Comptometer Department ac- 
cumulates this information from sales 
slips. The daily total of our sales 
slips is balanced against our daily bill- 
ing. This gives us an accurate control 


performance. 


of our sales slips and as the cost is 
also shown on our sales slips; we are 
able to get in one operation, the sales 
as well as the cost of sales. 

A study of the summary in conjunc- 
tion with the salesman’s individual 
record is made by management and 
discussed with the salesman individu- 
ally when it appears necessary. Our 
achievements as a whole are discussed 
at the sales meetings together along 
with current conditions and market 
trends. 

When an account does not produce 
the volume we think it should, we 
endeavor to find the reason and help 
the salesman through other contacts, 
and factory representation if it appears 
necessary or advisable. We make no 
effort for volume alone, as we, in all 
cases, endeavor to secure volume of 
items showing average profit or better. 


MR. PIGGOTT: We evaluate our 
salesmen’s performance on the basis 
of volume and gross profit and on a 
personal basis from general knowledge 
acquired over a period of years. We 
keep records of sales every two weeks, 
each month and by the year. At vari- 
ous times during the year, the monthly 
business of an individual account is 
checked. 

Information on sales is obtained 
from invoice copies which manage- 
ment and salesmen check once every 
two weeks. Available on the invoice 
are the items, quantity, selling price, 
cost and gross profit. The monthly 
statements to customers and accounts 
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weight (on steel), selling price and cost. Sales are also broken 
down by intermediate products for more accurate analysis of 


receivable provide customer data. 

Sales records are discussed with the 
salesmen individually. If the sales 
staff as a whole is falling down on a 
particular item, or on sales in general, 
the problem is discussed at a meeting 
in order to find the salesmen’s opinion. 
‘They are then told that the sales man- 
ager will talk with them individually 
about their particular problems. 

The reason for doing this is to get 
a general feeling of the sales force as 
a whole. Then, when talking over 
the individual salesman’s problem, the 
sales manager is able to get into closer 
contact with the salesman on an in- 
dividual account and to discuss it very 
thoroughly. Also it helps to discuss 
problems of a personal nature which 
nay be affecting the salesman’s work. 

There can be many reasons why a 
salesman is not selling a particular 
line or account. ‘The salesman may 
not be working at an item or an ac- 
count. He may not like to talk about 
an item or may not like an account. 
Some compromise is usually made to 
fit the situation or the sales manager 
attempts to sell the salesman on the 
line or account, by showing the ad- 
vantages of item or account, or the 
profit being missed. If an account is 
under discussion, the sales manager 
will try to show the salesman the 
potentialities from past experience, or 
from the salesman’s own experience 
with similar accounts. Our salesmen 
are On a commission basis and the 
profit motive is one of the best incen- 
tives we have. 
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. . . « «Maximizing Factory Men’s Services. . . . . 


‘T'HE success or failure of a selling effort on any particular line or product 
can be determined in a large measure by the distributor sales executive's 
approach to the utilization of the services of the supplier's representative. 
In too many instances, these services are not utilized in a manner to obtain 


the greatest benefit to sales volume 
and the sales staff. 

In this section the sales executives 
outline their ideas of what the func- 
tions of the manufacturer’s man are, 
or should be; how they utilize those 
services, what control they exercise 
over the manufacturers’ men and the 
methods they use in coordinating their 
services with salesmen’s activities and 
those of other departments in the dis- 
tributor’s organization. 


MR. CARTER: The normal functions 
of a manufacturer’s man is to call on 
the trade with our salesmen, hold 
specialized sales meetings and help 
train the city desk and telephone order 
desk men in product knowledge. We 
also expect him to assist salesmen in 
application problems and help with 
special sales promotion on his line. 

We prefer to exercise a moderate 
contro] over the manufacturer’s man 
so that there is no waste of time when 
scheduling calls with salesmen. Most 
manufacturers’ men are quite familiar 
with the territories and accounts we 
cover. Still, we would prefer that they 
make calls where our salesmen are 
having trouble. ‘They can do our 
salesmen more good if they go to the 
accounts on his call list than by push- 
ing doorbells in an effort to gain new 
customers. 

We ask our salesmen to make out 
a schedule of calls when the manu- 
facturer’s man is due to spend some 
time with us. At the time of any sales 
meeting, we use direct mail and, for 
a week or two immediately after, we 
make a concentrated drive to sell 
a particular product. 


MR. PIGGOTT: Our company feels 
that the manufacturer’s man should: 
(1) be able to sell our company his 
product; (2) work with our men in- 
dividually, or with accounts; (3) be 
able to hold sales meetings that are 
interesting and instructive; (4) keep 
our salesmen informed on new items 
and company policies; (5) be a con- 
tact man between his organization and 
ourselves so that we may take our 
problems to the right personnel in his 
company and vice-versa. 

We have no control of any kind 
over the factory men. Although many 
of them are willing to cooperate with 
us in calling with our men, or calling 
alone, others do not have the time to 


do cither. Some of them prefer to 
do their own missionary work and 
still others prefer to call with our men. 
We attempt to cooperate in either 
way. 

Our company works with factory 
men through the purchasing agent 
and through the sales manager. We 
attempt to notify our men when the 
factory man will be available and what 
he will be willing to do while in the 
area. 


MR. BRENHOLTS: The functions 
of manufacturers’ representatives, as 
rclated to our sales manager and other 
company management executives, are: 
(1) to assist salesmen in the field in 
building sales talks, making product 
presentations and demonstrations; (2) 
to train salesmen privately in product 
knowledge and application; (3) to 
assist management in maintaining 
sclective inventories and proper stock 
levels; (4) to contribute to Harris’ 
customer knowledge; (5) to act as 
factory expert on difficult production 
application; (6) to assist in sales pro- 
motion programs; (7) to assist in de- 
veloping inside telephone salesmen 
with product knowledge; (8) to assist 
in developing methods of material 
handling, warehouse procedure, lay- 
out and storage; (9) to assist in de- 
veloping product sales meetings; (10) 
to assist in developing standard sales 
training program. 

We also expect them to: (1) notify 
our sales manager two weeks in ad- 
vance of the date on which they are 
to visit our company; (2) work on a 
schedule of specific calls with various 
salesmen on selected products; (3) 
call alone on special customers on 
specific products; (4) turn in Daily 
Call Reports (if specific lines) on all 
customer calls; (5) conduct product 
sales meetings along lines set forth 
in our sales manual; (6) gain working 
knowledge of Harris selling methods 
and practices. 

Our sales manager arranges con- 
ferences between factory men and our 
division managers in order that mutual 
understanding and collective thinking 
may exist in our efforts to build in- 
creased sales volume. 


MR. HEY: The factory man should 
be well-equipped with product knowl- 
edge and information. He should 
have ability to work well with sales- 
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men and sufficient selling experience 
to work with the distributors’ cus- 
tomers efficiently. 

We try to maintain positive con- 
trol over their activities. We have a 
method of routing the factory man 
with our salesmen on their territories 
for a specific length of time. After re- 
ceiving notice that a factory man will 
work with our staff, we fill out a form, 
giving date, day or days he will work 
with the particular salesman and where 
the two will meet. A white copy is 
given to the salesman and a green 
copy is returned with the salesman’s 
signature. The green copy is then 
given to the factory man. 

After the factory man travels with 
our salesmen, he becomes more or less 
acquainted with territories and cus- 
tomers. Many times he may be di- 
rected to work a territory himself. In 
order to have a record of his activities, 
we ask him to fill out a form and turn 
it in to the sales department after 
calls. His subject and comments are 
forwarded to the regular territorial 
salesman. 

The factory man keeps a white 
tissue copy of call reports. The yellow 
copy is kept in our file for reference 
and the white original goes to the 
salesman so that complete sales con- 
tact can be made. 


MR. WARNE: We believe that a 
manufacturer's man should be quali- 
fied to impart to our salesmen and city 
desk men a compiehensive knowledge 
of the technical merits of his products 
and be prepared to assist our sales- 
men in selling these products. The 
use of manufacturers’ men depends 
on our opinion of each. If they ap- 
pear to meet our requirements, our 
salesmen are encouraged to make as 
much use of them as is possible. 

We have little or no control over 
factory men. Most of them endeavor 
to cooperate with us, knowing that 
we have a mutual interest in increas- 
ing the sale of their products. We 
make use of them in our sales meet- 
ings where they give educational talks 
to our salesmen and city desk men, 
and directly with our salesmen in mak- 
ing calls on our customers. 


MR. BATES: The __ representative 
should: (1) know his product; (2) sup- 
plement, not take over, the salesman’s 
job; (3) instruct our salesmen; (4) as- 
sist distributor salesmen with tech- 
nical problems; (5) answer customers’ 
objections to product features intel- 
ligently; (6) suggest promotion ideas 
for their line. 

We utilize these fuctions wherever 
possible, depending of course, on the 
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FACTORY MEN'S call reports enable Harris Pump & Supply sales management to 
follow through on any action the representatives may have developed in customers’ 
plants during calls. The forms are printed on 84 by 11 in. sheets. 


nature of the line, whether highly in- 
volved technically or otherwise. Nat- 
urally, the manufacturer man’s limi- 
tations determine how much service 
we get. 

We do not exercise much control 
over these men other than insisting 
on knowing in advance when they 
are coming to make calls and by 
limiting their time to two days with 
each salesman. Of course, there are 
exceptions. We like to prepare for 
their visits because many of our own 
men have extensive territories. It 
saves time, money and effort to plan 
ahead. We believe that by limiting 
joint calls to two days per man, it 
gives our men the needed contact 
with the supplier’s man and still leaves 


ample time for selling. 


MR. MIDEKE: We rely upon manu- 
facturers’ men for product informa- 
tion, including application of prod- 
ucts,, at sales meeting discussions and 
generally for assistance to salesmen on 
problems they run into with custom- 
ers. We have found that, in most 
cases, the factory men are very willing 
to go on calls with our salesmen. 

We try to exercise some control 
over their activities. For example, we 
recently signed a contract with a 
manufacturer, specifying that his rep- 
resentative will spend four or five 
days with us every six weeks. I think 
there should be more of this. It 
would enable us to plan more. 


. . . . Formulation of Policy. 2.2... . 


The sales executive has a responsibility to management in the formula- 
tion of policies affecting sales. Moreover, he is the official who must 
transmit and enforce those policies as regards to the sales department. He 
is the-liason between management and the salesmen. 


Although many industrial supply 
firms may not have sales manager, 
called as such, some officer of the com- 
pany handles the function, whether 
he be called president, vice-president, 
treasurer or secretary. Some one must 
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direct, understand sales problems and 
how to deal with them, suggest policy 
and carry it through. 

The following comments deal with: 
(1) the role of the sales executive in 
originating and establishing company 
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sales policies; (2) the salesmen’s part 
in originating and altering sales pol- 
icies; (3) methods of getting sales pol- 
icies across to the sales staff; (4) en- 
forcement, or carrying through, sales 
policies. 


MR. KUHN: In our business, we have 
several departments, rather than one 
sales manager to whom all salesmen 
report. The policies are established 
by the officers of the company and 
the department head, who also serves 
as departmental sales manager. He 
places the policy in effect with his 
men. This covers lines, territories, 
compensation and other items. 

Suggestions from salesmen are al- 
ways welcome and receive careful at- 
tention. Therefore, their opinions 
relative to changes of sales policy are 
given consideration. Department and 
general sales meetings are held fre- 
auently when policies are outlined. 
We also use company bulletin boards 
and a bulletin, dictated by the pres- 
ident, which is circulated to all em- 
ployees. 

Our salesmen are expected to fol- 
low our sales policies or advise us 
wherein they are not sound. If we 
can convince the salesman that we are 
right, he follows our policies. How- 
ever, if we accept his suggestions, we 
change the policies. 


MR. HEY: The sales manager should 
be definitely interested in, and should 
be in a position to make, suggestions 
on company policies. Many times he 
can be helpful in recommending to 
management that certain line be 
dropped, or certain items be pur- 
chased which would be beneficial to 
the company’s interest. 

The sales manager should assist in 
the recommendation of compensation 
systems and should encourage man- 
agement to make policies whereby 
sales volume and customer satisfac- 
tion is maximized. 

Sometimes it is necessary and im- 
portant that the salesmen be con- 
sulted on policy issues. It is a good 
idea, for example, to discuss new lines 
with salesmen because many times 
they have information as to whether 
or not the line could be sold intel- 
ligently. 

Once a company policy has been 
established, we either introduce it 
to our salesmen at a meeting, via sales 
bulletin or letter, or through individ- 
ual discussion. As far as the salesman 
living outside the local area is con- 
cerned, we usually write to him, or 
wait until the next sales meeting when 
the policy will be discussed. 

We believe in strict enforcement 
of sales policies. Once a policy has 
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been made, it is up to the sales man- 
ager to see that this policy is enforced. 
This is done by disciplinary measures. 
Usually, we seek to correct infractions 
by discussing them frankly. 


MR. PIGGOTT: A good sales man- 
ager should have a vote in any of the 
policies that the company is setting, 
the same as a production manager 
has a vote in plant production policy. 
The sales manager is in closer contact 
with the public than anybody else, 
with the exception of salesmen. He 
is the eyes and ears of his own organ- 
ization. 

Our company discusses all now pol- 
icies with the sales force. In most 
cases, salesmen have accepted new 
policy with a willingness to present 
it to customers in their own way. 
Many times we have found that pol- 
icies dictated point-blank to the sales- 
men are somewhat offensive to them. 
By amending the wording after dis- 
cussion, the actual policy was not 
changed and, in some cases, it was 
improved. The salesmen then had 
the confidence and willingness to fol- 
low it because they knew the reason 
for it. 

All sales policies are announced to 
salesmen at gencral sales meetings 
and discussed then. Should there be 
any point affecting any individual 
salesman, it is discussed with him in- 
dividually. An attempt is made always 
to explain the reason for a new policy 
or a change in current policies. 

We have no particular way of en- 
forcing policy other than at sales 
meetings. If the policy is generally 
accepted, we expect all to follow it. 
We attempt to get an expression from 
each salesman. If, at some time or 
another, a salesman does not live up 
to the policy, we talk to him per- 
sonally, asking him why. If the rea- 
sons for not living up to policy are 
not good, we raise hell. 


MR. WATSON: It is the sales man- 
ager’s responsibility to present com- 
pany policies so that the reasons for 
the policies are thoroughly under- 
stood by the salesmen. The salesmen 
in turn, should be able to “sell” the 
policies to the customers. It is equally 
important that sales policies be such 
that they are adaptable and workable 
within the company. Consequently, 
the sales manager should have a voice 
in the formulation of all sales policies. 

The sales manager, through past 
experience and information gained 
through sales analysis and market re- 
search, should be in a position to 
make recommendations regarding the 
addition of new lines or the deletion 


of present ones. The sales manager has 
a voice in determining the compen- 
sation of all sales personnel. Our 
sales manager has had several years 
of credit experience, which gives him 
a much clearer picture of credit pol- 
icies than would be the case other- 
wise. He has also had several years 
of traveling experience, and this has 
been utilized to good advantage on 
decisions affecting freight allowances, 
discounts, pricing and other policy 
matters which are brought up time 
to time. 

We believe that proposed sales pol- 
ices should have the consideration of 
the sales staff. Any policy formulated 
in this manner will be more accept- 
able to both management and sales 
personnel. We believe further, that 
the major responsibility rests with 
management in being able to set pol- 
icies and then successfully “sell” them 
to sales personnel in such a way that 
they are understood readily and ac- 
cepted. 


........ Sales Direction 


Proposed sales policies are gone 
over with the sales staff when they 
are established. “Getting across” a 
sales policy to the staff is done through 
sales meetings, personal contact, sur- 
veys, memoranda (exhibit G) and 
other means, depending on the im- 
portance, or relative unimportance, of 
the policy. Our experience has been 
quite satisfactory. 

We believe the enforcement of any 
policy is a problem with most com- 
panies. Our own plan is to carefully 
formulate the policy, then so thor- 
oughly explain it to sales personnel 
so that it will accept and apply it. 
This avoids “enforcement”. If en- 
forcement is required, then it be- 
comes a question of how far man- 
agement is prepared to exercise its 
authority. We believe enforcement 
nearly always becomes a matter of 
compromise, someplace between the 
exteremes of discharging the employee 
or ignoring the situation. Such a 
position should be carefully avoided. 
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‘THERE ARE quite a few sales managers in the industrial supply field who 
are not “sold” on the call report as a sales control tool. However, the call 
report when properly tailored and simplified in accordance with the sales 
manager's needs, can be a useful device to assist him in evaluating sales 


effort, keeping informed on major 
accounts, observing account develop- 
ment, etc. Call reports can supply a 
factual picture of territorial condi- 
tions and provides material for suc- 
cessful sales planning. 

This is illustrated in the experiences 
described in the following paragraphs. 
The sales executives describe their 
call reports, how they are used, what 
information is developed. 


MR. MIDEKE: We use a daily re- 
port form which lists the name of the 
companies called upon, the buyers, 
location and general remarks. Sales- 
men are obliged to submit these re- 
ports daily. They are on my desk on 
the day after the calls were made. We 
want to know where the salesmen have 
been and whom they have called. 

By studying call reports of a sales- 
man for a couple of weeks, I can easily 
see what he has been discussing with 
buyers and can follow up with letters 
to customers reminding them of our 
facilities for handling and servicing the 
type of products the salesman dis- 
cussed. 

We insist on call reports being 
turned in daily, unless there is a valid 
reason for delay. We have not found 
it necessary to follow any set pro- 
cedure to insure that the reports are 
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turned in. Whenever a salesman does 
not turn one in, we just remind him 
that it is due. 


MR. BATES: We use a combination 
expense and customer call report. The 
latter portion of the report requires 
the salesman to fill in customer’s name 
and whether or not he obtained an 
order. 

A Kardex file is kept of salesmen’s 
calls and orders as indicated by the 
call reports. Each salesman’s cus- 
tomers are grouped in the file for ease 
of posting and reviewing. In the 
event our monthly IBM sales report 
indicates any soft spots among cus- 
tomers, I refer to the call file in an 
attempt to determine causes. On the 
positive side, higher sales may indi- 
cate increased potential. This calls 
for a re-evaluation of customer's po- 
tential and probably more calls. ‘The 
sales supervisor is acquainted with the 
details and investigates. 

Sales management has a right to 
demand call reports since it is one of 
management’s tools for salesman con- 
trol. Simplification of reports is a 
great help in encouraging salesman 
participation. 


MR. WATKINS: Our call report 
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SALES AND CALL record (4 by 7 in.) of Union Hardware & Metal Co. shows 
customer’s purchases each month in dollars, number of calls made, indicated by zero 
or check. Zero means no order obtained, check means order obtained. , 


form was designed to give us all neces- 
sary information as concisely as pos- 
sible. It lists the name and location 
of the account, call, whether or not an 
order was secured, and, if not, why 
not. It also advises where the sales- 
man will be in his territory two days 
hence, which is a positive way to keep 
the office up-to-date as to his where- 
abouts. Each salesman also turns in a 
weekly expense book. 

The Daily Report is carefully 
scanned and the sales manager is able 
to determine: (1) whether or not the 
salesman is covering his territory 
thoroughly; (2) whether or not he is 
making a sufficient number of calls 
each day to completely cover his ter- 
ritory according to schedule or (3) 
if he possibly is making too many calls 
and not spending enough time with 
his accounts to do a complete sell- 
ing job. 

The call report information is 
posted to a “Frequency Sheet.” Each 
salesman is expected to call on each 
account in a certain specific length of 
time and his schedule is so based. If 
he fails to do so, or the account is not 
worthy of his time, it is transferrred to 
“miscellaneous accounts.” 

The “Frequency Sheets” enable 
the sales manager to keep current on 
this information. 

We insist that a call report be 
turned in by the salesman for each 
working day. The person posting 
Daily Reports to the Frequency 
Books keeps a careful check to see 
that no reports are missing. If a re- 
port is not received, the salesman is 
notified and asked to send it in im- 
mediately or explain why no report 
was made. 
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MR. BRENHOLTS: We use a daily 
call report form which, in addition 
to information relating to customer’s 
name, address, etc., calls for the fol- 
lowing: time consumed, name and 
title of person interviewed, subject, 
results, what will be presented on next 
call, whether call was planned, routine 
or new prospect call, and what adver- 
tising material should be sent and to 
whom. 

One report, in triplicate, is made 
out for each customer. All three 
copies are forwarded to the sales man- 
ager for review and notation. The 
original is filed in the sales manager’s 
office, one copy goes to the division 
manager concerned and one to the 
salesman. The report contributes to 
the day-to-day history of the sales- 
man’s relations with each customer. 

We believe so strongly in the value 
of the report that we have devoted a 
section of our Manual to thorough 
and complete instructions covering 
its use. From the information, sales 
management is in a position to eval- 
uate: (1) the titles of persons con- 


tacted; (2) the weight and trend of 
interviews; (3) end results of inter- 
views; (4) consistency in the efforts 
of the salesman to follow established 
sales procedures; (5) efforts to sell 
made by the salesman; (6) type of 
products selected to sell. 

Original copies of call reports are 
filed in master customer folders. These 
folders contain other valuable data 
such as copies of orders, copies of 
quotations, copies of complaints, etc. 
At any given time it is possible for 
the sales manager to review in detail 
with a salesman all important phases 
of Harris-Customer relations. The re- 
views are of great importance when 
something has gone wrong, or when 
a customer account is being analyzed 
for further development. 

Call reports are made out after each 
call and turned in, or mailed in, to 
the Office of the Sales Manager at 
the end of each day. They are checked 
against the Salesmen’s Call Lists, and 
posted to customer control cards. 
Failure to send in Daily Call Reports 
is shown automatically. Missing call 
reports mean no calls made, so we 
view the absence of call reports as a 
sort of “absent from work”’ situation. 


MR. CARTER: We do not have a 
printed call report form. Our sales- 
men, however, keep a loose-leaf book 
in which they put all the pertineut 
information concerning the account. 
They turn in one report per week; 
a sheet out of the book. 

The information is transferred to 
the buying record which is kept by 
customers. In cases where we receive 
leads from the manufacturer direct, 
a report in the form of a letter to the 
sales manager at the factory is used 
to give the story on the follow-up. 
The salesman writes the letter. 

The call report gives a picture of 
the account’s volume and past his- 
tory. If the account shows a decline 
in volume, and we think an increase 
in the number of calls will help, we 
have the facts we need to arrive at an 
answer intelligently. 


.. . +» + Assignment of Accounts 


THE SALES executive is directly responsible for the assignment of territories 


and accounts among his salesmen. 


Several factors, both tangible and 


intangible, serve to guide him in making his assignments. Often the way 
he handles assignments and the decisions he makes on sales matters will 


contribute as much to the volume of 
sales achieved in a territory as will the 
salesman’s own abilities. 


MR. RYAN: We assign accounts geo- 
graphically in outlying areas and with 
the metropolitan district. On assign- 
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ment by accounts, we try, as far as 
possible, to balance the number and 
size among the sales force. 

New prospects are assigned by ro- 
tation, unless another aspect of the 
account indicates that a man with a 
certain specific talent should contact 
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it. We do not have specialty salesmen. 
Our factory representative takes care 
of this and provides technical aid. 


MR. WARNE: We use a combina- 
tion of areas and specific accounts in 
assigning men. While it would appear 
that geographic areas might be more 
economical, our knowledge of our 
salesmen’s abilities will often indicate 
good reasons for giving out accounts 
out of normal territories. We en- 
deavor to assign accounts on the 
amount of work a salesman has to do, 
our knowledge of his ability, personal 
contacts and accessibility. 

New and fringe accounts are as- 
signed to salesmen on the basis of our 
opinion of their size and potential 
purchasing power. Where there is 
doubt in our minds as to the import- 
ance of accounts, they are carried as 
house accounts until they show defi- 
nite possibilities. ‘The basic reason for 
this attitude is one of economy. 


MR. PIGGOTT: We assign salesmen 
to a geographical area. ‘The area, when 
assigned, is based on economy of time, 
i.c., where the salesman lives and the 
position of the country in relation to 
his home. We do this because we feel 
that the salesman is forced to develop 
an area and becomes better acquainted 
with customers and prospects in that 
territory. Driving from account to 
account is the biggest waste of time 
for any of our salesmen. We attempt 
to keep his driving to a minimum. 

The salesman’s driving is surveyed 
from time to time. Should his terri- 
tory become too large, or a few ac- 
counts are taking up more time than 
he can afford, we immediately assign 
another salesman to that territory to 
assist. Our salesmen are paid on com- 
mission. If a salesman feels that a few 
accounts are giving him a satisfactory 
return, we will allow him to select a 
number of accounts to serve and put 
a new man on the remainder. 

New accounts are assigned to the 
salesman covering the territory in 
which the customers is located. 

We have specialty men. They work 
entirely independent of our regular 
salesmen. They are hired on a salary 
basis with a bonus arrangement. 


MR. KUHN: In the city, we assign 
territories by customers, not geograph- 
ically, and we are constantly making 
changes. We may have three sales- 
men covering the same street as we 
find that all men cannot sell all cus- 
tomers. After checking for several 
months, or years, it develops that we 
are not receiving the business we think 
we should, we will change customers 
from one salesman to another. 


In the country, due to traveling 
costs, we assign territories geograph- 
ically and those customers to whom 
the salesman cannot make sales are 
not covered by anyone. 

The potential volume of an ac- 
count, and our estimate of the amount 
of time required to sell each customer 
are factors affecting assignment of ac- 
counts and territories. Some of our 
men call on certain customers daily, 
others weekly and some semi-weekly. 
We insist that all of the city trade 
be seen every week. In the country 
areas, we expect our men to call on 
all customers at least once every three 
weeks. Again, the frequency of calls 
and territory are predicated entirely 
on: (1) potential volume from the cus- 
tomer and (2) our determination of 
how frequently calls should be made. 

We operate several specialty de- 
partments and have three plans. One 
line, which requires special knowledge 
to make a sale is scheduled as follows: 
the regular salesman will develop, or 
bring in an inquiry, which is turned 
over to the specialist who makes the 
quotation. Both men follow it and 
when the sale is made, the credit is 
split equally between the two. 

Another requires engineering serv- 
ice. ‘he regular salesman enters the 
order, engineer works in the shop, and 
the commission is split. 

Where engineering and special 
knowledge is required to develop and 
make a sale, we have a salesman who 
sells nothing but the specialty line. 
The regular salesman receives no 
credit. 


MR. BATES: Our country salesmen 


are assigned their territories on a geo- 
graphic basis. City and suburban men 
are assigned by Industries. There is 
too much ground to cover between 
customers to assign them by accounts 
in the country. It is too expensive a 
method and uneconomical. The ac- 
counts in the country are assigned 
to the more versatile men, capable 
of good selling effort in all lines. 
Assignment by industry is an efh- 
cient way of saturating an industry 
market by a man who develops all 
the sales possibilities because of his 
concentration and highly developed 
knowledge of the industry he serves. 


MR. WATKINS: Out of Wichita 
territories are assigned by geograph- 
ical distribution. ‘Territories within 
the city are made up by specific ac- 
counts. The geographic areas are set 
up so that the salesman will have a 
territory that is potentially profitable 
and can be thoroughly: covered in 
the specified frequency. The location 
of major highways is taken into con- 
sideration. 

When setting up the city territories, 
consideration must be given to the 
size of the account. A salesman who 
is well qualified by technical knowl- 
edge and past experience is assigned 
to those accounts whose potential 
warrants his services. 

Several factors enter into the as- 
signment of territories. Foremost of 
these are the man’s ability, his gen- 
eral and technical knowledge and past 
experience. Seniority also must be 
given consideration and, wherever 
practical, this would be an influencing 
factor. 





Routing and Scheduling of Salesmen 


The average salesman spends only one-third of his working time in 
the presence of customers. It becomes important then how he divides 
those hours among his customers. This involves rating of accounts, call 
frequencies for various types of accounts and checks on salesmen’s 


activities. 


Quite a few sales executives believe the distribution of his time and 
calls on customers is best handled by the salesman. On the other hand, 
many other sales managers are convinced this is a management con- 
cern. They set up the standards governing the distribution of the sales- 
man’s time, basing these on actual and potential sales volume, type and 
size of customers’ plants, location and accessibility of customers, size 
of salesman’s territory or number of accounts handied. Call frequency 
rates are established outright by sales management or worked out with 


the salesmen. 


Methods used to route and schedule salesmen to insure what man- 
agement deems efficient coverage and penetration were discussed by 
the sales executives in the previous sections, particularly those on 
Measurement of Performance, Call Reports and Assignment of Terri- 


tories and Accounts. 
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SALESMEN fill out inquiry report form (84 by 11 in.) in duplicate after following 
up for Mideke Supply Co. Salesman retains yellow copy and sends grecn one to 
appropriate department. On formal quotations, both copies are returned. 


. . Coordination of Activities ...... 


‘Tne Best salesmen cannot overcome the handicap of inefficient service 
on the part of office, warehouse and suppliers in a competitive market. 
The responsibility for maintaining proper and efficient support from these 
quarters for men on the firing line falls upon the sales manager. 


In an administrative capacity, the 
sales manager can see to it that the 
inside sales personnel is properly 
trained to cooperate and indoctrinated 
with sales psychology. In his capacity 
as executive, he can perfect coordi- 
nation of his department with inven- 
tory, purchasing, credit, shipping, 
stockroom, accounting and sources. 

Some solutions to the broad prob- 
lem are indicated in the following 
comments which emphasize expe- 
rience along the following lines: (1) 
Obtaining cooperation and initiative 
from inside salesmen; (2) Importance 
of inventory control and purchasing 
to cffective sales work; (3) ‘Teamwork 
between sales force and credit de- 
partment; (+) Value of systematic 
follow-up of inquiries forwarded by 
suppliers as a means of increasing cov- 
crage and sales. 


MR. WARNE: Inside salesmen know 
that their primary job is to assist the 
salesmen in satisfying customers. ‘They 
are not required to be present, but 
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are invited to, sales meetings. In this 
way, they obtain the same product 
knowledge as the salesmen and soon 
learn the problems with which sales- 
men have to contend. 

Inventory control and purchasing, 
in Our opinion, are not problems or 
the concern of the sales department. 
Rather it is the job of the purchasing 
department, through inventory con- 
trol, to assure an adequate supply of 
the stocked items. 

Credit risks are a function of the 
financial department of any business. 
We do, however, consult with our 
salesmen in an effort to get additional 
information relative to any account 
which appears doubtful. We believe 
that an aggressive salesman could not 
be expected to remain impartial on 
a good-sized order and would take 
greater risks than the soundness of 
the account warranted. 

The systematic follow-up of in- 
quiries forwarded by manufacturers 
to a large extent depends on the size 
of the prospective customer. Unless 
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the size of the prospect warrants a 
personal call, a letter is used. 


MR. RYAN: We promote coopera- 
tion of inside men with outside men 
by joint attendance at all general 
sales meetings. We follow through 
with appropriate compensation for 
inside salesmen. In sales contests, in- 
side salesmen compete on a counter- 
sales basis. Personal contact and good 
relations exist between both staffs. All 
inside men are expected to, and do, 
turn over all leads to management in 
the case of new accounts, and di- 
rectly to salesmen in the case of old 
accounts. We do not, however, be- 
lieve in inside salesmen traveling. 

Inventory control is very closely 
allied to sales effectiveness—you can- 
not sell it if you do not have it. Our 
inventory records are of such a nature 
that they are open, accurate and avail- 
able to the salesmen at all times, either 
by inquiry at the stock control desk, 
or immediately by telephone at any 
time during the business day. It is 
our belief that salesmen should make 
use of this information. We know 
that in our organization this is fully 
realized and extensive use of it is 
made by our sales force. 

We do not believe that there can 
be, in the fullest sense, teamwork be- 
tween the sales and credit depart- 
ments. Their functions tend to be 
exclusive of each other. Our sales 
force does cooperate with the credit 
department in advising of changes, 
or potential changes, in customer 
functions and scope. Our credit de- 
partment investigates thoroughly all 
credit risks before they are assumed. 
No hasty rejections are made of any 
potential customer. On the other 
hand, no hasty acceptance is made 
of a strange account which may jeop- 
ardize our financial standing. 

Supply companies that do not fol- 
low up inquiries forwarded by man- 
ufacturers are not worthy of carrying 
their lines. Many of these follow-ups 
result in dead-ends but a sufficient 
potential result in live and profitable 
accounts which no one can overlook. 


MR. CARTER: In order to increase 
cooperation between inside and out- 
side men, we are in the process of 
asking manufacturers’ men to spend 
more time with inside men. In most 
cases, the inside man is familiar with 
the customer and the outside man as- 
signed to that customer. If a prob- 
lem comes up that the inside man 
cannot handle, he reports the case 
to the outside man. 

All our salesmen and telephone desk 
men attend sales meetings. The in- 
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side men work very closely with out- 
side salesmen, looking to them for 
advice and keeping them informed 
as to what type of merchandise is 
being purchased over the counter. 

All we have in our plant is our buy- 
ing record by accounts. The sales- 
man’s familiarity with the customer 
keeps him posted on what his needs 
are going to be. If the salesman thinks 
we should increase our stock to sat- 
isfy the needs of his accounts, we re- 
view the case with other salesmen. If 
the need is substantiated, we will in- 
crease our stock. We are, however, 
adverse to increasing stock of any one 
line to satisfy only one customer. 


MR. KUHN: Little difficulty is expe- 
rienced in securing the cooperation 
of our inside men. Those on the serv- 
ice floor are compensated based upon 
our sales. Those on the sales desk are 
usually young men working toward 
more responsible positions. We at- 
tempt to employ only those who are 
ambitious and who will work for ad- 
vancement. It is rare, indeed, to find 
anyone absent from a sales meeting. 

We do not maintain a perpetaual 
inventory record, and request our 
salesmen, both inside and out, also 
those working on the sales desks, to 
actually check our stock before ad- 
vising a customer on delivery. 

Our salesmen are compensated on 
sales made, for which we have re- 
ceived payment. Therefore, when they 
suspect a customer is not making 
progress, they quickly inform our 
credit man who gives it the proper 
treatment. We do not expect our 
salesmen to become collectors or to 
discuss credit with their trade. 


MR. BRENHOLTS: We regard our 
inside salesmen as telephone sales- 
men, not “desk men”, “phone clerks”, 
etc. All telephone salesmen and other 
inside key personnel are requested to 
attend our sales meetings. In this way, 
they learn the problems and methods 
of territory men. Telephone salesmen 
are promoted to territory men when- 
ever outside vacancies occur. ‘This 
provides a very real incentive. 
Cooperation is developed from the 
outside—in. All outside personnel is 
required to cultivate the good will 
and cooperation of all inside person- 
nel. Our Sales Manual sets forth very 
definite procedures governing the rela- 
tionship of inside and outside sales 
representatives. ‘They are required to 
(1) exchange customer personnel in- 
formation; (2) cooperate in handling 
special or complicated inquiries and 
quotations; (3) supplement each other 
in customer follow-up; (4) work to- 


gether in broadening customer prod- 
uct “buying range”; (5) meet custom- 
ers through appointments arranged by 
territory salesmen; (6) work together 
to give customers maximum service; 
(7) telephone salesmen to fill out 
daily call report, copy of which is 
forwarded to territory salesmen. 

Our inventory control system is a 
major tool for our Purchasing Depart- 
ment, the functions of which are 
pointed up to sales as much as to cus- 
tomer service. At regular intervals, 
our division managers receive reports 
of the monetary value of inventory 
under product classification in each 
division, and lists of slow-moving or 
non-moving items. Under standard 
practice, division managers work from 
these listings in planning division sales 
promotion efforts. All territory sales- 
men and special company representa- 
tives regularly receive listings of inven- 
tories covering major lines and 
products. 

Our credit department is sales- 
minded. In certain cases, salesmen 
are asked to investigate an account 
that has become slow for the purpose 
of avoiding credit letters wherever 
possible. ‘he credit department is 
required to get credit reports and in- 
formation from several sources and 
salesmen must inquire of the depart- 
ment as to the status of a new account 
before entering too far into efforts to 
do business. 

We believe the follow-up of man- 
ufacturers’ leads to be a good way to 
increase coverage and volume, and our 
Sales Manual presents a clear-cut pro- 
cedures which insure an answer from 
salesmen on all leads. 

Recent surveys, however, have dis- 
closed that, percentagewise, manufac- 
turers’ leads are of a poor quality. 
Apparently advertising isn’t selective 
enough in the “pull” for inquiries. 
This results in our receiving dozens 
of leads for follow-up from curious 
individuals without company afflia- 
tions, school children, tradesmen. 

We feel that manufacturers can 
help their own cause by making every 
effort to forward only bonafide in- 
quiries to their distributors. Perhaps 
more particularized advertising copy 
will improve the situation. It may be 
possible to qualify the inquiry by mail 
before sending it to the distributor. 


MR. MIDEKE: We believe that the 
telephone man is as vital to our or- 
ganization as the outside man. In 
some cases, we have specific men 
handling specific accounts in conjunc- 
tion with outside men. We have tele- 
phone and countermen attend sales 
meetings. As a matter of fact, all em- 
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ployees, even warehousemen, are 
invited. 

Our salesmen are not responsible 
for credit risk. We have an extremely 
strict credit policy and use all types 
of services to obtain information. We 
have a form which salesmen fill out 
on calls to new accounts. 

Frequently, however, we do ask 
salesmen to make collections for us. 
We feel that no one knows the ac- 
counts better than the salesmen and, 
therefore, they are in a much better 
position to talk about a delinquent 
account. The salesmen then turn in 
a report to the credit department. 

We have our follow-up of inquiries 
forwarded by manufacturers pretty 
well scheduled. We send out letters 
to the prospect, copies of which go 
to the salesman and to our suppliers. 
The salesman follows through and 
every inquiry gets a reply. 


MR. HEY: We encourage our inside 
men to work with our department to 
obtain full knowledge of its functions. 
If they apply themselves, they may 
have the opportunity to represent us 
as future territory salesmen. We in- 
vite them to attend our sales meetings 
and we give them all the help and en- 
couragement to do their job that we 
furnish our outside men. 

We also give inside men a chance 
to go out with our salesmen and meet 
some of the customers with whom 
they talk on the phone. 

The importance of inventory con- 
trol is well established with our or- 
ganization. Our salesmen are encour- 
aged to use the inventory records. 
We give them stock reports in bul- 
letin form with quantities on items 
we wish them to push. The reports 
emanate from our buyers department 
and have worked very satisfactorily. 

We feel that it is important for 
sales to work closely with the credit 
department. A system whereby our 
credit department gives the salesman 
a copy of all letters, and any infor- 
mation relative to arrears customers, 
or the credit status of new customers 
we wish to open, is now in effect. This 
helps the salesman to keep his ac- 
counts paid up. We feel that a cus- 
tomer with a clean credit record, de- 
void of any over-charges and claim 
discrepancies, is more profitable. A 
copy of all credit letters comes to my 
desk. If any unfriendliness is implied, 
or if the letter is too sarcastic, we con- 
sult the credit department in an effort 
to improve expression. 

We believe in a systematic follow- 
up of inquiries from the supplier. In 
fact, the manufacturer should do more 
of this kind of constructive work. 
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ROUND TABLE DISCUSSION points up thinking of distributors on... 


Sales Promotion at Work 


Sales management in every distributor organization has a major 


job of sales promotion in meeting the challenge of today’s 


buyers’ market—Doors opened by promotion 


Topay’s BUYERS’ market requires more 
and better selling by everyone in the 
distributor’s organization. All guns 
must be brought to bear on the sales 
front. Salesmen must get into an 
aggressive selling frame of mind. And 
all sales promotion devices must be 
put to work. ‘These are the non- 
personal selling aids that open doors 
and smooth the way for salesmen. In 
the interests of efficiency and the 
more productive use of selling time, 
the judicious expenditure of more 
rather than less on sales promotion is 
indicated by the times. 

The sales management of every dis- 
tributor organization (regardless of 
who performs the functions or what 
the title of the person doing the job) 
has a real responsibility for balancing 
and weighing of costs against returns 
to get successful answers to the ques- 
tions of (1) what promotion to use, 
(2) how much and (3) when. And 
once a decision has been made, each 
promotion job must be coordinated 
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with all the other selling activities of 
the firm—again a function of sales 
management. 

Too frequently there is a tendency 
for the various parts of a sales pro- 
gram to go their merry ways independ- 
ently of each other. Like the man 
who hurriedly mounted his horse and 
dashed off in all directions at the same 
time, sales promotion programs can 
fail if they lack planning and control. 
And this they must have if they are to 
produce a unified and integrated effort. 

To develop answers to the quces- 
tions of “what kind” and “how much” 
sales promotion, INpustRIAL D1strI- 
BUTION Staged an informal round table 
discussion where four distributors gave 
their thinking on various methods and 
techniques of sales promotion. These 
distributors (see picture above), repre- 
senting organizations of various sizes 
and from widely scattered regions of 
the country, gave their frank com- 
ments and thoughts on a number of 
sales promotion devices. And they 
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save selling time. 


asked the types of questions of each 
other that distributors wherever lo- 
cated would like to ask of fellow dis- 
tributors when they really get down 
to talking shop. To retain the truc 
flavor of the discussion, the round 
table comments were taken down on 
sound recording equipment. 

Due to limitation of time and space, 
only certain forms of sales promotion 
were singled out for discussion. Per- 
haps other distributors would have 
had different thoughts on the selected 
devices. And certainly there are a 
number of additional devices that 


didn’t get talked about at all. But the ° 


free, give-and-take comments will 
throw a lot of light on the problems 
and thinking of alert distributors who 
are on the firing line where every sales 
promotion device must mect the test 
—will it work? 

On the following pages a question is 
posed on each device, technique or 
method of sales promotion. The round 
table members then sail into the topic 
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Members of the Round Table—Who they are and where they are from 


H. D. Holden, vice president and treasurer, Silliter- 
Holden, Inc., 433 New Park Ave., Hartford, Conn. 
He is “Dick” in the round table discussion. 


A. M. Morris, publisher, InpusrriaL Disrripution, 
330 W. 42nd St., New York. It’s “Arch” for short 
but that first name will floor you. 


M. N. LeNeave, vice president and general manager, 
industrial supply division, Allison-Erwin Co., 222 N. 


L. F. Perkins, vice president and general manager, 
The Henry Walke Co., 407 Union St., Norfolk, 
Virginia. When they refer to “Cy”, this is the guy. 


Walter F. Crowder, editor, INnpusrriaL Disrrisu- 
TION, 330 W. 42nd St., New York. And it is 
“Walter” who poses the questions. 


J. D. Nicholson, general manager, The Mine and 
Smelter Supply Co., 1422-17th St., Denver, Col- 


.. Sales Promotion 
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College St., Charlotte, N. C. He is “Pop” in the orado. ‘Nick’, from the mountain states, had some 
industry and no long, white whiskers either. 


different answers—and solutions. 











HOLDEN: We have two papers in 
Hartford and once a ycar they run in- 
dustrial sections. One of the papers 
is published on Sunday, and a whole 
section is devoted to industry. We al- 
ways go in these two sections with 
pretty good ads. I have never found 
out yet, however, whether we get much 
out of it. We’ve got one or two man- 
ufacturers who have also asked us to 
participate on a cooperative basis with 
other distributors in the town that 
handle the same line. It just puts us 
up in the running—that’s all. 


LENEAVE: You say, then, you ad- 
vertise twice a year in newspapers? 


HOLDEN: That’s right. The manu- 
facturing concerns run big ads and, of 
course, we go in the industrial section 
with the other supply houses listing 
the lines we carry. It is more or less 
of a courtesy to the paper and a cour- 
tesy to our customers. I don’t think 
we actually get any orders out of it. 


these methods of promotion? 


CROWDER: What is your experi- 
ence, Nick? 


NICHOLSON: We have a similar 
tie-in on newspapers that Dick has 
mention, the value of which is 
questionable. However, we have found 
very good use of the newspapers in dis- 
posing of slow moving, obsolete mer- 
chandise. Far better results on that, 
than we have had in promoting of 
standard items. We take an item that 
has gone sour on us and for some rea- 
son we want to get rid of it. I’d say 
that we have disposed of at least 90 
percent of the merchandise of this 
types advertised in newspapers. 


LENEAVE: I'd like to ask Nick a 
question. If you have such good re- 
sults on something that has gone sour, 
why couldn’t you really do a big job 
on the good stuff by doing a lot of 
newspaper advertising? 


NICHOLSON: It’s the psychology, I 
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NEWSPAPER ADVERTISING presents an avenue for 


sales promotion that is open to distributors. Such ad- ° 
vertising has been used to familiarize the community with 
the name of the distributor as well as for the promotion . 
of special lines. It has frequently been said, however, 
that there is too much waste circulation to use this de- ° 
vice widely. Bill-boards and radio afford another means 
of local advertising. What has been your experience with ° 


think, of getting a bargain. We have 
tried newspaper advertising such as 
featuring some particular line, not as a 
bargain, but listing ourselves as a 
source of supply, and we can attribute 
very little business directly to that. 


LENEAVE: There is another ques- 
tion I would like to ask Nick. You 
have branches. Do you advertise only 
in your local newspaper, or do you 
also put ads in the papers in the towns 
where your branches are located, or 
do you advertise in other industrial 
areas that your men call on? 


NICHOLSON: We normally adver- 
tise in the cities where the branches are 
located. For example, if Salt Lake 
City has something to dispose of, we 
will advertise in the local paper, or if 
it is something that may be of particu- 
lar interest, say to the sawmill in- 
dustry, then we might run an ad in 
some local newspaper in a lumbering 
area. Normally, however, it is through 
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Salt Lake City, El Paso, Texas or 
Denver. 


CROWDER: Do you use newspa- 
pers, Cy? 


PERKINS: Yes, we use newspaper ad- 
vertising but for headache machine 
tools only. We also use it at our 
branch at Charlotte. We are new 
there, and we thought that was the 
best medium for contacting the pub- 
lic as a whole. But we don’t use it for 
the general run of industrial supplies. 


HOLDEN: We have always felt that 
newspaper advertising reaches so few 
people that are interested in industrial 
supplies, that the cost is almost pro- 
hibitive on that basis. We find, I guess 
you people all know that there are a 
great many people in your towns that 
don’t even know what the industrial 
supply business is—or what you sell. 
Your own friends will ask you about 
that. We never felt that newspaper 
. advertising would reach enough peo- 
ple to justify the expense. We would 
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PERKINS: In every case where at all 
possible, our salesmen deliver our 
catalogs personally. We mail very 
few out, unless it is to some govern- 
ment operation and they request one 
or two catalogs. We have a card for 
each catalog so we know who has it. 
These are signed for by the receiver. 
We also have a sticker that goes inside 
of the front cover that carries the 
name of the individual or firm that 
receives the catalog. I think LeNeave 
has the same thing. 


LENEAVE: A good idea he has there, 
I copied it. 


PERKINS: We put on the sticker 
something like John C. Smith, Mas- 
ter Mechanic. Our name is on the 
sticker, too. A year later, John Smith 
calls us up and asks for another cata- 
log. We go to this card file and we 
see that John Smith has signed as re- 
ceiving a catalog. We just sit down 
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rather spend our money for direct mail 
or something like that. 


MORRIS: I just want to ask one ques- 
tion. Does that bring over-the-counter 
sales, or do you get inquiries by mail? 


NICHOLSON: The bulk of our or- 
ders from that class of advertising is 
by mail. 


CROWDER: Have any of you fel- 
lows ever used bill-boards? 


PERKINS: We tried that for approxi- 
mately a year—bill-board advertising in 
Norfolk—but it was rather hard to 
measure the results. We didn’t think, 
however, that it was worth the ex- 
penditures. 


CROWDER: What has been your 
experience if any with radio? 


LENEAVE: We tried radio—we did 
that on some homecraft equipment 
several years ago when we were more 
or less stressing that type of equip- 


ment. We had good results. We did 
it this way. We bought one-minute 
spots on the program around dinner 
time when we figured men would be 
home and with their boys, and they 
would be more or less homecraft or 
hobby-minded. We had good results 
but we haven’t used it recently nor for 
our other industrial lines. 


HOLDEN: Were the bulk of these 


just spot announcements? 


LENEAVE: I wrote the copy on it 
and, of course, being only one minute 
copy, it might be classed as a spot 
announcement. It actually came in 
between programs. 


PERKINS: I think possibly you could 
say it was like a Pepsi-Cola jingle. Just 
as a spot announcement, every so 
often, say every 15 or 30 minutes dur- 
ing a few-hour period. Is that what 
you had in mind? 


LENEAVE: We did it only one time 
a day, just the particular hour. 


CATALOGS cost a lot of money; they take a lot of 


time to put together; but the great majority of dis- 


tributors view them as an indispensible aid to sales. 


To get your catalog used, it should be built with the 
buyer in mind so he can find what he wants to find. 
Once a buyer gets used to a particular catalog, he tends 
to return to it. Do you have any ideas for improving 
catalogs? And, how do you get your catalogs into the 
hands of the people who should have it? 


and write him a letter or call him up 
and tell him that under date of such- 
and-such, these cards are dated, the 
company delivered to him a No. 60 
catalog. In 99 chances out of a hun- 
dred they don’t press the point. What 
they are doing is trying to get one 
to give to some friendly competitor. 
Somebody’s friend will say, “Gee, I'd 
like to get one of those Henry Walke 
catalogs, they have a lot of good dope 
in the back.” So John Smith tries 
to get a second copy. We put a lot 
of engineering handbook information 
in back of our catalogs. ‘That is the 
thing we shouldn’t have done. The 
demand went right up because it had 
that engineering information that is 
used daily. 


HOLDEN: You think it is worth it? 
PERKINS: Well, yes, but these fel- 


lows and our competitors’ salesmen, 
certainly feel they want to get it to 
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keep in their car because it has all 
this information in it. 


LENEAVE: Walter, I might drop a 
thought there. We have just had a 
new catalog printed. Catalogs are ex- 
pensive, awfully expensive. This one 
is a few pages over 1,000 pages, and 
we think it is an awfully good catalog. 
It also has a lot of helps in it. We 
want our customers to have that cata- 
log. We want the catalog, at the same 
time, to do us some good. So we did 
about the same thing that Cy did 
with his catalog. But in addition we 
gave every catalog a serial number. 
It is entered on the first page of the 
catalog. There is also a sticker that 
Cy mentioned, showing the company 
name, the individual and his position. 
And there is a file in our office that 
is identical to theirs. When this man 
was given a catalog, that serial number 
was called to his attention. We wrote 
him a letter and we called it to his 














attention again. Where we couldn’t 
go and personally present a catalog to 
a customer, we sent the card that was 
mentioned awhile ago to him and 
we told him that we had one of our 
new catalogs, Serial Number 1001 set 
aside for him. When he got it the 
catalog had that actual serial number 
in it. We feel that the serial number 
will have some tendency to make a 
man keep his particular catalog and 
not give it to just anybody. I find my 
competitors’ catalogs just everywhere. 


PERKINS: One thought there—we 
started off issuing these catalogs to 
an individual with some construction 
company. We found that was wrong. 
What we found was that the indi- 
vidual would take it with him as he 
moved to some other job with a 
transportation company, for example, 
where it was of no value to him. We 
corrected that right quick. Now we 
always present it to the company. We 
have the man’s name in there, but it 
remains the property of the company. 
There is a tendency for an individual, 
when he gets ready to leave, to say, 
this is my catalog, I am taking it 
along. We also do quite a govern- 
ment business, particularly with the 
ships coming in. I think every battle- 
ship, cruiser, destroyer, small ship had 
a Henry Walke catalog. But it is 
mailed to the ship, not to the chief 
engineer, second mate, third mate, 
or what have you. It is the property 
of the ship so that it will stay with 
the ship regardless of who received 
it originally. 


CROWDER: Dick, 
your experience? 


what has been 


HOLDEN: We have a catalog and 
we like to have everybody ask for 
them. We give them out. We've got 
enough so we have some left even 
though they were issued four years 
ago. 


CROWDER: 
catalogs, Nick? 


How do you handle 


NICHOLSON: We haven’t issued a 
catalog since before the war but there 
is a prospect of getting one now. ‘The 
last industrial supply catalog we is- 
sued had 600 pages and we had about 
8000 printed. We don’t issue as big 
a catalog as you men do for the reason 
that we issue three major catalogs. 
You may have a lot of electrical mer- 
chandise in your industrial supply 
catalog but we issue a separate elec- 
trical and we issue a separate labora- 
tory supply and chemical catalog as 
well as a number of small ones. ‘This 


catalog business question is a matter 
we can all concern ourselves with, 
how can catalogs be improved. Now 
I haven’t seen your new catalog, Pop, 
so I can’t remark on it. But most of 
them seem in our part of the country 
are about the same as those seen 25 
years ago. I think the industrial sup- 
ply distributor does about as lousy a 
job of building catalogs as distributors 
in any industry there is. ‘The average 
industrial supply catalog carries pages 
and pages of detail on a product and 
out of the whole list we get 90 per- 
cent of our business on no more than 
10 percent of the items. We have 
licked that in our last hardware cata- 
log and we intend to carry that 
through in many items in the new 
industrial supply catalog. From our 
experience, and we have gotten some 
from catalog builders recently, they 
are still about the same as they were 
many, many years ago. We are in a 
spot between manufacturers who want 
to get lots of pages in our catalogs 
and the catalog people who want to 
build catalogs with lots of pages. I 
think we have to be more selective 
even if we do the job ourselves. I 
think that’s where we can all cut down 
our catalog costs. We want to get in 
and do a job of listing the stuff that 
represents the bulk of our business. 


MORRIS: Isn’t that the fault of the 
manufacturers who supply the catalog 
houses with material? 


NICHOLSON: Absolutely, because 
the catalog builder plus the distributor 
accepts what is easiest for the manu- 
facturer to dish out to the catalog 
builder. 


LENEAVE: But, Nick, | might say 
this, if we had special mats or cuts 
made by our printer as we would like 
to have had them, our catalog would 
have cost thousands of dollars more 
than it did. You are forced into ac- 
cepting the standard form that the 
manufacturer gives the printer, unless 
vou want to have one built up and 
when vou do, brother, you're stuck. 


NICHOLSON: We had a hardware 
catalog built up during the war and we 
had it made the way we wanted it. 
We had to pay for many of the pages 
in this catalog but even then we were 
better off because we had less pages 
and we got something that is more 
usable. We got a listing that is ahead 
of anything that is being published— 
at least in our part of the country. 


MORRIS: One more question—has 
this matter of cooperative action on 
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catalogs been brought up in association 
work at all? The manufacturers have 
a committee on sales promotion. Have 
the distributors themselves done any- 
thing in particular to work out a solu- 
tion to this problem? 


NICHOLSON: I don’t think so. 
PERKINS: Have any of you gentle- 


men had any experience with loose- 
leaf catalogs? Have they been effec- 
tive, Nick? 


NICHOLSON: We put out about 
500 loose-leaf catalogs to the trade 
and we find that very few of them arc 
kept up, unless our salesman goes 
around and keeps them up. So out- 
side of a few isolated cases our next 
catalogs will go out in bound form to 
everybody. The cost of us keeping 
them up is prohibitive. And unless 
they are kept up they are not worth 
anything to anybody. We have a 
competitor in a nearby area out in 
Denver who sells his catalogs to his 
customers, and sells the service of 
keeping the loose-leaf catalog up to 
date. I think it is $25 a year or some- 
thing like that. They claim they are 
getting good results from that. 


HOLDEN: I would like to ask what 
the fellows think about including list 
prices in catalogs. At one time it was 
the only thing to do, but I am won- 
dering if the catalog printed today 
might not be obsolete in a couple of 
vears, what with frequent list price 
changes and the trend toward unit 
packages. What do you think about 
issuing a catalog without list prices? 


PFRKINS: We have given that a lot 
of thought on this new catalog that 
we hope to build in the near future, 
but until such times as unit packaging 
and the streamlining of the price situ- 
ation clears up, we are not going to 
do a catalog—whether it is this year 
or next vear—we are going to hold off 
until that time. 


NICHOLSON: I think that although 
the list prices may not be good 24 
hours after the catalog is printed, at 
least they give vou the relative value 
of the merchandise. I think you've 
got to take that into consideration. 
For example, vou’ve got two grades 
of rubber belting and you have list 
prices on each “grade even though 
they are incorrect. The differences in 
the list prices will give you ‘the relative 
values of the two grades. 


LENEAVE: That's important too, I 
think very important. It’s important 
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LENEAVE: I wish we had a little 
more experience on this point but we 
are right in the process now of putting 
out our house organ. I have a young 
fellow in the organization who is really 
a very good artist and has a facility 
for compiling copy. What we have 
worked up is the idea of using a little 
booklet—it is actually just a folder— 
four-page affair. In this booklet, we 
have a little information and a picture 
of one of our men that customers con- 
tact. ‘They may write to him or they 
may talk to him on the telephone. We 
would like them to get to know him 
better if only by reading about him 
and seeing his picture until there is 
an opportunity to actually meet him. 
Another page is devoted to something 
of interest that has happened in the 
industry. Now, for instance, one 
month it might be an interesting story 
about an outstanding teacher in the 
manual arts field and the job he is do- 
ing—giving him a boost. It will also 
be something for other boys to shoot 
at. Then on page 3 we put useful 
hints, helpful hints,—a hint on how to 
fix a jig on a shaper in a wood-work- 
ing machine, for instance, and how to 
get certain cuts. Incidentally, our 
plug goes in there because we show 
Shaper Cutters, numbered such and 
such, doing a certain job. We feel 
that that is going to sell some of those 
cutters but we have also given our 
readers a lot of useful hints. Then on 
the back page of this bulletin we’ll 
give a list of equipment and it’s pretty 
much our own advertising page. We 
take one-third of it to advertise some- 
thing that we think would be of in- 
terest. Then we have a corner for 
jokes and that sort of thing, that we 
think the boys would be interested in. 
We have great hope for the success 
of this bulletin. We have talked about 
it a lot to our customers and they are 
looking forward to it. You’d be sur- 
prised how many of them want to con- 
tribute. We feel that after this thing 
begins to hit the market—I mean our 
mailing list—-that we are going to get 
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a lot of good copy for our man to use. 
To begin with we are going to try it 
once a month. The demand, however, 
may mean that we will want to get it 
out twice a month or even weekly 
later on. 


PERKINS: Pop, how do you propose 
to distribute this? 


LENEAVE: It will be mailed to our 
regular mailing list. 


HOLDEN: Would you mind giving 
me some idea, Pop, of what the ap- 
proximate cost would be on that; have 
vou estimated it at all? 


LENEAVE: ‘The cost will be practic- 
ally nothing, because we have our own 
printing department, and it is going 
right through on our regular dupli- 
cating machines. Actually the pic- 
tures of our men will just be more or 
less of a profile drawing. We believe 
we can do it so he can be recognized. 
The first one going out is more or less 
a comic drawing of him. 


MORRIS: Is this an 84 x 1] or 
smaller size? 


LENEAVE: It is about an 84 x 1l— 
the folded sheet is a little bit larger 
than that. 


CROWDER: I’m familiar with the 
experience of a number of firms that 
have been trying to get the idea across 
of identifying their inside telephone 
salesman. Here is a fellow the cus- 
tomer has been talking to for five or 
ten years but has never seen. When 
he gets the bulletin with the telephone 
salesman’s picture, he says, “Here’s 
the guy I talk to all the time. This is 
who I am talking to when I call No. 


1492.” 


LENEAVE: Walter, I possibly 
shouldn’t obligate J. M. Tull Com- 
pany, but I think they did a most ex- 
cellent job of just that. They mailed 
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INSTITUTIONAL BOOKLETS are used by distribu-  ° 
tors in various parts of the country to promote their 
firms or their personnel among customers. These pro- 
motion pieces may be four-page folders or quite ex- 
tensive booklets with plenty of pictures showing both 
inside and outside personnel as well as scenes from the 
warehouse and office—the objective, of course, being to 
personalize the unseen organization and point up serv- m 
ices and lines. Have any of you made use of such 


out a bulletin or folder which was very 
attractively done. It started off with 
Mr. Tull himself, and it gave pictures 
of the inside people, the telephone 
girl, the office force, stenographers and 
all the men, purchasing agents, sales- 
men and what have you. It told some- 
thing of a personal nature about them. 
The pictures were taken right at their 
desks. You saw them right in their 
own environment. 


MORRIS: Can I ask just one more 
question? Are you going to send that 
to your suppliers—put them on the 
mailing list? If you are showing pic- 
tures of your personnel, there are a 
lot of people in the supplier’s place of 
business who have no idea who the 
fellows are in your firm that they 
might be doing business with. 


LENEAVE: As I said, this thing 
hasn’t gone far enough to know what 
all we will do with it. Certainly if we 
were showing any particular manu- 
facturer’s product on our third sheet, 
we would see that he had a copy. In 
time, of course, we will touch on prac- 
tically all the different types of mer- 
chandise we have. I would say we 
would feel free to send it to all of our 
suppliers and I hope they will be in- 
terested in it. 


NICHOLSON: Occasionally we put 
out some institutional advertising. Not 
very often. We accomplish similar re- 
sults in a proposal form that we have. 
Proposals or quotations go out in the 
folder that first shows a map of the 
area that we serve, and pictures of our 
warehousing facilities, and the prin- 
cipal commodities. We have had some 
very good results from that, though, 
of course, it only reaches somebody 
that is asking for a quotation. 


PERKINS: Nick, that quotation would 
be like a man writing in saying, 
“Quote me the price on ten kegs 
of six penny nails.” Or a man want- 
ing to buy a popular piece of equip- 
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ment you give him a —. 


NICHOLSON: A sizeable quotation, 
or it may be a small one from a new 
customer to whom we know we hav- 
en’t sent that particular promotional 
material before. 


PERKINS: \We have a very similar 
set-up on our machine tools and equip- 
ment. 


NICHOLSON: \We also send out to 
the trade simple listings on machine 
tools. ‘The list is indexed by manu- 
facturer, and also indexed by type of 
equipment. Every prospect, or known 
prospect for machine tools, has one of 
those lists that tells him we handle 
such-and-such a line. If he wants to 
look under American Tool Works, he 
will find that we handle their line. If 
he wants a turret lathe, he will look for 
that in the commodity index. 


PERKINS: We have a very similar 
set-up. We use it as a calling card for 
our machine tool representative. His 
name will be on it. This is a double- 
fold affair. It will have the manufac- 
turers listed alphabetically and the 
equipment items they manufacture. 
We have been using that system quite 
some while and we find it most ef- 
fective. In going back to customers, 
you will notice some have the card 
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HOLDEN: We are firm believers in 
good calendars. We have a standard 
calendar that we have used for about 
six years. It has three months on a 
page. It is narrow thus will fit on a 
post in the mill or in the factory office. 
They like it for that reason. The only 
change we make on it from year to 
year is the color. We change from 
red to green and from blue to red. 


LENEAVE: Is it all calendar or do 
you have some of these glamorous 
babies on it? 


HOLDEN: We don’t go in for that 





under the glass on their desks—others 
set it up in their machine tool file. 
HOLDEN: I have just one comment 
to pass on. It was always my idea that 
in a house organ such as you figure on 
getting out, Pop, it would be an aw- 
fully smart thing to have your sales- 
men bring in real news items from 
your customers. For instance, “John 
Jones, a master mechanic in a certain 
plant has twins.” Something that was 
good. You would have to edit it very 
carefully, of course, so it wouldn’t 
hurt somebody’s feelings. You’d also 
have to know them pretty well. You 
could slip such an item in and, if John 
Jones is that kind of a fellow, he would 
always be your friend. He likes to see 
his name in print. 


LENEAVE: That’s a very good sug- 
gestion. 


PERKINS: I think that is a good 
thought, but I think you would have 
to be very careful about it. To be sure, 
John Jones may have twins, and he is 
a fairly good customer—but you may 
have a better customer and he has 
triplets and he doesn’t get mentioned. 
Or maybe there is just one child in 
the family but the customer thinks 
his “‘one-and-only” is pretty hot. He 
says, “Why should LeNeave write 
about this guy and he is a small buyer, 


at all. It has got a picture of our build- 
ing on it, and the lines we represent 
and our name and our telephone 
number, and street address. It is 
strictly a business calendar. 


PERKINS: What does a calendar of 
that type cost? 


HOLDEN: I would say off hand two- 
or three-hundred dollars for five hun- 
dred—something like that. 


PERKINS: And how do you get them 


distributed, do you give them to your 
salesmen or do you mail them out? 
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and I buy for a dozen mills over here.” 


LENEAVE: If he is that kind of guy, 
he is going to be so proud of those 
twins or his kid, he is going to call me 
up and say, “Hey son, I got twins, put 
me in.” And we'll put him in the 
next issue. 


PERKINS: Yes, that’s all true. But 
that will be at a later date. He may 
visit you and say, “Well I’ve got a 
couple of kids, or triplets, or maybe 
quadruplets; they were born a year 
ago, and Allison-Erwin said nothing 
about it. They didn’t mention my 
name.” 


NICHOLSON: Well if the magazine 
wasn’t published at that time, I don’t 
know how he expects to be in it. 


CROWDER: That type of thing 
comes up in our job, too. We write 
up a story on one house or a few 
houses in each issue. You certainly 
can’t mention everyone in this indus- 
try in a single issue. Over a period of 
vears, however, you can cover an awful 
lot of people in an awful lot of con- 
cerns. You have to achieve balance 
over the long run. 


HOLDEN: You are definitely up 
against that in your “Talk of the 
Trade” page. 
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NOVELTIES, CALENDARS, BLOTTERS, SCRATCH ° 
PADS, PENCILS, etc., are given to customers by many 


distributors. There is usually some gesture of a gift in- 
volved but there is also the desire to keep the name of 

the firm before the customer. The really worth while © 
novelties, however, run into a lot of money and if you 
are selective, you face the chance of being accused of 
favoritism. There are, of course, a host of less expensive 
items. What is your thinking and experience? 


HOLDEN: By salesmen. 


PERKINS: They hand them out, mail 
them out, pack them up, etc. 


HOLDEN: That’s right. We also 
often get telephone requests. Some of 
the plants say, “Send us 10 or 15 more 
of those calendars.” We like to have 
plenty so that no one goes without. 


MORRIS: Do you imprint the name 
of the salesman? 


HOLDEN: No, we do not. 
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PERKINS: I think that is a good 
—— We used to use the name of 
the salesman on a lot of advertising 
materials supplied us by manufacturers 
but we have discontinued it. We try 
to sell the house and keep the name 
of the house before our customers 
rather than that of an individual. 


MORRIS: I ask the question because 
you do see it on blotters. Some firms 
have blotters for each salesman with 
his name individually imprinted. 


PERKINS: Yes, we used that some 
while back but we decided it is bad. 


CROWDER: What’s your experi- 
ence, Nick? 


NICHOLSON: We have put out cal- 
endars of our own make—our own get- 
up—for a number of years. We also 
use manufacturer’s calendars to a great 
extent. On the subject of novelties, 
however, we’ve had some very sad ex- 
perience. We have better than 6,000 
names on our Accounts Receivable reg- 
ister. If you get out a novelty and don’t 
send it to everybody in each organiza- 
tion, you are in “Dutch”, particularly 
if your name is on it. We have cut 
out novelties a hundred percent. If 
there is something we want to give 
away, we will leave our name off of it. 
To put out novelties with your name 
on them, you’ve got to go clear down 
the line or you are going to have a lot 
of customers or employees of custom- 
ers sore at you. And the people you 
may have skipped may be in a position 
to do you harm. 


MORRIS: Do you consider this 
leather key case that Dick has here in 
the novelty class? I take it you gave 
similar key cases with your firm name 
stamped on them to some of your 
customers. 


HOLDEN: Yes, that’s right. But we 
consider it a little better than a nov- 
elty. ‘That was our Christmas gift this 
year to our different customers—pur- 
chasing agents, and key men. 


LENEAVE: What did it cost you, 
Dick, two and a half? 


HOLDEN: One dollar and twenty 
cents. 


PERKINS: Is that right? You couldn’t 
buy a keyhole for that. 


MORRIS: And how many of these 
do you get out? 


HOLDEN: I think we had 500. 
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CROWDER: And how would you 
answer Nick’s objections on that. 


HOLDEN: We had very fine reac- 
tions. I never saw so many letters 
come in. Personal letters from buyers 
and factory men, thanking us for it. 
Most of them said their old one had 
just passed out of the picture and were 
glad to get this one. 


CROWDER: Nick? 


NICHOLSON: What about the man 
under the individual that you sent 
one of those to? He sees your name 
on that, and he didn’t get one. 


HOLDEN: We have very little 
trouble. Some of them will really come 
right out and ask you for one, and we 
always keep back 40 to 50 to take care 
of those cases. But we go over the list 
very carefully. First the salesmen turn 
over their lists, then the sales manager 
goes over them and then they come to 
Mr. Silliter and myself, and we go over 
them. We have had very little trouble. 


NICHOLSON: We put out 2,000 
double decks of playing cards one year 
with our name on them. But it would 
probably have taken 10,000 double 
decks to satisfy everybody all along the 
line. That’s the reason I wonder how 
you are able to get by with such a 
small quantity. 


HOLDEN: Well you have a bigger 


organization than what we have. 


CROWDER: ‘That may be the an- 
swer—the number of customers and 
the extent of the area covered. 


HOLDEN: I imagine we are really 
more personalized and in closer touch 
with our customers within the radius 
of our smaller trading area. We know 
how far we can go and where we can 
cut off. 


PERKINS: We uscd novelties this 
past year. We passed out this mechan- 
ical pencil. We also passed out an in- 
expensive ash tray that cost about ten 
or twelve cents. We have a calendar 
that we have been using for some years, 
and we used blotters. ‘The finest piece 
of material that we have found over a 
period of time of trial and error is the 
scratch pad. The scratch pad is the 
answer to a cheap advertising item. 
When the salesman goes in, he can 
leave one here and one there on a 
half dozen desks. Furthermore, the 
cost is not much more than 24 cents. 
As I said, we do have some pencils and 
some ash trays but we think that the 
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calendar and the scratch pad is the 
best medium. With the scratch pad 
we also give a wooden pencil with an 
imprint that costs us two cents. We 
pass these out very freely. 


HOLDEN: We have been getting 
prices on scratch pads that seem ter- 
rifically high. 


PERKINS: If you buy them in large 
enough quantities, it isn’t so bad. 


HOLDEN: The main thing is to have 
your name in front of them all the 
time on something. 


PERKINS: When you go to a mill or 
plant of any kind you will see a scratch 
pad in a man’s hip pocket if he is out 
in the machine shop. Or if he is in the 
office, you'll see it on his desk. It is 
something he won’t throw into his 
waste basket. Now we have used blot- 
ters from time to time. Good blotters 
aren’t cheap. And if it isn’t a good 
blotter you might just as well throw 
the money to the four winds. In any 
event the majority of blotters end up 
in the waste basket. 


LENEAVE: I believe that I throw an 
average of two or more blotters in the 
wastebasket every day because my per- 
sonal fountain pen has quick drying 
ink and my desk fountain pen has the 
same thing. I have no need for a 
blotter. 


PERKINS: The blotters tend to end 
up in the customer's accounting de- 
partment if they are of a good quality. 


LENEAVE: And those people in ac- 
counting don’t do the buying. So ac- 
tually it is doing no good. I think 
blotters are out with us. 


NICHOLSON: I agree with you. 
MORRIS: Cy, what’s the approxi- 


mate size of these scratch pads? 


PERKINS: It so works out that the 
paper size is about 3 x 5. It will just 
fit in the hip pocket or the coat pocket. 


NICHOLSON: And _ they are 
gummed? 


PERKINS: They are gummed—50 
sheets to the pad. 


NICHOLSON: With your company 


name on it? 


PERKINS: Name right at the top; 
that’s the first thing you see on each 
and every sheet. 
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LENEAVE: | like the idea of the per- 
sonal letter written to an individual 
in a company and not necessarily plug- 
ging any particular piece of merchan- 
dise. For three cents, the cost of post- 
age, you can write a man a personal 
letter which meant that you were 
thinking about him, and, for example, 
wanted to say thanks for the business 
that you didn’t have to thank him for. 


NICHOLSON: I think the personal 
letter is one of the finest types of ad- 
vertising you can do, if you have the 
manpower. In a small organization, 
the boss can write more personal let- 
ters; in large organizations, of course, 
he can’t write such a large percentage 
of his customers and still get that per- 
sonal touch. The larger the organiza- 
tion the fewer the customers the top- 
brass, so called, is going to know. Be- 
fore the war we did a lot of it and we 
intend to start again. I don’t think 
that there is anything that will beat a 
personal letter. 


HOLDEN: While we do some per- 
sonal letter writing we are still both- 
ered with the manpower situation. 
You've got to have somebody available 
for those letters when you are in the 
mood to write. And I think to write 
the most effective kind of letter you’ve 
got to be in the right mood. In our 
organization you can’t always get a 
girl at the particular time. 


LENEAVE: Well, my idea is that 
there is plenty of opportunity to write. 
Either you are getting business from 
the person which gives you an oppor- 
tunity to write him, or else you know 
from the ledger that he hasn’t given 
you any business. In the latter in- 
stance, I don’t suggest at all to write 
a man and say, “You aren’t giving us 
any business,”” and send him some of 
the rhymes that you hear. I think that 
is very, very poor psychology. But 
there can be a personal touch to a 
letter ignoring the fact that you 
haven’t had any business from him. 
In addition, give a copy to the sales- 








man on the account. When he follows 
up he will know you have contacted 
the customer and that you feel per- 
sonally toward him. 


CROWDER: I think that follow up 
with the salesman is very important. 
The salesman in the course of his calls 
on this customer should know that a 
letter has gone out. 


LENEAVE: Walter, I recommend 
very strongly that a copy be given to 
the salesman of every letter that is 
written to a customer in his territory. 
I know for a fact that my men take 
advantage of and just look for the 
opportunity to call on and solicit busi- 
ness from my personal friends. ‘They 
bring me messages from those men 
and I like it, too. 


PERKINS: I would like to ask you 
gentlemen one question—I think all 
of you do some buying; perhaps you 
do all the buying for your company. 
How many personal letters do you get 
from your sources of supply, the manu- 
facturers whom you represent, thank- 
ing you for a nice order? Or con- 
versely, when you fail to send them 
an order after you have been buying 
regularly, do you hear from them. 
How many letters of the personal type 
we are talking about have you received 
from manufacturers? 


LENEAVE: Very few, but the ones I 
do get I sure remember, and I can 
name them right now. 


PERKINS: I'd say it is very few. Per- 
haps you can count them on the fin- 
gers of your two hands. If we appreci- 
ate and remember it when we get a 
personal letter from our sources, 
wouldn’t our customers by the same 
token, appreciate one from us. As 
Dick stated, however, you have to be 
in the right frame of mind to dictate 
the proper type letter. Now you 
couldn’t sit down and dictate a dozen 
letters and say, ““We’ll just send this 
to John Smith, Henry Brown and Joe 
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Sales Promotion 


PERSONAL LETTERS can be good will builders andan = 
effective means of sales promotion. They do, however, 
take time to prepare and they must have the right tone. ° 
You may thank the customer for a good order, or express 
appreciation for his considerateness or extend your con- 
gratulations. Again, you may note that the volume of 
his business has fallen off and inquire if some service 
was not satisfactory. Let’s get your thoughts on this 
type of thing as a promotion device? 


° 
Dokes,” because it doesn’t work. 


NICHOLSON: That won't be a per- 
sonal letter. 


PERKINS: It is quite expensive too. 
It will take, say five minutes to dic- 
tate a letter, and you've got ten of 
them—that’s fifty minutes. 


LENEAVE: I'd like to drop a thought 
here for all of us. I’m practicing this 
very policy. I say to a man in as few 
words as I can the things that I want 
to say and quit. I send out many 
letters of not more than three or four 
sentences, and you'd be surprised how 
many letters like that a girl can write 
a day. Furthermore, I think the short 
letter accomplishes a lot more. We 
don’t like to read long letters. 


HOLDEN: Pop, I would like to ask 
vou about those letters that you write 
—do the majority go to customers in 
Charlotte and within a few miles, or 
do you more or less point them at 
fellows from the outlying parts of your 
territory that you don’t get a chance 
to see or talk to on the phone?) What 
I am getting at is this, our working 
territory falls within a 35-mile radius 
of our store. ‘This isn’t a very great 
distance and we are talking with a lot 
of our customers on the phone all the 
time. If they send vou a good order, 
or if they call up, you are bound to 
say thank you. My point is, I don’t 
think a small distributor in a small 
trading area would have anywhere near 
the need for letters the way that you 
might have with a far-flung territory. 


LENEAVE: Conditions are going to 
influence all the attempts we make. 
But frankly, Dick, I draw no distinc- 
tion so far as the importance of the 
customer is concerned. Neither does 
it make any difference whether the 
customer lives in the same town or 
whether he lives 25 or 100 miles away. 
If he is honoring us with his business 
and by so doing is placing his con- 
fidence in us, down deep I really ap- 


103 








THE SALES MANAGER .......... 


preciate that man, as much as I do 
one who lives right next door. By the 
same token I don’t feel that I want 
to, under any false pretense, try to 
build that guy up because he is away 
from us and maybe closer to a com- 
petitor. I believe that if we overdo 
it, it will be evident in the approach 
and in the tone of the letter. It has 
to be sincere. It might be, “Dear 
Dick—I appreciate your telephone call 
today. Your order has already gone 
out to the shipping department. I'll 
check before the store closes to see 
that it actually got out. Thank’s a lot.” 
—and sign your name. Naturally, 
when he placed the order he gave you 
the opportunity to say thanks. And 
you certainly did. But, and I think 
this is important, you did something 
beyond the conventional or expected 
when you took a minute to write that 
letter after you had seen the order 
on its way. 


PERKINS: | think that personal let- 
leters may be all right in a few cases. 
But we have a man—he happens to 
be my assistant—and it is his job to 





HOLDEN: We haven’t been in busi- 
ness too many years and like a lot of 
firms we have grown up like Topsy. 
Until recently we hadn’t done too 
much with direct mail. We sent out 
some direct mail material with the 
typing done by the girls. We would 
make what we thought were wonder- 
ful lists. We have a new sales man- 
ager now who is very aggressive. He 
is lining up all the manufacturers’ 
literature and making sure he has the 
right postage number and permits on 
it. He has done a lot of checking on 
our lists, something we have never 
really done in our organization. We 
have also bought an electric addresso- 
graph machine. Now the stuff .is 
really starting to go out. It is backed 
up with regular programs. He sends 
our a certain manufacturer’s literature 
this week, for example, and the sales- 
men are all informed in advance and 
follow it up. 
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stay in touch with the customer. He 
makes calls with all the men. He goes 
to see the customer we are getting a 
nice volume of business from and he 
also contacts the people from whom 
we are getting nothing so to speak. 
We thank the man for his business, 
if the account runs $5,000 or $6,000 
a month. And we will also thank a 
customer who sends us an occasional 
$25 order. A personal letter may be 
all right, but I can’t see where it has 
advantages in the industrial supply 
business. Isn’t it just as cheap to have 
a man on the job to make personal 
contact as it is to take his or your 
time to write letters. Letters will 
never replace personal contact. 


LENEAVE: Oh, I certainly agree with 
you. I don’t think anything replaces 
a personal contact. 


NICHOLSON: However, if you can’t 
get out and make all these personal 
contacts yourself, you have to have 
an assistant or your salesman do it. 
Wouldn’t a personal letter once a year 
from you to a customer that you know 
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personally be very much appreciated? 
Wouldn’t it be a lot more effective 
than to have your appreciation ex- 
pressed through your subordinate? 


PERKINS: Yes, but I think it is very 
foolish to pursue a course where you 
have a one-man organization, so to 
speak. You are only one, and you 
can do only so much. If you have 
three or four people under you that 


can put across the same thing that 


you would do ordinarily, I think our 
customers would appreciate the fact 
that your assistant is coming by. 


NICHOLSON: That’s very true and 
that’s the job we all have to do in 
perfecting organization. But, maybe 
there is a man you used to call on and 
sell and he still remembers you. He 
never hears from you, however. Since 
you can’t get out and call on him fre- 
quently, a little note, along the line 
that Pop is talking about, may mean 
an awful lot. 


PERKINS: Oh, I think it has its good 
features as well as its bad. 


DIRECT MAIL ADVERTISING is one of the most . 
commonly practiced methods of promotion. Mailing 
pieces may be of the distributor's own making or they e 
may be literature supplied by manufacturers. Any direct 
mail effort is only as good as the mailing list upon which 
it is built. And here reliance must be placed on the 
salesman, but after all the mail campaigns are designed ° 
to help him sell. The question is, how do you handle 








your direct mail advertising? 


CROWDER: Is that on a selective 
basis? I mean, do you have your 
accounts keyed in terms of what they 
actually buy so you don’t send liter- 
ature on a product to a customer who 
couldn’t possibly use it? 


HOLDEN: Well, of course, in our 
territory our customers would use prac- 
tically everything we sell. We have 
tried to break it down a little bit on 
certain things like mechanical rubber 
oods—there is no sense in sending 
that to a little tool and die shop. But 
that’s the only way we have tried to 
break it up. We have our own mail- 
ing lists and equipment and from now 
on we will not turn it over to the 
manufacturer to mail. We have done 
that in the past, but I have always 
felt very strongly that any literature 
that went out from our place should 
go out in our envelope with our name 
on it. We feel that with the prestige 
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that we might have, the customer 
would give it a lot more attention 
than if it came direct from Akron, 
Ohio, or Philadelphia, or some place 
like that. If they see our name on it, 
they think they’ve got to look at it— 
want to see if we've got something 
new. 


NICHOLSON: We get out a lot of 
direct mail advertising. We have a 
very elaborate addressograph system 
broken down in about 52 classifica- 
tions. Thus we send the literature 
out to those who have a real interest 
in the product we are advertising. 
We are also putting in a multilith 
outfit where we intend to get out some 
of our own direct mail. ‘This will be 
better looking material than we can 
do with ditto or some of the other 
methods. I’d say at least half of the 
literature we get in from manufac- 
turers isn’t fit to pay postage out on. 
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We will not permit anything to go 
out of our place until it has been pretty 
well screened to see whether or not 
we think it has any pulling power. 
And the sad part of it is, tons of the 
stuff come into our place in the course 
of a year that has to be hauled out 
and dumped. We ask manufacturers 
for some literature for direct mailing 
and too often it’s terrible. But we 
like to keep something going out in 
every department of our business at 
least once a week. We keep our mail- 
ing list up to date through our out- 
side salesmen. Every salesman has 
a call book with a sheet for every cus- 
tomer. They must keep the per- 
sonnel and names up to date. A copy 
of the call report goes to the addresso- 
graph people thus we have a pretty 
complete up-to-date mailing list all 
the time. And at the same time it 
gives a check on the calls they are 
making. We very seldom tum our 
mailing list over to a manufacturer. 
Like Dick said, we would rather have 
stuff come to us and put it out in our 
own way. We want it posmarked from 
our own mailing point rather than 
from a manufacturer’s point. 


HOLDEN: One funny thing that 
struck me is that some manufacturers 
apparently are not up on mathematics. 
They have elaborate mailing cam- 


paigns and if you took one campaign, 
as an example, and put it out, you 
would probably send out five or six 
mailing pieces on it. But we don’t 
think a mailing should go to the same 
customer more than once a week. 
Now there are only 52 weeks a year, 
with a few weeks out in the summer 
and two or three weeks around Christ- 
mas. So if a manufacturer expects 
you to send out five or six pieces on 
a campaign, he is really taking it away 
from the rest of the boys who should 
have their chance. Frankly, we don’t 
quite know how to split the thing up. 


PERKINS: We only turn our mailing 
list over to. manufacturers when we 
represent them exclusively. But on 
others, we take the literature and 
handle it ourselves. We do not use 
any type of stuffers for our outgoing 
shipments. We don’t enclose them in 
an envelope nor put them in the 
shipping box—99 percent of that is 
thought to be packing material. The 
type of person that receives such ma- 
terial feels that it is just some more 
packing and it is thrown away. We 
think that is money wasted. 


LENEAVE: We have addressograph 
equipment and do a lot of mailing on 
our own hook. This may be on equip- 
ment we want to move—good sound 





merchandise that people always need 
and we want to keep before them. We 
also furnish several manufacturers with 
our mailing list, and we know that we 
are getting results from both methods. 
I don’t know that it means a thing 
in the world to a customer whether 
or not the literature is postmarked 
from New York or Chicago, or 
whether it is postmarked Charlotte. 
When the mail gets to the man, the 
only identification as to where it 
came from is on the postal mark. I 
really can’t see which is the better. 
The reason that we have used more 
direct mailing from the manufacturer 
to our mailing list than from the 
house in the past was because we had 
our hands full. If they would do it, 
we were sure it would get out on time. 
Too frequently, we’d say, well we’re 
busy today, we'll do it tomorrow. 
But tomorrow we would be just as 
busy and the material would lay 
around and get dusty. Frankly, that’s 
the reason we've let a lot of it go 
direct. 


CROWDER: How do you keep your 
mailing lists up to date, Cy? 


PERKINS: We have a card system 
and rely on the salesmen. On the 
back of each salesman’s call sheet is 
a space for personnel changes. 


Promotion Should be Tied in With Other Sales Activities 





You HAVE HEARD distributors discuss the pros and 
cons of a number of sales promotion devices. The 
practice varies from firm to firm and from region 
to region. This is an individualistic business and 
the final decision you may reach on the adoption, 
extension or elimination of any promotion aid is 
influenced by personal choice as well as by a num- 
ber of other factors—size of the operation, personnel 
available, nature of your market area, peculiarity of 
your customers and the resources available. But the 
ideas developed and expressed in the round table 
discussion will stimulate your own thinking on this 
important function of sales management. 

To produce the maximum effect, however, pro- 
motion should be coordinated and integrated with 
all other sales activities. This makes sense, of course, 
but it is not so easy to accomplish. Even in the 
smallest organization, there is always the problem 
of keeping everyone informed at all times of what 
is going on and what is planned. This problem 
becomes additionally difficult when the area served 
is widely scattered and salesmen maintain residence 
away from headquarters. ‘The answer lies in the 


development of a system of internal communication 
with a specific assignment of responsibility. 

Promotion, and this applies particularly to direct 
mail advertising, should be tied in with all other 
sales activities. In the first place, it should be con- 
centrated on the lines which need a push at any 
given time as revealed by sales analysis. Obviously, 
not all lines can be pushed simultaneously, thus 
sales management has the responsibility for selection, 
planning and scheduling—well in advance. Secondly, 
it should be coordinated and timed to make the best 
use of manufacturers’ representatives. This is especi- 
ally necessary when sales meetings and subsequent 
missionary work are involved. 

All these activities place a heavy burden on the 
sales management of a firm and they are the types of 
things that cannot be done with the left hand. The 
realization of the importance of sales promotion and 
the need to have someone always on the, job have 
led a growing number of distributors to set up 
sales promotion departments. If that is not possible 
in smaller organizations, the responsibilities can be 
delegated. The point is, get someone on this job. 
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1 PREPARATIONS for a sales meeting start well ahead 
* of the scheduled date (note calendar); the sales manager * ings with a request to send representatives; the sales 


decides on the subject by studying sales figures. 
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Sales Producing Meetings 


Goop SALES MEETINGS, the kind that 
can be called “sales-producing meet- 
ings”, don’t just happen. They are the 
result of detailed planning, hard work 
and a dogged determination to see 
that the meeting plan is carried out. 
Responsibility for the success of a 
distributor sales meeting rests upon 
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the shoulders of the sales manager or 
the man who, even though he may 
carry another title, performs the func- 
tions of a sales manager. 

It is true, of course, that manufac- 
turers should share responsibility; it is 
to their advantage to have men who 
are well trained and fully capable of 
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MANUFACTURERS are given advance notice of mect- 


manager’s letters specify things he wants discussed. 
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i) CHARTS AND GRAPHS help maintain interest in 6 MEETING EQUIPMENT, such as the recording 
* meetings; the sales manager gets a preview so he'll know . 


machine, slide projector and screen, and questionnaires 
just what to expect of the manufacturer’s representative. 


are all checked or tested before the meeting starts. 


conducting sales producing meetings. 
However, the aggressive distributor 
sales manager does not have to be de- 
pendent upon manufacturers, he does 
not have to sit idly by and wait for 
action by manufacturers; he can organ- 
ize and conduct his own meetings, :¢- 
questing manufacturers’ cooperation 
and specifying the type cooperation he 
wants. 

The responsibility is great. Some 
marketing and merchandising experts 
go so far as to say: It is better to hold 
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| ALL SET TO GO, the sales manager starts with a 
* few announcements and then will turn the meeting over 
to a salesman (right) who'll introduce the manufacturer’s 


no sales meetings than to hold poor, 
ineffective ones. These experts reason 
that weak, unplanned meetings tend 
to confuse salesmen, and that when 
salesmen are confused about products 
they shy away from questions about 
them. 

Sales meetings are, in reality, part of 
the distributor’s training program; they 
are gatherings at which management's 
ideas, plans, ambitions and desires can 
be “‘sold’”’ to salesmen. Yes, salesmen 
whether green or well-seasoned must 


be sold. It is just as important, if not 
more so, that distributor salesmen be 
sold as it is that a potential buyer be 
sold. 

The sales meeting, therefore, is a 
springboard to sales. It is an all im- 
portant device for bolstering a sagging 
sales curve; it is a project worthy of a 
sales manager’s all-out attention. 

Let’s start at the beginning and see 
what ingredients are necessary to build 
a sales producing meeting. 

We can divide the necessary action 
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¢ SALESMEN learn of the meeting time and place by A AN OUTLINE for the mecting is drafted by the sales 
* letter and a bulletin board notice that includes a sheet . 


manager with the aid of the manufacturer’s man; all 
for cach man to initial after he has read the notice. 


major points of the planned talk are discussed fully. 


man. Notice that the charts are covered, the slide screen is 
in place, the projector is threaded and written summaries are 
on hand for distribution after a question and answer period. 


into three logical parts: 
1. Preparing for a sales meeting 

. Conducting a sales meeting 
. Following up on a meeting. 

Pictured above are some of the most 
common problems involved in prepar- 
ing for a sales meeting. Minor as 
some points may appear they, never- 
theless, are the very points that fre- 
quently turn the scales in a favorable 
direction if adhered to, in an unfavor- 
able way if not. 

It’s apparent that, before prepara- 
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tion for a meeting can be made, some- 
one has to decide that a meeting 
should be held. The easy way out is 
to wait for a manufacturer to approach 
you on the subject. But, while manu- 
facturers have a great deal to gain, the 
alert sales manager provides his own 
spark; he goes out after the manufac- 
turers he wants to be represented at 
his sales meetings. (It generally works 
out that the manufacturers you seek 
out are the same ones who will be 
courting you.) 

As in most things, making arrange- 
ments for a sales meeting involves 
cooperation, and it is a good thing to 
remember that cooperation travels 
along a two-way street. If you want 
ample notice of a manufacturer’s de- 
sire to hold a sales meeting for your 
salesmen, be sure you give manufac- 
turers ample notice when you request 
them to have a representative in at- 
tendance. 


Two Types of Meetings 


In deciding what type of meeting to 
hold, the sales manager has to consider 
only two classes: 

1. Sessions that are devoted to 
explaining company policy, changes 
in sales policy or similar overall com- 
pany plans. 

2. Meetings that are given over 
almost completely to specific prod- 
ucts or lines. 

The first type of meeting frequently 
deteriorates into a “pep” session and, 
when it does, it has little or no lasting 
effect on sales curves. Down through 


the years, studies have shown that a 
vast majority of salesmen neither like 
nor receive lasting help from out-and- 
out pep talks. However, if a sales 
manager believes in pep talks and be- 
lieves he can obtain results with them, 
their effectiveness is greatest when 
used to supplement a product session; 
in such cases, pep talks have a solid 
foundation on which to rest, they are 
not merely words that stimulate sales- 
men today and are forgotten tomorrow. 


Choose Meeting Time 


Meetings of the first type that do 
not become pep sessions can have 
enormous beneficial results. Care in 
preparing for them, conducting them 
and following through on them is just 
as important as in cases where meet- 
ings are for the purpose of discussing 
products. While this article is de- 
voted principally to product meetings, 
most of the points made in the follaw- 
ing paragraphs are applicable to non- 
product meetings. 

Selection of a meeting time and 
place involves more than appears on 
the surface. Most distributor sales 
meetings are held Friday nights or 
Saturday mornings. In pre-war days, 
Saturday morning was the most popu- 
lar time, but Friday night gained 
favor with the advent of the five-day 
week in many firms. All-in-all, though, 
there is no best time for meetings; 
your case has to be studied on its own. 
There are, however, several factors to 
consider. Here are three: 

1. Is the routing of salesmen 


done so that attendance at meetings 

will impose a minimum of unequal 

hardships upon the men? A man 
who believes he, compared to his 
fellow salesmen, is being imposed 

upon unnecessarily, does not make a 

receptive audience. 

2. Does the usual sales meeting 
time meet with the approval of a 
majority of the salesmen? 
Extenuating circumstances some- 

times force a sales manager to disre- 
gard the wishes of salesmen but, for 
regularly scheduled meetings, much 
can be accomplished by dovetailing 
salesmen’s wishes with those of man- 
agement as much as possible. Sales- 
men, as a Class, are just as reasonable 
or unreasonable as any other group of 
men; given sound reasons by manage- 
ment as to why meetings should be 
held on Tuesdays instead of Fridays 
and Saturdays, an  over-whelmin 
majority of salesmen will “buy” the 
plan. 

3. Are seasons taken into con- 
sideration? 

A Saturday morning sales meeting 
in the winter months may meet with 
no objections but in balmy weather 
just the opposite may be true. The 
sales manager or manufacturer’s man 
may find himself, on a summer Satur- 
day morning, talking to a group of 
men whose thoughts are on golf, base- 
ball or fishing instead of products. 


Where to Meet? 


Most factors considered with re- 
spect to meeting time are applicable 





Howard Brenholts, Harris Pump & Supply Co., 


Pittsburgh: 


Akron: 


Hesket H. Kuhn, The Hardware & Supply Co., 


. are held. 


Great care should be exercised in the selec- 
tion of the environment in which meetings 
It is difficult for salesmen to con- 
centrate on the presentation when meetings 
are held in the middle of the office. Dis- 
tributors who can afford a well-lighted, well- 
ventilated, special room for meetings are 
indeed fortunate. Those who can afford 
to hold their product sales meetings in hotel 
rooms are even more fortunate. 


When a meeting is planned, we advise our 
men several weeks in advance to give them 
an opportunity to prepare a report of the 
difficulties experienced in selling the line. 
These are briefed and mailed to the speaker 
who can build his talk around these subjects. 
The manufacturer is also informed that we 
want his representative to concentrate on a 
description of his product, where it is used, 
how we can sell it, the potential demand in 
our territory and his position in our territory. 


Alec Garner, Montgomery & Crawford, Inc., Spar- 
tanburg, S. C.: 
We favor moderate length programs, about 


two hours. . . We feel these are short enough Leon Watkins, Watkins, Inc., Wichita: 


to maintain interest and long enough to 
impart information. We recommend 
product demonstrations whenever possible. 
. . Charts and pictures add emphasis. 


By careful advance planning, we can make 
sales meetings effective. We consider abili- 
ties of speaker, meeting quarters, advance 
notice to salesmen, use of sales media. 
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also to the meeting place. In most 
cases, the choice of places narrows 
down to two: 

1. In the distributor’s building. 

2. In a hotel or rented hall. 

Some sales managers, to gain variety 

in meeting places, will hold sales meet- 
ings in either a nearby supplier’s or 
customer’s plant. While it’s true that 
such meetings give salesmen an oppor- 
tunity to see how products are manu- 
factured or are used, it is not always 
possible to make the necessary arrange- 
ments for such “novelty” sales meet- 
ings. 


Hotel vs. Own Building 


Meetings held in the distributor’s 
building, generally, are more suscept- 
ible to interruptions. There are ad- 
vantages, though. The products to be 
discussed usually are right at hand; 
there are no competitive attractions 
such as a handy hotel bar where early 
arrivers can gather to kill time. 

Hotel rooms, too, have their ad- 
vantages. A management consultant 
with wide experience said experiments 
have shown that a hotel atmosphere 
makes salesmen more attentive. He 
observed that even the tone in which 
the salesmen spoke in a hotel was 
much more subdued than when they 
were in the familiar, home atmosphere 
of the distributor’s building. 

Even the most skilled workman 
can not turn out his best work with- 
out the proper tools. Equipment is 
necessary for a smooth-running sales 
meeting. If charts and graphs are to 


be used, they should be in the meeting 
room but, at the same time, covered or 
hidden from view so that when they 
are introduced, they will carry a 
punch. If slides or motion pictures 
are to be utilized, a projector should 
be set up ahead of time, and it should 
be tested to see that it is in working 
order; the same 1s true of recording 
equipment. 

We all believe our time is valuable. 
Whether or not it is, there’s no deny- 
ing that it is a waste of time for a sales 
force to sit idly by while a projection- 
ist or recording machine operator 
fusses with non-operating equipment. 
More important, though, is the fact 
that such actions tend to divert sales- 
men’s attention; attention, once lost, 
is difficult to regain. 

The most versatile of radio speakers 
often have difficulty speaking im- 
promptu. It is just common sense, 
therefore, that sales meeting speakers 
without an imposing background of 
speaking experience frequently should 
find themselves at a loss for words. 
The solution, of course, lies in having 
material prepared. This does not 
mean that there should be “canned” 
speeches; a manufacturer's man or 
sales manager who has organized his 
talk can still deliver it with a spark of 
spontaneity, he doesn’t have to sound 
like a phonograph. By insisting upon 
a manufacturer's man submitting an 
outline of his talk or by giving the 
manufacturer’s man an outline from 
which to talk, you, as a sales manager, 
are writing yourself a guarantee that 
the meeting will go as planned. 


Obvious as it may seem to point 
out that it is necessary to advise sales- 
men of a meeting time and place, it’s 
surprising how often slipups occur in 
this direction An announcement at 
one sales meeting about the next 
meeting is not sufficient; follow up 
such announcements with letters or 
bulletins—memories are tricky, unre- 
liable things. 


Concluding Step 


Recognition of the fact that mem- 
ories are not infallible leads to the con- 
cluding step in preparing for a sales 
meeting—take out insurance that the 
salesmen will retain something from 
the meeting. Distributors have found 
that the most advantageous way to do 
this is to prepare a questionnaire on 
facts brought out at the meeting or a 
written summary of the important 
points made at the session. Advocates 
of questionnaires contend that the re- 
sults give the salesmen an opportunity 
to appraise themselves and at the same 
time, the sales manager is given an 
opportunity to appraise the value of 
the meeting. 

The questionnaire and a written 
summary score in another direction, 
too. Salesmen can leave with some- 
thing that they can study and that 
will jog their memories on the selling 
points advanced. 

The promotion efforts discussed in 
the round table report (pages 96 to 
105) can be tied in profitably with 
sales meetings. Correct timing on the 
mailing of literature or the advertising 





E, E. Hey, Union Hardware & Metal Co., Los 


Angeles: 


Akron: 


Hesket H. Kuhn, The Hardware & Supply Co., 








We insist that, if factory representatives are 
present to conduct the meeting, they plan 
an intelligent and interesting meeting. We 
like to obtain motion pictures on the sub- 
ject, if possible, and we insist that samples 
be presented so the salesman can feel, handle 
and see what the product can do. 


Product knowledge must come first. After 
that is acquired on a line, sales technique 
is very helpful. The manufacturer is informed 
we want his representative to concentrate on 
a description of his product, where it is used, 
how we can sell it, the potential demand in 
our territory and his position in the trade. . . 
We encourage demonstrations, talks by fac- 
tory men using recordings, slides, films, charts, 


ce. 
Alec Garner, Montgomery & Crawford, Inc., Spar- ie 


tanburg, S. C.: 

There is need to stimulate creative sales 
effort through greater knowledge of product 
and applications. We prepare a question- 
naire on products and lines, emphasizing 
applications. Fifteen to 20 questions are 
prepared, mimeographed two or three days 
before the meeting and presented for written 
answers. 


S. Piggott, J. T. Wing & Co., Detroit: 
Greater efforts should be expended on sales 
meetings. They increase the interest of a 
salesman on a particular product, but they also 
give him some information on the use, giving 
him better knowledge of the product. 
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in magazines and papers can very well 
supplement the efforts of salesmen. 
Without integration of efforts the 
sales manager could very well be deliv- 
ering two ineffectual punches whereas 
with integration he could have a one- 


Conducting A 


EvEN IF you have made excellent ad- 
vance preparations and have amassed 
a wealth of information to pass on to 
salesmen, you can ’t be sure your sales 
meeting is going to ring the ‘bell; that 
is you can’t be sure unless you are pre- 
pared to see that everything goes off 
smoothly and that the session has a 
sales punch. Here again, work, thought 
to details and an overall understanding 
of human relations are the answers. 

In most cases, sales producing mect- 
ings can be broken down into three 
parts—at least for purposes of examina- 
tion. As a sales manager you have a 
leading role in all three parts, but the 
sales manager who gets the best results 
is the one who remembers: 

Salesmen must be made to feel they 
are part of the meeting, and the most 
effective way of doing this is by having 
them participate beyond the point 
of merely having them as an audience. 

There are exceptions, but basically, 
all product sales meetings consist of: 

1. An opening address. 

2. A talk by a manufacturer’s man. 

3. A question and answer period. 

You can handle the opening of 
every sales meeting yourself, but if you 


SALES MANAGER .... 


two knockout punch. 

Now that all preparations have been 
made, your job is not done—there is 
still a lot of hard work ahead in con- 
ducting a sales meeting so that it is a 
sales producing meeting. 


Sales Meeting . 


do, you’re missing an opportunity to 
push a salesman into the limelight. 
Many successful sales managers have 
found that they can call a meeting to 
order, make all necessary company an- 
nouncements and then turn over the 
session to a salesman. Of course, this 
practice without giving the salesman 
advance notice will have the opposite 
of the desired effect; unless a salesman 
has had an opportunity to prepare for 
his role, he’ll feel and rightly so that 
he is being put on the spot rather than 
under the spotlight. 


Starting the Meeting 


Whether you serve as the master of 
ceremonies or delegate the task to a 
salesman, the following points apply: 

1. Keep the opening as short as pos- 

sible—opening talks, like the pre- 
liminary bouts at a championship 
boxing match, are designed to 
whet the audience’s appetite. 

. Explain what is going to happen 
—surprise is an attention-getter, 
but in this case it is greatly out- 
weighed when put up against a 
simple, brief outline of what’s 
ahead for the audience. 


3. Announce how long the meeting 

will last. 

4.Introduce the manufacturer’s 
representative—a buildup for the 
speaker is definitely in order, but 
it is wise to stay on safe ground; 
don’t picture a man as an expert 
unless he’s equipped to perform 
as an expert. 

Having drafted or checked the out- 
line from which the manufacturer’s 
man will speak, you, Mr. Sales Man- 
ager or Mr. Master of Ceremonies, 
know what is coming. But your job is 
not done. Follow the talk from your 
outline, making notes on points which 
you do not believe were brought out 
clearly or forcefully enough. 


Eight Presentation Points 

Experienced sales managers and 
salesmen agree that there is a total of 
eight major points which should be 
brought out in a presentation by a 
manufacturer’s man: 

. How the product is used. 

. Where it can be sold. 

. How it can be sold. 

. What product or accessories can 
be sold with the main product. 

. How the product compares with 
competitive lines. 

.The standing of the manufac- 
turer in the field. 

7. How the product is made. 

. Facilities of the manufacturer. 

“s almost all cases, points 5 to 8 can 
be switched around as to importance; 
in some cases they can be climinated. 
lhe first four are all-important. 





E. E. Hey, Union Hardware & Metal Co., Los 
Angeles: 


Our experiences on the tye of sales meetings 
most productive and interesting are usually 
better on our major lines. . . We insist that 
manufacturers’ representatives plan an intelli- 
gent and interesting meeting. . . We like to 
stress more on product knowledge than just 
on salesmanship. .. We try to follow up with 
factory assistance immediately after the meet- 
ing to keep the item “hot”. Usually, we 
plan with the factory representative to arrange 
a working schedule with the salesmen. 


L. L. Ware, Sterling Products Co., Chicago: 


Results of sales meetings are well worth the 
money and effort we put into them. . . Our 
meetings are planned with education in mind. 

. We try to make use of all educational 
methods available. . . We make a recording 
of the meeting. . . We use sound films fur- 
nished by manufacturers and have speakers 


whom we believe may have a message profit- 
able to our sales force. . . A preliminary 
meeting is held to encourage salesmen to 
tell their troubles, to tell management where 
we have failed to support them and to en- 
deavor to correct complaints or explain why 
there are conditions that they complain of 
that cannot be corrected. . . A question and 
answer period is held when the speaker is fin- 
ished. Emphasis is on product knowledge. 


V. H. Carter, Colcord-Wright Machinery & Supply 
Co., St. Louis: 


Product knowledge is more important than 
salesmanship when selling industrial supplies 
and machinery. . . One manufacturer recently 
had a quiz program which we found very 
effective—it put a little romance into a very 
dry and drab subject. . . Talks by a factory 
man when he is familiar with the local mar- 
ket for his product hold a great deal of 
interest for us. 
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Giving complete information on these 
four points is almost tantamount to 
underwriting the success of a sales-pro- 
ducing meeting. 

Point 5, while important, is one 
that has to be handled with caution, 
especially if members of the audience 
are new in the field of selling. It is a 
well-established fact that knocking the 
other fellow’s products will not help 
you; unseasoned salesmen may use in- 
formation covering this point to their 
own disadvantage. On the other hand, 
though, the salesman who does not 
known what competitors have to offer 
is working under a handicap. 

All eight points, or as many as you 
consider applicable to your operation, 
should of course be included in the 
meeting outline. 


Demonstrate Products 


Where and when it is possible, the 
products under discussion should be 
demonstrated. Where it is not pos- 
sible, motion pictures or slides fre- 
quently fill the gap. Darkened rooms, 
however, are not conducive to note- 
taking. Where slides or pictures are 
used ,it has been found good practice to 
have a summary of the presentation 
ready for distribution at the close of 
the session. 

Just as in a salesman’s presentation 
to his prospects, showmanship is a 
potent factor in a sales meeting pres- 
entation. It is unlikely that much en- 
thusiasm can be aroused if the am- 
munition being supplied salesmen is 
presented in a dull, flat, uninteresting 
fashion. All of the rules for effective 
speechmaking are applicable to sales 
meeting talks. In addition, dramatic 
stunts can prove very, effective—this is 
the time and place to inject the sur- 
prise element. 


Questions and Answers 


The question and answer period is 
a natural for gaining audience par- 
ticipation. Having had ample notice 
of the meeting, salesmen can be pre- 
pared to fire away with questions. 
There are several variations in con- 
ducting a O & A session: Questions 
may be addressed directly to the 
manufacturer’s man; questions may be 
addressed to the sales manager or 
master of ceremonies and then an- 
swered by him, relayed to the manu- 
facturer’s man or tossed into the lap of 
one of the salesmen; questions may be 
prepared in advance and presented to 
the manufacturer’s man by a_pre- 
selected interrogator. All systems have 
advantages and can be employed ef- 
fectively. 

A good question and answer period 
conductor encourages the general 


swapping of ideas and thoughts but, 
at the same time, keeps the discussion 
‘on the beam”. In addition, he keeps 
an eye on the clock. Having an- 
nounced at the opening how long the 
mecting would last, the master of cere- 
monies is responsible for seeing to it 
that there is a minimum of overtime. 
Once the meeting is closed formally, 
the men who are interested and feel 
they want to discuss it more will stay 
to interrogate the speaker or sales man- 
ager; the others will not be put in the 


Sales Meetin 


os 
7) 


position of running out on the meet- 
ing. 

‘Time is important to every man, 
especially when it is his own time. 

Written summaries of the salient 
points made at a sales meeting equip 
the salesmen with a reference sheet 
to check on their understanding of 
facts; while it is true that the written 
word can be misinterpreted or mis- 
understood, there is less chance of this 
than when dealing with the spoken 
word. 


_. . . Following Through On Meetings... 


Or THE THREE PARTS involved in a 
sales producing mecting, the followup 
probably is the one that requires the 
most understanding of the other 
fellow’s problem. It is the one which 
is most likely to bring about a clash of 
personalities. 

When preparing for a sales meeting 
and when conducting one, the sales 
manager is the ball carrier, but when 
it comes to follow through he moves 
into a different category; he becomes a 
sideline quarterback. He can “call 
the plays” or he can let things take 
their normal course. Unfortunately, 
the normal course does not always re- 
sult in the sales curve going up. There- 
fore, the obvious conclusion is that 
there should be a planned follow up. 


Factors to Consider 


The extent to which the followup 
should go is a decision that rests, in 
virtually all cases, completely with the 
sales manager. It is a decision that can 
be based on many factors, such as: 
Facilities for handling a follow up pro- 
cedure; The techniques usually em- 
ployed in selling by members of the 
sales staff; The quality of help that 
can be counted on from the manu- 
facturer’s man; The type of product 
involved; The type of prospects to be 
called on. ; 

Planned follow ups invariably in- 
clude the manufacturer’s man working 
with salesmen, and this is where per- 
sonalities sometimes clash. A thorough 
understanding between the two parties 
with the sales manager setting the 
“rules” tends to minimize, if not 
eliminate, trouble. Knowing _ in- 
dividual salesmen’s likes and dislikes, 
the sales manager can act accordingly. 
A salesman who dislikes a particular 
manufacturer’s man and is resentful of 
the fact that he is being asked to make 
calls with the particular representative 
is going to find a million and one rea- 
sons why the plan is not good. There 
are two solutions: 1. “Sell” the sales- 
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man on the idea that he is going to 
be helpful; 2. Don’t schedule joint 
calls for that salesman. Solution No. 2 
may appear to be permitting a sales- 
man to be “getting away with some- 
thing”, but it also can be considered 
as recognition of facts as they exist. 
After all, it is a waste of time for all 
involved—the salesman, the manufac- 
turer’s man and the distributing com- 
pany—if follow up calls are not going 
to be productive. The sales manager 
has an educational campaign on his 
hands when he is faced with a per- 
sonality-clash problem. 


Plan Joint Calls 


A schedule of calls to be made by 
salesmen with the manufacturer’s man 
is the first step in fostering teamwork. 
Time periods, during which the manu- 
facturer’s man will be available to 
specific salesmen, can be assigned in 
advance. The salesmen thus will have 
an opportunity to pave the way with 
customers for joint calls or to deter- 
mine where joint calls will produce 
the best results. Such a schedule also 
assures the manufacturer's man that 
he is not going to spend a good por- 
tion of his time sitting around the dis- 
tributor’s office. 

The fair-minded manufacturer’s 
man will offer no objections to a sales- 
man discussing other lines when mak- 
ing a team call but, at the same time, 
the fair-minded salesman will do as 
little of this as is practical. To see that 
there is a mecting of minds on such 
points as this, is another one of the 
sales manager’s chores. 

There is no better way to bring 
about a meeting of minds than to state 
simply and clearly what is expected of 
all concerned. Far from looking upon 
you as an arbitrary, pedagaguish sales 
manager, both salesmen and manufac- 
turers’ men will recognize you as: 

A sales manager who knows what he 
wants and doesn’t beat around the 
bush in explaining it. 

















Misdirected Efforts 


“ETTING started is one of the most difficult phases of any job. And that includes 
organizing or reorganizing your responsibilities as sales manager. The first step toward 
maximizing the effectiveness of sales management’s functions is to make certain that your 
efforts are slanted in the right direction. Misdirected efforts can be almost as bad as no 
efforts. In fact, misdirected efforts are considered the greatest cause of waste in distribu- 


tion. 


In the preceding pages are the opinions of some leading sales executives on three of the 
most pressing current problems facing sales management. You can profit by studying 
their comments; you can set up your own program by weighing carefully the pros and 
cons and determining which are applicable to your situation. To help you guard against 
misdirected efforts, here are some pointers to stimulate your thinking: 


Sales Direction 


Sales emphasis can be placed on the wrong 
customers; a customer whose buying poten- 
tial is small is entitled to coverage, but con- 
certed effort should be placed on covering 
customers with greater buying potential. 


Salesman can be assigned to the wrong ac- 
counts or territories; the salesman who can- 
not get along with certain customers should 
be assigned to other accounts or another 
territory. His efforts, as a rule, are wasted 
on “difficult” customers. 


Call reports and other devices for checking 
on the effectiveness of salesmen should be 
studied carefully; memories are tricky, a 
salesman can honestly believe he called on 
a specific customer only recently, but in 
reality the time may be much greater. 


Routing or scheduling calls for salesmen can 
prove beneficial. Backtracking not only 
costs added money, it wastes selling time. 


Coordination of inside and outside activi- 
ties is necessary if efforts are to be supple- 
mented, not duplicated. 


Sales Promotion 


Use of some devices can create ill will; pro- 
motional activities should be studied with 
local conditions, and customers’ likes and 
dislikes in mind. 


Promotion on particular lines or products 
will bring little or no results if it is directed 


to everyone instead of only to those with 
an interest, in or a use for the product. 


Mailing lists can be ineffective. Only those 
lists that are kept up to date can be relied 
upon to bear fruit. Cooperation of sales- 
men is needed to maintain accurate lists. 


Sales promotion means work. Unless the 
responsibility for carrying through on pro- 
motional activities is delegated to one per- 
son, there is a strong possibility that the 
work will not get done at all, or it will not 
get done on time. Timing in promotional 
work is important. To be really effective, 
promotion should be integrated with other 
activities. A system for making certain sales- 
men are fully acquainted with promotional 
activities should be established. 


Sales Meetings 


Selection of the products or lines to be dis- 
cussed must be based on a determination of 
whether those products can be sold in your 
area. 


Choice of a speaker should be based on his 
ability to tell his story clearly and effectively. 


Determination of a meeting time should take 
into consideration the loss of selling time 
involved in having the salesmen present. 


Establishment of a system for following up 
on sales meetings should be established to 
gain maximum effectiveness. 


Scheduling of sales meetings should be tied 
in with sales promotion activities. 
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Basing Point Moratorium 


McGraw-Hill Washington 


Committees of Congress have been 
trying for six months to write legisla- 
tion clarifying the legality of delivered 
price systems. Now, the whole effort 
has been dropped. Instead, Congress 
is going to pass a so-called moratorium 
bill. Its purpose: 

A warning to the Federal Trade 
Commission to take it easy on new 
cases for the next year. 

Here’s what the new law will say, 
in almost these exact words: 

“Monopolies and combinations in 
restraint of trade are inimical to the 
public interest. But it has not been 
the intent of Congress to deprive indi- 
vidual companies of the right to use 
delivered price systems or to absorb 
freight to mcet competition. So, un- 
til July 1, 1950, the Federal Trade 
Commission Act and the Clayton Act 
shall not be construed as depriving in- 
dividual companies—in the absence of 
conspiracy or combination—of the 
right to use independently delivered- 
price systems or to absorb freight to 
meet competition in any and all mar- 
kets.” 


How It Started 


Ever since last summer, when the 
Supreme Court handed down its anti- 
basing point pricing decision in the 
Cement Institute case, Congress has 
been working to get a law which 
would tell businessmen which pricing 
methods are legal and which are not 
legal. 

The cement industry, on the losing 
end of the Cement Institute decision, 
had to drop its basing point system 
and take up F.O.B. mill pricing. 

The steel] makers, while not directly 
involved, went F.O.B. mill, too, as the 
only way of being certain they were 
within the law. 

In order to document the situation, 
Senator Homer Capehart, R., Ind., of 
the Interstate and Foreign Commerce 
Committee, held lengthy hearings last 
fall. Businessmen, large and small, 
from scores of industries testified as to 
the harm already done—or that would 
be done—if F.O.B. mill pricing should 
become the only legally safe pricing 
method. 

The election upset also upset the 
Capehart Committee’s program. The 
new Democratic Chairman of the 
Committee, Senator Edwin C. John- 
son, of Colorado, tried to carry on. He 
sponsored a bill (S. 236) which was 


News Bureau reports on events, trends and outlook 


quickly amended, and has now been 
dropped. The basing point ball has 
been tossed to the judiciary commit- 
tees of both houses. 

Sponsors of the new moratorium 
bill (HR. 2222, S. 1008) are Rep. 
Francis E. Walter and Senator Francis 
J. Myers. Both are from Pennsylvania, 
biggest steel and cement producing 
state. Both are influential Trumanites 
—Walter is a good friend of Sam Ray- 
burn, Speaker of the House, and My- 
ers is majority whip in the Senate. 


Favors Moratorium 


Anti-trust Chief Herbert Bergson 
has spoken in favor of the Moratorium, 
and all other signs available indicate 
easy passage. 

The Federal Trade Commission is 
putting up a token resistance, saying 
(1) the new bill will merely add to the 
confusion by injecting a new element 
into the situation and (2) it isn’t nec- 
essary, since FTC has officially stated 
that individual use of delivered pric- 
ing systems, per se, is not illegal. 

There’s a real question whether the 
new law will have any effect on FTC’s 
activity in the delivered pricing field. 
Its position all along has been that it 
has acted only in those industries 
which used a delivered pricing sys- 
tem as an instrument by which a con- 
spiracy—the real enemy—was made ef- 
fective. 

However, FTC isn’t likely to open 
up any new delivered pricing cases un- 
til the Supreme Court hands down its 
decision in the Rigid Steel Conduit 
case. That’s the case which gives the 
Court a chance to clarify the confu- 
sion it generated in the Cement case. 


Point in Question 


One of the issues: whether a com- 
pany is guilty of conspiracy if it indi- 
vidually uses a delivered pricing system 
with the knowledge that its competi- 
tors use the same system. 

The Court hasn’t yet set the date 
to hear arguments in the Conduit case. 
There’s a good chance there’ll be no 
decision this year. 

The Democrats, conscious of all 
this, have decided that the moratorium 
bill is their answer. By June 1950, 
they'll have (1) the Supreme Court’s 
latest word, and (2) a look at the eco- 
nomic consequences of the delivered 
pricing situation in an almost-peace- 
time economy. 
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Senator Pat McCarran, chairman of 
the Judiciary Committee, has indi- 
cated the Democrats might be willing 
to write new legislation when the 
moratorium expires next year. But 
he’s emphatic that there will be no 
weakening of the anti-trust laws. 


New Rule on Price 
Discrimination 


Wholesalers in all lines of business 
should keep an eye on the case of 
Standard Oil Co. of Indiana vs. Fed- 
eral Trade Commission. 

The final court decision-in this case 
is likely to change radically a manu- 
facturer-supplier’s ideas on how far he 
can go—legally—in cutting prices. Up 
to now, the manufacturer had the idea 
that he can’t be called for price dis- 
crimination if he can show he had to 
cut a price to meet a competitive price. 
But the Standard Oil case may prove 
otherwise. 

More specifically, the case may pro- 
vide a new legal rule on prices a manu- 
facturer can give to a wholesaler—es- 
pecially if the manufacturer also sells 
direct to retailers or consumers. 

The Seventh Circuit Court of Ap- 
peals in Chicago handed down a deci- 
sion against Standard Oil, supporting 
Federal Trade. 

The court’s decision told Standard 
Oil—and, in effect, other manufactur- 
ers— 

You can’t justify a price discrimina- 
tion just by proving that you gave the 
lower price to a wholesaler to meet the 
lower price of a competitor—not if the 
lower price enables the wholesaler to 
sell to his retailer-customers at a lower 
price than you give your own retailer- 
customers when you sell to them di- 
rect. 

This decision will probably be ap- 
pealed to the Supreme Court. If it is 
—and if the Supreme Court upholds 
the lower court decision—it will crystal- 
lize price policies in similar situations 
in many industries. 

The decision, if upheld, could have 
these two results: 

(1) force a manufacturer to stop sell- 
ing to any wholesaler who also sells at 
retail, or make him charge his retailer 
price to any wholesaler who also sells 
at retail; and 

(2) force a manufacturer to be extra 

(Continued on page 206) 


113 





























FRANK RYKEN: 


Solve Technical Problems 
To Get More Orders 


“By following technical problems 
closely through engineers, chemists, 
metallurgists, etc.”, says Frank Ryken 
of the General Machinery & Supply 
Co., San Francisco, “I find that more 





Sales Tips From Salesmen . . . Keep your fect 


going the rounds . . . always give the best possible service . . . help solve technical problems 





ple stock orders that you might rea- 
sonably expect. 

“So I make it a point to get ac- 
quainted with as many of the techni- 
cal men as possible and get to see the 
applications at all points where prob- 
lems are arising. These problems 
involve temperatures, pressures, at- 
mospheric conditions, materials to be 
handled, abrasive characteristics, etc. 

“No salesman can expect to be a 
first class electrical or mechanical en- 
gineer, chemist and metallurgist all in 
one. But these engineers don’t know 
everything either, otherwise they 
would never have a problem. The 
salesman does have a certain advan- 
tage. He gets around a lot and, has 
run into similar problems elsewhere. 
He also has an all around knowledge 
of new products and equipment com- 
ing out. Frequently this knowledge 
gives him a tip-off, which he can use 
to get new orders. 

“Another thing—decision are fre- 
quently made on the results of com- 
petitive tests. It is not enough for you 



















TED WYSOCKI: 


Product Knowledge Again 
Brings In the Bacon! 


An experience of Ted Wysocki 
proves once more that it pays to know 
your product and all of its applica- 
tions, even in making a sale or render- 
ing a service of a transient nature, as 
the following story shows. 

Mr. Wysocki, in charge of the In- 
dustrial Department under Lee Allen, 
J. Russell & Company of Holyoke, 
Mass., was called in to help with a job 
being handled by a representative of a 
Chicago engineering firm in connec- 
tion with the pump installation in a 
Holyoke paper mill. 

Mr. Wysocki gave the best pes 
service even though there would obvi- 
ously be no repeat sale. That was a 
year and a half ago. Mr. Wysocki had 
just about forgotten the incident. But 
recently a long distance call came 
through for him from Newport News, 
Virginia. It was from that same Chi- 
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business can be secured from oil re- to have your material or equipment cago representative who wanted to Son! 
fineries, chemical plants, gas compa- lined up with the others. Follow it order a pump from Mr. Wysocki. It UPP 
nies, electrical utilities and so forth. through. Show some interest in your _ wasn’t any trick to have the pump he Osbo 
“The technical men involved in these product. Sometimes these tests take wanted shipped pronto as it was in in ex! 
operations are concerned with prob- months. Sometimes your sample gets stock. There were probably twenty- 
lems that come up in connection with lost in the shuffle. So check occa- five Worthington distributors closer to a ple 
their equipment. What they are after sionally and see that you are there as Newport News with this same pump conve 
is answers. Certain products or equip- soon as the test is concluded. Other in stock. But as far as the Chicago _" 
ment items that you handle may offer things equal, the fellow who follows representative was concerned, there | 
a solution, and if you can convince through closely, shows interest, and wasn’t anyone in the U.S.A. who invol 
them that this is the case, your orders _ believes in his own product should get knew as much about pumps as Ted brush 
may be ten times as great as any sim- the preference.” Wysocki! 
Tox 
TOM DONEGAN AND HIS GOOD OLD FEET! new ¢ 
of in 
Tom Donegan, part owner and head salesman of Atlas In his early days of selling, Mr. Donegan followed the , 
Packing & Rubber Co., Seattle, attributes his success in sell- devious ways of the logging railroods to the saw mills will « 
ing to the proper use of his “good old feet"! The idea is and logging comps. He would have his luggage token with. 


to get around early and late, day in and day out, year in 
and year out, to make sales. 84 years old, Mr. Donegan 
is still driving his car and calling on customers all over the 
outlying territory of Seattle after fifty years on the road. 









six or seven miles ahead and then hoof the distance 
between calling on all the comps along the way. 














“In those days, for business purposes, it was necessary to indulge in a 
certain amount of liquid refreshment, and my legs, being unusually long and 
very hollow, hold all of it—far away from the selling end of my anatomy!” 
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CTUALLY, it’s always “open house” here at Osborn for 
industrial distributors. And the 1949 Triple Industrial 
Supply Convention here in Cleveland provides the occasion for 
Osborn to join with other members of our city’s industrial family 
in extending to you an extra hearty welcome. May your visit be 
a pleasant experience and the many worthwhile features of the 
convention prove to be of real help. During your stay, you are 
cordially invited to visit our plant and view the various steps 
involved in the manufacture of Osborn’s line of fine industrial 
brushes. You'll find our “latchstring” out at all times. 


Today, manufacturers and distributors alike are faced with a 
new era in selling. And more than ever before, the basic factors 
of inherent quality, consistent value and company stability 
will do much to insure a profitable business relationship, one 
with the other... a precept we have held to for over 50 years. 


The top line of industrial brushes which insures repeat sales. 


Theright brush foreach application in every plant and shop on which you call. 


Better than average profit margin. 
Effective nation-wide sales assistance from factory representatives. 


A vigorous, consistent campaign of advertising support in publications 
with a combined circulation of more than 500,000 readers—men on whom 
you call—selling Osborn brushes and the services you offer. 


ThE OSBORN MANUFACTURING COMPANY 


Dept. 140, 5401 Hamilton Avenue +, Cleveland 14, Ohio 


<a 


Z Osborn w #Brushes ~ 


Balancing wire brush sections to insure even 
distribution of fill in the completed wheel. 


ghs fibres accurately 
for perfect balance Tampico wheel brushes. 
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THE SALES INDICATOR—Supply sales in 
February fell to 288 on the index from 319 
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Month Pac. 
Sales J. 400 
Indicator F. 234 
Orders per Sales- J 3.4 
man per day F. 8.9 
Volume per J. $12,100 
Salesman F. 10,400 
Size of J $47.80 
Average Order F. 34.90 


Orders per J. 
Working Day F. 





Western 


397 
373 





North 
Central 
285 
258 


6.9 
8.2 


14,600 
14,000 


41.50 
40.3 


North 

South Atlantic 
332 316 
296 332 
9.2 9.6 
1.6 10.4 
15,100 14,700 
13,800 14,200 
35.30 38.00 
40.90 49.70 
134 §~=« 82 
114 103 








REGIONAL TRENDS were all down except the North 
Atlantic which showed a slight gain. The Pacific Coast 
showed the greateset loss. 
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$13,600, down $970 from January. 
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in January, a contraction of 9 percent. At 288, the index is the 
lowest it has been in two years. 





ORDERS PER WORKING DAY were 104, a gain 
of 21.5 from January. Orders per salesman per day were 
7.8, about the same as the last three months. 





SIZE OF AVERAGE ORDER was 41.50, up $2.80 
per order from January. Volume per salesman was 

















GREATEST LINE 


in Oster History 














Portable Threading Machines 


NO. 422 “POWER VISE STAND”. A portable 
power drive for hand die-stocks, cutters and 
reamers. Standard range Vg" to 2” pipe. Range 
with drive shaft 2!/.” to 6° pipe. WRITE FOR 
“CATALOG 22-A". 


NO. 414’’POWER BOY”. A portable power drive 
for larger hand - tools. Standard range |/2" 
to 4”, Range with drive shaft 4!/2” to 12” pipe. 
WRITE FOR "CATALOG 5-A". 


NO. 502 “PIPE MASTER”. A complete, portable 
pipe and bolt threading machine. Standard 
range '4” to 2” pipe. Extra range '/,” pipe. 
Range with drive shaft 2!/2” to 6” pipe. Bolt range 
V4" to 11/2". WRITE FOR "CATALOG 24-B". 


NO. 522”PIPE MASTER”. (De Luxe Model of 
No. 502) All-aluminum construction. Same pipe 
and bolt range as No. 502 "PIPE MASTER". 
WRITE FOR "DATA ON NO. 522". 


NO. 532”"PIPE MASTER”. (Adapted from No. 
502) Rotary Die-Head and Open-Type Vise for 
threading bent pipe, rod and bolts. Same range 
as No. 502 “PIPE MASTER". WRITE FOR 
“DATA ON NO. 532”. 
NO. 552PIPE MASTER”. (Adapted from No. 
522) Rotary Die-Head and Open-Type Vise for 
threading bent pipe, rod and bolts. Same range 
as No. 502 "PIPE MASTER". All-aluminum con- 
struction. WRITE FOR "DATA ON NO. 552". 


NO. 582 "TOM THUMB”. A complete, portable 
pipe and bolt threading machine. Ball bearing 
tet. Worm gear drive. Standard range 
V4" to 2” pipe. Extra range '/s” pipe. Range 
with drive pine 2'/2” to 8” pipe. Bolt range '/4” 
to 1'/2". WRITE FOR "CATALOG NO. 30". 
NO. 592 "TOM THUMB”. (Adapted from No. 
582) Rotary Die-Head and Open-Type Vise for 
threading bent pipe, rod and bolts. Same range 
as No. 582. 
NO. 531-A“TOM THUMB”. A complete, portable 
threading machine with Rotary Die-Head and 
Open-Type Vise designed primarily for thread- 
ing a wide variety of work. Standard range '/4” 
to 1'/2”. Pipe or nipple range !/g” to 11/4". This 
machine can handle many | threading jobs 
through the application of special fixtures. 


Pipe Cutting-Off Machine 


NO. 662 POWER PIPE CUTTER. A portable, 
power machine for cutting-off pipe. Range '/4” 
to 2” pipe. (This machine and the No. 532 
“PIPE MASTER" make a highly efficient 
“team” for fast, accurate production of nipples, 
etc.) WRITE FOR CATALOG NO. 662 and 
special bulletin on production speeds of the 
No. 662 and No. 532 used in combination. 


Floor Type Threading Machines 


“RAPIDUCTION LINE”. High speed, High Pro- 
duction Power Threading Machines. 

NO. 6-A MODEL. Standard range 1!/2” to 6” 
pipe. Bolt range |” to 4”. 

NO. 8 MODEL. Standard range 2!/2” to 8” pipe. 
WRITE FOR CATALOG 9.-C, 





LEADING PRODUCERS OF PIPE THREADING 






“WILCO LINE”. Power Threading Machines 
designed primarily for large scale maintenance 
threading but also widely used for produc- 
tion threading. 

NO. 702 MODEL. Standard range '/4" to 2” pipe. 
Extra range '/s” pipe. Bolt range oe to 1'/,”. 
WRITE FOR"DATA ON NO. 702 

NO. 704 MODEL. ene range ” to 4” pipe. 
Extra range '/2" and %” pipe. Bolt range en 
to 3”, WRITE FOR CATALOG 10-A. 


NO. 706 MODEL. Standard range |” to 6” pipe. 
Bolt range |” to 4". WRITE FOR "CATA- 
LOG 10-A”. 

“ROTARY LINE”. General purpose power thread- 
ing machines. Revolving Die-Head and Open- 
Type Vise permits threading wide variety of 
work including long or short, and either bent 
or straight pipe, rod, etc. 

NO. 312 MODEL. Standard range |/,” to 2” pipe. 
Extra range '/,” pipe. Bolt range N. C. 1/4” to 
11/2”. Bolt range Pip pitch or finer) '/4” to 2!/4”. 
NO. 304 MODEL. Standard range 1” to 4” pipe. 
Extra range '/2” and 44” pipe. ~ range 1/9" 
to 2”. Extra bolt range %4” to 1”. 

NO. 326 MODEL. Standard range |'/4” to 6” pipe. 
Extra range |” pipe. Bolt. range 134° to 4”. Extra 
bolt range |” to 1'/2” 

NO. 902”“RAPIDUCTION” BOLT THREADER. A 
new Rotary Die-Head Bolt Threading Machine 
with advanced features. Bolt range !/4” to 1'/2”. 
Pipe range |/,” to 2”. New multi-speed motor 
gives 3 spindle speeds without changing sheaves. 
New lead screw unit available for pitches from 


ON 
ede and Dies 


“BULL DOG” STOCKS AND DIES. Plain ana 


Ratchet Types. Big range of sizes. Right and left 
hand threads. WRITE FOR"CATALOG 112". 
NO. 52LEADER”. A NEW geared, receding 
die-stock. Capacity 1” to 2”. Easy cutting for 
fast operation. 

NO. 54 LEADER”. A NEW geared, receding 
die-stock. Capacity 2!/2” to 4”. Designed for 
hand and power drive operation. 

WRITE FOR “DATA ON NO. 52 and NO. 54 
RECEDING DIE-STOCKS". 


Cutting Oil 
“BESTOIL” is a high quality, moderate cost 
cutting oil of special formula. Sulphur base. 


Sold in |I-gallon cans and in 5- and 55-gallon 
drums. WRITE FOR "CATALOG NO, 19-A". 


Pipe and Sewer Cleaning Machine 


NO. 410 “SEWER MASTER”. A complete, port- 
able pipe and sewer cleaning machine. Operates 
from standard light socket. Drives powerful 
coiled spring "snake" to which are attached 
various types of cutting tools. Removes tree 
roots, dirt, chips, grease, and other obstructions 
wo see and sewers. WRITE FOR "CATALOG 
. 26". 
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6 to 28 ~—— per inch. WRITE FOR "DATA 
NO. 902' yp 





TOOLS AND MACHINES SINCE 1893 







VisiT US 


at Booths 


418 & 419 


TRIPLE 
INDUSTRIAL 
SUPPLY 
CONVENTION 


at Cleveland 


APRIL 25, 26 & 27 


and see us at the 


OSTER FACTORY 


E. 6lst St. af Carnegie Ave. 
Cleveland 3, Ohio 
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Keeping Up With Business 


Dexter Keezer, director of McGraw- 
Hill's. Economic Department, ~ has 
been a frequent visitor to the pages 
of INDUSTRIAL DISTRIBUTION, 
and almost as frequent a visitor, in 
person, at our Conventions. 

Mr. Keezer’s latest long look into the 
immediate future tor “business” holds 
so much that will interest distributors 
and their salesmen, we present it here, 
as is, in the convenient, readable, 
question and answer form in which 
it came to us just the other day. 

In gauging the business outlook, 
Mr. Keezer explains, his department 
keeps scouting for parts of the econ- 
omy which are in trouble or could 
get into trouble—then he studies 
them intensively for their potentiali- 
ties for general economic hell-raising. 

“At present we can find plenty of 
individual soft and sore spots, but 
none of which gives clear promise of 
development into a general ailment. 
In probing for dangerous weak spots, 
here are some of the questions we have 
asked, and the answers we have 
found:” 

QO. Is the consuming public run- 
ning out of purchasing power to buy 
the volume of goods now being pro- 
duced at prices high enough to keep 
business profitable? 

A. No. Incomes have been running 
at record rates. Consumers are saving 
more than they did in the early post- 
war period. That has created a desir- 
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able backlog of purchasing power. 

Q. Are expenditures for new plant 
and equipment, which always have 
been perhaps the principal mainspring 
of prosperity, bogging down? 

A. No. We have no evidence of 
any slowdown as yet. Commerce De- 
partment estimates show no more 
than the normal seasonal slowing-up 
in the first quarter. 

QO. Is the volume of home building, 
which plays a major role in sustaining 
general prosperity, sliding seriously? 

A. No. The best estimates we have 
show that the number of homes built 
this year may be 10 percent below 
last year. However, action by Con- 
gress to ease mortgage credit could 
change that situation quickly. 

OQ. Has the decline in farm prices 
put a blight on the farm market for 
industrial products? 

A. No. Insofar as it means lower 
food prices, the decline in farm prices 
obviously is a fine thing for those 
not living on farms. But won’t it kill 
the farm market? The answer is No. 

QO. Are government expenditures, 
which now account for about a fourth 
of the gross national product, de- 
clining? 

A. No. Federal expenditures are 
going up and will continue to go up 
through this year. State and_ local 
governments, according to the best 
information we have, also are increas- 
ing their spending. How much fed- 
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eral expenditures will increase will de- 
pand on what Congress does. 

QO. Is the decline of prices abroad, 
which makes it hard for foreign coun- 
tries to get dollars, punching a danger- 
ous hole in exports? 

A. No. Price declines have shaved 
$300 million to $400 million from 
the value of imports into this country. 
But that is not large compared to our 
more than $12 billion in exports, 
financed in large part by the Marshall 
Plan. 

OQ. Has unemployment 
alarming proportions? 

A. No. Apparently, by the middle 
of the first quarter of 1949 unemploy- 
ment had reached a peak of about 
3.2 million. It may have risen slightly 
more since then—but the rate of in- 
crease definitely has slowed down. 

O. Won’t the country talk and 
frighten itself into a severe recession? 

A. The answer seems to us to be 
No. Over a short run, jitters, or even 
very calm anticipations that prices 
are going to be a lot lower, can affect 
general business. But it is our view 
that a country cannot shiver itself 
into a serious set-back unless the basic 
economic conditions are right for a 
recession. 

At present we do not think they 
are right or ripe for more than a con- 
tinuation of the slow and somewhat 
orderly escape of the steam behind 
the postwar boom. 
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Pick up extra profits 
WITHOUT EXTRA INVENTORIES 


Selling Steel Valves 





Some jobbers think selling steel valves means carrying a 
large, costly inventory of valves which turn out to be just 


the sizes and pressures customers don’t want. 
That isn’t so—at least if you work with Edward. 


Edward maintains large stocks for you of the valves most 
commonly sold by industrial distributors. We know your 
business is built on fast service, so jobber orders get special 
handling. Further, Edward experience can help you with 


advice on stocking those steel valves with fastest turnover 


in your area. 

1 

Your salesmen are already calling on hundreds of steel 
valve users... you are already making the investment, so 


get the profits. 





it 

y 

e Edward has a special Condensed Catalog No. 103 
d for industrial distributors and their salesmen, and 
? a . ; i 

A special net and resale price lists and discount 
n sheets, too. Write today. 
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e SUBSIDIARY OF ROCKWELL MANUFACTURING CO. EAST CHICAGO, INDIANA 
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INDUSTRIAL propuction-Down Slightly 





With this issue, INpustriaL D1s- 
TRIBUTION introduces its first major 
change in its index of industrial 
production and business activity. 
We've gone over to the index pub- 
lished by “Business Week”, Mc- 
Graw-Hill’s highly regarded weekly 
paper put out for busy industrial 
executives and management. 

The Federal Reserve Board index 
is generally recognized as the most 
comprehensive measure of physical 
volume of industrial production in 
the country. For that reason we 
have published it regularly on this 
page. In this period of uncertainty 
and change, however, we feel it is 
more important to have timeliness 
at the sacrifice of some detail. 

The Federal Reserve Board in- 
dex is, of course, a monthly meas- 
ure and is based on monthly data. 
Many of the series used, however, 
are available weekly; in fact, the 
weekly statistics may be combined 
to give the monthly total. On the 


basis of these weekly reports, “Busi- 
ness Week” compiles its index and 
gives executives a picture of the 
trend of business five or six weeks 
before the appearance of the Fed- 
eral Reserve Board index. The var- 
ious weekly series used in the com- 
pilation of “Business Week's” 
index are weighted in such manner 
that the series successfully antici- 
pates the movements of the more 
comprehensive but late-appearing 
Federal Reserve index. 

Indeed, over the past two dec- 
ades, the average weekly figures 
reported by “Business Week” have 
not varied more than two or three 
percentage points from the Federal 
Reserve Board index. Both indexes 
are presented here on the same 
base, 1935-39 equals 100. Thus 
in those instances where the Fed- 
eral Reserve Board index has been 
used in distributor planning, the 
“Business Week” index now can 
be used. 

—The Editors 





The Business Situation 


Demand continues to slacken from 
the highs of the closing months of 
1948—although important industrial 
segments of the economy still reflect 
large unsatisfied wants of consumers. 
The metals would be one such seg- 
ment, steel in particular. 

The declining trend of retail sales 
—a highly sensitive barometer of con- 
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sumer willingness to spend—has its 
parallel in the slackening of purchases 
by industrial buyers and plant pur- 
chasing agents. 

Inventories continue to accumulate, 
although at a reduced rate. 

Private investment another good 
business indicator, is at about the 
same level as in the final quarter of 
last year. 
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Some Spend Freely 


Among the promising elements in 
the business picture that keep execu- 
tives hopeful are (a) the fact that 
durable equipment expenditures are 
running at a rate higher than the same 
period of 1948; (b) the fact that gov- 
ernment expenditures for defense and 
foreign aid begin to be felt in the 
economy, and they will continue to 
increase month by month; (c) the 
fact that farm income, sustained by 
government loans, is down only 
slightly from a year ago while farm 
production is expected to top the 
record harvest of 1948-49 by pos- 
sibly 10 percent; and (d) the fact that 
wholesale prices, led by farm and 
food price drops, again are moving 
into the area of mass purchasing power 
and the full pocketbook. 


Steel Scrap Price Declines 


One of the more significant of the 
recent price declines has been the 
lower prices asked on scrap steel— 
probably the costliest ingredient in 
the manufacture of steel products. 
(Weakness has developed in nearly 
all scrap metal markets, since the be- 
ginning of 1949, and this in the face 
of rising prices asked for primary 
metals.) Steel scrap prices have fallen 
off 20 percent since last December 
—which has led to considerable spec- 
ulation on the general supply-demand 
situation in the steel industry itself. 
But most “experts” ignore the like- 
liest explanation—that the improved 
inventory position of steel scrap con- 
sumers at the end of 1948 reduced 
the urgency of their demand for ad- 
ditional scrap supplies. 
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TYPICAL APPLICATION — Yarway 
Impulse Steam Traps with Yarway Fine- 
Screen Strainers draining liquid heater. 


STILL OR 





| . 7 


1600000 Salesm 


¢ than 600,000 salesmen are on the job promoting )IRECT MAIL —@ continuing program reaches more 

sale and acceptance of Yarway Impulse Steam Traps. than 25,000 selected trap users at regular intervals. 

bse salesmen are Yarway traps, themselves. Users from ; 
icrures—the Yarway films, “Making Steam 


st-to-coast say Yarways get equipment hofter, sooner... MOTION PICTU Me 
1 ie ” ec ’ 4 ° %” 
keep it hot. Trap History” and “There’s an Engineering Reason, 


have already been shown before 10,000 key buyers. 
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; way backs up the more than 150 distributors of 


: DEALER DISPLAYS are furnished without charge for point- 
, way traps and strainers by a strong, year-round ye , 


of-sale display of the Yarway line. 







y motion campaign. 

: — , , : 0 BLOTTERS. FOLDERS are also supplied gratis for 
- T in 27 leading trade journals and distribution to prospects and users. 

1 t leading trade directories reaches an industrial 

ence of more than half a million key men... and YF SHOWS —Yarway Traps and Strainers are featured 
f gs inquiries and sales directly to distributors. at leading trade shows, both national and sectional. 
i YARNALL-WARING COMPANY «111 Mermaid Ave., Philadelphia 18, Pa. 


See Yarway Representatives at the Triple Mill Supply Convention at Cleveland, Conference Booth 1655. 


YARWAY IMPULSE STEAM TRAP 


25 ELECTRIC DRILLS 4 BENCH GRINDERS ] BACK-STAND IDLER 


25 Power DRIVERS 


# 


PORTABLE ELECTRIC TOOLS 
WORLD’S MOST. DIVERSIFIED LINE 
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] VALVE & TOC 


EVERYWHERE SELL 


Rlack&Desker 


PORTABLE ELECTRIC TOOLS 


OF PORTABLE ELECTRIC TOOLS 
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3 ELECTRIC SANDERS 








Bingham-Herbrand Corp. 
Acquires Billings & Spencer 


At the Billings & Spencer Co. an- 
nual stockholders meeting held te- 
cently in Hartford, Conn., it was an- 
nounced that the Bingham-Herbrand 
Corp. of Toledo and Fremont, Ohio 
had purchased controlling interest in 
the Billings & Spencer Co. and that 
it would be operated as a subsidiary of 
the Bingham-Herbrand Corp. 

The directors of the Billings & 
Spencer Co., as elected at the meet- 
ing, are R. J. Ahern, president; L. E. 
Yunker, president of the Bingham- 
Herbrand Corp.; R. W. Kerr, vice- 
president of the corporation and gen- 
eral manager of the Herbrand divi- 
sion; William J. Mericka and E. E. 
Parsons, Jr. of Cleveland, directors of 
the Bingham-Herbrand Corp. 

The officers elected are R. J. 
Ahern, president; R. W. Kerr, vice- 
president; and E. F. Cummings, sec- 
retary and treasurer. 

The Billings & Spencer Co. plant 
will continue to be operated in Hart- 
ford. The sales organization also will 
operate from the main office in Hart- 
ford, with emergency warehouse 


Carborundum Co. 
Changes Sales Personnel 


H. P. Erbe has been appointed office 
manager of the Pittsburgh district 
sales office of The Carborundum Co. 
to succeed F. H. Appenrodt, who has 
resigned. 

R. L. Heimstadt, assistant office 
manager of the Detroit district sales 
office has been promoted to the posi- 
tion of office manager of the Cleve- 
land district sales office to succeed 
Mr. Erbe. 

D. S. Masson, manager, sales ad- 
ministration home office, has been 
promoted to the position of assistant 
to the district sales manager in De- 
troit. Mr. Masson will be responsible 
for overall operation of the Detroit 
district sales office under J. F. Clay- 
don, district sales manager. J. R. 
Middleton will continue as the office 
manager in Detroit. 
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Roland J. Ahern 


and branch office at 100 South Jeffer- 
son Street, Chicago, Ill. 

The Bingham-Herbrand Corp. at 
present comprises two divisions—Bing- 
ham Stamping division, Toledo, Ohio, 
producers of stampings extensively 
used in the automobile industry, 
household appliance parts and prod- 
ucts of similar nature; and the Her- 
brand division, producers of high 
grade forgings and quality hand tools 
(latter division established in 1881). 


Moore-Handley Co. 
Completes Stock Purchases 


The Moore-Handley Hardware Co., 
Birmingham, Ala., has completed pur- 
chase of the balance of common stock 
holdings of bankers who bought con- 
trol of the company in 1946. The 
holdings were purchased from the 
Equitable Securities Corporation and 
Union Securities Corp. 

All stock purchased was resold im- 
mediately by the company at its cost 
to more than 100 employees, includ- 
ing officers and directors. The com- 
pany placed a restriction on the resale 
of, this stock for a period of two years. 

Approximately 91 percent of the 
preferred and more than 60 percent of 
the common stock now is held by 
more than 2,000 stockholders in the 
southeastern states. The company has 
over 3,000 stockholders in 36 states, 
the district of Columbia and Hawaii. 
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W. L. Reynolds Co. 
Opens Baltimore Office 


The W. L. Reynolds Co., a new 
distributor firm, has opened for busi- 
ness with temporary offices at 406 
W. Franklin Street, Baltimore 1, 
Maryland. The firm will sell and serv- 
ice some of the outstanding lines fabri- 
cated by manufacturers. Its home 
telephone is MUlberry 5465. 


Heller Brothers Co. 
Elects Heller President 


Arthur C. Heller recently was 
elected president of Heller Brothers 
Co., pioneer manufacturers of files, 
rasps, hammers and other hand tools 
and tool steel. James G. Henry, Jr. 
was elected vice-president and secre- 
tary; Lawrence B. Heller assistant sec- 
retary and Miss Anna W. Ibach, 
treasurer. The new officers represent 
the first major change in the manage- 
ment of the corporation in over 30 
years. 

Arthur C. Heller becomes the 
fourth member of the Heller family 
to head the company since its found- 
ing in 1836. He has, in various capac- 
ities, served the Heller Co. for his 
entire business career. 

James G. Henry, Jr. became asso- 
ciated with the company in 1943 after 
a career in the general practice of law. 

Lawrence B. Heller started his asso- 
ciation with the company in 1930. He 
is a son of the late Alfred L. Heller, 
Sr., for many years vice-president in 
charge of production of the New- 
comerstown, Ohio plant. In 1935 Mr. 
Heller was transferred to the sales de- 
partment, and in 1948 was appointed 
a member of the board of directors. 


J. M. Tull Awards Contract 


J. M. Tull Metal & Supply Co. of 
Atlanta, Ga. has awarded a contract 
for construction of its one-story ware- 
house to T. C. Wesley & Co, The 
new building, 205 by 258 ft. in area, 


is expected to cost $250,000 or more. 
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National Association 
Meets on West Coast 


The National Supply & Machinery 
Distributors’ Association recently gath- 
ered its members in San Francisco for 
a regularly scheduled meeting. Among 
the members in attendance were: 
G. C. Lorenz and G. P. Davis of 
Lorenz Co., Klamath Falls, Ore.; B. 
N. Ryan and H, C. Jones of A. W. 
Davis Supply Co., Portland, Ore.; F. F. 
Holcomb of Woodbury & Co., Port- 
land; B. F. Larner of American Whole- 
sale Hardware Co., Long Beach, Calif.; 
L. R. and A. F. Jones of Jones Hard- 
ware Co., Ltd., Long Beach; A. W. 
Lohn and H. J. Gabriele of Ducom- 
mun Metals & Supply Co., Los An- 
geles, Calif; H. W. Pearcy of Per- 
cival Steel & Supply Co., Los Angeles; 
E. H. McLaughlin and E. E. Hey of 
Union Hardware & Metal Co., Los 
Angeles; F. C. Cochrane and H. 
Sahlman of George A. Kreplin Co., 
Oakland, Calif.; L. R. Bray of The 
Thomson-Diggs Co., Sacramento, 
Calif.; and B. H. Curry, C. H. Peter- 
son and R. J. Storm of Pacific Tool & 
Supply Co. of Oakland. 

Also on hand and participating in 
the association’s San Francisco meeting 
were: R. F. and R. A. Pratt of General 
Machinery & Supply Co., San Fran- 
cisco, Calif.; A. J. Glesener and J. W. 
Ashford of The A. J. Glesener Co., 
Inc., San Francisco; P. A. Converse, 
Marvin Jenkins, L. H. Bishop and 
Owen L. Vanskike, all of Marshall- 
Newell Supply Co. of San Francisco; 
R. V. Vincent, J. L. Callaghan and 
D. G. Doubleday of C. W. Marwedel 
in San Francisco; E. N. Stern and R. 
L. Mann of Miller & Stern Supply Co. 
of San Francisco; R. M. Sawyer and 
S. W. Sloneker of Hickinbotham 
Bros., Ltd., Stockton, Calif.; Robert 
A. Donovan and A. J. Knobloch of 
Machinists’ Tool & Supply Co., Los 
Angeles; Jos. W. Lind, Oregon Supply 
Co., Eugene, Ore.; W. A. Haseltine 
of J. E. Haseltine Co., Portland; W. 
Rex Bishop and Harry Levitt of Dun- 
ham, Carrigan & Hayden, San Fran- 
cisco, Calif.; Wakefield Baker, L. B. 
Fox, L. H. Peters and C. F. Sharrocks 
of Baker & Hamilton, San Francisco; 
Wallace Campbell of Campbell Hard- 
ware & Supply Co., Seattle, Wash.; 
H. R. Rinehart, National Supply & 
Machinery Distributors’ Association, 
Philadelphia, Pa. and Thos. A. Fern- 
ley, Jr., National Wholesale Hardware 
Association, Philadelphia, Pa. 


Buffalo “Y” Elects Rogers 


J. Frederick Rogers, president of 
Beals, McCarthy & Rogers, Inc. was 
re-elected president of Buffalo YMCA. 
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MANUFACTURERS’ MEN who helped to make a success of Rudel, Carey & 
Briggs machine and tool show included, first row: James J. Smith and Ray Ruckel 
and Ray Witham of Wesson Co.; William R. Boyd, Jr., Zagar Tool Inc.; Joseph T. 
Colosimo and T. B. Ray of Motch & Merryweather. Second row: Carl B. Christen- 
sen, Ready ‘Tool Co.; Bill Fabish of Dumore Co.; Charlie Wiedmann of Wahlstrom 
Chuck; J. E. McCauley, Louis Smit & Co.; O. G. Watterman of Zagar Tool and 
E. M. Baumruck, Boyar-Schultz. Third row: Norman Betts and “Bing” Babbitt 
of Carborundum Co.; John C. Bath, John Bath & Co., Inc.; Larry Vry of Archer & 
Smith, Inc.; and Day W. Langdon of Machinery Lubricants, Inc. 


A FINE POINT in good drill practice 
is explained by J. A. McConnell of 
Procunier Chuck Co. to (left to right) 
Albert Fisher, Jack Jackson, manager 
of the dealer sales division, H. Holl- 
man and Lester Fisher. 





CUTTER BLANK mounting by a 
new method is demonstrated by Ray 
Witham and Ray Ruckel of Wesson 
Co. to C. Stanley Hines and D. C. 
Griffith. 


Rudel, Carey & Briggs Hold Unique Tool Show 


An opportunity to inspect the prod- 
ucts and the latest developments of 
14 leading manufacturers of cutting 
tools and machine tool accessories re- 
cently was presented to the customers 
of Rudel, Carey & Briggs, Inc., dis- 
tributors of cutting tools, abrasives 
and machine tool accessories in New 
York City. 

The three-day event, which was 
held in the firm’s own four-story 
building, was attended by some 350 
guests from 125 firms in the New 
York, Long Island, New Jersey area 
serviced by the distributor firm with 
semi-technical and high production 
type machines and tools. Visitors in- 
cluded tool engineers, methods men, 
purchasing agents, and similar tech- 
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nical engineers and purchasing men. 
Manufacturers’ men were on hand at 
all times to “fill in” customers and 
prospects on the technical details, and 
refreshments were served midway in 
the evening. 

Among the firms represented at the 
show were The Carborundum Co., 
The Dumore Co., John Bath & Co., 
Inc., The Motch & Merryweather Ma- 
chinery Co., Inc., The Weldon Tool 
Co., Wesson Co., Louis Smit & Co., 
Boyar-Schultz Corp. Machinery Lubri- 
cants, Inc., Procunier Safety Chuck 
Co., Ready Tool Co., Zagar Tool, 
Inc.,, Union Twist Drill Co., Wahl- 
strom Chuck Division of American 
Machine & Foundry Co. and Archer 
& Smith, Inc. 
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7 Here are the-YALE~ HOISTS that 
sell fast and boost 
your profits! 


Every Yale distributor knows from experience that 
Yale Hand and Electric Hoists are engineered and 
built to give the efficient performance and long-range 
economy customers have a right to expect. 

But we at Yale & Towne also know that making 
products that cut production costs is not enough. It 
takes an aggressive industrial distributing organiza- 
tion to turn those products into “‘the hoists that are 
in demand.” 

The fact that you always work closely with cus- 
tomers has established you as a dependable source of 
top quality hoisting equipment. Equally important, 
they know your specialists gladly supply practical 
guidance in the correct application and maintenance 
of all Yale Hoists. Customers have learned that you 
anticipate their needs by serving as a nearby storeroom 
—carry adequate stocks of Yale Hoists and parts. They 
rely on you to help keep their hoist investment at the 
level of current needs—that you “come through” 
whenever they call for fast delivery. 

Your customers are our customers. By building on 
the solid foundation of lasting manufacturer-distribu- 
tor-customer relationships, we look forward to your 
continued leadership and profit from Yale Hoist sales. 


YALE HOISTS...THE PROFIT LINE 


THE YALE & TOWNE MANUFACTURING COMPANY 
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Here are the -YALE~ TOOLS that 


help you boost your 
hoist sales! 





































at Yale backs your sales organization with the most 
nd comprehensive line-up of practical hand and electric 
Be hoist sales tools ever produced. All help to make your 
selling job easier. 
ng Advertising in leading magazines provides contacts, 
It creates interest and preference for Yale Hoists. Direct 
La~ mail letters and literature released over your lists bring 
are inquiries right to your office. Fact-packed product 
catalogs and bulletins supply the details essential to 
us- proper hoist selection and application. In addition, 
of Yale supplies special ad and catalog material for use 
nt, over your own signature. 
cal At your service are experienced field engineers whose 
ace job is to assist your men in solving hoisting problems 
fou for customers. And to acquaint every salesman with 
om new hoist developments, Yale provides the most in- 
ley structive and lively sales training and sales promotion 
the “package” in hoist history. Included are movies, dem- 
th onstrations, wall charts, and an exclusive, time-saving 
hoist selecting device. 
on These sales tools are evidence of our confidence in 
bu- every member of the hard-hitting, sales-producing 
our industrial supply distributing organization handling 
les. Yale Hoists. Make full use of them—for greater profit! 
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NEWLYWEDS, Mr. and Mrs. Lloyd Mize visit with 
Walter Crowder, Editor of Industrial Distribution, before 
leaving on a honeymoon trip to Bermuda. Mr. Mize is 
president of Industrial Supply Corp., Richmond. 


HONORED GUESTS at a recent 
Somers, Fitler & Todd dinner in 
Pittsburgh, were two 50-year em- 
ployees, R. W. Liddell and H. J. 
Hoerner. 
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F. G. BROOKS has been appointed 
manager of the Seattle branch of the 
Marshall-Wells Co. He — succeeds 
George S. McQuade, who now heads 
the company’s Duluth, Minn. branch. 
Mr. Brooks was a supervisor of branch 
office organization. 


Both received pins from William T. Todd, Jr., president. Also honored were the 
above eleven employees whose years of service total 464. Shown in the front row: 
Thos. H. Murray, C. R. Church, Claire Wineland, E. C. Hammerle, R. W. Liddell; 
and in the back row: Herman J. Hoerner, W. R. Johns, A. F. Swearingen, E. L. 


Alberter, J. Reber, W. L. Fluke. 
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ROGER MILLER has been appointed 
to represent Armstrong-Bray & Co. of 
Chicago, in the Northcentral States. 
He has covered this territory for many 
years for the Great Lakes Industries of 
Chicago. Mr. Miller will have head- 
quarters in Chicago. 


CASWELL ARNOLD (left) has been appointed purchas- 
ing agent for the Carolina Supply Co., Greenville, S.C. Mr. 
Arnold is shown checking some orders with the store man- 
ager, P. H. Moore. 





A MESSAGE TO AMERICAN 


INDUSTRY 


74th OF A SERIES 


The Election of November 2,1948 


GAVE NO MANDATE 
FOR SOCIALISM 


The President and those who support his legis- 
lative program have objected to the substance of 
my previous editorial, which appeared under this 
headline: “Now is the Time to FIGHT SOCIAL- 
ISM in Washington.” 


In that editorial I explained how Washington 
is poised to follow the disastrous policy of forc- 
ing industry to skimp on new plants and new 
equipment. That policy landed Britain in the 
numbing embrace of the Socialists. I cited the 
experience of Britain to show how such skimping 
on industrial tools can bring a nation to economic 
stagnation . . . and Socialism. 


The President, in his recent Jackson Day 
speech, brushed aside this warning . . . “They 
are again trying to frighten the people with the 
old worn-out bugaboo that Socialism is taking 
over in Washington.” Senator Francis J. Myers 
of Pennsylvania asserted that I was guilty of 
“warfare against any reasonable effort to keep 
our system of free enterprise working.” 


These criticisms may be sincere. But they are 
not well-founded. 


I want to show why they are not well-founded 


by basing this editorial on Washington rather 
than Britain. 


In Washington the Administration has pro- 
posed a legislative program, the key parts of 
which would clearly put the country far on the 
road to Socialism. Let us see how. 


There are two steps in the process: 


First: The government by its taxation pro- 
gram undermines private industry so that it 
cannot provide itself with the necessary new 
plant and tools. 


SECOND: The government itself steps in to 
provide the plants and equipment that it 
has blocked industry from getting. That is 
Socialism. 


Here is how Washington is promoting Socializa- 


tion of the steel industry—and of other industries. 


Steel has been expanding its capacity and im- 
proving its equipment chiefly by plowing back 
its profits. During the last three years it has spent 
$1.4 billion for new plants and new tools. That 
was more than the companies had available from 
their own earnings. But profits provided more 


continued on next page 














than half of that money—more than $700 mil- 
lion. The remainder came from loans and from 
depreciation reserves set aside out of the earnings 
to replace worn-out equipment. 


Profits must continue to provide the funds 
needed to pay for the bulk of the steel industry’s 
necessary expansion. That is because private citi- 
zens, their income slashed by heavy taxes, have 
not been willing to buy steel stocks even at prices 
ruinously low for the companies and their present 
stockholders. The stock market currently prices 
the mills and other facilities of the nation’s princi- 
pal steel-producing companies at far less than 
fifty percent of the cost of reproducing them. 


Let us take another example. Profits are essen- 
tial to expansion in the electric light and power 
industry also. This year private companies are 
planning to buy $2 billion worth of new plant 
and equipment. To do that without going over- 
board in debt, they must sell to the public some 
$300 million worth of common stock. A squeeze 
on their profits would make that sale virtually 
impossible. 


For tens of thousands of small business enter- 
prises profits afford virtually the only practical 
source of funds for new equipment and expansion. 


In the face of these and many other examples 
that might be cited, what is the most effective way 
to prevent industry from re-equipping itself and 
expanding is capacity to meet our essential needs? 


Obviously, it is to cut down profits. And that 
is what the Administration is trying to do. The 
President has declared that steel prices are too 
high, and is demanding that Congress raise taxes 
sharply on all corporations. 


There you have the first step toward social- 
izing industry. 

Next comes step two. Have the government 
supply the tools and equipment which, by taxa- 
tion, it prevents industry from getting. 

The Administration has proposed legislation 
to carry out this second step. It is called the 


“Economic Stability Act of 1949,” for short, the 
“Spence Bill.” 


This bill gives the President the power to pro- 
vide industrial facilities—in steel, power or any 
other industry— where he finds that a shortage 
is hampering or is likely to hamper the economy. 


True, the bill says that the government is not 
to construct new plants if private companies will 
do it through government loans, on terms pre- 
scribed by the President. That may be just one 
step short of complete socialization. But it is only 
a short step. And the Spence Bill authorizes the 
government to take that step. 


By itself, the Administration’s “Stability Act” 
sounds harmless enough. It would have the gov- 
ernment build plants only as a last resort. But it 
provides also that if private enterprise cannot 
turn out all the goods the country needs, the 
government can and should step in and provide 
the equipment to do it. 

Now, take that power together with an Ad- 
ministration tax program that undercuts the abil- 
ity of private enterprise to supply the new plants 
and equipment it needs out of its own earnings. 
That combination promotes government owner- 
ship and operation of industry. 

And that is Socialism. 


The American people, of course, have the right 
to live under any system they choose—Capitalism, 
Socialism, Fascism, Communism, or what-have- 
you. But before Socialism or any other “ism” is 
imposed upon us from above, the people should 
know the facts. If this editorial shall have con- 
tributed in some small degree to that end it will 
have served its purpose. 


The election of November 2, 1948 gave no 
mandate for Socialism. 


President, McGraw-Hill Publishing Company, Inc. 
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ro setn Hand Gages, vou NEED THE ANSWERS 





Do you get the brass ring 


every time around, or can’t 


you gage the customer’s tol- 


erance? Plug in on these 23 


questions, then snap out to 


Page 201 for the answers. 


l. 


vs 


5. 


10. 





Identify the types of gages shown 
shown in the drawing as letters 
A, B, C, and D. 


Match the numbers shown in the 
drawing against the following: 
taper lock handle 
plunger 
“go” member 
‘| sleeve 


Gages must be extremely smooth 
and extremely hard to resist wear. 
lor these reasons gages are made 
of: 

hardened tool stecl 

soft stecl, case hardened 

tungsten carbide 


Which one of the following ma 
terials will wear down gages the 
least: 
} aluminum 

soft steel 
| cast iron 


{| brass 


The term that describes the large 
and small dimensions of the work 
is called: 
1} tolerance 
(| margin 
limits 
clearance 


1 


In general, snap gages are used: 
to caliper diameters 
to caliper lengths 
to caliper thicknesses 


“Measuring” and “gaging” are 
interchangeable terms used to 
describe one and the same thing. 


1) True. O False. 


“Ring” gages are any gage which 
goes into the holes in the work. 
True. [ ] False. 


In an emergency, a micrometer 
can double as a snap gage. 
(| True. False. 


Temperature affects the perform- 
ance of gages. The standard tem- 
perature you would recommend 
in a customer’s shop would be: 
[] 68-deg. I’. 
[] 72-deg. I’. 
[] 75-deg. I. 
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How’s Your I. Q. on Gages and Parts? 


The “go” end of a standard plug 
gage is about twice as long as the 
“not-go” end of the gage: 
| to permit measuring two 
holes at once 
because the “go” end wears 
faster 
| to allow deeper, more ac- 
curate penetration of the 
hole measured 


Generally, taper lock handles are 
used on gages for sizes: 
[] 1 $-in. and under 
3-in. and under 
al . 
3-In. to 6-1n. 


To be within the tolerance de- 
sired, the “plunger” of a feeler 
gage (see outline “C” in the 
drawing) must contact the work 
between the two levels of the 
sleeve. True. ] False. 


One of your customers needs 
rapid measurements of inside and 
outside dimensions where no 
high degree of accuracy is in- 
volved. They could be done with 
vernier, micrometer and _ spring 
or firm-joint calipers. 
True. False. 

After a plug gage has been worn 
down beyond its cffective dimen- 
sions, it should be discarded and 
a new one should be ordered. 

] True. [] False. 


Match the following classcs of 
“a: 
| snug fit 
| wringing fit 
tight fit 
| shrunk fit 
With the following definitions: 
| where pieces are twisted to- 
gether in the hands 
based on expansion and 
contraction of metals 
permits no __ perciptible 
shake between parts 
(] for parts more or less per- 
manently assembled. 


J 


17. 
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Sce Questions | and 2. 


The object of wringing gage blocks 
together: 
(] is to hear whether they 
sound true. 
] is to secure a metal to metal 
contact that excludes all air 
| is to clean the surfaces and 
dry them. 


. Gage blocks are coated with a 


thin layer of grease: 

| to make them slide against 
cach other and engage morc 
casily 
to make them rustproof 
to make them proof against 
fire and dust. 


. The largest block in a set of gage 


blocks is: 

] 0.090-in. 
0.070-in. 
0.02005-in, 


With a complete sect ($1 blocks) 
it is possible to get 120,000 dif- 


ferent sizes in steps of only 
0.0001-in. 
OO True. False. 


. To separate gage blocks, after they 


have been in use for several hours; 
[ soak them in oil for about 

ten minutes 

heat them slightly and they 

will come apart without 

trouble 

reverse wring them until 

they slide away and_ sepa- 

rate. 


om 
LJ 


After frequent use, if all traces of 
contact are not removed, the acids 
contained in the natural moisture 
of the hands will stain the surface 
of the blocks and impair their 
precision accuracy. 


O True. O False. 


To clean gage blocks, the best 
“tools” are: 

[] fine grade of pumice. 

(1) a neutral cleaning fluid. 

[] colored gasoline. 
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THE PRODUCT LINE “—\y “*""" 


mins, the Value Line, keeps growing . . . expanding into 


markets . . . increasing sales and profits for Cummins 
=i Btributors! With Cummins, emphasis is on VALUE, at % inch 
= finite saving to the user. As Distributors who know will ae = 
== you: Cummins Tools sell easier because: They’re better- 
=—; Pt, lower in first cost and perpetually guaranteed. They 
$6,0( orm with tools selling for 35% more!... CUMMINS PORT- 


ES E TOOLS, 4740 No. Ravenswood Ave., Chicago 40, III. 


a 
Y2 inch 
* Std. Duty Drill 


6 inch 
Cummins Balansaw 
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Rigid Coupling 
Permits Easy Coupling Or 
Disengagement of Shafts 


A new rigid coupling for connecting 
the ends of two shafts is said to take 
the place of old-type flange couplings 
in sizes up to and including 2 15/16- 
in. It will also be furnished in sizes 
up to.and including 5-in. The coupling 
permits easy coupling or disengage- 
ment of shafts, and the equivalent of 
a shrunk on fit is obtained by tighten- 
ing two set screws. The coupling has a 
male and female joint and is machined 
all over. — Dodge Manufacturing 
Corp., Mishawaka, Ind.—TIndustrial 
Distribution, May 1949. 

















Electric Drill 


Features Combination Spade 
And Breast Plate Handle 


A compact, light-weight, general- 
purpose, 4-in. capacity electric drill 
features a chuck spindle offset which 
permits the operator to drill inclose 


132 


quarters without removing pipe or 
spade handles. Other improvements 
include: alloy steel gears, thrust ball 
bearing on spindle, strong aluminum 
alloy housing, automatic release safety 
switch with locking device and Jacobs 
three-jaw chuck. <A bench stand is 
also available in which the drill can be 
mounted to make a convenient drill 
press.—Stanley Electric Tools, New 
Britain, Conn.—Industrial Distribu- 
tion, May 1949. 





Die-Stock 


Design of Gear Body Hood 
Prevents Dies from Binding 


One of the main features of a geared 
receding die-stock is a drive gear with 
tensile strength of 40,000 to 60,000 
lbs. per sq. in. The steel pinion runs 
in needle bearings and is supported by 
a tubular steel housing. ‘lhe pinion 
has machine cut teeth and is com- 
pletely hooded. The complete tool is 
furnished with four individual sets of 
dies, each set having five individual 
and replaceable segments. Each set 
of dies threads one pipe size only. 
The standard pipe sizes are 24, 3, 34 
and 4-in. The die holder is a separate 
unit, replaceable at nominal cost. ‘The 
holder is adjustable to permit cutting 
oversize and undersize threads. ‘The 
design of gear body hood permits easy 
backing off of the tool when the dies 
recede slightly from the cutting posi- 
tion. This prevents the dies trom 
binding or cutting as the tool is re- 
tracted and also helps to avoid chip- 
ping the teeth on the dies.—Oster 
Mfg. Co., Cleveland, Ohio—Industrial 
Distribution, May 1949. 


INDUSTRIAL DISTRIBUTION © MAY, 1949 














All-Purpose Saw 


Operator Safety Assured 
By Guarded Blade 


A high-powered, light-weight saw fea 
tures perfect balance. It has a 6}-in. 
diameter blade with a g-in. standard 
round hole. ‘Ihe depth adjustment 
can be accurately regulated for any 
depth from % to 2-in. Designed foi 
one-hand operation, the saw has a 
trigger switch located on the handle 
for accurate control and ease of oper 
ation. A turbine fan draws air through 
the motor and discharges it at the 
front, blowing the dust off the line of 
work. The saw blade housing has a 
separate rear discharge outlet so that 
no dust from the blade can work back 
into the motor. The saw is equipped 
with hardened steel helical gears, and 
it is constructed to permit the use of 
cross cut and rip guides. Specifica 
tions: 115 volt AC/DC motor; speed 
(idle) 5500 rpm (load) 3200 rpm; 
overall size, 10-in. long, 84-in. wide 
and 9%-in. high.—Porter-Cable Ma 
chine Co., Syracuse, N. Y.—Industrial 
Distribution, May 1949. 


Hoists 


Simplified Hoisting Mechanism 
Employs Only Two Gears 

Only two gears, a cam-actuated float 
ing inner gear and an outer gear to 
which the load sheave is rigidly con 
nected, are employed in the hoisting 
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mechanism of a new line of heavy- 


duty lightweight hoists. Each pull on . 


the hand chain causes the cam shaft 
to revolve, actuating the floating inner 
gear. This gear moves concentrically 
over the inner circumference of the 
outer But, held in one position 
relatively by 8 hardened steel balls, it 
cannot rotate. ‘hus, it compels move- 
ment of the outer gear and_ load 
sheave. Gears are special alloy stecl, 
cut, hardened and ground. '!" ¢ cove: 
is unbreakable, drop-forged from 
chrome mangancsc steel with a tensile 
strength of 200,000 Ibs. per sq. in. 
I'very working part is of heat-treated 
stecl. The hoists are available in 16 
standard models of 4 to 40-ton ca- 
pacity.—David Round & Son, Cleve- 


gear. 


Sockets 


Accurate Fit Assures 

Long Life & Service 
Recent additions to the line have in 
crcascd the numbcr of sockets in var- 
ious styles and sizes to over 150, mak- 
ing a wide and versatile range. ‘The 
sockets are adaptable to all locking 
methods used on various types and 
maxes of power and impact wrenches. 
Their accurate fit and precision ma- 
chining assure long life and sa‘e, de- 
pendable service. Made of extra tougin 
alloy stecl, they azc specially Leat- 
treated to withstand the constant 
shock and pounding involved in elec- 
tric and pneumatic impact nut setting 
or power nut running. ‘The sockets 
are available in square drive sizes 
with hex openings from is- to 34-in. 
and 8-point openings from ,- to 14- 
in. in regular and bolt clearance 
lengths.—J. H. Williams & Co., Buf- 
falo, N. Y.—Industrial Distribution, 
May 1949. 
































Radial Saw 


Geared Motor Provides 
242 Times Overload Capacity 


Onc of the main features of*a new 
radial saw is the offset yoke which 
permits all cuts to be made in the 
convenient table area. ‘The saw has 
a 34-in. capacity with 9-in. blade, a 
24-in. crosscut travel and rips to cen- 
ter of the 48-in. panel. ‘The geared 
motor has 24 times overload capacity 
and, therefore, is extra cool running. 
Full work-visibility is assured; also 
rigid clean-cut accuracy, since the hold- 
ing design incorporates taper latch in 
dexing and locks that are easy to reach 
and operate. ‘The saw is available in 
two models: 14 hp single phase and 




















land, Ohio—Industrial Distribution, 
May 1949. (Continued on page 137) 
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Industrial distribu- 
ters receive steady 
backing from 
Winter ads like 
this. They appear 
regularly in such 
leading industrial 
publications as 
AMERICAN 
MACHINIST, 
MACHINERY, THE 
TOOL ENGINEER, 
WESTERN 
MACHINERY, and 
MODERN MACHINE 
SHOP, with a 
combined circula- 
tion of 114,453. 
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ALWAYS AT YOUR SERVICE 


YOUR LOCAL DISTRIBUTOR carries 
a complete stock of WINTER Taps 
on his shelves—as close to your 
tapping problems as the telephone 
on your desk. 


WINTER BROTHERS COMPANY -« 
Rochester, Michigan, U.S.A. 


Distributors in Principal Cities 





WINTER STANDARD MACHINE SCREW TAPS 
are used in place of fractional size hand taps 

in sizes below 4". They are available from 

No. 0 (0.60” diameter) to No. 14 (.242” diameter) 

in carbon steel. in high speed steel they are stocked 

as follows: cut thread and commercial ground from No. 3 to 
No. 14; precision ground from No. 0 to No. 14. 

Winter also offers machine screw series chip driver taps 
(spiral point) in sizes No. 3 to No. 14 for use 

in through holes and in thin materials, where breakage 
might occur with regular style taps. 

The complete Winter line includes chip driver, 

hand, nut, pipe, pulley, stove bolt, and tapper taps, 

and a full selection of dies. 
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Division of the National Twist Drill and Tool Company tri 
Branches in New York, Detroit, Chicago, San Francisco 


























NATIONAL 


TWIST DRILL 


TOOLS ON THE JOB 


NATIONAL “HELEX" SINGLE END MILLS 

and DOUBLE END MILLS 

are recommended for milling slots, 

keyways and pockets, where arbor type milling cutters 
are unsuitable. They are designed with 

high helix angles of the cutting edges to promote 
smooth, efficient action. Because they are operated 
at high speeds, the danger of feed overload 

is lessened and breakage reduced. 

National also makes shell end mills, and taper 
and straight shank end mills. The complete 
National line of rotary metal cutting tools 

includes twist drills, reamers, counterbores, 
milling cutters, and hobs. 








CALL YOUR DISTRIBUTOR 


LEADING DISTRIBUTORS EVERYWHERE offer 
complete stocks of NATIONAL metal cutting tools. 
Call them for cutting tools or any other staple 
industrial product. 


WATIONAL TWIST DRILL AND TOOL COMPANY «+ Rochester, Michigan, U.S.A. - 


“Distributors in Principal Cities + Factory Branches: New York « Chicago + Detroit + Cleveland * San Francisco 











C LI P GAT ES were originally developed 


for temporary or light services in which a small 
iron valve was necessary or acceptable. But the 
design, material and workmanship of the REAb- 
ING-PRATT & Capy clip has made it a popular 
all-around small iron gate valve—suitable for al- 
most any application within its size, pressure and 
temperature range. 

Read the highlight features listed below. And 
for more detailed information, get in touch with 
the R-P&C District Office nearest you. 





1) Kool-grip malleable iron ventilated hand-wheel. 


&: Deep stuffing box with follower. Can be packed 
under pressure. 


e Stem of high strength steel or bronze rod stock. 





Bronze bushing in brass-mounted type. Full, 
adequate bonnet drain prevents possible trouble 
from freezing in outside installations. 

& Male and female bonnet joint with asbestos 
gasket. 





nti 


Full-sized wedge guides cast in body. 





Body and bonnet of close-grained Electric Cast 
lron—50% stronger than ordinary iron. 

Horseshoe type slip-on connection. 

Heavy cast I-beam wedge—reversible and re- 
newable. Wedge rises above flow when open. 

Raising lial Cady —® Rolled-in seat ring (in bronze-mounted type). 


—— Full U-bolt in closed bolt holes. Held in place 
bal by 3 sets of lugs on body. 


ED or this descriptive folder 


about R-P&C Clip Gate Valves. 
Just ask for DH-952. 





Reading, Pa.+ Atlanta + Baltimore + Boston « Chicago * Denver + Detroit + Houston 
New York « Philadelphia + Pittsburgh + San Francisco + Bridgeport, Conn. 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 
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New Products 


(Continued from page 133) 





|} hp three phase.—Walker-Turner 
Div., Kearney & Trecker Corp., Plain- 
field, N. J.—Industrial Distribution, 
May 1949. 


Portable Electric Sander 


Features One-Hand Operation, 
Non-Stalling, High-Speed Motor 


A compact, easy to handle sander, 
weighing 43 lbs., operates on the sand- 
ing action principle which produces 
fine uniform results while enabling 
the operator to control the exact 
amount of surface material to be re- 
moved. Due to its small size and low 
clearance (it is 4-in. high), the sander 
can sand up to corners and trim or 
under low obstacles without damage; 
and, because of its light weight, it can 
be operated in an inverted position 
if necessary. It has die-cast aluminum 
alloy housing and grease-packed anti- 
friction bearings. As an economy fea- 
ture, standard size abrasive sheets cut 
in thirds are used, and as many as 
four or five sheets can be loaded on 
the pad at one time.—Sterling Tool 
Products Co., Chicago, Il].—Industrial 
Distribution, May 1949. 


Spindle Grinder 


Grinds Wet or Dry 
As Fast as It Is Loaded 


A double vertical spindle grinder is 
designed for faster precision grinding 
of small parts. With manual loading 
by a skilled operator, it has an output 
of 2400 pieces per hour; with hopper 
feed attachment, the machine can pro- 
duce 5000 or more pieces, depending 
upon area. Easy replacement of the 


(Continued on page 140) 





MEDART ‘SL’ SHEAVE 


10 point superiority 


This new sheave is a result of Medart’s 12 years research and experience in manu- 
facturing taper bore bushed type sheaves. The basic principle of a split bushing and 
a tapered bore which has proved its advantage for years in Medart TS pillow blocks 
and in Medart keyless compression shaft couplings is now incorporated in a V-belt 
sheave that features simplicity of design and application. 


1. Simplicity of design—Tapered bore, 
one-piece bushing and two cap screws. 


2. Simplicity of mounting—Sheave and 
bushing assembly slip on shaft and two 
cap screws are tightened. The sheave 
and bushing are thus locked to the shaft. 


3. Simplicity of dismounting—Same two 
cap screws are backed off, unlocking 
the bly and di ing the shaft, 





St | 


4. Bushing is split for entire length on 
one side to ossure full length fit on an 
oversize, standard, or undersize shaft. 


5. Cap screws are the keys... no con- 
ventional key between sheave and 
bushing. The screw heads are in the 
counter bored holes providing metal 
backing for heads and eliminating 
shear and bending stress from screw 
threads. 
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6. Bushing is flush with sheave hub on 
both sides—no flanges, no projecting 
parts. 


7. Cop screws permanently located — 
the same two cap screws are used to 
lock the sheave and bushing to the 
shaft and also to unlock them. 


8 The bushing is a simple one-piece 
split construction with two milled slots 
—no flanges, no drilled or tapped holes 
and no requirement for special align- 
ment, 


9. The keyway in the bushing is oppo- 
site the slit to assure flexibility and uni- 
form width on the shaft. 


10. The sheaves are made of special 
high test hard iron for maximum groove 
life... longer belt life! 





THE TIGER BRAND SPECIALIST SAYS— 


“It’s not use but abuse] ; 


AMERICAN 
TIGER BRAND 
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AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


How proper 
wire rope application 
saves you money 


There is always one best type of wire 
rope for every application and the 
TIGER BRAND Wire Rope Specialist can 
help you select the right ropes for your 
particular needs. His job is to make sure 
that the rope is not overloaded. He 
checks the sheaves for proper size, wear 
and alignment. He instructs your oper- 
ators On proper rope care and does a 
dozen other things to assure long service 
life at low unit cost for wire rope. 

To help you maintain these operating 
standards, we have prepared a booklet 
entitled, “Valuable Facts about the use 
and care of Wire Rope.” Every key man 
on your operating staff should be sup- 


plied with this much needed informa- 
tion. 


SEND FOR | a te 


FREE BOOKLET ( Factz... 


American Steel & Wire Company 
Rockefeller Building, Dept. D-5 
Cleveland 13, Ohio 


Gentlemen: 


Please send me a copy of your booklet, ‘Vale 
uable Facts about the use and care of Wire Rope.” 


AMERICAN TIGER BRAND WIRE ROPE 
Licelliy Cheformed | 
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—EASY TO USE... 
—SAFE T0 USE... 
















FOR MOVING 
FREIGHT CARS . 
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CAR MOVERS 


. . YOUR IMMEDIATE 
ANSWER TO SALES 







ADVANCE-SAFERY, GAA WRENCH 





















You as a distributor can be a direct aid in the 
quick movement of freight AND YOU CAN 
MAKE MONEY DOING IT. The idea is to get 
BADGER CAR MOVERS in the hands of your 
customers. They then are able to get freight 
cars to and from the loading and unloading 
platforms, easily, quickly, and safely. 


Three types give 
you practically com- 
plete coverage of all 
needs. BADGER 
CAR MOVERS 
stay on the job un- 


der heavy duty. 
pe Your customers will appreciate the ability of 


BADGER CAR MOVERS—they’'Il be enthusiastic 
about the smooth, powerful performance. Your 
car mover sales will increase and you will 
maintain a high average of sales with the 
BADGER LINE. Get in on good profits now— 
BADGER will do it for you. 


SLIP-PROOF SAFETY SPURS 


@ All sizes to fit any BADGER CAR MOVER or 
other make. Packed in sets of % to 1 dozen. 
ADVANCED Safety Car Wrenches will give you 
some nice profitable business. 


ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 
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feed wheel makes quick convertability 
possible. Fast gravity loading and un- 
loading is obtained by horizontal posi 
tion of grinder’s feed wheel. In ad- 
dition to handling coil spring ends, 
carbon brushes, ceramics and plastics, 
the grinder is readily adaptable to 
small steel, aluminum, copper, brass 
and gray iron parts. Specifications: 
two 3 hp. motors, 1750 rpm, on grind 
ing heads. Overall length and width 
is 41-in. and height is 66-in. Abra- 
sive disks are available in 15, 16 or 18 
in. diameter.—Chas. H. Besly & Co., 
Chicago, II].—Industrial Distribution, 
May 1949. 














Collets 


Buttress Thread Used 
Instead of 60° V-thread 


A new development in the manufac- 
turer’s line of collets involves grinding 
threads from the solid after hardening. 
This provides against any possible dis 
tortion in thread pitch or shape. The 
threads will, of necessity, be concen- 
tric with the rest of the collet. By 


(Continued on page 144) 
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ffers a 7 point 
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| " THE SELECTIVE DISTRIBUTION PLAN 


program aon y ~ all 


that means PERSONAL ASSISTANCE 
FROM SKILSAW REPRESENTATIVES 











VOLUME and =o brea: 





3 SALES TRAINING 
: FOR DISTRIBUTOR PERSONNEL 





to you! 


AGGRESSIVE 
MERCHANDISING SUPPORT 





BOOTHS 110 and 111 


AN 
WE'LL BE SEEING YOU! ies 


PLE INDUSTRIAL SUPPLY CONVENTION PROMPT AND EFFICIENT 


REPAIR AND PARTS SERVICE 








Look at this big...fast movin. 


Pneumatic SKIL Hammers 


3 sizes, 4 models in each size. 
Excellent for riveting, light chip- 
ping, beading, caulking, ripping 
and for use with star drills. 


SKIL Dise Sanders 


5 easy handling models do dozens 
of jobs quickly and economically. 
Precision cut helical gears, heavy 
duty ball bearings, finest con- 
struction. 





SKIL Saws 


Leaders in the portable ele 
saw field for more than 25 y¢ 
Fast, light, perfectly balang 
Cut most building material 
models. 






OOTHS 





Radial SKIL Saw 


Exclusive, new type retractable 
arm provides accuracy, conven- 
ience, quicker set-up time. Finger- 
tip control and full-view cutting. 
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SKIL Belt Sanders 


High belt speed and perfec: 
ance give smooth, ripple: 
surfacing on wood, metal, s 
and compositions. Tou 
Control lever cuts belt chan 
time. 4 powerful models. | 


















Pneumatic SKIL Grinders 


3 compact models for grinding 
and rotary filing. Compact, easy- 
to-handle. Automatic cooling 
and lubrication during operation. 








FF SKIL Shear suit B 


Cuts hot rolled steel up (4, to 1 
gauge. Follows any line ors ding ne 
Minimum cutting radius li ed, indt 
Easy to control in any pos led, over. 


dels. 
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Electric and Pneumatic 





PNEUMATIC 


41} Tools 


ELECTRIC 





OOTHS 110-111 . . . TRIPLE INDUSTRIAL SUPPLY CONVENTION 
The big SKIL Tool line is bigger than ever . . . better than 


ver. The big SKIL Tool line now gives you even more sales... 


even more customers... in even more fields! 


And under the new SKIL Tool Distributor Franchise you 
et the complete SUPPORT that means VOLUME and PROFIT 
r you. Check each of the 7 important points. Then come to 


ooths 110 and 111 at the Triple Industrial Supply Convention 


.. and let’s talk it over! 


SKILSAW, INC. 
5033 Elston Ave., Chicago 30, Illinois 
Factory Branches in Principal Cities 


In Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont. 
SKIL Tools are made only by SKILSAW, INC. 





SKIL Aerial Grinders 


Ideal for fast on-the-job grinding. 
Powerful Universal Motors. Ball- 
bearing construction. 2 models. 








SKIL Drills 


26 compact, high-powered 
models. Better, faster, more eco- 
nomical performance on all drill- 
ing jobs. Helical gears, ball and 
roller bearings, Universal 
motors. 











cS 


SKIL Bench Grinders 


ch to 10 inch to meet any 
ding need. Dynamically bal- 
ed, induction-run motors. 
ed, over-size ball bearings. 5 
els. 








SKIL 3-Phase Grinder 


For heavy-duty surfacing. 3-phase 
motor supplies plenty of power 
at high speed. Compact, easy to 
handle. 6 inch wheels. 





Pneumatic SKIL Drills, 
Drivers, Runners 
Equipped with the new, simpler 
rotary motor. Compact, short, 
lightweight tools. 7 drill models. 

3 drivers, 3 runners. 
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Ben 
Franklin 





on gelling business 


ONCE WHEN he had the responsibility for a fund-raising 
campaign, the great Franklin issued these instructions— 
“Go first to those we know will contribute; next to those 
who may; and, lastly, go to those we know will not—for 
about some of these last we may be mistaken.” 

So it often is in selling. Your salesmen will no doubt take 
good care of most of the sure buyers. But, to cut the time 
and cost of dealing with the Doubtful and Poor pros- 
pects—to operate profitably in the field of lower pay-dirt 
—a good catalog can make all the difference in the world. 
If the catalog is good enough, furthermore, it may very 
well pay its way through extra sales alone to the Sure Fire 
customers and prospects. 

And speaking of good catalogs, Donnelley-built catalogs 
must be good. If they were otherwise, leading catalog 
users would not come back as they do for more and more. 
Moreover, you know the old saying—**Leadership pros- 


pers with leadership.” 


Repeat Orders 


are an important guarantee of customer 





satisfaction—a proper reward for 





efficiency and service. We have recently 






completed new catalogs for the leading 







distributors whose books are shown at the right. 


Our organization has now prepared 





a total of 20 editions for these 5 mill suppliers. 





THE LAKESIDE PRESS 


R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET, CHICAGO 16, ILLINOIS 


PRINTERS * BINDERS * ENGRAVERS * LITHOGRAPHERS 
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presenting mating surfaces at right 
angles to the pulling force, any ex- 
panding tendency is eliminated and 
maximum strength and security ob- 
tained. There can be no overriding 
of screw threads. A collet seal is now 
available which entirely closes the slots 
and gives protection from chips and 
other materials—Wade ‘Tool Co., 
Waltham, Mass.—Industrial Distribu- 
tion, May 1949. 
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Electrode Carrier 


Curved Metal Partitions 
Keep Rods Separated 


Weighing approximately 6 lbs., an all- 
steel electrode carrier provides a handy, 
on-the-job supply of rods. ‘Ihe carry- 
ing handle distributes weight evenly. 
A wide rim at base helps guard against 
moisture. An aluminum name plate 
quickly identifies each type of rod. 
Curved metal partitions keep rods 
separated and form convenient pock- 
ets for saving partly used electrodes. 
The carrier is finished in red enamel. 
—Marquette Mfg. Co., Minneapolis, 
Minn.—Industrial Distribution, May 


1949. 




















Core Drill 


Wear-Resistant Metal Strips 
Brazed on Length of Flutes 


An improved design core drill is 
claimed to eliminate the major object 
to carbide-tipped tools in core drilling 
operations. ‘lhe addition of strips of 
wear-resistant metal brazed on the en- 
tire length of the flutes eliminates 
abrasion from cast iron chips on the 
body of the drill behind the carbide 
and loading conditions which score 
(Continued on page 148) 


























fully engineered 


Modern functional design—only four parts 
—provides ideal lightness, strength and 
safety. 


Exceeds Federal specifications: Type II 
Heavy Duty—GGG-W-65 la. 


Light in the hand—streamlined for weight- 
saving—palm-fitting handle. 


Tough on the job—Roxco metal handle for 
maximum strength. 


Positive grip with quick release—simplified 
cushion action. 


Drop forged alloy steel replaceable insert 
jaws—teeth hardened by localized induc- 
tion heat process. 


fully guaranteed 


against defects of material and workmanship 


Look for this name and 
Trimont Mfg. Co. on each 
wrench — your assurance 
of better, longer service. 


H ere's the up-to-the-minute modern, fully 
sasdebapier Heavy Duty Pipe Wrench that 

uyers and users have looked for. It's the 
new ROXCO — the advanced wrench de- 
sign perfected and manufactured by the 
long experienced makers of TRIMO Tools. 
It is the ultimate result of new patterns and 


dies, new metallurgical formula — every 
part newly designed with modern engineer- 
ing and crafting care to simplify and save 
weight while actually adding strength. We 
say — and you'll prove to your satisfaction 
— that the new ROXCO is a great addi- 


tion to the famous Trimont line. 


Write for catalog. 


TRIMONT MANUFACTURING co. 


Division of Aetna Industrial Corp. 
71 Amory Street, Roxbury, Boston 19, Mass. 


Trimont Time Tested Tools 


Pipe Wrenches ® Chain Wrenches ® Monkey Wrenches ® Stillson Type Wrenches ® Spud General Utility Wrenches ® Saunders, 


Barnes and Other Type Pipe Cutters © Pipe Vises ® Saw Vises ® Kit and Portable Vises 
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Sheave business 





That’s right. $2,500,000 we’ve invested in 
a stock of sheaves and V-belts that’s the 
most complete in the industry. 

$2,500,000 to give you a big delivery 
advantage over all other V-belt compe- 
tition. 

When a customer wants a sheave or 
belt, he wants it fast. If his dealer’s stock 
is incomplete and the manufacturer’s 
stock is days away—he’s going elsewhere. 

Now they’re going to you — because 
the Worthington line has the most com- 
plete range of stock sizes. If you don’t 
have a wanted sheave, you can get de- 
livery from your nearest Worthington 
warehouse in 24 hours or less. 


At right is the simplest, quickest, 
most accurate drive selection method 
ever used—so say the users them- 
selves. You and your customers can 
select the right Multi-V-Drive from 
ever 75,000 sheave and belt com- 
binations . . . in less than 3 minutes. 


WORTHINGTON 


= by LAOS 
WORTHINGTON PUMP AND MACHINERY CORPORATION 
MULTI-V-DRIVE SALES DIVISION 


Buffalo, New York +» General Offices: Harrison, New Jersey 


"Whe Good Right Wand of Gndusoa 


POWER TRANSMISSION: sheaves, V-belts, variable speed drives 
PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cooled 


And with more sizes listed as “stock 
sizes” and more sizes in stock, you may 
be able to save your customer the cost of 
a special sheave. 

We're advertising the prompt delivery 
of Worthington QD Sheaves in many mag- 
azines .. . and we have direct mail about 
it for your use. So tell your customers 
about the complete Worthington line— 
853 listed stock sizes of QD sheaves in 
“A”, “B”, “C” and “D” Sections, 14 to 
600 hp . . . 332 listed stock sizes of Worth- 
ington-Goodyear EC Cord V-belts. 
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@ 
We specialize in precision pre- Carbide Tools 
forming of Carmet carbide metals 
to any shape for special wear- The Allegheny Ludlum line of Carmet Carbide Tools is complete 
resistance needs, such as dies, —every style, size and grade you may need for any cutting job in 


gage blanks, etc. Let us quote the shop. If you make your own tools, a full line of blanks is avail- 


able, too—as well as all necessary sizes of A-L Shank Steel. Extensive 
stocks of Carmet standard tools and blanks are carried in A-L 
and Distributor’s warehouses coast to coast, and special tools are 
available to order. @ Just remember, for best performance on 
any application, wse Carmet! 


ft Allegheny Ludlum Steel Corporation 


CARBIDE ALLOYS DIVISION, Detroit 20, Michigan 


_ DISTRIBUTORS: write us doo bending Faneer Santee band ba we tether. 


INDUSTRIAL DISTRIBUTION © MAY, 1949 


on your requirements. 
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Model “400” 
furnished with 
handy tooltray, 
feet and all fit- 
tings (but 
without legs). 


- « » See us at Booth 155 
at the Triple Mill Supply 


Convention in Cleveland! 


RIEGZAIB model “400"—today’s fast- 
seller in the power drive field 


@ Your customers can take it with ’em, for the job-tested 
Model “400” power drive weighs just a little over 100 pounds. 
Modern lightweight alloy case can’t be topped for strength 
and durability. Universal motor — forward, reverse; light 
socket power, turns pipe for hand threaders, cutters, reamers 
—saves time, effort. Rim=aID lathe-type 3-jaw chuck in front 
with chuck wrench ejector; self-centering workholder in 
rear turns with pipe. Sealed-in lubrication ...no oil to spill. 
Popular Ritatp “400” sells fast, profitably—order now. 


THE RIDGE TOOL CO. ¢ ELYRIA, OHIO 
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the finished hole. The overall result 
is said to be increased core drill life 
and hole finish superior: to that 
achieved with old-type core drills.— 
Super Tool Co., Detroit, Mich.—In- 
dustrial Distribution, May 1949. 


























Service Light 





Outlet Built Solidly 
Into Bakelite Handle 


A portable service light features an 
outlet, which serves as a plug for power 
tools, soldering iron or additional 
lights, built solidly into the handle. 
‘There are no parts to become loose 
or break out. ‘The service light is 
equipped with 25-ft. of vinyl. thermo- 
plastic cord and plug which provides 
| an oil, grease and moisture-proof unit. 
| The plastic cord will not become 
| brittle with age. ‘The handle is fitted 
| with a strong, plated, steel cage to pro 
| tect the light bulb from breakage. ‘The 
| unit may be obtained with or without 
| reflector.—McGill Mfg. Co., Valpar 
_ aise, Ind.—Industrial Distribution, 


May 1949. 


Hand Shear 


Dovetail Lock on Table Gage 
Assures Absolute Alignment 


A balanced composite steel blade, 
light pressure foot action clamp and 
easy set gages are some of the labor 
saving advantages of a new hand shear. 
Available in a medium sized model up 
to 50-in. (illustrated) with a welded 
steel base and a heavy duty model in 
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©) more satisfaction in using—AND SELL 
 nc—them. 
HOW TO SELECT THE RIGHT FILE FOR THE JOB 


are 85 years of experience in making 
files exclusively. Nicholson file-cutting 
machines and file-manufacturing 

_ most modern and efficient. Every 
_ Nicholson and Black Diamond file is 


ea ee 


is elaborately covered in Nicholson’s famous - 
48-page illustrated book, ‘‘FILE FILOS- 
OPHY” (new up-to-date edition just off the 
press). Invaluable to distributors’ salesmen 
in rendering good-will-building service to 
customers. How many copies shall we send 
you? FREE. 

WIGHOLSON FILE CO., 42 Acorn St, Providence 1, 8. 1 

--- Um Canada, Port Hope, Ont.) 


* A “perfect” file is one which is precision- 
straight, carefully balanced, uniformly hard- 
ened, accurately cut (with teeth of even height 


_ and sharpness), and made of the finest steel 
__ obtainable for the purpose. 


NICHOLSON 


PiLie .-. oc: 
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a Nicholson file 
for every purpose 


in industry, on the farm, and in 
the homes Twelve perfect files 
in every dozen—GUARANTEED. 





149 























[ PURCHASING 





@ It costs money to make calls. 
Some Industrial Distributors esti- 
mate that, on the average, each 
call a salesman makes costs $10.00. 
This means that every call must net 
at least $10.00 profit to break even— 
more to make money. 


Here’s a suggestion from Lamson & 
Sessions on how to get that $10.00 back 
—plus a profit: always sell products almost 
every customer needs and wants...bolts, nuts, 
screws and cotters. Sell your other products, 
too — but don’t forget to “talk fasteners.” 
Fastener sales can pay for your call. 


And remember, the advantage is yours when 

you can offer your customers the complete 
amson & Sessions Line... all their fastener 
eeds from one reputable source. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Chicago * Birmingham 
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55 and 60-in. sizes with a heavily rein- 
forced flame-cut base, the shear pro- 
vides faster, more accurate hand cut- 
ting of paper, rubber, mica, cardboard, 
asbestos, and light metal. The kiln- 
dried birch table is set on a heavy 
cast base. The clamp is adjustable for 
thickness of work and a worm gear 
arrangement adjusts drop bed and 
back gage. A simple spring gage 
handles small cuts efficiently ~Hobbe 
Mfg. Co., Worcester, Mass.—Indus- 
trial Distribution, May 1949. 























Elevator Bucket 


Tapered Ends Decrease 
Drag of Pick-up Load 


Spot-welded construction and crimped 
back of a new line of elevator buckets 
insure rigidity and provide smooth, 
flat surface for belt contact. Formed, 
overlapping ends provide smooth sur- 
faces and give the body added 
strength. The buckets can be mounted 
at intervals or continuously; sizes range 
from 3x3-in. to 24x7-in. Body 
shape assures maximum _ pick-up; 
smooth interior with no obstructions 
provides clean, quick discharge. The 
bucket is of uniform strength through- 
out—body and ends fabricated from 
same gage of steel. Bolt holes (stand- 
ard punching) are located for correct 
balance of buckets on belt.—Link-Belt 
Co., Chicago, Ill.—Industrial Distribu- 
tion, May 1949. 











Victor belting in brick and clay plants accounts 
for a substantial part of the 3,000,000 feet they 
use for all purposes. 


‘Food packers specify Victor belting. Total 
belting for all purposes used by packers 
is 2, 883,000 feet. 








Here’s another good market for Victor 
jobbers—the bottling industry uses a 
total of 1,500,000 feet. 





Flour millers use Victor belting for conveying, 
elevating and power transmission. A good por- 
tion of the 11,000,000 feet now in use is Victor. 


VICTOR BELTING... 


INITIAL SALES ) 
REPEAT SALES 


Industry has accepted Victor as a source of 
strong, durable, efficient belting for conveying, 
elevating and transmission equipment. This 
industry-wide acceptance means a large part 
of your selling job is done. 

Prospective customers, looking at Victor’s 
exclusive features, quickly recognize its supe- 
riority, assuring you easy initial sales. And 
present users, knowing Victor’s dependable 


service, are 4 profitable source of repeat 
business. 

Victor manufactures a complete line of belt- 
ing—solid woven cotton, canvas stitched, 
balata—each in a full range of widths and 
plies, and all available with special treatment 
for various service. Write today for complete 
details on handling Victor, the complete textile 
belting line. 


Victor Balata & Textile Belting Co. 
53 PARK PLACE, NEW YORK 7 » 300 W. HUBBARD STREET, CHICAGO 10 
FACTORY: EASTON, PA. 
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@ It costs money to make calls. 
Some Industrial Distributors esti- 
mate that, on the average, each 
call a salesman makes costs $10.00. 
This means that every call must net 
at least $10.00 profit to break even— 
more to make money. 


Here’s a suggestion from Lamson & 
Sessions on how to get that $10.00 back 
—plus a profit: always sell products almost 
every customer needs and wants...bolts, nuts, 
screws and cotters. Sell your other products, 
too — but don’t forget to “talk fasteners.” 
Fastener sales can pay for your call. 


And remember, the advantage is yours when 

you can offer your customers the complete 
amson & Sessions Line... all their fastener 
eeds from one reputable source. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Chicago * Birmingham 
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55 and 60-in. sizes with a heavily rein- 
forced flame-cut base, the shear pro- 
vides faster, more accurate hand cut- 
ting of paper, rubber, mica, cardboard, 
asbestos, and light metal. The kiln- 
dried birch table is set on a heavy 
cast base. The clamp is adjustable for 
thickness of work and a worm gear 
arrangement adjusts drop bed and 
back gage. A simple spring gage 
handles small cuts efficiently.—Hobbs 
Mfg. Co., Worcester, Mass.—Indus- 
trial Distribution, May 1949. 


























Elevator Bucket 


Tapered Ends Decrease 
Drag of Pick-up Load 


Spot-welded construction and crimped 
back of a new line of elevator buckets 
insure rigidity and provide smooth, 
flat surface for belt contact. Formed, 
overlapping ends provide smooth sur- 
faces and give the body added 
strength. The buckets can be mounted 
at intervals or continuously; sizes range 
from 3x3-in. to 24x7-in. Body 
shape assures maximum _ pick-up; 
smooth interior with no obstructions 
provides clean, quick discharge. The 
bucket is of uniform strength through- 
out—body and ends fabricated from 
same gage of steel. Bolt holes (stand- 
ard punching) are located for correct 
balance of buckets on belt.—Link-Belt 
Co., Chicago, Ill.—Industrial Distribu- 
tion, May 1949. 











Victor belting in brick and clay plants accounts 
for a substantial part of the 3,000,000 feet they 
use for all purposes. 


‘Food packers specify Victor belting. Total 
belting for all purposes used by packers 
is 2, 883,000 feet. 








Here’s another good market for Victor 
jobbers—the bottling industry uses a 
total of 1,500,000 feet. 





Flour millers use Victor belting for conveying, 
elevating and power transmission. A good por- 
tion of the 11,000,000 feet now in use is Victor. 


VICTOR BELTING... 


INITIAL SALES ) 
REPEAT SALES 


Industry has accepted Victor as a source of 
strong, durable, efficient belting for conveying, 
elevating and transmission equipment. This 
industry-wide acceptance means a large part 
of your selling job is done. 

Prospective customers, looking at Victor’s 
exclusive features, quickly recognize its supe- 
riority, assuring you easy initial sales. And 
present users, knowing Victor’s dependable 


service, are 4 profitable source of repeat 
business. 

Victor manufactures a complete line of belt- 
ing—solid woven cotton, canvas stitched, 
balata—each in a full range of widths and 
plies, and all available with special treatment 
for various service. Write today for complete 
details on handling Victor, the complete textile 
belting line. 


Victor Balata & Textile Belting Co. 


53 PARK PLACE, NEW YORK 7 + 300 W. HUBBARD STREET, CHICAGO 10 
FACTORY: EASTON, PA. 
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You gef all the 


advantages of 
Marlow’s lively 


“DISTRIBUTOR-VIEWPOINT”’ 


sales policy! 


The basic reason for the continuing profits that distributors make with 
Marlow Pumps is that Marlow backs up its excellent line of pumps with 


a “distributor-viewpoint” sales policy . . . 


one that gives the distributor 


the opportunities he desires to build a substantial business in industrial 
pump sales. It is a personalized policy that makes each distributor an 
individually important business associate—not just another sales outlet. 


HERE ARE SEVEN OF THE THINGS YOU GET UNDER THIS POLICY... 


1 Self-Priming centrifugal pumps 
of proved merit and performance 
that help strengthen your customer 
relationships 


2 Leadership in pump research and 
development, with test and labora- 
tory techniques that keep the prod- 
uct ahead. 


3 Substantial profit margins for 
you. 


4 The support of an organization 
that is old enough and large enough 
to appreciate its responsibilities— 


yet is small enough to offer the 
personal interest of its principals 
and is young enough to have a ro- 
bust enthusiasm that makes for close 
and friendly cooperation with you. 


5 The reputation as ‘“Manufactur- 
ers of the World’s Largest Line of 
Self-Priming Centrifugal Pumps”. 


6 National advertising that makes 
it easier to sell Marlow Pumps. 


7 Sales literature and other busi- 
ness-getting assistance that is second 
to none in its field. 


Marlow gives you more pumps in the line, more good features in the 
pumps — more to sell. It is the line that is preferred... for sales, 
profits and prestige. There may be a Marlow distributorship open in 
your area. Information will be sent promptly. 


MARLOW PUMPS 


RIDGEWOOD e+ NEW 


1924 - 1949 


EE R587 
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Pipe Wrench 


Has Only Four Parts, 

Is Lighter But Stronger 

New patterns, dics and metallurgical 
formula have combined with a new 


| engineered design to produce a heavy- 


duty, modern pipe wrench. The 
wrench has only four parts and, al- 
though lighter in weight, is actually 
made stronger. It is said to exceed 
Federal specifications for Type II 
heavy duty wrenches. The wrench is 
available in 14-in. size only with other 
sizes in production soon. ‘Trimont 
Mfg. Co., Roxbury, Mass.—Industrial 
Distribution, May 1949. 

















Pump 


Working Parts Removable 
Without Breaking Connections 


A new model in axial flow and mixed 
flow type pump is supplied in cast or 
welded construction, and of alloy 
materials if specified. All working 
parts are removable without breaking 
discharge connections. Suction bell, 
impeller, impeller housing, shaft, 
motor base and motor can be removed 
without disturbing the column and 
(Continued on page 156) 
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NEW LAUGHLIN a, 
CATALOG-DATA BOOK! S>> 


New Fittings...New Data... 
New Illustrations... 
New Size... 40 Pages 


. HOOKS 
yowrin HOIST 
ta —) [eee 





Mr. Industrial Supply 
Salesman... Have You 
Got Quick Answers To 
These Questions? 
What size hoist hook should 


| use for %’’ plow steel rope? 
What size turnbuckle? 


What is the safe working 
load rating of a number 30 
hook? 


Have you a repair link that 


will be as strong as the %4’’ chain | want to repair? 








OU’LL find these and 

many other questions an- 
swered in Laughlin’s new In- 
dustrial and Marine Catalog 
No. 145. Compiled for you and 
your customers, the new Cata- 
log is packed with useful data, 
arranged so that you can 





quickly find the answers to 
problems involving wire rope 
and chain fittings. 


New Size 
Catalog No. 145 is a handy 
81%4"x11” with a 1%” border 
that makes it easy to punch for 


eUaGsts E eee 


your loose-leaf binder. Ask 


ostnavieec.<erersi*~ 


your Sales Manager for a copy 
of the Laughlin Catalog — and 
put this real sales tool to work 
for you! ... THE THOMAS 
LAUGHLIN COMPANY, Portland 


6, Maine. 





7 make a habit of 
re rope and chain 


'll be surprised 


YOu which fittings! 


What size shackle is as strong as %’’ proof coil chain? 
How many safety clips should | use on 1’’ rope? How many 


U-bolt clips 2 


Have you an eye bolt that will lift a 15-ton load? 


ma THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


Laughlin Protects 
the Distributor 


a 


\_4 


INDUSTRIAL DISTRIBUTION © MAY, 1949 

















THESE GLEAMING 
ROLLS of stainless steel were 
polished with especially devel- 
oped Jewel Silicon Carbide 
poper belts .. . belts that cut 
faster and last longer, because 
the abrasive is cemented to a 
strong paper backing with 
Bondite . . . a powerful, heat- 
resisting adhesive. 


JEWEL ABRASIVES 
cut costs and speed up opero. 
tions on the brake shoes that 
stop our trains. Here tough, 
fast-cutting, heat resistant 
Weldisks permit faster grinding, 
safely! Weldisks will not cur! 
or warp — are noted fo 
their outstanding durability. 





HERE’S A 3-WAY 
PROBLEM licked by AP 
Engineers. An abrasive was 
needed to finish stainless steel 
carving knives with cocobolo 
wood handles, and brass rivets. 
Jewel Silver Streak cloth belts 
outperformed all other abra- 
sives on this unusual combina- 
tion of materials, 


AP ENGINEERS recon. 
mended Silver Streak belts for 
phenol plastic switch plate:, 
Silver Streaks cost no more than 
previously used belts, did 25° 
more work, and eliminated 
spoilage. Like all Jewel belts 
they have AP's exclusive, 
smooth-running Velvet Joint. 





ONE OF THE WORLD'S 
LARGEST manufacturers of 
record players uses Jewel 
Natural Garnet to bring out 
the beauty in the fine wooden 
cabinets. Jewel Garnet does a 
better job than synthetic grits 
and does it faster... because 
Jewel Garnet is specially pro- 
cessed for faster cutting. 





PLYWOOD, now used mort ; 
than ever by the boating ir 
dustry, can be finished faster, F 
at amazing savings, by Bonde: 
Garnet Fibre, This productior & 
boosting abragive for du 
sanders lasts up to 8 times 
longer than ordinary garnet! 
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yn tough sanding jobs 


Because we are geared for prompt delivery on 
special orders, Jewel Distributors are able to go 
after profitable business that other distributors 
cannot handle. And the quick solution of a cus- 
tomer or prospect’s, tough sanding problems usu- 
ally leads to orders for stock items as well as 
for specialties. 

AP’s experienced Sales Engineers are continu- 
ously developing new business, new products— 
that convert into additional sales for Jewel Dis- 


Here ore a few examples of 
the many unusual applications 
where Jewel Coated Abrasives 
hove saved time and money. 
If you have a customer or 
prospect with a special sand- 
ing problem, call in one of our 
Sales Engineers. He will work 
out a solution that will prove 


profitable for you. 


The illustrations on opposite 
page were reproduced from 
current Jewel advertising, work- 
ing for you in the leading 
metalworking, woodworking 


and industrial magazines. 


at 
WRITE FOR YOUR COPY 
OF THE NEW 1949 
CATALOG and PRICE LIST 


tributors. If an AP Sales Engineer is unable to 
recommend a stock item for a job, he will work 
out a special solution. Often these specialties prove 
to be so popular that they are added to our long 
list of stock abrasives. 

It is this extra service and know-how, backed 
up by the ability to deliver the goods, that builds 
faith in Jewel Products, and pays off in profits 
for Jewel Distributors: Abrasive Products, Inc., 
South Braintree 85, Massachusetts. 








discharge elbow. ‘The unit is recom- 
mended for power plant condenser 
circulation and other continuous oper- 


ions where it is desirable to disen- 
Look at the Places to Sell eedhl aikiag saree genic be 


spection without breaking pipe or 


mounting connections. It is particu- 
Ll larly advantageous when the discharge 
elbow is below floor level or when the 


pit in which the pump is installed is 
not easily drained. ‘The pump is 
available in sizes up to and including 
a capacity of 100,000 g.p.m.—Econ- 


omy Pumps, Hamilton, Ohio—Indus- 
Every Plant You Call on trial Distribution, May 1949. 
Needs Protection Against 
Rust-In Dozens of Ways) "i>. 


spot n Magnesium Ladders 

Light in Weight 

And Spark-Proof 
labricated from a new alloy, mag- 
nesium ladders are said to exhibit the 
most satisfactory combination of rigid- 
ity, strength, corrosion resistance and 
wearing qualitics. ‘They include step 
ladders of all types, platform, ware- 
house, light and heavy-duty extension 
ladders. The company will continue 
to manufacture marine and fire depart- 
ment ladders of aluminum as well as 
certain industrial types. Reasons given 
for conversion to magnesium were: 
(1) the continued shortage of alum- 
inum and (2) the remarkable progress 


All of your customers are possible buyers of Rust-Oleum—because all of your aA epnnig alloys made during and 
customers have properties that can be damaged by rust. Check this as you make each | Sarr the war.—Aluminum Ladder Co., 
call. Think of buildings and factories in terms of potential rust losses. Wherever Worthington, Pa.—Industrial Distri- 
there’s metal, there’s a constant threat from rust damage. RUST-OLEUM fills this bution, May 1949. 

universal need for positive rust protection. Rust-Oleum is ideal for maintenance | . 

work .. . and for many production jobs. It provides complete, low-cost protection 
indoors or out—from roof to sub-basement. You'll find Rust-Oleum easy and profitable 
to sell—a large volume line. 


YOU PROFIT ZT WAYS! 


e Rust-Oleum is a good profit, REPEAT SALE line that offers time, 
labor and money-saving advantages to every buyer. 

e An exclusive formula provides a powerful sales story that gets 
new business and wins more volume from established accounts. 

e@ Rust-Oleum assures lasting protection to metal—at a big saving 
over any other anti-rust method. It is not only a rust preventive, 
but also a decorative finish in aluminum, all colors and white. 
Dries firm and hard like paint. 

e It’s very easy to apply. No sandblasting or chemical cleaners are 
required. Brush, dip or spray after wirebrushing. 

e Sales facts are simple. Rust-Oleum is easy to sell. SALESMEN 
REQUIRE NO COMPLICATED TECHNICAL KNOWLEDGE. 

e Increased schedule in Time, NewsWeek, Business Week, Factory alts 
and hard-hitting trade papers—plus direct-mail advertising, direc- Tilting Arbor Saw 




















— rd a catalog in Sweets’ draws more inquiries 2 5/16-in. Cutting Capacity, 
e@A proved sales program, backed by Rust-Oleum’s trained field Blade Guard Rides with Work 
engineers help you to get volume sales faster. 


A new, floor model, 8-in., tilting arbor 


Write today for complete information on Rust-Oleum y ar saw fe: : 4 
tested promotion plan based on selective distributor plan circular saw features compactness, with 
and sales promotion program. the motor enclosed entirely within the 


cabinet and with all working parts 

os suspended from the table and also 
R u § T = L E u M CORPORATION enclosed within the cabinet....Fhe ma- 
chine has a table 25-in. deep and#33- 
2413 Oakton Street, Evanston, Illinois (Continued on page 160) 
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CORRECT POINT ANGLE 
Increases Drill Life Almost 100% 























@ Even the finest tool— such as the CLE-FORGE 

High Speed Drill pictured here—will work better 

and last longer if it is properly used. } Last year an 
engine manufacturer was getting only fair results on a cer- 
tain drill press operation. The drills seemed to be wearing 
out too quickly. He mentioned this to one of our Service 
Representatives, who studied the problem and recom- 
mended changing the type of point on the drill. Result: 
Tool life increased almost 100%! } When you have a 
problem that involves drills, ask our nearest Stockroom 
to send a Ceeland Service Representative, or... 


Telephone Your Industrial Supply Distributor 
| THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street * Cleveland 14, Ohio 


Stockrooms: New York 7 + Detroit 2 ¢ Chicago 6 * Dallas 1 © San Francisco 5 
Los Angeles 1!) ¢  €E. P. Barrus, Ltd., London W. 3, England 
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ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER C@evelandl TOOLS 
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DISTRIBUTORS EVERYWHERE 
are ready to serve you! 
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This advertisement reaches your customers who read the leading magazines in the metalworking field. 
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THE ORIGINAL 
PARKER-KALON 
TYPE A 
SHEET METAL SCREW 


PARKER-KALON 
DISTRIBUTORS 


are best equipped to 


BUILD SALES 
IN TODAY’S 
BUYERS’ MARKET 


OTHER PRODUCTS OF PARKER-KALON INCLUDE: Cold-forged 
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With the return of competitive selling, 


these exclusive sales advantages make 
the Parker-Kalon Distributor Franchise 
the most valuable in the fastener field. 


Today, in a buyers’ market, distributors of Parker- 
Kalon Self-tapping Screws are in the best possible 
position to hold, and increase their lead. For the 
keener competition becomes, the more important 
Parker-Kalon’s extras become—as sales builders. 

Now, when industry is no longer concerned with 
deliveries alone, when your customers can compare 
before they buy, you begin to see the value of such 
exclusive sales advantages as: originator of the Self- 
tapping Screw . . . 35 years’ application experience 

. . the only complete line. 

With eight of these Parker-Kalon extras to stimu- 
late your selling, it’s easy to see that it pays more 
than ever today to be a P-K Distributor. Pays in 
steady turnover, in repeat orders, and in year-round 
profits. Parker-Kalon Corporation, 200 Varick St., 
New York 14, N. Y. 


YOU'LL BE WELCOME 
at the 
PARKER-KALON BOOTH Nos. 1403-1404 
TRIPLE INDUSTRIAL SUPPLY CONVENTION 
April 25, 26, 27, Cleveland, Ohio 


REMEMBER ... YOU'RE 0.X. WITH P-K® 
4 ‘ Y 
Ghiginel, 
PARKER-KALON  SELF-TAPPING SCREWS 
for Every Metal and Plastic Assembly 


r tron Handles, Metal Punches, Damper Regulators and Accessories 
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OUT OF 1001 TEST TUBES 


The Chicago Mounted Wheels used in industry 
today look simpl gh—abrasive wheels 


- 


mounted on steel] shanks, but 





Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 


FORWARD- 
LOOKING 
is the Word 


Recommend Chica- 
go Mounted Wheels 
for all finishing jobs. 
These were the first 
wheels ever to be 
mounted on _ their 
own steel shanks— 
and are today’s 
finest. 


AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 
widely used in industry today accounts for the outstanding results obtained with Chicago 
Grinding Wheels and Cut-Off Wheels. 


FREE ENGINEERING SERVICE 


Let us help your customers with their grinding problems. We furnish special Engineering 
Data Sheets making it easy for anyone to submit information from which we can recom- 
mend the abrasives to do the job better. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 


OE RR AE | ERNE SS ERR AE MEISE EO OSE OA NOR EY re, 


| Write for Free | C] Send Catalog (J Franchise Data for Supply Houses 
Literature and 
| Attractive Fran- 
chise open on all | 
| nationally adver- i 
tised Chicago! 
Wheel products | 
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in. wide, heavily ribbed for maximum 
rigidity. A dado head, moulding cut- 
ter head and table inserts are avail- 
able as accessories. The table insert 
is adjustable, can be made level with 
the table surface, and gives full sup- 
port to the work. Featuring a 2%s-in. 
deep cutting capacity, the maximum 
cut at 45° is 1-in. and dado cuts up 
to 13/16-in. wide can be made. ‘The 
splitter mounted blade guard tilting 
with the saw permits the operator to 
see the blade at all times. With its 
17 x 20-in. welded steel cabinet, the 
saw comes complete with 24-in. arbor 
pulley, a 54-in. motor pulley, a V-belt, 
an §8-in. combination blade, motor 
mounting plate and power cord to con- 
nect motor (not included) and switch. 
The arbor diameter is 3-in. The motor 
plate will take any frame motor, and 
both magnetic and manual starters 
can be used.—Delta Mfg. Div., Rock- 
well Mfg. Co., Milwaukee, Wis.—In- 
dustrial Distribution, May 1949. 


Polishing Wheels 


Strong-But-Soft Cement 
Minimizes Surface Scratch 


Walrus hide polishing wheels of 
wedge-layer structure are said to elim- 
inate abrasive injury in fine finishing. 
Layers are set at an angle; thus, when 
the wheel revolves, the joint areas 
weave from side to side. This enables 
the leather to pick up and wipe off any 
area transversed by joint areas, remov- 
ing cement scratch and smoothing 
the surface clean. Wheels may be 
supplied in any diameter and any 


(Continued on page 164) 





FORCE and POWER 





Skilled craftsmen, who make Plumb tools, consider the hatchet 
as their masterpiece. No wonder, for of all Plumb tools 
none does so many jobs. 

The Plumb hatchet hits hard, cuts clean. It’s balanced for 
accuracy. Each blow lands with fullest force and power. 
This means easier work, less fatigue. 

The head of each Plumb hatchet is made from one-piece of 
special analysis steel—heat treated for toughness —tempered 
for performance. Scientific control of the tempering assures a keen 
cutting edge that stays sharp longer. Heat treating makes the eye 
tough, yet ductile to absorb shock. The striking face is hardened 
to withstand pounding or driving. And the handle, shaped 
for comfortable grip, is made of seasoned second-growth 
hickory, tested for strength. The Plumb hatchet is truly an 
achievement in fine tool making. 





PLUMB 






HAMMERS  HATCHETS «© AXES « FILES 





The complete. 
You Products To Sell. 


ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose 
tools, for every operation on 
Lathes, Planers, Slotters and 

Shapers. 


ARMSIRONG Ratchet Drills 
All steel wearing parts hard- 
ened. Packer, Railroad, Stand- 
ard, and Short types, both 
plain and reversible. 


ARMSTRONG HIGH SPEED 
Ready-to-grind Bits.  Ready- 
ground Cutters 
ARMALOY Cast Alloy CUTTER-BITS 
ARMIDE Carbide-Tipped CUTTERS 


c 


grades of hardness 


ARMSTRONG Drop Forged Wrenches 

Both Carbon and Alloy Steel 

Over 100 types in all sizes. Im 

proved designs, steels, and 

heat treating give greater 
strength 


57 cutter shapes, 12 sizes—2 
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ARMSTRONG Turret Lathe and Screw Machine 
TOOL HOLDERS 


for standard operations 


ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Milling 
Machine Dogs, and 
Clamp Dogs. 12 types, 
all sizes 


ARMSTRONG Drop Forged 
“C" CLAMPS 


ry Duty, Medium 


ARMSTRONG Setting Up Tools 
A complete line of Drop- 
Forged Strap Clamps, 
Planer and Bracing 
Jacks and T-slot Bolts 


Armstrong Drop Forged Eye Bolts 
Plain or shoulder pat- 
tern. Blank or Threaded. 
16 sizes, Drop Forged 
and heat treated. 





ARMSTRONG Detachable ARMSTRONG Machine Shop 
Socket Wrenches Specialties 
All sizes and types with Drill Drifts, Tool Posts, 
driving handles, extensions, Drill Holders, Cutter Grind- 
and drop forged ratchets. ing Holders, and Tool Mak- 
Sold singly or in cased sets — ers’ Vises. 


Better Pipe Tools. A complete line, each a bet- 
r tool with hardened, alloy or drop forged 


“P> tu 
Jy 
parts wherever they will add to strength or 
. tool life 


More than 90% of your present accounts buy tools listed in the Armstrong 
catalog. Penetrate these accounts and obtain your full sales potential on 
Armstrong Tools. Armstrong has not one or two lines but eleven major lines 
of top quality tools . . . for greater profits catalog, stock and sell Armstrong 


Top Quality Tools ‘‘Across-the-Board.” 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


5205 W. ARMSTRONG AVE. CHICAGO 30, U. S. A. 
Eastern Whse. and Sales: 199 Lafayette St., New York 12, N. Y. 
Pacific Coast Whse. and Sales Office: 1275 Mission St., San Francisco 3, Calif. 














THREADED FASTENERS... 


They're Stronger Ks - 
| They're Tougher © 


TRIPLE 


e@ TRIPLEX Cap Screws, Set Screws, Nuts and 
Bolts are made for just one purpose. That is to 
hold tighter, longer. Of course, they are also noted 
for speedy application because of their free-running 
threads that save time. 


Turn to TRIPLEX if you want a turn for the better: 
Write for free wall chart. It makes ordering easier. 


THE TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland 5, Ohio 


TOUGHNESS 


CAP AND SET SCREWS BOLTS, NUTS AND RIVETS: 
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thickness up to including g-in. These 
polishing wheels are adaptable to 
finishing of copper, nickel, German 
silver and stainless steel; to the burn- 
ishing of unevenly shaped objects and 
to working inside wide-mouthed ob- 
jects—Green, ‘T'weed & Co., North 
Wales, Pa.—Industrial Distribution, 
May 1949. 

















Wire Stripper 


Automatic Cam Action 
Releases the Jaws 


A hand-type, pocket-size wire stripper 
requires only one __ light-pressure 
squeeze to operate it. Squeezing the 
handles grips the wire, cuts the insula- 
tion and strips the wire. Then, as the 
handles are released, the grippers auto- 
matically free the wire and the jaws 
return ready for the next cut. The 
handles are comfortably shaped and 
have a narrow span. They also feature 
light weight—10 oz.—and minimum 
finger pressure. Four models handle 
all wire gages from Nos. 22 to 8 while 
a fifth model is designed especially for 
FM and TV down lead wire. Blades 
are interchangeable on all models and 
can be taken off and replaced in less 
than one minute simply by removing 
two screws.—Ideal Industries, Syca- 
more, I[]l.—Industrial Distribution, 


May 1949. 


Disc Sander 


Rear Grip Positioned 
To Maintain Correct Balance 


Two new portable electric disc sand- 
ers, 7-in. for heavy duty and 9-in. for 
standard duty, have been designed 
with vertical-type spindle construction, 
permitting easier, faster operation. 
The side handle is removable and can 
be attached to right or left-hand sides 


(Continued on page 168) 








| A VALVE FACE GRINDING 
Me OAS et rind er eves Poe, . MACHINE TO FIT YOUR NEED 
‘noir ia \ =WHETHER LARGE OR SMALL 


Space does not permit complete details—how- 
ever they are available at your nearest SIOUX 
Distributor. 


These three units comprise a size and price 

to fit your needs. They are backed by over 
33 years of experiment, research and de- 
signing, as well as on-the-job experience of 
thousands of users throughout the world who 
have given them the most critical tests. 

No. 622-N— Wet Grinding built in. Eliminates heat 

and distortion. For valves 15°, 30°, 45°, and 60° Sold Only through SIOUX Distributor: 


angle. Chucking capacity 4%" to ¥" diameter in- 
clusive. 


STANDARD THE “ft/s WORLD OVER 
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DON'T LET “HABIT” KEEP YOU FROM SWITCHING TO 
—— 








Follow exactly the same “get-ready-for-the-office” routine every morning? Eat 
at the same restaurant every day? Are your daily tasks well-established habits? 


Fine and dandy! Many habits spell efficient operation. But now be candid. 


What about your valve business? Are you handling a certain line of valves 
from time-worn habit — or because it’s tailor-made to your specific require- 
ments? Perhaps you’ve been kicking around the idea of switching to OIC, 
Pace-Setter in Valves— yet deep-rooted habit keeps you from taking that 
initial step. ; 

If that’s the case, move fast! Call in your OIC representative. He’ll take it 
from there— show you exactly how the OIC selective franchise fits into 
your profit picture! 
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YOU GET COOPERATION—NOT COMPETITION—FROM OIC! 


All too often, valve sales that are rightfully yours are 
lost through out-and-out competition rather than co- 
operation from your manufacturer. 


If this has a familiar ring, call in your OIC represent- 
ative. He'll explain frankly and in detail how OIC 
works with you, right down the line, to build your 
profits on valve sales. 


In the first place, you'll have the powerful backing of 
more than two million “written. sales calls” per year. 
Two-color ads in leading trade papers clear the path 
for your salesmen — save valuable selling time. 











To make that selling time productive, your OIC repre- 
sentative is equipped to hold training meetings for your 
salesmen. He uses modern training methods, and ‘arms 
your men with important product information and 
proven sales techniques. 





OIC gives your sales- 
men complete, hard- 
hitting sales tools. They 
include the big 235- 
Page OIC catalog, the 
famous OIC Cross Ref- 
erence Chart that makes 
application of the right 
valve easier and the 
OIC Forged Steel 
Valve Catalog No. 
48FS. 


You can handle your customers’ complete valve require- 
ments. The OIC long line of cast steel, forged steel, 
stainless steel, iron and bronze valves assures the right 
valve for the job. 


OIC keeps im touch with your requirements, and builds 
stocks accordingly. Since OIC is located in the heart 
of industrial America, with ready access to the nation’s 
finest transportation facilities, your orders are routed to 
save valuable time. 


iF you’D like to have an OIC representative explain 
what the OIC selective franchise will do for you, drop 


us a note. 


THE OHIO INJECTOR COMPANY 


WADSWORTH, OHIO 


VALVES 


CAST STEEL ¢ FORGED STEEL ¢ IRON ¢ BRONZE 
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Continuous Advertising 
Creates Continuous Sales 


Large and small Factories, Machine Shops, Institutions, Contractors, Builders 
and Mechanics of all kinds go for these powerful, time-saving Mall Tools that 
take the work out of production, maintenance and construction. 


Thousands of Mall Portable Power Tools are now in service, thousands more 
will be sold in 1949, the market is unlimited. Our national advertising .in 
leading magazines, also representative Farm, Trade and Business Publications 
is creating a continuous demand for this complete line of Mall Tools. 


* See our Exhibit Booth No. 1862—Triple Industrial Supply Convention— | 


Cleveland—April 25th, 26th, 27th, or write at once 
for catalog and details of our complete merchandis- 
ing program. 


®Mall Portable Electric Screwdriver. A fast, ac- 
curate lightweight assembly tool. Capacity: 1" 
Hex Bit; up to No. 10 flat or No. 12 round head 
screws. 


Electric MallSaws cut everything from wood to steel. 5 ca- 
pacities—2", 2144", 27%", 3%" and 414". All crosscut, rip and 
angle cut; 4 largest models also bevel to 45°. 


"Mall Flexible Shaft Grinders. Direct Drive, Countershaft, and 
Geared Head dels available with attach ts for Grindi 
Disc Sanding, Wire Brushi Polishing and 
Drilling. 











*MallDrills. Light- 4 
weight, compact, elec- ™ 
tric tool with power 
and stamina to spare. 
Available in a capacity, torque and 
speed for every need. 


ene Ye INCH 


MALLDRILL 


i by Master Craftsmen 
MALL TOOL COMPANY 


7802 SOUTH CHICAGO AVENUE ¢ CHICAGO 19, ILLINOIS 





(joo 








INDUSTRIAL DISTRIBUTION © MAY, 1949 




















to suit the operator. Trigger switch 
has positive lock for continuous op- 
eration. A spindle lock is provided for 
quick, easy pad change. Both models 
are powered with a universal 110 volt 
AC/DC motor, which drives the tools 
at 5200 rpm, no load speed. Heavy 
duty ball bearings are used through- 
out. All gears are made of alloy steel, 
hardened, helical cut and amply 
lubricated. A_ strong, lightweight 
aluminum housing completely en- 
closes the tool. The 7-in. model 
weighs 10 Ibs., the 9-in. 11 Ibs. Equip- 
ment furnished includes 15 ft. of 
tubber covered three-conductor cable 
with plug and cable strain reliever, one 
backing pad and three sanding discs.— 
Bradford Machine Tool Co., Cincin- 
nati, Ohio—Industrial Distribution, 
May 1949. 














Planer Tools 


Available in Two Styles, 
Round Nose and Square Nose 


Two styles of brazed-on tools are now 
available for planning cast-iron on 
planers having a clapper box lift. The 
round nose tool (illustrated) is for 
planing in a trough by plunging and 
feeding both on It is shdiets the 
following sizes: 3 x 2-in., 1 x 2-in., 14x 
2-in. and 14 x 24-in. The square nose 
tool is for finishing when feed per 
stroke is almost as great as the tool 
width, and comes in the following 
sizes: 4 x 2-in., 3 x 2-in., 1 x 2-in., 1 x 
24-in., 1 x 3-in. and 14 x 3-in.—Ken- 
nametal, Inc., Latrobe, Pa.—Indus- 
trial Distribution, May 1949. 
(Continued on page 172) 
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TALK THESE 7 FEATURES 


@ All steel construction— weight 
95 Ibs. 


@ Capacity 10,000 Ibs. in “low” 
gear and 1900 Ibs. in “high” 
gear. 


eWire rope capacity 175 ft. 
(¥e") to 475 ft. (¥e"). 





@Cut steel gears throughout. 


@Self-lubricating bronze bear- 
ings. 


@Hand brake, free spooling... 
all finest operating features. 


@ Also available with 24” drum. 








GENUINE CROSBY CLIPS 
World's largest-selling drop-forged 
wire rope fasteners. National ad- 
vertising, high profit, prompt ship- 
ment make sales sweet and easy. 
Sizes for all wire rope— VY to 3”. 


AMERICAN BLOCKS AND SHEAVES 


All types, all sizes, from 1% to 250 
tons. Blocks feature armored construc- 
tion: thick side plates, heavy pins and 
axles, forged steel hooks and shackles. 
Make sure your buyers specify 
AMERICAN Blocks and Sheaves. 


The sale’s a cinch with 


HANDIWINCH 


Maybe you’ve thought that the expression, ‘“‘He’d give you 
the shirt off his back’’ is just a sort of figure of speech. Well . . . 
just wait until you’ve made your first call with the American 
HANDIWINCH! 

And why is it that the buyers welcome the man who sells 
the HANDIWINCH? Because the HANDIWINCH pulls them out 
of holes, that’s why. 

With this light, compact, ingenious winch, one man can lift 
or load or skid or uproot anything, anywhere . . . up to 10,000 
Ibs. So industrial plants use it in shops; on loading platforms; 
on trucks; in storage yards . . . and railroads, loggers, truckers 
and farmers use it for field work of every kind. 

Want to see the bright side of mill supply selling? Sell 
HANDIWINCH! 


American Hoist 


and DERRICK COMPANY 


St. Paul 1, Minnesota 


Plant No. 2: South Kearny, N. J. 


Sales Offices: NEW YORK « CHICAGO « PITTSBURGH 
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A RESTATEMENT OF THE. 


INDUSTRIAL DISTRIBUTION POLICY 


To Industrial Distributors, the name Disston 
stands for high quality products, fair dealing, full cooperation and sub- 
stantial sales support. These essentials of good manufacturer-distributor 
relationship are the basis of the Disston Industrial Distribution Policy. 


Provide distributors with highly saleable products —of latest design and highest 
quality—to meet current market demand. 


Supply Disston products at prices which will provide distributors with adequate 
profits when sold in competition with other quality products ...and to furnish 
merchandising counsel and strong advertising support. 


Avoid competition with the distributor by instructing buyers—through Disston 
Salesmen, through correspondence, advertising and sales promotion work—to 
deal with the Disston Distributor direct. 


Assist the distributor in giving maximum customer satisfaction, by recommending 
items and quantities to be carried in stock, to assure a profitable turnover and 
meet the needs of the customer adequately. 


Furnish the distributor with sales assistance in the form of direct territorial repre- 
sentation (a Disstoneer), outstanding sales promotion, product and metallurgical 
engineering service, and market analysis data. 


Help the distributor to dispose of surplus or slow-moving inventories—through 
special cooperative field effort. 


Cooperate with the distributor in the training of his sales organization by supplying 
special sales manuals, and training in sales technique, product features, and their 
applications, markets and other helpful selling facts. 


Supply the distributor with catalogs and literature, and keép him promptly advised 
regarding new items and model or price changes. 
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BLACK INK ON YOUR BALANCE SHEET. 


Any policy is only words unless you can turn it into 
cash profits. Now it must be true that the Disston 
Industrial Distribution Policy has succeeded with you 
and for you. That’s why it’s still alive—still thriving 
—still worth repeating. 


It assures you every opportunity to develop your full 


These saws make time, cut true and are good for extra long life. They are 
made to postpone re-sharpening and replacement. And that gives your cus- 
tomers Disston “‘dividends”’. 


Whether it’s a Disston Thin Planer Knife or Heavy Planer Knife...a 
Disston Super-Safe Veneer Knife or a Disston Hog Knife . . . you know that 
the edge and the strength of the whole knife will last longer. On that basis 
you can make sales and customers. 


They save money, because each pair is good for so many different patterns. 
They work fast, and pattern changes are easy. Knives retain true patterns 
to the last. That means a host of sales advantages. 


Tested and proved in actual use by helping to make Disston Tools in the 
Disston plant. Files never get up against anything tougher than Disston 
standards! Disston Double-Cut Bite-Rite Files—with the wavy tooth feature 
—cut smoother and faster. 


4 


potential on this outstanding line of tools. These tools 
are in extra strong demand today, because producers 
must turn out better goods faster—at lowest possible 
cost. That’s why your customers must have tools like 
these—Disston Tools. There’s room to show you just 
a few of them here... 


They meet Industry’s urgent new need to guard quality and cut costs. Solid 


tooth types available in all sizes. Inserted tooth saws in a variety of types 
and sizes. 


They’re the answer to many stubborn production problems. They cut cleaner 
and stand up longer—even when cutting tough woods and abrasive materials. 
That’s why they pay out on a big scale. 

*®Carboloy Co., Inc. 





Producers often make big savings by switching to Disston Hack Saw Blades. 
The complete Disston line of Hand and Machine Blades enables distributors 
to offer blades that are more than a match for any specified jobs. Packed in 
new decimal units of tens and hundreds. 


FOUR ALL-NEW DISSTON HACK SAW FRAMES. New designs, new 


strength, new good looks—to make new sales. All frames delivered with a 
Disston blade—the leader of the line with a Di-Mol. 


WHEN YOU SELL A DISSTON PR 





523 Tacony, Philadelphia 35, Pa., 


Branches: Chicago, Seattle, Portland, Ore., Vancouver, B. C. 
Canadian Factory: Toronto 3, Ont. Australian Factory: Sydney, N. S. W. 
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Send 
for the interesting Dart jobber 
policy. You'll find that it pays. 
E. M. DART MFG. CO. 


Providence 5, Rhode Island 
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Load Carrier Truck Unit 


Utilizes Aluminum 
Or Steel Tank 


The manufacturer introduces a new 
form of equipment which utilizes the 
standard load carrier truck with a 275- 
gallon aluminum tank mounted in a 
cradle. Aluminum tanks are used 
where liquid content do not affect 
aluminum or are not affected by it. A 
steel tank can be substituted for alum- 
inum. Specifications are: load carrier 
truck 30-in. wide by 63%-in. long, 
equipped with two 12x24-in. wheels 
and two 6 x 2-in. swivel casters cush- 
ioned in rubber. The equipment can 
be used to supply booster pumps with 
water in case of a fire, or for transport- 
ing oil about large plants to refill 
lubricating equipment.—Market Forge 
Co., Everett, Mass.—Industrial Dis- 
tribution, May 1949. 




















Pumps & Pumping Units 


No Bearings Below 
Liquid Level, No Seals 


Starting with the model pictured above 
which delivers to 3.4 G.P.H., capaci- 
ties of a new line of pumps and pump- 
ing units go to 70 G.P.M. at a 10-ft. 
head. All are immersion type and the 
sizes range from 1/25 hp to 4 hp. 
Ihe illustrated model is 7-in. high 
including its 1/25 hp motor. The in- 





(Continued on page 176) 





DON’T OVERLOOK THEM! 


You'll find it pays to keep your eyes open for sprocket 
sales. When you're visiting a customer, check over 

his sprockets. Chances are you'll find some that need 
replacing ... that are so worn that they cause excess wear on 
the chains. You'll not only be helping yourself... 
you'll be helping your customer to better service 

at lower maintenance costs. 

Rex Sprockets are available for quick delivery in all 
standard sizes. They are engineered with a tooth 
formation designed for smoothest chain operation . 
built of highest quality materials to give longer life 

to both chains and sprockets. Start your Rex Sprocket 
selling program today. We'll be glad to give you 

any sales data you want. Chain Belt Company, 

1622 West Bruce Street, Milwaukee 4, Wis. 


craAIN BEL, 
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How to pick up more Abrasive Business in 


ee ——% HE welding industry really offers a great 
ta o Ze WY settee. for ram sabiinaien 
a im ' in abrasive profits. For here is a market, made 
to order for distributor service, that is buy- 
ing abrasives in quantities that do things 
to your stock turnover. 
Probably the market is best pictured by a 
study, representing a gigantic amount of work, 
released by The Welding Engineer (a McGraw- 
Hill publication) in October, 1948. Here are 
a few of the significant facts that were turned 
up in 4,469 plants in the Primary and Fabti- 
cated Metal Industries: 


PERCENT OF PLANTS BY INDUSTRY 
THAT DO WELDING 
Primary Metal Industries. 91% 
Fabricated Metal Products . 87% 
Machinery (except electrical) 91% 
Electrical Machinery . . . . 83% 
Transportation Industries . . 93% 
Miscellaneous Industries. . . . 62% 


Miscellaneous Industries include such manufacturers 
as instrument, photographic equipment, etc. 


Abrasives by 


“Carborundum” and “MX” are registered trademarks which indicate manufacture by The Carborundum Company 
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To get an idea of the size of this market, these 
4,469 plants actually employed 58,739 welders! 
Ninety-two percent of the plants which weld 
do maintenance welding, and seventy-three per- 
cent do production welding. 


Now there’s a market for abrasives, and no one 
is doing more to make it a market for you than 
The Carborundum Company. Sock, smashing 
advertising copy is barraged into the metal 
working industry regularly and persistently, tell- 
ing a service story that no one else can tell. 


CARBORUNDUM has the only complete 
line of abrasive tools offered to Industry. 
Wheels, sander discs, belts, MX discs, and grain 
— whichever is best for the job—all are avail- 
able in abrasives by CARBORUNDUM. 


Welding Departments want smooth, uniform 
finishes. They want abrasives that tear through 
excess metal fast yet look good on cost figures. 
And whether it’s a “smooth as silk” final finish 
or one that prepares the surface for organic 
finishes, there’s a Coated Product or a Bonded 
Product by CARBORUNDUM that’s pretty 
close to being perfect for the job. 


We're trying to build this market for you. Large 
sums of money are being spent on product devel- 


opment to stay in step with technical advances 
in welding. Field research keeps our technical 
staff in daily touch with new requirements and 
possible improvements. And steady promotion 
and magazine advertising keeps the market con- 
stantly aware that you're handling the best there 
is when you put abrasives by CARBORUNDUM 
on the job. 


To help you recommend and specify the proper 
abrasive products, we refer you to your copy of 
The Carborundum Company’s Simplified Sales 
Manual. Product information is given to you in 
a well organized manner, condensed to bare 
essentials. Use of this Manual makes it easier 
and faster for you to specify and sell. 


Don’t overlook this profit opportunity. It’s cer- 
tainly large enough to justify carefully planned 
selling. It’s profitable repeat business. When you 
recommend abrasives by CARBORUNDUM 
you're identifying yourself with the best known 
name in the abrasive industry. The Carborundum ° 
Company, Niagara Falls, New York. 


TRADE MARK 
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Industry Needs 
BELTING to increase 
PRODUCTION = Your 


Profit Opportunity ! 


As industry extends its postwar scope of 
activity it is likewise extending its use of 
Conveyor Belting, to maintain proper effici- 
ency standards in materials-and-product- 
handling operations. Almost every stop of a 
distributor's salesman can mean a belting 
sale... if he can “fill the bill” with the right 
belting for the job intended. 

By offering “BUFFALO” Belting the sales- 
man can insure high profit returns through 
additional sales and customer satisfaction . 
from the complete selection of finest-quality 
“BUFFALO” Belts for standardized or 
special industrial use. 


Write for free samples and 
Distributor Profit Story 





let is through the top of the impeller 
housing, allowing tlic flat base plate 
to rest on the bottom of the tank, 
This pump is designed for use in shal- 
low sumps and for liquids of moderate 
viscosities. Operation is silent. Since 
there are no bearings below liquid 
level and no seals, the pump may be 
used with liquids carrying abrasives, 
The entire line is available as pump 
and motor units only or as complete 
units mounted in tanks. Special mod- 
els are supplied to meet individual 
requirements.—Graymills Corp., Ey- 
anston, I]!.—Industrial Distribution, 
May 1949. 














Sander & Polisher 


For Routine, Special Sanding 
And Polishing Operations 


A new oscillating, heavy-duty attach- 
ment provides a fast, easy and con- 
venient method for all sanding and 
polishing operations, offering time and 
money saving advantages. It can be 
used in tight places, in corners, 
around moldings, on flat, round, 
curved, angled and irregular surfaces. 
The unit attaches and detaches in a 
few seconds for instant use of either 
sander and polisher or the drill. It 
has a speed of 2500 cycles p.m. and a 
platen speed of 325 ft. p.m. The 
platen size is 34- x 7-in. and the orbital 
motion }-in. The weight (drill in- 
cluded) is 54 Ibs.. The unit also in- 
cludes sponge rubber pad, three grits 
sandpaper and a polishing cloth.—Dv- 
Fast, Inc., New York, N. Y.—Indus- 
trial Distribution, May 1949. 


Inner Valve 


Balanced When Open, 
Easily Controlled by Diaphragm 


A cup disk and piston seat design 


WEAVING & BELTING CO. 


BUFFALO 7, N.Y. © NEW YORK 
PHILADELPHIA ° SAN FRANCISCO 


inner valve provides a balanced yet 
tight closing valve. The valve is bal- 
anced when open, easily controlled 
by the diaphragm and unaffected by 
changes of inlet pressure. When 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 


Fastener appearance that contributes 
to the sales value of your customer's product 
—helps him get True Fastener Economy. 
The exceptionally fine finish of RB&W Cap 
Screws and Square Head Cup Point 
Set Screws is the product of more than a 
century of continuous research and progressive 
development in fastener manufacturing 
backed by the skill of four generations 
of RB&W men and women. 


THE COMPLETE QUALITY LINE 


Plants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, Ill, los Angeles, Colif 
Additional sales offices. at: Philadelphia, 
Detroit, Chicago, Chattanooga, Oakland 


Portland, Seattle 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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... the emblem of 
customer satisfaction 


EW pulley users can resist the savings to be made by 

the installation of the famous Sprout-Waldron ‘BELT- 
SAVER.’ Its outstanding performance in prolonging the 
life of conveyor and elevator belts has been proved again 
and again by thousands of satisfied users. 


The S-W BELT-SAVER’ is offered exclusively by 
Sprout-Waldron and is the only pulley specially designed 
to save belts on rough service installations where hard, 
abrasive materials must be handled. 


Distributors find that the ‘BELT-SAVER’ sells itself 
. is one of the most popular cast iron pulleys in the 
complete S-W Blue Face Line. 


Write for your copy of the 16-page reference Bulletin 
P-848 today! Sprout, Waldron & Co., 8 Waldron St., 
Muncy, Pa. 


SPRU OMIMdW 
te 
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closed, it is held tight against the 
single seat by inlet pressure. It is 
designed for accurate control at inlet 
pressure below 250 Ibs. and reduced 
pressures below 150 Ibs. Standard 
valves in sizes of 3 to 14-in. have 
bronze bodies and trimmings with 
screwed ends. Valves in the 2 to 6-in. 
sizes have semi-steel bodies, bronze 
trimmings with either screwed or 
flanged ends; reducing valves have 
monel trim. The new type inner 
valve is available in reducing valves, 
float valves, thermostats and back pres- 
sure valves.—Klipfel Mfg. Co., Ham- 
ilton, Ohio—Industrial Distribution, 


May 1949. 


Tube Fitting 


Threadless, Strong Union 
For Joining Steel Tubing 


The body of a new tube fitting is stain- 
less steel, providing corrosion-resist- 
ant joints. The standard grip nuts are 
of mild steel. Gaskets are of a special 
plastic, resistant to heat up to +00° F., 
and which resists acids, organic mate- 
rials and strong alkalis. The elimina- 
tion of tube threads imparts added 
strength and facilitates installation. 
The fittings are available in six sizes, 
from 3 to 2}-in. (outside diameter of 
tube). It’is not necessary to disassem- 
ble the fitting when installing—Stecl 
Products Corp., New York, N. Y.- 
Industrial Distribution, May 1949. 


Safety Hooks 


Drop Forged For 
Strength & Reliability 


Drop forged, safety hoist hooks fea- 
ture automatic mousing action with a 
safety-tie lip lock holding the point ot 
the hook and preventing the sling 
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“972,079 MESSAGES 
| 0) LIKE THESE WILL HELP 
= © BUILD VOLUME FOR YOU!” 


Rent 


aavemame.n 5 | And that's not all ... every Butterfield advertisement, 
“ane ‘besides arousing interest and confidence in Butterfield 
products... carries this statement to protect your vital in- 
terests: “CONTACT YOUR LOCAL BUTTERFIELD DISTRIBUTOR.” 





‘This year we've added another important publication 
~,..MODERN MACHINE SHOP... to get even greater 








“feadership among metal-workers. This, together with 





. AMERICAN MACHINIST — MACHINERY — and MILL & FACTORY 
‘will get our message to market. 


Yes, a hard-hitting advertising campaign that reaches 
your prospects .. . a complete “merchandising kit'’ which 
Gives you materials your customers want and use...a 
factory-trained staff of representatives who know the 
meétal-working field to help you with your problems . 

§ a Distributor Policy that gives you full protection 
ull cooperation: all these add up to a program that 
fs better business for you! 


dition, extensive re-designing of our packages gives 








: n attractive package that protects and prevents ac- 








4 ‘spilling of the contents . . . features that you can 
Midise to your customers with great benefit. 
BUTTERFIELD J ‘ B may be an open franchise in your area. Inquire 
——<— -=—T lion Twist Drill Company, BUTTERFIELD DIVISION, 
a ee _— . le, Vermont, and Rock Island, Quebec. 
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pan 100% INSPECTED TOOLS : 
Every Tool Individually Inspected q 
| TAPS © DIES © REAMERS © SCREW PLATES a 
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from slipping off. The mousing auto- 
maticaliy engages as the load is applied 
and disengages when it is released. 
This eliminates hook point straight- 
ening out, snagging of hook on ledges 
and load slipping or jumping off the 
hook. Another factor is that the 
patented shoulder and lip lock con- 
struction of the safcty tie gives a wide 
margin of safety; the pin can be 
sheared without affecting the load- 
holding capacity of the hook. All 
bearing surfaces are machined for 
accuracy. In 5 and 10-ton sizes, the 
hooks are available with eye bridge or 
shank bridge. The hooks can be used 
* . whenever rigging or sling lifting of 
in Dem t ng loads is a part of materials handling, 


not just for special loading.—Brewer- 
4 _ Titchener Corp., Cortland, N. Y.—In- 
Cen tri fu Le fe | Pum ps | dustrial Distribution, May 1949. 


i 





@ From the little 5 g.p.m. "Motor-Mounts" to the big 
3600 g.p.m. Side Suction Centrifugals, you can meet 
the lion's share of industrial requirements with the 
diversified line of standard Deming Centrifugal Pumps. 


This "Power of Selection" makes it possible for the industrial distrib- 
utor's salesman to match the right pump to the need .. . frequently 
helping the customer to avoid the extra cost of a special pump he 
THINKS he needs until he sees a STANDARD Deming Centrifugal 


designed for the work. 


For example, the Deming Side Lift Truck 
Suction Centrifugal shown at é Adjustable in Width 
the right is designed with a % om [pied And Lowered Height 
separate liquid end. Where eee L 
corrosive liquids must be | A two-way adjustment enables a new 
pumped, only this separate , ‘ tote pan lift truck to be used with 
liquid end need be made of —— a “ practically all standard tote pans rang- 
special alloys with resultant . | ing in width from 8 to 24-in. The 
economy to the user. width is adjusted by loosening eight 
set screws and contracting or expand- 
THE DEMING COMPANY | ing the telescopic frame as required. 
511 BROADWAY «* SALEM, OHIO | The lowered height is changed by rais- 


ing er lowering the side plates which 
es . are fastened by four bolts. The forks 
COMPLETE LING which lift and carry the pans are 22-in. 


t long. Loads up to 1,000 Ibs. can be 
elevated by a single downward move- 


Pp um p 4 fo ¢ A | i | ri re | u Ss t rie % ment of the towing handle. The forks 


(Continued on page 184) 
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BteatTee.. 


Manufacturing 


Ey and Tested Quality a 


Guarantee Positive 
Operation and 
Dependable 


Power 


SOLD ONLY THROUGH DISTRIBUTORS 


COMPLETE INFORMATION WILL BE GLADLY FURNISHED — WRITE US 


THE COLUMBIAN VISE & MFG. CO. 


$9025 BESSEMER AVENUE CLEVELAND 4, OHIO 


THE WORLD’S LARGEST MAKERS OF VISES 
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Here in our new home near 
Plymouth, Michigan, 25 miles from our 
old Detroit location, we will be able to 
serve our distributors and their customers 
most advantageously. 


Built on a 26-acre site, and having approx- 
imately 250,000 square feet of floor space, 
this new factory is perhaps the most modern 
cutting tool plant in the world. Conditions 
are ideal for our employees; there is 
capacity for increased production; and with 
layout and facilities specially planned and 
_ built in for our particular kind of work, our 
customers can expect even better service 
than ever before, and certainly a continu- 
ation of that quality that has earned us our 
slogan, “MAKERS OF FINE TOOLS FOR 
MORE THAN A CENTURY.” 


This new home could not have been made 
possible were it not for the loyalty of our 
distributors. To you we pay tribute in this our 
101st YEAR of service to industry—the year 
of our occupancy of our new headquarters. 


TW! 
CARBIDE TIPPED TOOLS 
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HEADQUARTERS... 


TWIST DRILLS « REAMERS ¢ COUNTERSINKS 
INTERCHANGEABLE PUNCHES « SPECIAL TOOLS 
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Cif METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: 2 to 5 tons. 











Industrial buyers and production executives listen when you talk 
CW. Hoists because they recognize a service-proven line manufactured 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable 
orders. Here are four “stock” items that move. 








CH CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
Ibs. Popular with maintenance 
workers. Herc-Alloy steel load 


chain. Capacities: % to 10 tons. 


CH COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: ¥% to 1 ton. 


Cf PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


you are not selling a satisfactory volume of chain and electric ., ‘ 
hoists, get posted on CM and open up some new business. « 


CHISHOLM-MOORE 


HOIST CORPORATION 


lioted with Columbus McKinnon Chain Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA,_N. Y. 


SALES OFFICES: New York, Chicago and Cleveland ¢ Distributors Everywhere 
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automatically lock in the raised posi- 
tion and are released by a simple pedal 
arrangement. Steering is simplified by 
a 4-in. swivel caster mounted at the 
front of the truck. The capacity load 
rolls easily on two 5-in. wheels.—Lyon- 
Raymond Corp., Greene, N. Y.—In- 
dustrial Distribution, May 1949. 

















Hand Torch 


Burns Upside Down 
Or at Any Angle 


A general utility, self-contained han 
torch, 24 x 13-in., burns liquid px 
troleum gas and holds enough fi 
for an average day’s burning. It will 
do light brazing, soldering and in 
numerable heating operations. The 
torch has a filtered burner that will 
not clog or blow out. It is of steel 
construction, satin-chrome _ finished 
and of precision manufacture. A 
single contro] valve turns the torch 
on and off and adjusts the flame from 
a pencil point to a roaring blowtorch. 
It is casy to handle, invaluable in 
cramped quarters and can be carried 
or stored anywhere.—Industrial_ Engi- 
necred Products Co., Los Angeles, 
Calif.—Industrial Distribution, May 
1949, 














Conveyor Switch 


Rollers Are Concentric, 
Avoid Friction & Slippage 


An adjustable curve switch for wheel 
or roller conveyors can be set to any 
angle from through travel to 45° right 
or 45° left or both. Each of the mov- 
(Continued on page 188) 








OFFERS YOU 
These Fast Moving Nationally Accepted Profitable Lines 


HACK SAWS BAND SAWS 
HAND AND POWER BLADES METAL CUTTING - WOODCUTTING 
also Linotype and Dry Ice bands, Band Saw 


a, naa Knives, and Butcher saws. 
SPARTAN. 
HIGH SPEED STEEL 
DOOR ORAL AIL IW ; 





COMPASS SAWS 
WOOD CUTTING - METAL CUTTING 


poet 


TOOL BITS 
KUTAL - SPAR - KING - SPARGROUND 
Kutall Bits for general 


HACK SAW FRAMES purpose work 








Spar-King for the higher 
grade jobs and for extra special 
Scientifically designed to hold its shape for SEE US AT work to give you Sparground. 


years and perfectly balanced for greater effi- BOOTH 804 
ciency. AT CLEVELAND 


ALL SPARTAN PRODUCTS ARE SPARTANIZED 


SPARTANIZED—A special heat treating method produced in our own plant 


that gives Spartan Products quality and service features far above the 
average. 





THE SPARTAN SALES POLICY 
Sold only through Distributors with 
Full Protection to Stocking Distributors 


SPARTAN SAW WORKS, INC. SPRINGFIELD 7, MASS. 
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A Line that Builds Sales 


_Here’s the golden opportunity for you to handle this nationally recognized 
line of industrial equipment—any part or all shown here. _ 
Act now to enlarge your scope of service to your customers and build a 
good, steady volume on these Ingersoll-Rand products which have many 
applications in all industries. Fill out and send in the coupon today for 
details of our Authorized Distributor Plan. Let us discuss our selective — 
distribution policy with you. 


Pointing out these features will bring 
MORE COMPRESSOR SALES. 


 V-Shaped Design with Individual CyKriders 





® Stainless Steel Valves 
© 4 Piston Ring Construction 
® Totally Enclosed Centrifugal: Untoader 


® Splash Oiling and Automatic Level 
_” Filling 

These are a few quality features which make 
Ingersoll-Rand Type 30 Compressors stay 
on the job longer and give years of trouble- 
free service. These units have made money 
for authorized I-R distributors. Type 30 
Compressors are available in single and two- 
stage models from % to 15 HP. 


Easy to Use Makes This Air-Operated 
J-10 UTILITY JACKHAMER Easy fo Sell 


Only 14 lbs. in weight, it finds many uses 
around every kind of plant for maintenance 
and construction work. With fast, built-in ro- 
tation, it saves many hours of costly, tedious 
hand drilling. It’s a lightweight with a heavy- 
weight wallop—a money-saver for your cus- 
tomers and a money-maker for you. There is 
a complete line of accessories available. 





INGERSOLL-RAND CO., Room 1360, 11 Broadway, New York 4, N. Y. Tell me more about the following Products 
and your Authorized Distributorship 

NAME 

Type 30 Compressors Motorpumps 


J-10 Jackhamer Supirjets 


COMPANY. 


ADDRESS 


sae Electric Tools 400-14 
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1e. aad Keeps Customers 








ROTARY ELECTRIC IMPACTOOL 
Sell the popular tool of today 


Triple your electric drill business by selling 
the Ingersoll-Rand Impactool. It’s the world’s 
~«: greatest nut runner and multi-purpose tool. 
~"" It’s available in popular sizes for immediate 
delivery which means more profits for you. 
... kwery.piant is a prospect for both preduction 
es ‘enance work. 





























SUPIRJET 


Performance Pays Off in Profits 


SUPIRJET users like the simple, compact 
design and rugged construction that gives 
them high lift performance and a steady sup- 
ply of water at all times. Horizontal and verti- 
cal models for deep and shallow wells with 
motors from % to 1 HP. Larger units 1% to 
40 HP are also available for lifts to 400 feet. 
Make it a point to investigate this volume 
sales item. 






If You Want Satisfied Customers — 


Sell These MOTORR PUMP’S 


These heavy-duty pumps handle anything 
from water to highly viscous fluids—move 
them faster and cheaper. They are made in a 
wide variety of types and sizes for every pump- 
ing requirement; 1 to 40 HP; 10 to 1800 g.p.m.; 
heads to 600 ft. And they can be mounted hori- 
zontally, vertically or on any angle—or on a 
carriage for portability. 


\ Build Your Business on the Ingersoll-Rand hie! 
Ingersoll-Rand 


11 BROADWAY, NEW YORK 4, N. Y 
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The “heart” of a Hein-Werner Jack is its Heinite Piston, 
proven by actual tests to withstand ten times the wear of 
conventional cups or packings. Completely engineered and 
manufactured in our own plant, the exclusive Heinite Piston 
is your customers’ guarantee of maximum operating 
efficiency in every Hein-Werner Hydraulic Jack. 


MEETS YOUR CUSTOMERS’ NEEDS FOR HYDRAULIC PRESSURE UP TO 100 TONS 


Your customegs will find many time and labor-saving uses 
for Hein-Werner Hydraulic Jacks. For maintenance, conver- 
sion or production line operations, these hydraulic jacks are 
efficient for pressing gears, pinions or bushings—or for 
helping to shift heavy machinery, move heavy stock, or 
other load-lifting operations up to 100 tons. Every Hein- 
Werner Jack is tested at 1%; times its rated capacity. 


Made in models of 112, 3, 5, 8, 12, 20, 
30, 50 and 100 tons capacity. Write for 
complete information. 


He 


HEIN-WERNER CORPORATION 


WAU KESHAe WISCONSIN 
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able axles of the rollers or wheels 
is mounted in its individual frame 
which slides on a strong steel bed. 
A flexible center rib keeps them con- 
centric at any setting, and a lever un- 
der the bed of the curve shifts the 
rolls as a unit from one position to 
another and locking pins maintain 
such setting. The work accepts the 
change in the direction of flow na- 
turally and does not require guar< 
rails to force it into the curve. The 
switch can be used with straight sec- 
tion or portable fixed curve section 
for greater angles and is furnished wit); 
either wheels or rollers.—Metzgar Co., 
Grand Rapids, Mich.—Industrial Dis 
tribution, May 1949. 














Impact Wrench 


Features High Torque, 
Negligible Torque Reaction 


A 3-in. clectric impact wrench has 
many applications, including driving 
nuts, bolts and cap screws up to 2-in. 
thread size; driving studs up to 4-in. 
thread size; removing broken studs: 
driving and removing machine screws 
to -in. thread size; wood screws up 
to No. 20; drilling holes in steel to 
f-in.; step drilling of reaming holes 
from } to 4-in. in $-in. steps. Reverse 
spiral fluted reamers are recommended 
for reaming. The well-balanced wrench 
has a polished, mirror-like die casting 
case, a free speed, forward or reverse 
of 2150 rpm, strikes 2,000 blows per 
minute, operates on AC/DC—60 
cycles. It weighs 6 lb. 14 oz. and em 
ploys a 4-in. square spindle drive with 
a l¥s-in. spindle offset—Independent 
Pneumatic Tool Co., Aurora, IIl.— 
Industrial Distribution, May 1949. 


Cradle Roll Fixture 


Telescoping Principle 
Permits Quick Adjustment 


A new, telescoping, extension cradle 
roll fixture has been developed for the 
casy marking of varied length cylin- 
drical parts in marking machines. It 
is also adaptable to other uses where 





— the number of hard-hitting Veelos advertising mes- 
sages planned for 1949. From the pages of these widely- 
read industrial magazines and directories comes the theme 
we stressed last year, are stressing again right now: 
000 000 © Standard reels of Veelos provide belt replacements of any 
3 1 length for any type drive. 


© Four reels replace up to 316 sizes of endless v-belts. 


eeeee 
* Adva hl ce g al é g mn f h @ Proper belt lengths are always available ... easy to locate. 


@ Veelos is easy to inst: Il... lowers machine downtime. 


@ Saves storage space... simplifies stock records. 
0 8 D Veelos advertising is at work bringing this important sales 


story into the plants in your territory, reaching the people 
you want to reach, starting the sales you’re going to close. 


Write for complete details about the profitable Veelos 
distributor proposition — now ! 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PENNSYLVANIA 


FACTORY. 
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THE LINK : SERS 


V- BELT ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 
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| varied lengths of tubular or solid cylin 
| drical parts are to be worked. ‘The 
fixture is made of two scts of cradle 
rolls, both adjustable for diameter and 
both mounted on a main plate. Onc 
sct is permanently mounted, adjust- 
able only for diameter of part to be 
marked. ‘lhe other set is mounted 
on a slide plate. As the adjustable 
set of crade rolls is pulled out, the 


The Versatile —_ " shafts pull out also, stopping when 


the limit of shaft length has been 


ee 3 1a ; reached. Free rotation is provided 

C LARK Bar aty “aN ies by Oilite bearings in small size cradle 
: rolls and in larger sizes, precision rol- 

. - I ler bearings ere used.—Acromark Co., 

ST E A M T R A Pp : 2 Elizabeth, N. J.—Industrial Distribu- 


tion, May 1949. 





The ever increasing demand 
for the new CLARK ‘60” Steam Trap 
proves that Clark engineers “hit the 
jackpot” again on this one! It is small, 
costs less, yet it does a better job in more places than any other trap in its class! 





The CLARK "60" is “the small trap with the big trap features” such as positive 
seating with guided disc. It is equipped with two inlets and two outlets for 
easy installation on horizontal or vertical lines. 


THE CLARK MANUFACTURING CO. 


1844 EAST 38TH STREET*+ CLEVELAND 14, OHIO 


CLARK “70" CLARK “70-T" _ CLARK “80" 
STEAM TRAP STEAM TRAP : STEAM TRAP 





Buffing Machine 


Ball Bearing Motor 


“cRV" - : 
PRESSURE [~ (if CLARK “430" [ CLARK Mounted on Adjustable Base 
REGULATOR STEAM TRAP >, | STRAINERS ‘ : 
A self-contained belted motor-driven 


buffer and polisher transmits power 
to the work spindle through multiple 
V-belt drive. The ball bearing motor 
Write today for is mounted on an adjustable base in- 
complete story side the pedestal. The ball bearings 
on Clark Traps are fully protected and give ample 
and Valves. support to the heavy extended spindle. 
The distance from base to inside of 
wheel is 84-in. Optional equipment 
includes a shaft lock for use in chang- 
TRAPS — FLOAT, INVERTED BUCKET, OPEN BUCKET ing wheels and a hand brake for 


AND vAcuuM ® REDUCING VALVES * STRAINERS [RWWRAMAGa Th MOnnae rr Tne 
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*/* TROPITAN” Furniture by Ritts Co., Los Angeles, Col. 


..-when AMERICAN PHILLIPS SCREWS 
are used to fasten fine fyrniture like this” 


Rey CHAIRS” 1. Saray a look at this handsome living room. 
How would you li building furniture like that, with wobbly screws 
and slipping: i i ? uld the builders of this 

i They use American Phillips 


ity line. 
frame toge __ and haven't 4 worry in the 


visibly top-4" ity 
Screws instead 0 binding the , 
or complications in production. In fact, they 


world about cost, spoilage, 
guarantee the frame for life. 
“EASY CHAIRS” TO Tyee Nor do they have any worry about their ultra- 
igns being spoiled by old-fashioned, ugly, slotted screws -- > 
heads left to injure customers and clothes ao 


hese former threats, they now have 
how about 


every fastening point. Now, 
worries do yo" have? Write- 
; Chicago 11: 589 E. Minos St; Detroit 2: 502 Stephenson Bidg- 


Brass, Bronze Stain- 
Aluminum, 
Everdur (sill- 

con bronze) 


l D 





but any other single speed is available. 
The machine is also furnished with 
two speeds.—Standard Electrical Tool 
Co., Cincinnati, Ohio. — Industrial 
Distribution, May 1949. 


$5.07 saved a contract 
eceand a man’s business 


} ae | 














; Braga Bre 
Special switches were needed to complete an electrical instrument contract. 
Late delivery of finished items would kill chances of future orders and lay off men. 
Switches were 1100 miles away, but Air Express delivered the 15-lb. package 
at 3 a.M.—8 hours after pick-up. Cost, only $5.07. Air Express now used 
regularly. Keeps down inventory, improves customer service by early delivery. 











Soldering Iron 


Requires No Electric Current 
Or External Heat 


A soldering iron utilizes a chemical 
| cartridge that heats the iron to work- 
ing temperature in 5 seconds and 
maintains it at an average temperature 
of 800° F. for seven minutes. The 
cartridge, about the size of a small 
flashlight battery, is ignited by the 
impact of a spring rod which is pulled 
out and icleased at the back of the 
handle. The cartridge is non-ex- 
plosive. ‘The iron is of sturdy con- 


Lt 
kd 
kl 


Low as $5.07 was, remember Air Ex- 
press rate included door-to-door service, 
receipt for shipment and more protec- 
tion. It’s the world’s fastest shipping ser- 
vice that every business uses with profit. 


World's finest Scheduled Airline fleet 


carries Air Express. 24-hour service — 
speeds up to 5 miles a minute. Direct to 
over 1000 airport cities; air-rail for 
22,000 off-airline offices. 


FACTS on low Air Express rates: 


17-lb. carton of hearing aids goes 900 miles for $4.70. 
12 lbs. of table delicacies goes 600 miles for $2.53. 
(Same day delivery in both cases if you ship early.) 


struction, has no breakable or fragile 
parts. The heat developed is equiva- 
lent to about 250 watts peak. Six 
interchangeable tip sizes are available, 
ranging from % to 14-in.—Kemode 
Mfg. Co., New York, N. Y.—Indus- 
trial Distribution, May 1949. 


Only Air Express gives you all these advantages: Special pick-up and 
delivery at no extra cost. You get a receipt for every shipment and delivery is 
proved by signature of consignee. One-carrier responsibility. Assured 

rotection, too—valuation coverage up to $50 without extra charge. 


ctically no limitation on size or —_ For fast shippin; 
Division, Railway 


phone Air Express 
‘Air Express delivery”’ on orders. 


SEY fe 








action, 
specify 


ZSS 


GETS THERE FIRST — 


xpress Agency. An 


Rates include special pick-up and delivery 
door to door in principal towns and cities 





AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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Conveyor Belt 


Wear-Resistant Top Compound 
Grips Containers 


A new-type rubber conveyor belt 
handles packages, bags or containers 





PY-S Atel aMmeolile Mm tale lial-t-Jalale| 
Put EXTRA Value In 


This Kennedy Ad 
Is Currently 
Appearing in... 





WHEEL NUT, below hand- 


wheel level to prevent burning 


palm of hand on steam service. 


GLAND, bronze, self-center- 
ing, extra-long to allow maxi- 
mum take-up on packing. 


PACKING, molded, graphited 
and lubricated asbestos, de- 
signed and proved to main- 
tain resilience and resist leak- 
age for long periods. 


STEM, bronze, high tensile 
and torsional strength, 
non-rising for limited 
headroom, also reduces 
wear on packing. 


NS 


% 


_ HANDWHEEL, malleable iron, 
non-heating design, large size 
for non-slip, comfortable grip. 


——— PACKING NUT, bronze, heavy 


head withstands pipe wrench 


| punishment, extra threads 


provide increased packing 
adjustment. 


STUFFING BOX, bronze, un- 
usually deep to provide tight- 
ness without jamming pack- 
ing. Can be repacked under 
pressure wide open. 


BONNET, bronze, large hexes 
close to body increase rigidity, 
permit easier removal when 
clearances are close. 


BODY, bronze, 
rugged construc- 
tion, straight pas- 
sageway  mini- 
mizes flow resist- 
ance, disc clears 
passageway in full 
open position. 


DISC, bronze, simple, 

strong mechanism. Interior 

body ribs fit channels on disc to 
provide accurate guide. 


Write for Bulletin No. 102 * BUY FROM YOUR LOCAL DISTRIBUTOR 


VALVE MFG. CO. 
1040 EAST WATER ST. 
ELMIRA, NEW YORK 


POWER 


OPERATING ENGINEER 


INDUSTRIAL 
EQUIPMENT NEWS 


MILL AND FACTORY 
CHEMICAL ENGINEERING 
FOOD INDUSTRIES 


ENGINEERING 
NEWS-RECORD 


PETROLEUM PROCESSING 


PLUMBING AND HEAT- 
ING BUSINESS 


PLUMBING & HEATING 
JOURNAL 


To help you sell 


KENNEDY VALVES 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 


Deen cee cee ce cee cee cree ces ese ee ces cee re mee ce me me me ee ee ce ee ce cr mr me ee em ere me cee cee me me ee ee ee ee ee ee ee ee ee ee ee we ee 
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A VINCENT DRESSER 





a 
—— 


THAT MEANS 
MORE SALES 
FOR YOU... 


There is a style and size of Vincent Dresser 
for every job. This means that on every appli- 
cation, by using the right dresser, your custo- 
mers will get maximum satisfaction. It also 
means that no matter what your customer's 
needs, you have just the dresser to sell him. 


There is a bonus of several extra dressings 
from every Vincent Dresser Cutter, too. Made 
of special steel and heat treated to exact 
hardiness, these cutters stand up on the 
toughest applications. 


Stock the entire line of Vincent Dressers 
and Cutters for immediate delivery to your 
customers . .. and for sure repeat sales. 


WIN CE INT 


STEEL PROCESS COMPANY 
Heat Treaters of Metals—300 Tons Capacity Daily 
Producerd of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 


rena TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS 











on inclines up to 30°. The belting has 
a tough wear-resistant top compound 
which grips the containers for speed 
transportation along shipping and pro- 
duction lines. Increased efficiency is 
said to result by the rough texture of 
the carrying surface to better grip the 
items. Duck and rubber plies form 
the carcass of the belt which is avail- 
able in 3 or 4-ply up to 48-in. in width 
—Buffalo Weaving & Belting Co., 
Buffalo, N. Y.—Industrial Distribu- 
tion, May 1949. 











Hand Truck 


May Be Operated 
Without Greasing 


A multi-purpose hand truck may be 
operated throughout its normal life 
without greasing. The wheels are 
equipped with roller bearings that are 
factory-packed with special waterproof 
lubricant. A rugged, cast-single-unit 
frame eliminates constant tightening 
or replacement of loose members. The 
truck is perfectly balanced, is corro- 
sion resistant, rust-proof and can be 
made spark-proof. Since there are no 
assembled parts to loosen, no servic- 
ing is required.. The sealed-for-life 
aluminum alloy wheels are clean and 
attractive and the solid rubber tires 
are guaranteed not to separate from 
the wheel core. The rubber tread is 
oil and water resistant—Aerol Co., 
Burbank, Calif —Industrial Distribu- 
tion, May 1949. 


Sequence Valve 


Hydraulically Balanced Piston 
Has Large Bearing Surface 


A new sequence valve prevents flow 


Detroit 7, Michigan 


2424 Bellevue Avenue into a branch circuit until the pressure 
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PORTER CABLE 


LLU 


SAWS 


Balance - built throughout! 


You know how a carpenter picks up 
a tool. How he handles it. Gets the 
feel of it. He’s looking for balance in 
the tool . . . because balance means 
easier handling . . . less fatigue... 
better performance. That’s why car- 
penters prefer the balance-built Speed- 
matic! 


lance -:° 
ve ba 

sts pro — 
4 d the Speedm c upside 
Stan 

oad shoe +** 

a 7000 RPM— 
¢.or 


ori the extra-b 
speeds UP 


5. No starting tw's 


” WATER SPILL 


ave to grip - 
yo" 
Whether it” ae ist- ee . that’s rie 
he back, 
\" handle att 


With Speedmatic Saws there’s no 
twist...no tilt...no tip! 


Belanced when you lift it! 
Balanced when you hold it! 
Balanced when you use it! 


_ PORTER-CABLE Machine Co. 


; 1805 N. Salina St. Syracuse, N.Y. 
Manufacturers of SPEEDMATIC and GUILD Electric Tools 
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TUBULAR 
BARROW 


BRICK and TILE 
BARROW 


MILL 
BARROW 


TUBULAR 
COAL DELIVERY 
BARROW 


CONCRETE 


JACKSON MANUFACTURING COMPANY 


HARRISBURG © PENNSYLVANIA 
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palate 


| in the main circuit has reached a pie- 


determined amount. Improvements 
include a hydraulically balanced piston 
with extra large bearing surface; spring 
guide; hardened, ground and _ lapped 
plunger; single diameter bore; piston 
stop and large diameter plunger. Di- 
rectly operated by the pressure in the 
“in” port, the valves are availab‘c in 
two pressure ranges of 50 to 300 P.S.T. 
and 500 to 1500 P.S.I., with adjust- 
ment from minimum to maximum in 
cach range. Seven sizes range from 
} to 14-in.—Gerotor May Corp., Balti- 
more, Md.—Industrial Distribution, 
Mav 1949. 


Safety Hasp 


Two Steel Ribs Reinforce 
Heavy, Wrought Hinge Plate 


| A 44-in. safety hasp provides maxi- 


mum strength and furnishes protec- 
tion by the pinless hinge and recessed, 
reinforced screw seatings on hinge and 
eye plates which keep the screws 
locked-in when the hasp is closed. The 
unit features a one-piece padlock eve 


| that cannot be knocked out. The 








At That Glitters ls Not Bronze 


When applied to bearings the word “bronze” becomes much more than merely 
the name of a metal. 

Any little alley foundry can melt scrap which when poured is “bronze’”’—in color. 
What is its analysis, its physical properties? Neither the maker nor the user knows. 

In a vastly different foundry Bunting melts prealloyed ingot, each shipment 
carefully checked for correct analysis. The temperature of each ladle poured is 
measured by thermo-couples,—the analysis checked by thoroughly trained men in 
a well-equipped laboratory. When poured into castings it is not only bronze in 
color,—it is bronze, bearing bronze, of the unvarying high quality associated with 
the Bunting name. 

Uniform chemical composition and physical properties, uniform melting and 
pouring temperatures, exact control,—are inherent in all Bunting products,—Pre- 
cision Bronze Bars, Standard Stock Bearings and Electric Motor Bearings. The way 
to secure the best in bronze is to buy Bunting. The leading distributor in your lo- 
cality is almost certainly the Bunting distributor. The Bunting Brass and Bronze 
Company, Toledo 9, Ohio. Branches in principal cities. 


™ BRONZE BEARINGS - PRECISION BRONZE BARS - BUSHINGS 
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SERIES F pumps — with four- 
port design offering 8 op- 
tional piping arrangements 
—are used with all kinds of 
clean liquids. Standard or 


bronze fitted; packed box or 
mechanical seal. Up to 300 
p-s.i.; 1 to 300 g.p.m. 






SERIES H pumps are used for 
hydraulic mechanisms; other 
places where high pressures 
are required. Packed box or 
mechanical seal. Pressures 
up to 1000 p.s.i. 


4 


SERIES K pumps are used for 
hydraulic service, fuel trans- 
fer, or fuel supply. Roper 
Venturi suction and dis- 
charge principle. Packed 
box or mechanical seal. 150 
p-s.i.; 3 to 50 g.p.m. 


GEO. D. ROPER CORPORATION 
335 Blackhawk Park Ave., Rockford, Illinois, U. S. A. 








Dependable Roper Rotary Pumps are built 
in a wide range of sizes and capacities to 
take care of diversified needs in industry. 
Simple, compact design permits optimum 
performance and smooth, quiet operation 
under sustained pumping runs... maximum 
suction qualities —in all types of liquid 
transfer work — give high volumetric effi- 
ciency with low power requirements. 


Whether you work with thin or thick liquids, 
there is a Roper available to handle virtually 
any clean liquid. Pumps are standard fitted 
and bronze fitted — have capacities from 
34 to 300 g.p.m.— pressures up to 1000 
p.s.i. — speeds up to 1800 r.p.m. — mount- 
ings and drives for every practical need. 


Investigate Roper Pumps and their adapta- 
bility to your installation. This is the quick, 
sure way to solve your pumping problem. 


Write for Descriptive Literature 


— SERIES 3600 pumps ase used 
for general purpose work 
handling thin or thick 
liquids. Standard or bronze 
fitted; with or without built-in 
relief valve. 40 to 200 g.p.m. 


SELLOUR 
| CATALOG IN 
[ean 
—a/! 


BUILDERS OF PUMPS FOR MANUFACTURING, MARINE, PETROLEUM, AND PROCESS INDUSTRIES 
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hasp is plated with pure cadmium for 
full protection against rust.—Master 
Lock Co., Milwaukee, Wis.—Indus- 
trial Distribution, May 1949. 
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Pressure Material Tanks 
Available with Motor-Driven 


Or Manual Agitators 


A line of standard pressure material 


| tanks, ranging in capacity from 2 to 
| 60 gallons, have seamless drawn steel 


shells and are galvanized, inside and 
out. ‘They meet A.S.M.E. specifica 
tions and handle working pressures to 
110 Ibs. Steel bands welded to the 
concave bottoms provide solid support. 
Cadmium plated pressed steel lids are 
secured with C-type clamps. The 
tanks are available with manual or 
motor-driven agitators, top or bottom 
outlet.—Binks Mfg. Co., Chicago, IIl. 


| —Industrial Distribution, May 1949. 








Window Fan 


Eliminates Vibration Noise 
Due to Metal-to-Metal Contact 


Mounted in a wooden frame, a new 
window fan eliminates vibration noise. 
It is equipped with a 20-in. fan blade 
and is driven with a 1/6 hp, 2-speed 
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CHI CAGO SCREW CO. 


AUTHORIZED D 





ISTRIBUTOR 


EVERY ONE A V.I.P. 


Every one of our distributors is a Very Important Person in 
our estimation. His work in the field .. . his sales and tech- 
nical problems . . . and his happiness with our products are 
of vital concern to us. 


Our crew of factory-trained salesmen give individual atten- 
tion to each of these VIP’s in his territory — in a personal, 
interested manner. Not only are they concerned with distrib- 
utor dilemmas, but they are alert to make every assist possible 
in the field. 


Chicago “SAFETY PLUS” Products include: 


Socket Head Cap Screws * Socket Set Screws * Stripper 
Bolts * Square Head Point Set Screws * Socket Pipe 
Plugs ¢ Keys for “SAF PLUS” Products * Hexagon 
Head Cap Screws * Square Head Cup Point Set Screws * 
Headless Set Screws * Fillister Head Cap Screws * Taper 
Pins ¢ Milled Studs * Semi-Finished Hexagon Nuts * 
Semi-Finished Hexagon Castellated Nuts. 


oe Mate Ge 


First and foremost, of course, in our distributor policy is 
the maintenance of the highest standard of quality, accuracy 
and dependability in every one of our products he sells. 

Our method of selective distribution, margin of profit, sturdy 
packaging and aggressive advertising combine to assure our 
distributors that Chicago ‘Safety Plus’ Screw Products are 
made right and sold right. 
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motor, 1100/800 r.p.m., which is 
cquipped with sealed-for-life type ball 
bearings. The fan is electrically re- 
versible and may be used to exhaust 
air or to draw air into the building.— 
Baldor Electric Co., St. Louis, Mo.— 
Industrial Distribution, May 1949. 

















Live Center 


All Parts Replaceable 
And Interchangeable 


A ball-bearing, p-ccision live center 
has been designed to provide strength 
and rigidity required tor heavy rough- 
ing cuts and accuracy for fine work 
and high speeds. ‘The revolving cen- 
ter is made from electric furnace tool 
steel. The center point shaft extends 
through the taper shank and is sup- 
ported by bearings at both ends. A 
| specially designed precision ball bear- 
bw | ing carries both radial and thrust 
OF YOUR BEST CUSTOMERS ’ loads, and center point whip is elimi- 
™ _| nated by a rear pilot bearing. ‘The 
_live center is available in two sizes.— 
South Bend Lathe Works, South 
Men who use tools day in and day out in their Bend, Ind.—Industrial Distribution, 
May 1949. 


Se eee 
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work know how important high quality is. 


WINER EI aE eters en Ke eT 


These good workmen have long known that 
the high quality of Klein pliers pays off in the 


End Mills & Holders 


quality of work they do—in the time Klein’s 
Positive Locking Device 
Holds Mills Immovably 


A new line of carbide-tipped end mills 
—electricians’ pliers, original Klein pattern and and holders feature a positive locking 
device which holds the mills immove- 
| ably in the holder, while allowing end 
cutters—oblique cutting pliers, standard pattern wise adjustment and quick change of 
cutters. An alternate adjusting shoc 
adapts the cutters to standard, set- 
screw type holders. Two-flute end 
mills are stocked in diameters from 4 
The Klein Pocket Tool Guide, to l-in. and four-flute mills from 3 
showing the Klein line and con- to 2-in. All end mills have ]-in. di- 
taining useful tool information, : } ; , : : . 
will be mailed on request. I ameter shanks to assure complete in- 
terchangeabality and are available for 
cutting cast iron or steel. One-flute 
cnd mills, l-in. in diameter, are avail- 
po & Sons able for use when low cost and ease of 
sharpening are primary considerations. 
, —Lovejoy Tool Co., Springfield, Vt. 
eR sae 0 Hehe eine iS igi eine - iene ore —Industrial Distribution, May 1949. 


save them on the job. 


Be sure your stocks include the favorite Klein’s 





streamline pattern—long nose with or without 


and heavy duty. 


Since 1857 
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There Are Half-a-Hundred Reasons Why 
You Can Make More Hand Truck Sales! 


THERE ARE FIFTY MODELS and SIZES 
in the AMERICAN HAND TRUCK LINE 


When it comes to making more hand truck sales you have 
plenty in your favor with husky pressed-steel Americans. 
The complete line of fifty models and sizes puts American 
in the lead to handle every type of hauling job. 


Each and every one is constructed of pressed-steel. 
Americans are built to stay on the job and keep main- 
tenance costs low. 


Fast rolling American “Steelite’’, Ball Bearing, Rubber 
Tread Wheels hustle more material faster... move more mate- 
rials per man-hour through smooth-rolling performance. 


American Hand Trucks are perfectly balanced... Make 
it easier for truckers to handle heavy loads. . . Increase 
trucker efficiency. 


- 


Americans are the profit line for you—more 
trucks for more jobs result in increased sales. 
Write today for further information. 


The Umerican Pulley 


4220 WISSAHICKON AVE., PHILADELPHIA 29, PA. 


AMERICAN 


PRESSED~STEEL 


HAND TRUCKS 
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ALLA 


The COMPLETE Line of 
Socket Screw Products 


—Made by specialists in socket screw 
manufacture in a plant devoted exclu- 
sively to the manufacture of “Blue 
Devil” Socket Screw Products. 


Socket Set Screws—recessed, safer set 
screws. Can be tightened more firmly 
without danger of stripping heads or 
slots. Available in cup, cone, oval, flat 
or half-dog point. 


Socket Cap Screws—lInternal wrenching 
saves space. Easy to use, no battered 
heads or stripped slots. “Blue Devil” 
socket screw products have precision- 
made class 8 thread fit. 


Socket Pipe Plugs—stronger, safer pipe 
plugs of heat treated alloy steel. Better 
seal, easier wrenching. 

Socket Screw Keys—for all standard 
sizes of hexagon socket screw products. 
Also cadmium plated key kits for indi- 
vidual workers. 

Socket Stripper Bolts—also for cam mo- 
tions, link attachments or wherever a 
strong, long-wearing stud is required. 


Flat Head Socket Cap Screws — new 
flush-type screws with hex socket for 
tighter fastening. Fit standard counter- 
sink. 


Stop in and see us... 
Conference Booth No. 454 
TRIPLE MILL SUPPLY CONVENTION 
CLEVELAND 


SAFETY SOCKET SCREW COMPANY 


4458 N. KNOX AVENUE & CHICAGO 30, ILLINOIS 
11 Park Place New York 7, N. Y. 





Know the Answers 


to quiz on page 129 
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A is a ring gage; B is a plug gage; 
C is a feeler gage; and D is a 
snap gage. 


One is the “go” member; two 
is the sleeve; three is the plunger; 
and four is the taper lock handle. 


Gages are made of all three ma- 
terials. Probably hardened tool 
steel is used more frequently than 
either of the other two. 


Oddly cnough, soft steel will 
wear down gages the least of 
those mentioned. 


“Limits” describes the large and 
small dimensions of the work. 
Tolerance is the amount of erroi 
permissible in any case—the erro1 
that can be tolerated, you might 
say. Clearance is the amount of 
space that must be allowed be- 
tween moving parts, for lubrica- 
tion, etc. Margin is what your 
stock broker always asks for— 
more and more. 


Snap gages are used to derive all 
three dimensions; diameters, 
lengths and _ thicknesses. 


Oh no, they’re not interchange- 
able. When we “measure” work 
we find “size” (usually in inches). 
When we “gage” we are after 
the high and low limits prescribed 
by the operations sheet. 


Nope, that’s false. It’s plug gages 
“go into holes in the work”. Ring 
gages go over the piece being 
measured. 


It can, and it has been so uscd, 
but it’s not to be recommended 
as a permanent substitute. 


The temperature 68-deg. F. has 
been found to work out best. 
The former standard in the 
United States was 70-deg. F., but 
it was changed to conform with 
practice in Europe. 


The “go” end is twice as long 
because it does wear faster than 
the no-go. It must enter every 
hole not too small; the no-go 
(“not-go” if you like) and enters 
only the holes that are oversize. 


Generally, gages 14-in. and under 
are fitted for the taper lock handle 
—with taper lock optional for 
use above 14-in. and up to 2 }-in. 


That’s true. 


That’s truac—if no high degree of 
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How to make a’no man’ (((:2}) 


/ 


VEN if your prospect isn’t in a buying mood, 
here’s how to keep from going away empty- 
d. Remind him that you handle General Electric 


.\ u 
say yes ¢:.:) 
hande 
I lamps and make sure he has plenty on hand. Every 


customer you call on needs lamp bulbs. And since 


G-E lamps are tops in preference, it often only 


takes a suggestion from you to clinch a sale. 


JUST ABOUT EVERYONE uses incan- 
descent lamps somewhere in his 
plant or office. G-E makes all 
types and wattages for every 
requirement. 


MORE AND MORE places being lighted by G-E 
slimline fluorescent lamps! Point out they’re 
the newest in fluorescent—instant starting — 
extra long—more efficient. You can often 
sell a whole installation! 


G-E LAMPS 


THE REPLACEMENT MARKET for fluorescent lamps is 
getting bigger every day. Help your customers 
get all the light they pay for by reminding them 
to replace worn-out tubes with new General 
Electric fluorescents. 


AND DON'T FORGET G-E 
miniature lamps! 
They can add up toa 
good-sized order be- 
cause they’re used in 
sO many ways—in 
elevators, indicators, 
instruments — hun- 
dreds of other places. 


ee 
EVERYBODY USES LAMPS... 
THE EASIEST TO SELL ARE 


GENERAL @@) ELECTRIC 
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POWRARM 


tn combination with a Wil- 
ton 2”, 22” or 3” Vise, the 
perfected Wilton Powrarm is 
a real boon to toolmakers. 
Work can be turned to any 
position without removing it 



















WORK 
POSITIONER 


from vise. Special jigs or fix- 
tures can be attached to the 
Powrarm head. Ideal for 
soldering, brazing or in as- 
sembly operations involving 
small parts. Now available 
with 18 different stock at- 
tachments including radio 
holders. 


WILTON PRECISION VISES 
You can sell a Wilton Vise competitively feature by feature and 
always get the order. Its enclosed design keeps out chips and 
dirt. Grease-packed spindle and unbreakable nut. Broached keyway 
—no wobble. Swivel types convertible into stationary vise. No 
need to carry extra stock. 


BETTER PROFIT MARGIN. Write for catalog sheet and latest 
discount information on Wilton Powrarms and Wilton Vises. 


WILTON 


WILTON TOOL MFG. CO., 936-D Wrightwood Ave., Chicago 14, Ill. 
POWRARMS and VISES 
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accuracy is required, 


False, it shouldn’t be discarded. It 
can be chromium plated and 
ground and brought back to size, 
in most cases where wear is the 
only tactor. 


A snug fit is one in which no per- 
ceptible shake is observable be- 
tween parts. A wringing fit is 
one where the pieces are twisted 
together in the hands. A tight 
fit is for parts more or less per- 
manently assembled. A shrunk 
fit is based on expansion and 
contraction of metals: The out- 
side piece is heated and slipped 
over the inside piece, then both 
are allowed to cool. 


Gage blocks are wrung together to 
secure a metal to metal contact 
that excludes all air. 


Gage blocks are grease coated to 
make them rustproof. 


The largest single block in a set 
is 0.090-in.; the smallest is 
0.02005-in. 


With a complete set, it’s true, it 
is possible to derive that many di- 
mensions, and by steps of only 
0.0001-in. 


. Reverse the wringing process to 
separate your gage blocks. 


. That’s true, and for a good clean- 
ing agent see below. 


. To clean gage blocks, use a neu- 
tral cleaning fluid (kerosene, gaso- 
line, benzene, benzol) and a soft 
tissue towel or chamois. 





Covered coaches were known in the 
fifteenth century, and were used only 
by women of the first rank, as men 
thought it disgraceful to ride in them. 




















“| 


f | should talk a reasonable length of time 


and eventually ask for an order, would you 


oblige me?” 
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“ONLY COLUMBIAN Nylon Rope 1S STABILIZED. 
| by this patented process 
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only Columbian's exclusive “Stabilizing” process makes the yarns 

and strands of nylon rope shape and conform to the lay of the 

ss to rope. No fluffing . . . no fraying or untwisting of yarns ... no 

Pom unlaying of strands. 

Simple test proves superiority of 

1 neu- ° 
, gaso- Columbian Nylon Rope... Atthe right, a piece of Columbian Stabilized Nylon was 
a soft At the left in the actual photo above is a length of also cut with a knife and the strands were “unlayed” by 
__ unstabilized nylon rope from which a piece has been cut hand. Notice how each strand retains its form... each 
the with a knife. Notice that the rope has lost its lay. The Yor" holds the twist. No collapsing . . . no fluffing. It's 
only individual yarns are untwisted in a hard-to-handle fluffy all ready for serviceable splices and end knots. 
oo mass. This always means the loss of several feet of 

em. 


valuable rope. 


Big Advantages of Columbian Stabilized Nylon 


Wet or dry, it's easier to handle ... pliable . . . flexible. 
Resists abrasion, marine rot, water absorption and decay. 
Stretches under stress . . . yet resumes normal length 
when stress is removed, Easy on the hands. And it's 
100% stronger than manila — and longer lived. 





Recently, this tug using a 542” Columbian Nylon line 
towed a large gasoline barge for 200 trips between 
Milwaukee and Chicago. The nylon line proved so satis- 
factory that the tug owners ordered another length of 
Columbian Stabilized Nylon 
after the rigid test. 





The BETTER Nylon is COLUMBIAN’S STABILIZED Nylon Rope 


*Patented process No. 2,343,892 


= cs Coliaber COLUMBIAN ROPE COMPANY 


ould you ‘ 320-50 Genesee St., Auburn, “The Cordage City,"' N. 
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In combination with a Wil- 
ton 2”, 22” or 3” Vise, the 
perfected Wilton Powrarm is 
a real boon to toolmakers. 
Work can be turned to any 
position without removing it 
from vise. Special jigs or fix- 
tures can be attached to the 
Powrarm head. Ideal for 
soldering, brazing or in as- 
sembly operations involving 
small parts. Now available 
with 18 different stock at- 
tachments including radio 
holders. 


FAST PROFITABLE TURNOVER 
POWRARM 















WORK 
POSITIONER 


WILTON PRECISION VISES 
You can sell a Wilton Vise competitively feature by feature and 
always get the order. Its enclosed design keeps out chips and 
dirt. Grease-packed spindle and unbreakable nut. Broached keyway 
—no wobble. Swivel types convertible into stationary vise. No 
need to carry extra stock. 


BETTER PROFIT MARGIN. Write for catalog sheet and latest 
discount information on Wilton Powrarms and Wilton Vises. 


WILTON 


WILTON TOOL MFG. CO., 936-D Wrightwood Ave., Chicago 14, Ill. 
POWRARMS and VISES 
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accuracy is required, 


False, it shouldn’t be discarded. It 
can be chromium plated and 
ground and brought back to size, 
in most cases where wear is the 
only tactor. 


A snug fit is one in which no per- 
ceptible shake is observable be- 
tween parts. A wringing fit is 
one where the pieces are twisted 
together in the hands. A tight 
fit is for parts more or less per- 
manently assembled. A shrunk 
fit is based on expansion and 
contraction of metals: The out- 
side piece is heated and slipped 
over the inside piece, then both 
are allowed to cool. 


. Gage blocks are wrung together to 


secure a ‘metal to metal contact 
that excludes all air. 


. Gage blocks are grease coated to 


make them rustproof. 


. The largest single block in a set 


is 0.090-in.; the smallest is 


0.02005-in. 


With a complete set, it’s true, it 
is possible to derive that many di- 
mensions, and by steps of only 


0.0001-in. 


. Reverse the wringing process to 


separate your gage blocks. 


. That’s true, and for a good clean- 


ing agent see below. 


. To clean gage blocks, use a neu- 


tral cleaning fluid (kerosene, gaso- 
line, benzene, benzol) and a soft 
tissue towel or chamois. 





Covered coaches were known in the 


fifteenth century, and were used only 
by women of the first rank, as men 
thought it disgraceful to ride in them. 




















“If | should talk a reasonable length of time 
and eventually ask for an order, would you 


oblige me?” 
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ONLY COLUMBIAN Nylon Rope 1S STABILIZED 
by this patented process 
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wr Columbian’s exclusive “Stabilizing” process makes the yarns 
and strands of nylon rope shape and conform to the lay of the 
wing rope. No fluffing . . . no fraying or untwisting of yarns... no 
iis unlaying of strands. 
an 
ae Simple test proves superiority of 
gaso- Columbian Nylon Rope... Atthe right, a piece of Columbian Stabilized Nylon was 
a soft At the left in the actual photo above is a length of also cut with a knife and the strands were “unlayed” by 
unstabilized nylon rope from which a piece has been cut hand. Notice how each strand retains its form... each 
_—_ with a knife. Notice that the rope has lost its lay. The Y9'" holds the twist. No collapsing . . . no fluffing. It's 
only individual yarns are untwisted in a hard-to-handle fluffy all ready for serviceable splices and end knots. 
— mass. This always means the loss of several feet of 
em. 


valuable rope. 


Big Advantages of Columbian Stabilized Nylon 


Wet or dry, it's easier to handle ... pliable . . . flexible. 
Resists abrasion, marine rot, water absorption and decay. 
Stretches under stress . . . yet resumes normal length 
when stress is removed. Easy on the hands. And it's 
100% stronger than manila — and longer lived. 





Recently, this tug using a 5%2” Columbian Nylon line 
towed a large gasoline barge for 200 trips between 
Milwaukee and Chicago. The nylon line proved so satis- 
factory that the tug owners ordered another length of 
Columbian Stabilized Nylon 
after the rigid test. 





The BETTER Nylon is COLUMBIAN’S STABILIZED Nylon Rope 








vech *Patented process No. 2,343,892 
ae COLUMBIAN ROPE COMPANY 
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: WITT Can design and fabrication 
go so much sound planning, quality work- 
manship and careful inspection that the 
term “can” just doesn’t cover the matter 
adequately. 


For example: between the well-fitting sturdy 
cover and the heavy gauge, rigid bottom— 
extend the straight sides that make WITT 
Cans famous for longer life. These sides are 
formed, not crimped, into deep, rolling cor- 
rugations (strongest known) and then ar- 
mored with structural bands, top and bot- 
tom. After pinch proof handles are added, 
the entire Can is hot-dip galvanized ... 
bathed in purest rust-resisting zinc. 


The result . . .a Can guaranteed to outlast 
ordinary Cans 3 to 5 times .. . a Can that’s 
more satisfactory and profitable to sell be- 
cause owners find it the best to buy! 


Ws 


13 almost an _ 
engineering poroject, 





—— Aa 


Cm 


oe 
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WITT CANS 
pave te night angle’ 


STRAIGHT SIDES Pro- 
vide Rugged Strength... 
Greater Resistance to 
Rough Handling .. . 
Longer Wear! 


THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 
“Originators of the Corrugated Can” 
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Basing Point 
Moratorium 


(Continued from page 113) 














wary of any deal with a retail chain 
that calls for a price that can’t be justi- 
fied on the basis of the cost savings 
involved in a big sale. Such a justif- 


| cation has been almost impossible to 


prove in actual practice. 


| Business Legislation 


| This Year 


‘Truman has been having his prob- 
lems getting Congress to go along with 
his legislative program. A coalition of 
Southern Democrats and Republicans 
showed how they could combine, re 
volt, and take control of the Senat« 
from the so-called majority leaders on 
some issues. 


Partial Forecast 


However, here’s our guess as to pros 
pects of getting approval of business 
legislation that Congress has to face 
up to: 

Housing: 800,000 units of subsi- 
dized low-cost rental housing over a 
six-year period is sure to go through. 

Taxes: an increase in corporate taxes 
still looks likely, but there’s a good 


| chance that it won’t affect the tax rate 


on net earnings of, say, $25,000 or 
less. In fact, the small businessman 
may be given a better break. 

Social security: payroll tax on em- 


| ployer and employee will be increased 


to 14 percent . . . coverage will be ex- 
tended to self-employed and _profes- 
sional people. Retirement pensions 
will be increased. But there'll be no 
authorization for direct federal relief. 

Minimum wage: an increase to 65 
cents per hour is certain, 75 cents 
probably. If you’re not now covered 
by the law, chances are that you won't 
be brought in. 

Price and wage controls: not a 
chance. 

Materials allocation: present volun- 
tary allocation program will be con- 
tinued, perhaps with new mandatory 


| allocation authority given the govern- 


ment. 

Farm price supports: there’s a bet- 
ter than even chance that farmers who 
vote for acreage and marketing con- 
trols will be guaranteed 90 percent of 
parity. 

Regulation W: it will be continued. 

Veteran’s pension: Rankin’s bill 
will be bottled up. 
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~ OMY 7 REASON FOR USING 


7) 


NOW! 13 REASONS 


FOR USING HARPER EVERLASTING FASTENINGS 


1 RESISTANCE TO RUST AND CORROSION 7 EASY TO CLEAN 
if 2 RESISTANCE TO HIGH TEMPERATURES 8 HIGH STRENGTH 
3 NON-MAGNETIC 9 LONG LIFE 
4 NON-SPARKING 10 LOWER ULTIMATE COST 
5 RE-USABLE 11 RESISTANCE TO FATIGUE 
§ ATTRACTIVE APPEARANCE 12 EASY TO PLATE OR FINISH 
13 RESISTANCE TO ABRASION AND WEAR 


% Ge g°& & 


COMMON STEEL-LOWER Fipsr Cosy 


An amazing combination of advantages in favor of 
non-ferrous and stainless steel bolt and nut products 
over common steel at a very small increase in cost. 


6000 INDIVIDUAL ITEMS IN STOCK 


The widest assortment of bolts, nuts, screws, washers, 
rivets and accessories in Brass, Bronzes, Copper, 
Monel and Stainless Steels available from one source 
... large quantities of each. Specials made to order 
from ample reserves of raw materials. 


Write to General Offices, Dept. F for 134-page Color Catalog giving blue print 
drawings, dimensions, threads, heads and sizes of each item. Special Stain- 
less Steel Catalog also available upon request. 


THE H. M. HARPER COMPANY 
General Offices and Plant 
MORTON GROVE, ILLINOIS 
Lone HARPER 
New York Office and Warehouse 
200 HUDSON STREET - NEW YORK 13 


BRANCH OFFICES: Atlanta, Cambridge, Cincinnati, Cleveland: EVERLASTING FASTENINGS 
Dallas, Denver, Detroit, Grand Rapids, Los Angeles, Milwaukee, 
Philadelphia, Pittsburgh, St. Louis, San Francisco, Seattle: 

Toronto (Canada) 
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Black Market Prices 
And Taxes 


When you're figuring your income 
tax on your business, is it allowable 
under the law to deduct as a cost of 
doing business the over-ceiling prices 
paid to get goods? 

The U.S. Tax Court says you can, 
in ruling on the case of a Texas 
butcher. 

Internal revenue men fought the 
case on the basis that over-ceiling 
prices were actually a bribe to a sup- 
plier to get him to sell goods illegally. 





| Wage-Hour Outlook 
| Changes 


The wage-hour law isn’t going to be 
| extended to cover as many workers as 
was first thought. Democrats had to 
| tetreat some on this point in order to 
get any revision at all in the 1938 law. 
So instead of blanketing workers of 
all business which “affects” interstate 
| commerce, it will only apply to those 
| employers who are engaged in com. 
| merce or producing goods for com- 
| merce. And there will still be many 
| groups exempted, such as farm labor 
and employees of small retail and serv- 

| ice establishments. 





| Vets Job Rights 


| If lay-offs are raising a problem with 
| your returned war veterans, the Bu- 
: reau of Veterans’ Reemployment 
Most people take sling hooks, grab hooks, | Rights has some answers for you. 
| Question most frequently asked: 
Does the veteran’s protection in his 
ch for granted... | job extend beyond the one year men- 
aya ® tioned in the Selective Service Act? 
° . . | BVRR says it does. But that does 
Here at American Chain we take them seriously. | not mean that the veteran must be the 
Their design and manufacture call for a high type of engineer- last one laid off. The Supreme Court 
ing, plus years of experience. held several years ago that the veteran 


. . , | does not have “supéf-seniority.” When 
The designers, metallurgists and other engineers responsible | he comes back to a job he left to go to 


for the quality of American Chain products are proud of the war, he just takes his place on the 


. : : ; | seniority list where he would have been 
results of their work. To them every American Chain fitting hie mes Tak tn allie snes. 


must be designed to do a job and do it well—made for safety | he’ does not lose any protection by his 
as well as efficiency. | war-time absence. On the other hand, 
. : hain fitti he is not to gain any advantage, either. 
When you think of welded or weldless chain or chain fittings, Suppose you bought a business from 
think of AMERICAN—“the Nation’s chain maker.”’ someone. Do you have to take back a 
in line. veteran who went to war before you 
Sell AMERICAN, the complete chain line nak Over? BVIR seve yes, You keve 
the same obligations as your prede- 
cessor. 
York, Pa., Chicago, Denver, Detroit, Los Angeles, Summer is coming. Many reservists 
New York, Philadelphia, Pittsburgh, will want two weeks off for training 
co, 4” 
- 


shackles—chain fittings of one kind or another— 





ortland, San Francisco, Bridgeport, Conn. duty. They have no legal protection 
or rights for this type of duty, though 


most employers cooperate by giving 

AMERICAN CHAIN DIVISION them time off. Many make up the 

AMERICAN CHAIN & CABLE difference in their earnings for the two 
weeks, 

In Business for Your Safety There is no job protection, either, 
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MARVEL 
(as always) 


has the edge 


\RVEL has always had the edge in performance 
pa geliy, To the user, MARVEL delivers an 
UNBREAKABLE High-Speed-Edge Hack Saw 
Blade that will out-cut and out-last any other type 
or combination of types—on any and all machine- 
able metals. 


For the INDUSTRIAL DISTRIBUTOR, MARVEL offers: 


A SINGLE Type of Hack Saw Blade--a ‘‘truly 
premium”’ blade that does ALL jobs better. You 
can confidently recommend to all your cus- 
tomers the one and only “‘best"’ blade obtain- 
able. Thus, you eliminate necessity for carrying 
duplicate stocks of the same sizes in two or 
more types, and reduce your inventory require- 
ments at least 50% . 


A Definitely SUPERIOR Hole Saw—the only 
type hole saw that has the necessary extra 
strength and stamina for use in lathes and drill 
presses, as well as in portable tools—hence far 
greater sales. 


A READY-FOR-USE Band Saw Blade— welded 


endless to fit all makes of machines, individually 
boxed and protected. 


SUPERIOR PACKAGING—better labeling 
and an intelligent and practical stock number- 
ing system speeds oP handling and _ billing. 
Every single MARVEL hack saw blade, band 
saw blade, and hole saw is individually pack- 
aged to protect it from damage and rust. All 
items are packed 10 units to the standard shelf 
package and have ALWAYS been listed, priced, 
and packaged under the modern UNIT system 
that is only recently being adopted by other 
industries. 


Yes, MARVEL has always had the edge—will always 
have the BEST edge because of the years of research 
and development behind it. We believe that 
MARVEL made the first high speed steel hack saw 
blade in America, and it has been constantly im- 
proved as the science of metallurgy has progressed 
through the years., In our never-ending search for 
the finest, we have tested and experimented with all 
analyses and types of available high speed steels; 
and it is a MARVEL covenant that when, as, and 
if a better steel for the purpose is developed com- 
mercially, MARVEL will use it, regardless of cost! 


Does any other line offer you the above advantages? 


i would you say, is the really “PROGRESSIVE” Manufacturer of saw blades? 


ARMSTRONG- BLUM MFG. co. 
“The Hack Saw People” 

5700 W. BLOOMINGDALE AVE. 

‘CHICAGO 39, ILL. 


Better Machines- Better Blades 
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BETTER BUILT — INSIDE AND OUT 


Built to Protect! 
== Priced to Sell! 


CHICAGO Locks really do a job—for your customers and you. 
That's because they're engineered for maximum security, and 
sensibly priced to move fast for steady profits! 


Built to resist all known types of hazards and abuses. Stay 
smooth-functioning in spite of dust, frost, salt air and other 
unfavorable climatic conditions. Designed for quick, easy 
installation. 


Wide choice—just name your need—you'll find a CHICAGO 
Lock for practically every new and replacement use. Drawer, 
Locker, Cabinet Locks. Padlocks with double-locking, case- 
hardened shackles. Utility Cylinder, File Cabinet, Luggage, 
Switch Locks. — 


You even have a choice of locking mechanism on most models 
—single-bitted disc tumbler, double-bitted criss-cross tumbler, 
regular pin tumbler and the famous ACE 7 pin tumbler 
mechanism. 


So for top protection—priced to sell—stock CHICAGO Locks. 
Write today for complete Catalog and Price Sheet ID. 





Chicago Lock Co. 


2024 NORTH RACINE AVENUE 
CHICAGO 14, ILLINOIS 


INDUSTRIAL DISTRIBUTION © MAY, 1949 





for active duty in the National Guard 
because the guard is now back under 
state control. 


What’s Wrong 


With the FTC? 


Federal ‘Trade Commission spends 
a lot of time and money working on 
complaints received from small busi- 
nessmen who think they’re getting 
squeezed by big business in a way that’s 
illegal under the anti-trust laws. 

Also, it spends a lot of its efforts on 
complaints by one small businessman 
against another for unfair advertising 
and other trade practices. 


Task Force Report 


But the Hoover Commission task 
force that looked over FTC’s opera- 
tions was rough on the agency for be- 
ing “absorbed in petty matters rather 
than basic problems” of preventing the 
development of monopolistic and com- 
petitive practices. 

Said the Hoover task force: “The 
Commission has been hampered by 
inadequate funds, hostile court rulings, 
mediocre appointments. Its opera- 
tions, programs, and administrative 
methods have often been inadequate 
and its procedures cumbersome.” 

Looking over the Commission’s rec- 
ord, the Hoover task force reported: 

“Approximately 70 percent of the 
(cease and desist orders) have involved 
false and misleading advertising and 
deceptive practices. ‘The remaining 30 
percent have been concerned with 
price discriminations and anticompeti- 
tive practices, yet the bulk of even 
these cases has been minor in im- 
portance, involving small corporations 
of little consequence to the national 
economy.” 

The Hoover group noted that the 
FTC has changed some for the better 
in the last couple years. It has set 
up a planning board that will result 
in giving more attention to anti-mo- 
nopoly problems; at the same time, 
more minor complaints are being han- 
dled through conciliatory procedures 
that involve a minimum of legal red 
tape and publicity. 

The Hoover group noted that FTC 
appointments have generally been dic- 
tated by political considerations. But 
it emphasized the unique opportunity 
the President has now to change the 
whole complexion of FTC. There are 
now two vacancies in the five-man 
commission; and a third appointment 
runs out this fall. Besides these, the 
two remaining commissioners are past 
retirement age, serving under a special 
Presidential order exempting them 
from Civil Service retirement rules. 


“or 
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The many advantages of Brown & Sharpe Ground Flat 
Stock make initial sales easy . . . repeat sales, assured. 
Because this stock is accurately ground to size, it eliminates 
expensive, difficult grinding operations . . . saving man- 
hours and machines for more profitable work. 


ertiny 
= 


2PM 
2.COSEDTE PD MPO PH 95 
mae 


J. mean 


ere 
We Ee Omer OO en ant oe vy mee Ot 


pape 94 ppeyt 9)/t ane wang am 


Brown & Sharpe Ground Flat Stock is accurate to with- 
in .001” in thickness. It is selected first-quality tool steel, 
annealed uniformly by a special process to make machin- 
ing easy. Up to and including *4¢” in thickness hardens in 
either oil or water to 64-66 Rockwell C. Pieces over *4,4” 
should be quenched in water for full hardness. Brown & 
Sharpe Ground Flat Stock in 18” lengths is available in 
a range of sizes that covers most requirements. 
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Make every prospect for ground flat stock a profitable 
repeat customer . . . specify Brown & Sharpe Ground Flat 
Stock. Brown & Sharpe Mfg. Co., Providence 1, R. I., U.S.A. 


Regular stock sizes include 13 different 
thicknesses from 1/64” to 1/2”... widths 
up to 6” ... also square sizes. Individually 
packaged in clean, protective envelopes 
marked with size and heat treating 
instructions. Easy to store. Easy to handle. 


We urge buying through the Distributor 


BROWN & SHARPE & 
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) HICKOR 


STEEL cRIP 


Sreet-crip Safety Apparel keeps 
gaining wider approval from manage- 
ment as its many values are learned. 

Management is vitally interested in 
safety to workers and they find this 
Safety Apparel is worthwhile protection. 

Every part of the body is provided 
for in our various types of apparel. 
You can sell the proper clothing for 
every worker regardless of the haz- 
ards of his job. 

We have had more than 35 years 
of experience in originating and pro- 
ducing Safety Apparel. Each item 


 lidustrial 


1649 GARFIELD ST. 


has proved its protective value in 
many of America’s largest factories. 
In representing our adequate line 
you'll find that you will always have 
the correct design, quality, comfort, 
and utility answer. 

Each plant you sell becomes a 
source of growing profit because the 
use of STEEL-GRIP Safety Apparel 
grows as its great protective value is 
demonstrated. 


OLD HICKORY 


STEEL CRIP | 


GLOVES COMPANY 
DANVILLE, ILL. 
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OBITUARIES 


James A. Wright 


James A. Wright 
Vice-President of Morse Co. 


James A. Wright, vice-president and 
general manager of Morse Twist Drili 
& Machine Co., New Bedford, Mass. 
since that company was purchased in 
April, 1946 by Van Norman Co., 
died suddenly on March 3 as he was 
aboard a train. 

Previously, Mr. Wright had been 
with Van Norman as assistant sales 
manager of the machine tool division. 
During World War II he served for 
several months in the machine tool 
division of the War Production Board. 

Before the war, he had been di- 
rector of sales for Indian Motorcycle 
Co. for 20 years. For the ten years 
preceding, he had been affiliated with 
the Auburn Spark Plug Co., Auburn, 
N.Y., of which city he was mayor 
for one term. Surviving are his wife 
and a son. 


Charles H. Longfield, 
Youngstown Sheet & Tube Co. 


Charles H. (Chuck) Longfield, 
aged 56, vice-president and general 
sales manager for the Youngstown 
Sheet & Tube Co., died in Belleair, 
Fla. on March 6, just a few days after 
he arrived in that city for a brief 
vacation. 

Mr. Longfield was born in Cleve- 
land, Sept. 17, 1892. He began work- 
ing during summer vacations at the 
age of 12 and after completing high 
school joined the Parrish & Bingham 
Co., which later became Midland 
Steel Products Co. His other asso- 
ciations include the National Screw 
& Tack Co. and Foster Bolt & Nut 
Co. Later in his career he joined 
Kirk-Latty Bolt & Nut Co. as sales- 
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For Safer, Better, 


More Economical 
Lifting of Loads 


Now you can improve your han- 

dling of loads with the new BTC 

Drop Forged Steel Safety Hook. 

Here is a hook with patented con- 

struction that prevents the sling 

from slipping off, adds strength to 

the hook, and eliminates common hook faults—hook 
point won’t straighten out, and no more snagging of 
ledges or dangerous slipping of loads. The new BTC 
Safety Hook has automatic mousing action with a 
safety-tie lip lock holding the point of the hook. . . 
and an extra margin of safety because of special 
shoulder and lip lock construction that maintains 
the load-holding capacity of the hook. 

With only two sizes—5-ton or 10-ton—and two types 
—Eye Bridge or Shank Bridge—BTC Safety Hooks 
simplify inventory problems by replacing eight 
sizes of standard open hooks; and weight is only 
one-third as much as ordinary hooks for same rated 
capacity. 

BTC Safety Hooks are essential wherever rigging or 
sling lifting of loads is a part of materials handling. 
BTC Franchises are now available for qualified 
Industrial Distributors. 

All bearing surfaces are machined for easy and 
positive action. Note that in load carrying position, 
patented shoulder and lip lock construction hold 
the load. 


THE BREWER-TITCHENER CORPORATION 
2 Hook Street Cortland, N. Y. 


Metal Products Manufacturers for over 100 Years. 


The Brewer-Titchener Corporation 
Cortland, N. Y. 
CT] Send me bulletins describing the new BTC Safety 
“Hooks. 


CJ We are interested in selling BTC Safety Hooks. 
Send information. 
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How the 
Brc 
Safety 


Hook 
Operates 


| LOAD 
CARRYING 


| POSITION 
A) 


START OF 
OPENING 
POSITION 


FULL OPEN POSITION 


man; and in 1926 when the company 
was purchased by Lamson & Sessions, 


| Mr. Longfield became secretary and 
_ sales manager, vice-president in charge 
| of sales, and a 


director of the 
company. 

He joined Youngstown Sheet & 
Tube in October, 1932 as general 
manager of sales and last April was 
elected a vice-president. 

Mr. Longfield is survived by his 
wife and a son and granddaughter. 


Charles G. Price, 
Armstrong Cork Executive 


Charles G. Price, for the past 11 
years a purchasing agent for the Arm- 
strong Cork Co., died in Lancaster, 
Pa. on March 2 at the age of 51. 

Mr. Price joined Armstrong in 1938 
after being associated with the Whit- 
all Tatum Co. from 1926 until that 
company was acquired by Armstrong 
in 1938. He had been a purchasing 
agent for various companies since 
1923. 


B. F. Waterman, 
Brown & Sharpe Mfg. Co. 


Benjamin F. Waterman, employed 
by the Brown & Sharpe Mfg. Co. for 
more than 50 years, died at his home 
in Providence, March 22. He was 69 
years old. 

Mr. Waterman entered the employ 


| of the company in December, 1895 
_ and completed his apprenticeship as 


a machinist in 1900. He filled various 
positions of importance for many 
years, including foreman of the gear 
department, designer of gears and 
gear cutter machinery, and head of 
the mechanical planning department, 
a position which he held at the time 
of his retirement in May, 1947. 

Mr. Waterman was active in thc 
American Gear Manufacturers’ Asso 
ciation for many years and served as 


| president from 1930 to 1932. He was 


a member of the Providence Engi 
neering Society and the American 


| Society of Mechanical Engineers. 


| William C. Madsen, 


_ Reliance Co. Engineer 


William C. Madsen, of Reliance 
Electric & Engineering Co. and res- 
ident of Hobart, Ind., died on March 
8 at the Marine Hospital, Cleveland. 
At the time of his death Mr. Madsen 


_ was branch manager of the Gary, 


Ind. office in the company’s central 
western sales district. 
Upon graduation from Case Insti- 


| tute of Technology in 1941, he joined 


Reliance Electric as an engineer. His 


| employment with the firm has been 





“i ITS THE LEAD-IN 


and 


= | THAT CLINCHES THE SALE 


eral 
was 


Every salesman knows the 
value of starting a sales call 
with statements with which 
the prospect can readily 

agree. Then, when the going gets tougher, 


his 


je 
an you have your prospect in a “positive” frame 
\rm- of mind to go along with you. . 
ster, And that’s where Jacobs Chucks serve you 
938 so well. They enjoy such unchallenged lead- 
/hit- ership and acceptance that they are natural 
ms leaders for your sales call. So universal in 
sing application that they’re found wherever tools 
ance are held... Jacobs Chucks are your best 
“door opener”. 
= The super chuck that sells itself 
4 The Jacobs Ball Bearing Super Chuck 
sae gives you that rare privilege of claiming 
s 69 complete superiority ... with no danger of 
ploy contradiction. With the tightest practical 
1895 grip ever devised, it has a tool-holding power 
Sen and load-carrying capacity that is wholly 
nany unrivaled. 
geal 
and 
1 of 
ent, 
time 
the 
\sso 
d as 
Was 
ingi 
rican 
a aepe™ 
Where ect Advertising that paves your way 
You'll never have a prospect who hasn’t 
_ i heard of Jacobs Chucks... and dramatic, 
em . full-page advertisements like these keep 
larch Ake \ vi reminding prospects of the great advan- 
land. ~ "ye os tages Jacobs Chucks offer. Use Jacobs 
dse " | Chucks as your lead-in on every sales call 
re ...it’s a strategy that will pay off in extra 
ntral , sala 
‘@ volume. The Jacobs Manufacturing 
insti- ee a poets Company, West Hartford 10, Connecticut. 
iis ae ee If it’s a JACOBS...it holds 
been 
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MASONRY DRILLS 
(IN STOCK) 


write wares for | 
our bulletin 


SUPER TOOL COMPANY 


21650 HOOVER ROAD DETROIT 13, MICHIGAN 


SURPLESS-DUNN CO. 


National Distributors 


34 N. CLINTON ST 
CHICAGO 6, ILL. 


74-76 MURRAY ST 
NEW YORK CITY 7, N.Y. 
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continuous except for service in the 
U.S. Naval Reserve in World War 
II. His professional affiliations include 
membership in the American Insti- 
tute of Electrical Engineers and the 
Association of Iron & Steel Engineers. 

Mr. Madsen is survived by his wife, 
three children, his mother, three 
brothers and three sisters. 





The Buyer Looks 


at Business 


Composite opinion of purchasing 
agents who comprise the N. A. P. A. 
Business Survey Committee. 

The March reports of purchasing 
executives confirm the indications that 
were sprouting at the end of February. 
The year-end decline in industrial 
activity has definitely lost momentum, 
for production is now gencrally at 
levels that are being maintained and, 
in some instances, improved. Sixteen 
percent of the reports for March show 
increased production, while 48% hold 
a steady program of operations, many 
on curtailed schedules established 
after four months’ decline. Confirm- 
ing that trend, 16% report some in- 





| crease in order backlogs, while 46% 


have maintained the February position 
and, by that gauge, show no further 
shrinkage of demand. 

Support of that indicated trend— 
for industrial business to level off and 
improve—is found in a comparison of 
opinion of members who reported pro- 
duction and back-order in declines in 
November and December, with their 
March position. That double check 
shows 59% are now maintaining or 
increasing production; 54% have im- 
proved order book positions. Unless 
that situation reflects only a seasonal 
adjustment, it could be assumed that 


| industries which recorded declines in 
| January, February and March, may 


show a corresponding improvement in 


| April, May and June, as production 
| schedules, inventories and commit- 


ments are worked into balance at new 
levels. 

With the trend to a lower volume 
of business this year, purchasing agents 
find the timing of price adjustments 
are a major consideration. ““Will prices 
be reduced to maintain production 
and employment, or will prices be held 
up and the reduction be made in pro- 
duction and employment?” The pre- 
dominant opinion is that prices will 
be reduced by efficient management, 
to maintain volume. There is a strong 
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sells all with 


these Carey Asbestos products 
go together on job after job— 

sell them as a package 
and reduce costs, increase profits! 





: a ASBESTOS PAPER—A standby for many furnace pipe 

SN ‘ day and ‘insulation uses; for lining ovens, making gas- 
.\ LF ® kets, wrapping furnace pipes. Available in reason- 
h~ = able quantities. 


ASBESTOS MILLBOARD—For fire screens, partitions 
range lining, radiator recesses and other uses 
where heat resistant, fireproof material is required. 
Promptly available. 


MW-50 INSULATION CEMENT—The leading monolithic 
cement. Maximum insulation value; toughness, 
hardness and excellent sticking properties. Manu- 
factured with lead slag wool pellets and asbestos 
fibre. Easily and quickly applied. Promptly avail- 
able. 


ASBESTOS INSULATION CEMENTS—For all types of heat 
insulation jobs .. . from pointing up fittings to final 
surfacing insulation. Special types for specific 
requirements. Promptly available. 





ASBESTOS FURNACE CEMENT — Developed especially 
eck for mounting furnaces, stoves, boilers and flue 
Or 5 pipes—for setting or patching refractories, cement- 
im- Jf ing joints and cracks exposed to heat. For tem- 
less ay peratures up to 2000” F, Promptly available. 
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ASPHALT PAINTS AND COATINGS—A wide variety of 
these Carey offices A highest quality asphalt paints and coatings for 


roofing construction, repair and maintenance ... 
are as near as your telephone all types of roofs, Promptly available. 
NEW YORK. .VAnderbilt 6-1530 PHILADELPHIA. _BAldwin 9-6430 
BOSTON... ..CHarlestown 1725 CLEVELAND... .HEnderson 6500 
PITTSBURGH......GRant 7490 ST. LOUIS. .. . .NEwstead 1930 

HE PHILIP CAREY MFG. COMPANY, CINCINNATI 15, OHI 

CINCINNATI CHerry 5080 CHICAGO......DEarborn 4775 eee : nome 
ame DETROIT.......MAdison 4680 SEATTLE... .... .. SEneca 2351 In Canada: 
ents DALLAS. . CEntral 6609 ATLANTA LAmor 5451 THE PHILIP CAREY CO., LTD. 
ents WASHINGTON, D.C. FRanklin 1365 PROVIDENCE Blackstone 0943-R 1557 MacKAY STREET, MONTREAL 25, P.Q. 
ACES LOS ANGELES... MAdison 6-1358 INDIANAPOLIS... Riley 7332 
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counteropinion that many will attempt 
to hold prices for some time before 
reducing. Competition in most in- 
dustries will determine the answer. 


Prices 

Price declines have been more gen- 
eral this month and have occurred in 
many more lines, but are usually of 
limited importance. Many sellers con- 
tinue to test markets, endeavoring to 
find order-attracting price levels. ‘The 
sharpest decline in a basic commodity 
occurred in lead, which was critically 
short in December, but plentiful in 
February. Buyers point to weakness 
in scrap of other metals as an indica- 
tion that supply is catching up with 
and passing demand. 

Broader quantity discounts are ap- 
pearing. Normal cash discounts are 
coming back. Better quality and serv- 
ice are being offered. One-way escal- 
ator clauses are out. Price-decline 
protection on contracts is becoming 
more general. Except in the case of 
distress merchandise, no general sharp 
price reductions are looked  for- 
rather a continuing downward drift. 


Inventories 


Purchasing agents report no new 

kK | developments in inventory position. 

\< ‘s =/ | General policy continues to be: reduce 

B-RIGHT-ON | and hold to minimum operating te- 
+ & | 


$ quirements. Higher turnover rate 
qv> targets are being set, with an easing of 
supply requiring shorter procurement 
lead time. A few exceptions are re- 
ported where sharp cutbacks in pro- 
duction have caused a_ temporary 
build-up of supplies. Over-all, indus- 
trial purchased inventories continue to 
hold a conservative position. 


Buying Policy 





In line with the effort to reduce in- 
ventories, buying continues on short 
range and will remain on that basis 
until prices show ¢ tendency to stabil- 
ize or supplies tighten. Requisitions 
For top-quality that’s always dependable, count on B-Right-On a — carefully screened, for lead 

ene ime has become a major controlling 
Socket Screw Products. Complete line includes Hollow Set Screws, factor. Some buyers are risking short: 
Socket Cap Screws, Hollow Pipe Plugs and Stripper Bolts. ages in order to hold a minimum in- 

: : ° ; | ventory position. Definite forward re- 
The high, never-varying quality of B-Right-On Socket Screw Prod- quirements are being reduced to 
ucts is one reason why these “uni-quality” screws are preferred immediate needs, and orders placed 
by many original equipment manufacturers and other users for for short-term delivery. Suppliers of- 


fast dependable fasteners. fering price decline protection cn- 
courage forward commitments. 


Dealers—Our large, complete and centrally located stock is at ar ae 


‘ : : : : . Commodity Changes 
your service. Investigate this fast-moving, profitable line. 7 wd ae 
Lead took the lead in important 
commodity price reductions _ this 
month. Scrap (copper, iron, steel 


=. BRIGHTON . _ &y Mf. r | and paper) went off to new postwar 


lows. 


1827 READING ROAD | Others reported down were: Fatty 


acids, alcohol, asphalt, autos, trucks, 


CINCINNATI 2, OHIO | used cars, burlap, brass and_ bronze 
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se of Incorporates the Fafnir Wide Inner Ring 

sharp " Ball Bearing with the exclusive self-locking 
for— collar . . . PLUS Mechani-Seals 

ift. : Prelubricated . . . with provision for re- 

: 5 lubrication. Sizes for 13%” to 25¢” shafts. 
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>duce 
ig Te- 
rate HEAVY SERIES FAFNIR WIDE INNER 
ng of ; RING BALL BEARING WITH SELF- 
tae (/ LOCKING COLLAR. 
re Ie- 
_ pro- 
porary — 
ndus- One-piece housing, reinforced at stress points 
ue to for extra strength. Can be mounted in any 
position. 


ce in- 


rie UNRESTRICTED SELF-ALIGNMENT IN MECHANI-SEALS PLUS integral syn- 
asis ALL DIRECTIONS thetic rubber and felt washer. External 


. "4 yi _ . . 
“a “ slinger throws off contaminants. 
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Priced for big volume sales . . . not 

only more capacity in less space but 

yrtant more ball bearing pillow block for the 
this money ...a real merchandising event. 

steel Write for full details. The Fafnir 
stwar Bearing Company, New Britain, Conn. 


Fatty MOST COMPLETE LINE IN AMERICA 
‘ucks, ; 
ronze 
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ingots, building materials, cable, can- 
vas, casein, castings, cellulose acetate, 
Did you know that Kester makes _ clothing, textiles, pipe conduit and 
100,000 sizes and types of flux-core solder? fittings, batteries, deluxe electrical ap- 
pliances, food, formaldehyde, coal, 
coke, fuel oil, glycerin, glue, jute, 
leather, lumber, nails, vegetable oils, 
paint, pulp paper, pitch, platinum, 
printed matter, rosin, rubber, shipping 
containers, soap, stampings, starch, 
outside market steel, tires, turpentine, 
valves, copper wire. 

But few items were up in price 
Sulphuric acid, cork products, ferro- 
manganese, silica soda, ‘salt. 

No commodity is reported as. being 
in critically short supply. 


Employment 


The trend of employment continues 
down in March, with a slight indica- 
tion of leveling off. 51% reported 
lower pay rolls, compared with 59% 
reporting this condition in February. 
Overtime and extra shifts are fast 
disappearing. Many plants laying off 
inefficient help are able to replace 
them with more desirable workers. 
Economy drives are reported to be 
reducing overhead personnel. Pro- 
ductivity is showing some increase. 


Canada 


General business in Canada _ for 
March compares more nearly with 
business activity in the United States 
this month. Production is down a 
little—back orders are off about the 
same. Prices have not dropped as 
much, though the érend is down. In- 
| ventories the same as the United 
| States. Employment slightly better. 
| Buying policy “hand-to-mouth to 90 
days.” 











NEW LINES 
taken on by 
DISTRIBUTORS 








OR over fifty years Kester has been concerned 
with producing solder for every phase of in- 5 i . 
dustrial work. Have your customers take advan- Chicago Precision Supp ly Co., Chi 
tage of this experience by consulting Kester's cago, Ill. has acquired a distributor 


Technical Department on all soldering problems. | ship for products manufac tured by 
There is no obligation. ; | the Cleveland Twist Drill Co. 


FREE—Technical Solder Manual Available on Request VY | Bison Industrial Supply Co.. Buffalo 
Send for Kester’s new solder manual, p , | ON. Y., has been appointed area sales- 
SOLDER and Soldering Technique.” ; 7 agent for the Mid-West Abrasive 


KESTER SOLDER COMPANY KESTER Co. 


4201 Wrightwood Avenue + Chicago 339, Illinois Georgia Supply Co. of Savannah, Ga., 

SOLDER now is a distributor for the merchan 
dise products of the conveyor and 
process equipment division of Chain 
Belt Co. 


Factories also at 
Newark, New Jersey * Brantford, Canada 
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e DRILLS 


FOR MORE HOLES 
FER GRIND 


e REAMERS 


N x e CARBIDE TOOLS 








eCOUNTERSINKS (Ke!|[oVcie) 
LATROBE 











411 WEST ONTARIO ST. | 
CHICAGO 10, ILLINOIS 


NEW YORK PHILADELPHIA LOS ANGELES 
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Chicago Precision Supply Co., Chi- 
cago, IIl., has been made distributor 
for products manufactured by the 

| S. W. Card Mfg. Co. 

| Tools, Inc. of Philadelphia, Pa., has 
been appointed exclusive representa- 
tive in the Philadelphia area for 
products of Illinois Tool Works, 
Chicago. 


F 
4 


| Machine Tool @& Supply, Tulsa, has 
taken on Nicholson File. 





FROM THE 


we FILES 


25 Years Ago 


Mill Supply firms were putting then 

houses in order, getting ready for the 

| big Cleveland Conventions—with 
“Better Business” as the theme. 


' é-hole bearing | In point of antiquity, the Georg: 
be blocks give 6 times | Worthington Co. of Cleveland took 





the service, the lead among distributors of that 
| city who could trace their origin back 
| to the days before the coming of the 
railroads. Second in point of age was 

| the W. Bingham Co. 
But the first “all mill supply house” 
in Cleveland was Strong, Carlisle & 





First: to get the fast, free-cutting action your grinding 





wheels were built for, keep the proper dressing tools Hammond Co. 
handy. Use Desmond dressers, for Desmond makes the {$ “The Alibi Salesman” was the sub 
only complete line. Second: for quickest dressing action | ject of Frank Farrington’s “talk” on Tr 
on medium and coarse wheels, use Desmond-Huntington | Successful Salesmanship. The onl th 
dressers. ; ; : | 
trouble with the salesman’s explana - 
Wheel Diameter Size Numbtr | tions, Mr. Farrington pointed out, vin 
0" to 10" 0 | was that they might explain, but they th 
. ’ 2 : é 
10" to 16" 1 didn’t excuse. of 
over 16" 2 Another new supply house, the a 
: os ‘ : : : | Hartford Mill Supply Co. of Connecti . 
Third: consider the extra service of six sets of bearings in a N aS . Ss th: 
S : cut, located in a fine new _ busincss 
Desmond’s exclusive Hex Dressers (same cutters as | t 133 Walnut Street. ad 
Desmond-Huntington dressers). When one pair of bearing me Ot 42? anu rect, a Onc D 
holes becomes worn, loosen cap screws, pull out bearing and four-story building of heavy mill 
blocks, and insert them with the pin in the next pair of | construction, built especially for the Li 
bearings . . . For more practical tips on grinding wheel company on its own specifications. ve 
care, call your industrial distributor. He’s at your service. | The 50th Anniversary of Samucl in 
- The Desmond Stephan Mfg, Co., Urbana, Ohio. Harris & Co. was celebrated, with two sel 
| of the founder’s grandchildren on tri 
hand and actively engaged in the busi- hi; 
| ness. With his kitchen as his factory, tic 


Samucl Harris had opened for business 
as a manufacturer of tools for amateur 


| mechanics. 


the only complete line of grinding wheel 


; DRESSERS & CUTTERS | 10 Years Ago se 
| The Special Section for the May 
el p} issuc was ““A Survey of ‘Voday’s Indus- 

GB trial Buying’—which analyzed (a) bag. 
REVO DIAMOND HAND TOOLS WHEEL TYPE ae | where the distributor stands in the 

“onsseas CUTTER 10 ‘oenseens ORESSERS STEEL-SLIDE VISES . ey ey ; m E a . . Lil 
compctitive battle; (b) why business 
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Lal LUBRICATING 
ry SYSTEMS 


tandardized Practices : 


a first essential to LOWER OPERATING COSTS 


Today, your customers know that if 
they are to hold their break-even point 
every phase of production and main- 
tenance must be analyzed. They know 
that inadequate, old-fashioned methods 
of lubrication result in bearing failure 
and lost production time. They know 
that these lost man and machine hours 
add to costs and take from profits. 

Don’t sell “greasing equipment”—Sell 
Lincoln Lubricating Systems as an in- 
vestment in lower operating costs and 
increased production. Establish your- 
self as a Lincoln Distributor—the Dis- 
tributor who can help industry to 
higher profits through proper lubrica- 
tion methods . . . It’s good business, too. 


here’s how LINCOLN backs you 
as a distributor! 

1... You never miss a sale for lack of 
the right equipment. The line is com- 
plete and includes Grease Fittings, 
Hand, Air Motor and Electrically Oper- 
ated Grease Guns, Transfer, Filler and 
Heavy Duty Drum Pumps, and the 
famous Centro-Matic Single Line Lu- 
bricating Systems for machinery and 
industrial equipment. 

2...You are backed by consistent, 
forceful advertising in all leading 
trade journals. Your customers know 
the Lincoln name. 

3... You sell products needed by a 
waiting market. Lincoln is the recog- 


nized leader in lubricating equipment. 
4... You deal with a company with a 
sound policy, geared for selling 
through Industrial Distributors. 


©»... You sell proven products—engi- 
neered for hard service—built of the 
finest materials—backed by Lincoln’s 
guarantee. 

G ... You get the services of a national 
organization with representatives in 
all principal cities — trained lubrica- 
tion engineers ready to give technical 
advice and engineering counsel when 
you need it. 

When you become a Lincoln Distribu- 
tor you capitalize on all these ad- 
vantages. Write today for complete in- 
formation. 


Apply The Right Lubricant ... In The Right Quantity ..: At The Right Time 
MEET LINCOLN AT THE TRIPLE MILL CONVENTION - BOOTHS 205-206 





Lincoln is the originator of the Bullneck 
Ba9-1) Surface Check Grease Fitting . . . The mod- 


ern fitting with the ball in the top. 


LINCOLN ENGINEERING COMPANY « 5739 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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Builders of complete Lubrication Systems for a quarter of a century 
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CATALOGS THAT ARE DIFFERENT: 


APPEARANCE, Legibility, 
lack of bulk and weight, 
make CUNEO-Built Catalogs 
the preferred ones for 


Industry to use. 


Where you find the CUNEO- 
Built Catalog, you find 
the competent and success- 


a, ful Distributor. 





CATALOG 


Wisconsn oo 
ua CUNEO PRESS /ic. 


230 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
CHICAGO @ PHILADELPHIA @ NEW YORK @ SAN FRANCISCO 


QUALITY 
PRINTING 
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is placed direct and (c) how the dis- 
tributor may win more of this business 
for himself, 

Fd Stvan of Strong, Carlisle & Ham- 
mond was in the limelight at the 
Cleveland Informa-Show, explaining 
to a table of attentive, charming young 
ladics the wherefores of electrostatic 
force. 

Hugh Hirshon of W. S. Wilson 
Corp. regained first place as family 
fisherman from the Mrs. by landing an 
89-lb. marlin off the Florida coast. 

Oscar Iber of O. Iber Co., Chicago 
was “burning up the boards” as a 
lecturer on fires, having been invited 
to speak on the subject before the 
Credit Men’s Forum in Chicago— 
where Mr. Iber spoke from experience. 

A facelifting in the form of a new 
stecl warehouse was just completed by 
Woodbury & Co. of Portland, Ore. 





SALES HELPS — 


from 
MANUFACTURERS 














DIAL SCALE FEATURE —An 8-page 
bulletin featuring photographic and 
diagrammatic illustrations gives special 
emphasis to the manufacturer's “no 
rack — no pinion” mechanism. 
Another section presents a capsule 
view of an entire new line of scales 
including specification and ordering 
information.—Howe Scale Co., Rut- 
land, Vt. 


DISPLAY BOX—Containing 12 fold- 
ing rules, measures 8 x 8 x 13-in. 
The hinged lid opens to form a 3- 
color display with space for dealer 
to write in the price. A strong card- 
board sleeve protects the box in 
transit, open ends leave visible the 
identification information printed on 
the end of the box.—Evans & Co., 
Newark, N. J. 








sao 


AN IMPORTANT ADVANCE 
TO MEET TODAY’S DEMAND 
FOR IN MACHINING 


i, HIGH SPEED 
AIR CYLINDERS 


FOR POWER CHUCK OPERATION 


Especially developed for advanced machine tool applications . . . guaranteed 
to operate without pressure loss under heaviest recommended loads and at 
CUSHMAN also manufactures speeds to 5000 r.p.m. 
a complete series of Aluminum alloy forged cylinder bodies finished with lapped bores . . . cylinders 
WRENCH OPERATED CHUCKS statically balanced after assembly, no vibration, low flywheel effect. 


Write for Catalog 63 and Bulletins Available for use with Cushman or other chucks in 314” to 12” sizes. Send for 
Bulletin. 


THE CUSHMAN CHUCK COMPANY, HARTFORD 2, CONN. 
C—O TT TANTEI |e SA ICRI nae 


3CS49 
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| PUMPS—An illustrated booklet tells 
| how the selection of materials for the 
| construction of pump and pump parts 
| can add to the life of the units. Four 
| factors that affect pump life and per- 
| formance are discussed: corrosion, cor 
| rosion-fatigue, erosion and wear. Defi 
| nite case histories are cited.—Interna 


| tional Nickel Co., New York, N. Y. 





METAL CUTTING TOOLS-—In 
| cluding drills, reamers, carbide and 
| miscellaneous tools are covered in an 

8-page circular. ‘The folder illustrates 

all of the manufacturer’s popular items 
and gives the respective list numbe: 
| of each.—Chicago-Latrobe, Chicago, 
| Til. 














| SLING CHAINS—A 4-color, 32-page 
| catalog lists advantages, specifications, 
description and working load limits of 
steel, iron and alloy steel chains. Each 
page has a finger-tip index and a sim- 
plified index also provides a guide. All 
attachments and their possible uses 
| are charted for easy reference.—Amer- 
ican Chain & Cable Co., York, Pa. 





| PICKLING & WASHING MaA- 
| CHINE -Special features of this 6- 
| page folder are a cutaway illustration 
_ of the machine with descriptions of 
| the most important parts and the roles 
| they play, a table listing the solutions 
| used in each of the 10 sections, auto- 
| matic cycle time and immersion cycle 
time is included. The folder also de- 
scribes in detail the construction, oper- 
ation and advantages of the machine 
which prepares formed-metal products 
for enameling, painting or plating.— 
B. F. Goodrich, Akron, Ohio. 


| 

| BLAST CLEANING EQUIPMENT 
| —An informative, illustrated booklet 
| describes the airless abrasive blast 
| cleaning equipment available for clean- 
| ing steel drums. Line drawings and 
| descriptions illustrate each of the com- 
| pany’s machines designed for specific 
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SPECIAL CONTRACT ITEMS 


TO YOUR SPECIFICATIONS 











Your 
proouct 


WILL MAKE the PRODUCT 
















FILING CABINETS — 











A PARTIAL 
List OF 


LYON 


PRODUCTS 


shelving 
Lockers 


Wood Working B 


Economy Lox 





ProoucT 





























awe 






5 i /\ h-/} 
l\\-/ a 
FARA TALE 























Youa ot 











TOOL ROOM 
EQUIPMENT 





(dy WIG 





KITCHEN CABINETS 





CONTRACT PRODUCTION 


We can make prompt deliv- 
ery on LYON Products if you or 
your customers will furnish us with 
the sheet steel. We will buy the 
steel from you and ship the pound- 
for-pound equivalent in either 


standard LYON Products at regular 
published prices (see partial list 
below) or special items made to 
your customers’ specifications. 

Ask your nearest LYon District 
Office for details. 


[yy | (o)[N] METAL PRODUCTS, INCORPORATED 


General Offices: 553 Monroe Avenue, Aurora, Illinois 
Branches and Dealers in All Principal Cities 


Storage Cabinets © Conveyors © Tool Stands ¢ Flat Drawer Files 


Bench Drawers 
Work Benches 


Drawer Uni 
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© Shop Boxes © Service Carts © Tool Trays ¢ Tool Boxes 
© Sorting Files 


CM icelaliate i mel ol (-03 


e Bor Racks © Hopper Bins ¢ Desks 


© Bin Units e Parts Cases Ni fete) ry 


NO FAVORG ASKED! 





Nobody makes a pet of a screw driver. Certainly 
not on production jobs or in maintenance work 
day after day. Its use includes a lot of abuse. 
Stanley Screw Drivers are designed for rough 
handling. Special analysis steel and tough han- 
dles are put together to stay together. Careful 
tempering for maximum toughness. Tips accu- 
rately cross ground to size. These popular four 
from a complete line of sizes and types for both 
slotted and Phillips Screws are typical of Stanley 


quality. 


No. 70 . . . Tem- 
pered, high grade 
steel blade locked 
in hardwood han- 
die by means of 
ears swaged on 
shank and a pin 
through ferrule, 
handle and shank. 











No. 25... Bolster 
construction 








No. 1006 .. . Blade 
secured in practi- 
cally indestructible 
composition handle 
by integrally 
forged bolster. Tips 
hot forged and 
tempered, care- 














No. 2702... For 
Phillips Screws 
and Bolts. Alloy 
steel bar secured in 
hardwood handle 
by two ears swaged 
on shank. 





locks alloy steel 
barin machine 
fluted hardwood 
handle. Blade tem- | 
pered entire length ; 
to take twisting, \ | 
pounding, prying. \_j 


fully tapered to 
give greatest 
strength. 








By stocking and pushing Stanley 
Screw Drivers you profit two ways 
—through continued customer sat- 
isfaction and steady repeat orders. 


THE TOOL BOX OF THE WORLD 


STANLEY 


Reg. U.S. Pat. Off. 





HARDWARE+HAND TOOLS- ELECTRIC TOOLS 
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cleaning requirements. — American 
Wheelabrator & Equipment Corp., 
Mishawaka, Ind. 


COUNTER MERCHANDISER—A 
unique merchandiser is designed in 
the shape of a miniature steel drum 
and carries an actual faucet. It is of 
steel construction and occupies a space 
of only 5 x 4x 7-in. Finished in three 
colors, the faucet screws in just as in 
an actual steel drum. Package con- 
tains the merchandiser and 12 faucets. 
—Imperial Brass Mfg. Co., Chicago, 


. 


DRAGLINE-A 16-page bulletin of- 
fers information on the 1-vd. dragline, 
designed for crane, clamshell and drag- 
line service. With pages of on-the- 
job pictures, the booklet describes and 
illustrates all the added features of this 
machine.—Harnischfeger Corp., Mil- 
waukee, Wis. 


a ACCESSOR 
SOUTH BEND LATHES 


{a 





ATTACHMENTS & ACCESSOR- 
IES—Over 130 attachments and acces- 
sories for lathes and drill presses are 
illustrated and priced in a 28-page, 
84 x 1l-in. catalog. Many new items 
are cataloged including some recently 
developed attachments not previously 
announced. — South Bend _ Lathe 
Works, South Bend, Ind. 


“PARTNERSHIP FOR PROFIT’— 
An 18-page booklet describes and il- 
lustrates the seven profit-making prin- 
ciples of the tint sae sales pol- 
icy with his distributors, that have 
gained wide consumer acceptance and 
make the selling of the product easier. 
—Skilsaw, Inc., Chicago, III. 


PRESSURE DROP CHART-En- 
ables any one familiar with charts and 
tables to select the most efficient size 
and type of steam separator for a spe- 
cific installation and determine the 














NEW... COMPACT Stainless Steel Gate Valve 
Combines Quality with 
Economy 


»¢ con- 
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pressure: 


STOCKED BY THESE COOPER ALLOY 
VALVE DISTRIBUTORS 


At last, a compact, completely 
serviceable, stainless steel gate valve, 


especially designed by Cooper Alloy engineers stermen Goldner Co., ine. 


to meet the demands of the process industries for Harris Supply Co. 


an ECONOMICAL corrosion resistant valve that 
makes no compromise with quality. 

Available in various stainless alloys, in sizes 2”, %4” 
and 1”, this Cooper Alloy Certified valve is unusu- 


Alimetal Screw Prod. Co. 
John B. Astell & Co., Inc. 
Brown-Wales Co. 

W. A. Case & Son Mfg. Co. 
Chandler-Boyd Company 
Chicago Tube & Iron Co. 
Cleveland Tool & Supply Co. 
The Congdon & Carpenter Co. 


Mapes & Sprowl Steel Co. 
Metal Goods Corporation 
Ray Miller, Inc. 

Mutual Mfg. & Supply Co. 
Pacific Metals Co., Ltd. 
Horace T. Potts Co. 
Saunders & Company 
Schnitzer Alloy Prod. Co. 


Ducommun Metals & Supply Co. 
Peter A. Frasse & Co., Inc. 
Ferreteria Feito y Cabezon, S.A. 


Shawinigan Chm. Ltd. 
Tay-Holbrook, Inc. 
Wiley Alloy Tube Company 


ally well suited for fixed plant installations as well 


as for use on fabricated equipment. 


Also Available From Leading Stainless Steel Jobbers 


elt) Jia VaRe) Ae FOUNDRY CO. « 
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The Hillside, New Jersey 
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THE NEWSPAPERS SAY .. . 


“NO NEW FREIGHT CARS 
FOR A YEAR...” 
WE SAY... 


SUPPLY 
YOUR 
CUSTOMERS 
NOW 


with 























-ATLAS movers 


T HE railroads have the big problem of getting the very best service 
they can out of existing equipment. Freight cars are inadequate 
to handle the huge volume of shipping. This situation offers a 
wonderful opportunity to our distributors . . . now is the time to 
see that every customer who ships or receives freight is supplied 
with the ATLAS Car Mover to best handle the job. Help them to 
get their shipping off and on those sorely needed freight cars in 
the shortest possible time with ease and safety. It will save valuable 
time for them and their shipping crews. Take advantage of present 
growing sales opportunities. e 


Atlas Perfect Spurs—made of the best steel obtain- 
able, heat treated properly to withstand the tre- 
mendous strain placed on them. They can be turned 
when necessary, thereby making use of all four 
edges and giving longer wear. 


The key to the power and 

speed of ATLAS Car Movers 

is the ‘‘compound lever- 

age. This is the principle 

of a forward push instead 

of an uplift being exerted 

in the moving operation. 

The section within the circle 2 

(see picture at right) is the : We urge all types 
part that does the big power - y of users to buy 
developing job. . from distributo:s 








APPLETON-ATLAS CAR MOVER CORPORATION 
1421-25 South Second St. Milwaukee 4, Wis. 
Formerly Appleton Car Mover Co., Appleton, Wis. 
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pressure drop through the separator. 
Instructions for using the chart are 
explicit and easy to understand. In- 
cluded are two tables which give the 
steam flow through various types of 
the manufacturer’s separators at pres- 
sures from zero gauge pressure to 250 
psig. — Wright-Austin Co., Detroit, 
Mich. 


FILES—10 time-saving, work-improy- 
ing, cost-cutting technical bulletins 
on special file types containing when, 
how and why information are now 
available in pamphlet form. These 
were originally prepared and used as 
individual advertisements. — Nichol- 
son File Co., Providence, R. I. 


SELECTION CHART-—A _ handy 
selection chart on water-cooled air 
compressors is based on normal appli- 
cations handling air with atmospheric 
intake ‘pressure. The chart simplifies 
selection of proper size compressor for 
average industrial use, with quick com- 
parison between discharge pressure 
pounds per sq. in. gage and piston 
displacement cu. ft. per minute and 
shows recommended compressor bore 
and stroke in inches——Worthington 
Pump @& Machinery Corp., Harrison, 
N. J. 





JIGS, FIXTURES, CLAMPS-—A 150- 
page, 9 x 12-in., profusely illustrated 
catalog shows the results of 40 years 
of progress in the standardization of 
drill jigs, fixture clamps and fixture 
details. For easier reference, the cata- 
log is divided into five sections: spring 
jigs, rack and pinion jigs, rapid clamps, 
fixture details and patented fixture 
rack.—Siewek Tool Co., Grand Ra- 
pids, Mich. 


FIXED GAGES-—A profusely illus- 
trated, 116-page catalog includes 
prices, complete specifications, dia- 
grams and tables. It is a combina- 
tion catalog, price list, textbook and 
reference manual on perishable gages. 





Third in a series of 
Unusual Abrasive 
Products Operations 


he gta R BRU, 


eetrIne 


@ Bay State abrasive shell liners are used in hulling 
machines for removing the bran and shining the 
wheat grain before it is made into puffed wheat. 


Whatever Your Customers’ grinding problem may 
be, Bay State can solve it . . . fast. In many cases 
the exact specifications to meet your requirements 
can be supplied directly from large stocks either 
in Westboro or from our branch warehouses. 





If you do not carry an abrasive line, or if you are 
contemplating a change, it will pay to investigate 
Bay State. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses—Chicago, Cleveland and Detroit 


Photograph, Courtesy of Marcus Mason & Co., Inc. 
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Discover How “ 


er0- Seal. 


HOSE CLAMPS 





Can Make “ey 
TS ae 


More than one skeptical jobber has seen the light — for 
here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook of the 
customer with these advantages — 


Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


EASY TO 
INSTALL 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feeding once 
“the clamp-end engages with the 
worm. No loose parts to drop. 


+ UNIFORM 
, CLAMPING 


True tangential take-up and curved 
saddle form provide absolutely uni- 
form clamping action around 360°, 
leak-proof, ideal for thin-walled tubes. 


USE AGAIN 
and AGAIN 


Nine lives is noth- 

ing for Aero-Seals, 

They're ready to go 
back to work after plenty of hose 
changes. Also available in. stainless 
steel for marine use. 


Put an Aero-Seal in a customer’s hands and he'll 
buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 











FREE SAMPLE: 


Please send free sample by 
return mail without obligation. 





_— NAME 


ee COMPANY 





ADDRESS 





RODUCT 


BREEZE CORPORATIONS, INC. 
“AIRCRAFT STANDARD PARTS CO. DIVISION 
33 South Sixth Street, Newark 7, N. J 


CITY & STATE 
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It conforms to the new, unified screw 
thread system recently agreed upon 
by the English speaking countries us- 
ing the inch as a standard of measure- 
ment.—Sheffield Corp., Dayton, Ohio. 


PUSHBUTTON STATIONS—End- 


less combinations and many new fea- 


| tures are described in a folder of the 


company’s line of standard and heavy 
duty pushbutton stations. Cutler 
Hammer, Inc., Milwaukee, Wis. 


RAILROAD DEVICES—And related 


| industrial equipment are covered in a 


12-page catalog. New products are 


| announced and other products de 


scribed and discussed as to features 


| and special applications.—Nolan Co. 


Bowerston, Ohio. 


WATER COOLING EQUIPMENT 

And industrial spray nozzles are 
covered in a loose-leaf catalog con- 
taining engineering information and 


data, making it a valuable reference 
source in the design of cooling sys- 


tems or use of nozzles. Special sec- 
tions are devoted to vertical and hori- 


| zontal cooling towers, deck and spray 


filled towers and draft cooling towers 
with masonry walls. The loose-leaf 


| feature provides for insertion of addi- 


tional sections as issued.—Binks Mfg. 


Co., Chicago, III. 


| JACKS-12 different jacks which are 
| available in a total of 94 models are 
| described in a 4-page engineering data 


bulletin. Complete _ specification 
charts, selection guide and price list- 
ings on jacks, hydraulic pullers, jack 


‘supports and braces are included.— 


Templeton, Kenly & Co., Chicago, 
Ill. 


| STRAINERS-—The company’s line of 


forged steel strainers is described in an 
illustrated folder. A dimension table 
is included, together with data on con- 
struction, cleaning uses and design.— 
Edward Valves, East Chicago, Ind. 
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Help your customers PROFIT with “Cordura” 


Inherently stronger than natural fibers commonly used 
...and usually more economical! “Cordura” is a yarn 
your customers can’t afford to overlook. Remind them 
about the advantages of products made with “Cordura.” 
And perhaps you can help customers find still another 
use for “Cordura.” Du Pont will be glad to furnish a 
detailed analysis of any applications they have in mind, 
along with other helpful information. Rayon Division, 
E.I.du Pontde Nemours & Co.(Inc.), Wilmington 98, Del. 


Bass 
Kee OP 
: SEF 


Stronger . . . more durable . . . more efficient 

and longer-lasting! These are some of the advantages 
of products made with Du Pont Cordura* High 
Tenacity Rayon. 


That’s because “Cordura” yarn is engineered to yield 
much greater inherent strength than natural fibers 
commonly used. And it’s made of continuous filaments— 
no short pieces to pull apart under strain. In addition, this 


man-made fiber provides unvarying uniformity. 


The superior strength of “Cordura” enables manufacturers 
to reduce the size of the strength-sections of their 
products. They save raw material costs—and give their 


products many performance advantages. 


Tires run cooler because “Cordura” permits thinner, 
yet stronger, carcasses. Hose can be made that is up to 
50 per cent lighter . . . or with bursting strength 
well-nigh doubled. And engineers have virtually 
eliminated the stretch in V-belts so that there’s less 
maintenance cost . . . longer life. 


*REG. U.S. PAT. OFF, 


for RAYON... for NYLON... for FIBERS to come... look to DU PONT 
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In HAND PUMPS... 





\ 
BLACKMER leadership is 


5 


FITTINGS 


(ol Welge mele leary) 
In quality, dependability and service, Blackmer co stly line losses 
offers the finest rotary hand pumps that money can : 
buy. The 404 is typical of their proved-in-use with 
performance. Its smooth cranking action transfers 
all types of liquids in a full, non-pulsating flow. 


Blackmer “Swinging Vane” pumping elements I. 316 STAINLESS 


are self-adjusting for wear. Self-priming, the 404 
handles suction lifts up to 20 feet without a C ONS TR UC TION 


foot valve. It is designed for mounting on barrels, 


drums, underground and skid tanks. Blackmer 2. DOUBLE -SE, A LING 


hand pumps have proved their superiority in all 
types of applications all over the world. Other AC TION 


models are available for larger capacity or 


specialized requirements. Write for details. 3 HE A Vy- DU TY 
e 


BLACKMER PUMP COMPANY “*iicuican DESIGN by 


MERCURY CLUTCHES 


Protect Electric Motors 
Load-free Starting Smooth Acceleration 


Blackmer 210... has 
won wide acceptance 
in fueling farm tools 
because of improved 
trouble-free design. 
Full 10 GPM at 
easy turning speed. 








An electric motor equipped with a MERCURY 
CLUTCH starts easily and smoothly. The action 
of the clutch permits the motor to reach full 
speed before any load is applied. Starting cur- Here's positive insurance against dan- 


. . er gerous line leaks. Because Koncentrik 
rent demand is cut one-half to two-thirds. Full Teeektden Olina ont etd-codnent 


protection is provided against burned out wind- to cut corrosive action . . . they're de- 
: signed to double-seal every connection 
ings, blown fuses, and fire hazards. automatically . . . and they're built 
extra tough to far exceed the burst 
strength of the tubing. 


NEW SERIES E LINE FOR REPLACEMENT AND MAINTENANCE Send for bulletin K-149 today . . . so 


The new Series E line of MERCURY CLUTCHES bas been developed for general dis- you'll _know how Koncentrik Fittings re- 
tribution in the Electric Motor Replacement, Maintenance and Service Markets. Each sist vibration shock. How they install 
MERCURY CLUTCH in this line has a choice of Demountable Pulleys, a feature which easily and safely. And how part inter- 
increases flexibility and reduces inventory requirements. Available for 1/6 HP to 25 changeability keeps your stock low . . . 


HP tors. 
motors and your profits high. 


A PROFITA BLE LINE FOR DISTRIBUTORS Distributor Franchises Available 


The MERCURY CLUTCH line is a profitable one for distributors. Easy to install. 
Reasonably priced. Generous discounts. Stock the MERCURY CLUTCH line. Satisfied 


customers mean substantial profits for you. Write for Catalog D-1 and Distributor T $ Sc W 
Discount Schedule. HF PECIAL RE 


Chott Dowiston PRODUCTS CO. 


5447 Dunham Rd., Bedford, Ohio 





W248) AUTOMATIC STEEL PRODUCTS INC.: CANTON 6: OHIO 


‘SP 
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THESE two aluminum paints look alike in the 
can... they cost about the same per gallon. But 
there is a big difference in performance! 


For only one of these paints, Permite Ready-Mixed Aluminum 
Paint, has the specially processed Permite vehicle. This special vehicle 
has the superior stabilizing properties which made Permite the first 
successful ready-mixed aluminum paint. 


Users in every industry have learned to depend upon Permite 
Aluminum Paint for the superior leafing of the aluminum pigment 
which insures greater coverage, extra brilliance, long-lasting protec- 
tion. They have learned that Permite’s always-ready-to-use form saves 
time on the job; that its retention of color after the can is opened 
saves waste of left-overs. 


Every gallon of Permite you sell creates more sales. Permite users 
quickly learn through the results obtained that “The Vehicle Makes 
the Difference.” 


ALUMINUM INDUSTRIES, Ine. 
Cincinnati 25, Ohio 


“The Originator of Ready-Mixed Aluminum Paints" 


. 28 


LUMINUM PAINTS 
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Literally thousands of these new Vaco 
ZB50 kits sold in just a few months 
prove that buyers, engineers, mechanics 
. ..in fact anyone interested in tools... 
can’t resist this beautiful 5-in-1 screw 
driver set. 










There’s a good reason why the ZB50 
is a best seller, day in and day out. It’s 
the handiest, most useful, most attrac- 



















Two 
STEP up 


tive value you’ve ever seen! Three regu- 
lar and two Phillips blades fit inter- 
changeably into the clear, break-proof, 
shock-proof Amberyl* handle... giving 
the workman all the drivers he needs 
in one compact package that easily 
fits into the back pocket. 


The price? It’s exceptional, at $2.95 list. 


scree TEMS THar 
EW DRIVER sates 





























Introduced in '48, the Vaco Duplex 




















blade gives the user a regular and Phillips 
screw driver in one easy-to-carry unit. 
Exclusive, no-wobble construction makes 
this beautiful too! outstanding. Finest 
Vaco quality at an attractive, low price. 
Available in two sizes. Full information 
on request. 








color 













4 a 
listed on 28 Sty 


1. THE vaco 


illustrated above continues, month by be 
month, to break all previous — ontains CATALOG ‘ se 

records. One publicity item alone . f Ore VA 

featuring its handy character produced = iver information at Screw 1 “Ty. co DISPLay BOARDS 
thousands of inquiries. The reversible Yer tho Man © show it j 


assemble eg Possible co ments ofa 
type. Profusely il 
- Full of 


*PPlication | youw, Supp] 
i y 
H TIVer to the | co 2 ol 
2 invaluabj the Unter or wal] di Orful 
€ se ‘ disp] 
sman’ eine 1 yell for you all Ly hat 


4 in your Sale 
250 ve, Counter, 
les an t 
Pages. Send forit! | 








to Sel] ir!” 
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PRODUCTS CO. 





317 East Ontario Street, Chicago 11, Illinois 


INDUSTRIAL DISTRIBUTION © MAY, 1949 


SPEED-CHANGERS-A 12-page bul- 


Chalmers Mfg. Co., Milwaukee, Wis. 
WALL CHART-A 134 x 214-in. V- 








letin points to operating advantages 
of speed changers by showing why 
they are easy to inspect and maintain. 
It also portrays typical installations 
and includes data on speed range, a 
selection table of recommended unit 
sizes for standard motors, general di- 
mensions of pilot motor arrangements 
and arrangement diagrams. — Allis- 


belt cardboard poster shows how to 
measure, uncouple, couple and install 
link V-belts. It also includes V-belt 
comparison length tables—Manheim 
Mfg. & Belting Co., Manheim, Pa. 


DRILL CHUCKS—And tapping at- 
tachments are covered in a 4-page 


| folder illustrated with photographs 


and a cross-section diagram. Three 
models of chucks are included with 
size ranges and special features dis- 
cussed.—American Machine & Foun- 
dry Co., New York, N. Y. 


| ELECTRIC HOIST-—An 8-page, pro- 


fusely illustrated booklet discusses the 
advantages, frame, drive, gear inter- 
changeability, brake system, load chain 
and wheel, motor, controller and serv- 
ice cord of the company’s electric 
hoist.—Harrington Co., Philadelphia, 
Pa. 


V-PULLEYS—A 10-page catalog has 
a handy right-hand margin index for 
easy reference. On various pages are 
discussed the manufacturer’s inter- 
changeable bushing, steel V-pulleys 
single groove, cast iron V-pulley two 
groove, cast iron single groove V- 
pulleys and accessories. A page is also 
devoted to the history of the company, 
including photographs of the plant.— 
Maurey Mfg. Co., Chicago, III. 


ELEVATING PLATFORM-Supple- 
ment 3 to Bulletin 231 gives optional 
as well as standard specifications for 
the manufacturer’s hydraulic elevating 
platform. This is designed as a “pack- 
age” unit to simplify installation. — 
Lyon-Raymond Corp., Greene, N. Y. 


POWER LIFTRUCKS-—Bulletin No. 
166 describes four power liftrucks: 
straddle-type high-lift, fork-type high- 
lift, platform-type high-lift and low 
lift platform and pallet types. These 
models cover all ordinary requirements 
of factory and warehouse for moving, 
lifting, piling and loading. The folder 
also contains dimension drawings.— 
Revolvator Co., North Bergen, N. J. 





AUTOMATIC  OILERS-—Bulletin 





No. 31 discusses a new principle of 


| (Continued on page 240) 
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< | The Profit Line for a“Buyers’ Market” 


: we Reliance Spring Lock Washer distributors don't worry about a buyers’ market” affecting their 


5 are lock washer profits. Their lock washer business holds steady when production adjustments 


wal reduce the advantages of direct mill buying by many users. 
illeys 


er The broad acceptance of Reliance Spring Lock Washers in the Red-Seal Package with the 


: alee quality guarantee certificate makes their inventory a good investment, and outstanding national 


pany, advertising in leading trade magazines helps pre-sell Reliance Spring Lock Washers. 
nt.— 


Men who engineer fastening devices on equipment and machinery prefer a 
product of established dependability which complies with the national 


yp. specifications of the American Standards Association. 


onal 
is for : ; 
ating Reliance Spring Lock Washers meet these requirements and 


pack- are available for immediate delivery from factory stocks of 
NY. more than 200,000,000 units in alloy, carbon and stainless 
sia steel, aluminum, bronze and K-Monel, and in all plated finishes. 





No. 
oti : May we have the pleasure of welcoming you 
high- } at our booth 1207-8 in the North Hall of the 
1 low . Cleveland Auditorium, at the Triple Mill Supply 


vic Convention, April 25-27? 


oving, 
folder 
ngs.— 

N. ]. 
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ATON: ANUFACTURING COMPANY RELIANCE DIVISION, MASSILLON, OHIO 














AN IMPORTANT 
ANNOUNCEMENT 


to our distributors 


The 
JVUSTRITE 
“Tnigger-a Lio ” 

Fille 
EXTINGUISHER 


A New Approved Extinguisher! 
New in Design! 
New in Principle! 


New in Its Convenience! 


The Justrite ‘“‘Trigger-Action” Ex- 
tinguisher is the modern extinguisher 
designed togive better, more efficient 
protection. It’s easier to operate... 
easier to ‘‘check”’ . . . easier to refill 

. and more dependable—even 
after long periods without attention. 
It bears the label of the Under- 
writers’ Laboratories. 

Resulting from many years of 
research and testing, the Justrite 
Extinguisher embodies features long 
considered highly desirable but never 
before made available in an approved 
unit. It can be operated by inex- 
perienced persons, checked by simple 
observation and refilled by your own 
personnel. It is a non-corrosive type. 

The Justrite Extinguisher is now 
in production and available in 
limited quantities for prompt deliv- 
ery. Write today for full information. 


JUSTRITE MANUFACTURING CO. 


Another Approved Safety Product For 
Industry—By the Makers of: 


JUSTRITE 
Safety Cans and Safety Filling Cans 
Safety Electric Lanterns and Flashlights 
Oily Waste Cans 


JUSTRITE MANUFACTURING CO. 
2061 N. Southport, Dept. A-1 Chicago 14, Ill. 
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-DE-STA-CO 

my.\-1:.°) ae 

SPACERS 
AND 







; SHIMS 






Demanded by name for over 30 years, the machinist's 
preference for shimming gears and bearings, spacing 
milling cutters, and for numerous machining set-ups. 
You can profit on the ready recognition of De-Sta-Co 
quality by carrying a complete stock of these precision 
packages. Arbor Spacers packed in standard sizes 
from 34” to 4” I.D., thicknesses from .001” to .125”, all 
with keyway. Handy cellophane envelope contains a 
ARBOR SPACERS set of 19 graduated decimal thicknesses. Shims are 
Keywayed supplied in same sizes, without keyway. 


Special spacers—thicknesses greater than .125”— 
available in popular sizes, machined from bar stock, 
hardened and ground, with standard keyways and 





identification. 
a... DETROIT STAMPING COMPANY 
332 Midland Avenue Detroit 3, Michigan 








Customers 
will always appre- 
ciate JOHNSON’S 
outstanding qual- 
ity. JOHNSON WIRE 
has the extra refinements 
that only a specialty mill can 
give. You can sell JOHNSON 
WIRE with the assurance 
of strict reliability. 
Warehouse stock — 
Worcester, Chicago, 
Los Angeles. 


IOHNSON 


STEEL AND WIRE COMPANY, INC, 
WORCESTER 1, MASS. 


NEW YORK PHILADELPHIA CLEVELAND DETROIT AKRON CHICAGO 
ATLANTA HOUSTON TULSA LOS ANGELES pee) ste). bie) 
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HEART EXAMINATION 
FOR WIRE ROPE 



























The fiber core in the heart of wire rope serves a fourfold pur- 
pose. It acts as a support for the wire strands. It provides 
flexibility. It cushions impact loads. It stores lubricant and 
feeds it to the strands after the rope has been put in service. 
Because of these important functions, the centers used in 
Wickwire Rope must pass exhaustive tests at the cordage man- 
ufacturer’s plant and in Wickwire’s Testing Laboratory. 
Centers must be made of the highest quality fiber; absolutely 
uniform in diameter, density and length of lay. The rope must 
be lubricated to the point of saturation and, where called for, 
an identifying marker tape must be spun into the rope. 
Tough specifications? Sure! But so are scores of other tests 
made during the manufacture of Wickwire Rope. That’s why 
more and more rope users are finding out that you can’t beat 
Wickwire Rope for performance, safety and long rope life. 
And as for service—Wickwire Distributors and Wire Rope 
Engineers in key cities everywhere are ready to help solve your 
wire rope problems and to provide prompt delivery of 
Wickwire Rope from strategically located warehouse stocks. 
Wickwire Rope is available in all sizes and constructions, both 
regular lay and WISSCOLAY Preformed. 





HOW TO REDUCE ROPE COSTS 
AND PROLONG ROPE LIFE 


Thousands of wire rope users have 
found that the information packed 
in the pages of ‘“‘Know Your Ropes” 
has made their work easier. It’s full 
of suggestions on proper selection, 
application and usage of wire rope. 
It’s easy-to-read and profusely 
illustrated. For your J 





free copy, write— 
Wire Rope Sales 
Office, Wickwire 
Spencer Steel, 
Palmer, Mass. 


WICKWIRE ROPE 


A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 
WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass. EXECUTIVE OFFICE—500 Fifth Avenue, New York 18, N. Y. 


E SUBSIDIARIES 








SALES OFFICES— Abilene (Tex.) « Boston + Buffalo * Chattanooga « Chicago « Denver « Detroit « Emlenton (Pa.) * Fort Worth * Houston * New York + Philadelphia «Tulsa 
PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6, California 
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FOR SAFETY PLUS 















































for better rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


HOOD RUBBER CO.; WATERTOWN, MASS. 
A Division of the B. F. Goodrich Company 


Safety 
BELT 


-H00PR— 



















Hooks are rigidly 
held in accurate align- 
ment by patented steel 

binder bars before, during and 
after application, distributing ten- 
sion uniformly across the belt, 
assuring maximum traction and 
minimum wear. Patented 
binder bars lap over belt end, 
prevent fraying. Sizes for all belts. 
Cost no more than ordinary belt 
hooks. Write for circular. 





Safety Lacing Machines Apply All Makes 


TY BELT-LACER CO. 


ENARD AVE. CHICAGO 30, U.S. A. 
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visible, automatic lubrication for solid 
wick and _ waste-packed _ bearings, 
Twenty special features are given, to- 
gether with specification and price 
data. — Trico Fuse Mfg. Co., Mil- 
waukee, Wis. 


MOUNTED WHEELS & POINTS 
—The versatility of mounted wheels 
and points for offhand and precision 
work is described in a new folder. Full- 
size illustrations are shown, together 
with suggested uses and a graphic pres- 
entation of the size range. Informa- 
tion is given on grains, grades, operat- 
ing speeds and a special section gives 
four easily-followed rules for ordering 
desired wheels and points.—Simonds 
Abrasive Co., Philadelphia, Pa. 


BELTING—A 24-page manual _in- 
cludes data on carrying capacities, ap- 
proximate belt weights, selection and 
application of elevator belts and the 
construction of all types of belts in 
the manufacturer’s line of conveyor 
and elevator belting. Engineering 
characteristics for all operations are 
also described.—New York Belting @ 
Packing Co., Passaic, N. J. 


CIRCULATING PUMPS-—A 12-page 
illustrated bulletin describes the com- 
pany’s line of single and multi-stage 
vertical circulating pumps. Profusely 
illustrated with application pictures, 
the folder also includes schematic 
drawings.—Byron Jackson Co., Los 


Angeles, Calif. 


SOCKET SCREWS-Two 12-page 
price lists are well illustrated with 
photographs and drawings and give 
full information on prices and dimen- 
sions. List 874 covers hex socket screw 
products including cap, set and shoul- 
der screws, pipe plugs and keys. List 
875 covers multiple-spline socket set 
and cap screws and keys.—Bristol Co., 
Waterbury, Conn. 


SPRING WIRE-—Two pocket-sized 
sales training booklets are designed to 
provide salesmen with the inside story 
on the steel used in producing house- 
hold articles for sale to the public. The 
booklets include  easily-understood 
answers to questions frequently raised. 
They explain what makes stainless 
steel stainless, the difference between 
porcelain enamel and other enamel 
and many things about steel and its 
uses.—American Steel & Wire Co., 
Cleveland, Ohio. 


SAWS, BLADES—And parts are de- 
scribed in a 6-page catalog and price 
list. Two pages are devoted to a pic- 
torial description of the new line of 
multiple blade hole saws.—Misener 
Mfg. Co., Syracuse, N. Y. 
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The Mighty Mike- 


- MAGIC WAND OF INDUSTRY! 








Precision is the very root of mass pro- 
' duction. The mighty ‘‘Mike’s” ability to 
_ reveal infinitesimal variances of dimen- 
_ sions— borders on magic. With this sensi- 
} tive instrument, the skilled hands of. 
' industry take measurements of less than 
» one-twentieth the thicknéss of a sheet of 
» paper. To the craftsmen of America the 
' mighty “‘Mike’’ is the basic precision tool. 
_ It makes possible the high quality of count- 
f less durable goods. This “magic wand”’, 
_ stamped with the name Lufkin, is playing 
) a vital role in the progress of production. 
' Accuracy of measurement has been a creed 
at Lufkin for generations. It has influ- 
» enced the design and character of Lufkin 
"precision tools, tapes and rules to a degree 
' that they are accepted today as the finest 
pin the field . . . wherever precision is a 
» creed of the producer and craftsman. 


PRECISION 
TOOLS 


UF KIN TAPES 


RULES 


yXelei8):7:\en age) MEASUREMENT 
ties 8 eae) PRECISION! 


Ut ea LU PH ete ee eee me. WINDSOR, CANADA 
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COATED ABRASIVES-—Are | dis- 


cussed in Technical Bulletin No. 9 
which gives descriptions of glue- 


bonded, resin-sized cloths and papers; 
SAFETY. G9 £E-L resin-bonded, resin-sized waterproof 
W Ret SC Hw 


cloth and all-resin-bonded, fibre drum 
THE 


covers—Clover Mfg. Co., Norwalk, 
Conn. 
SAFE AND SURE 
REVERSIBLE 
RATCHET 
THAT WILL SAVE 
TIME 
AND 
MONEY 


Handles 
Our 12 inches 


WIRE ROPE SLINGS—Filat-laced 
wire rope slings are covered in a new 
12-page bulletin which contains illus- 
trations of many actual installations 
in a wide field of operation and of 
loads in various sizes, shapes and 
weights.—A. Leschen & Sons Rope 
Co., St. Louis, Mo. 
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LOWERATOR-Step-by-step _ photo- 
graphs in action illustrate the features 
of the automatic, spring-powered 
to lowerator in a 4-page folder. Eleven 
\*\ \ 5 Feet main features are listed, together with 
A new \ Long illustrations of the closed and open 
handle types.—American Machine @& Foun- 
for © . dry Co., New York, N. Y. 


broken Ae INDUSTRIAL FITTINGS—A new 

one tos 7 catalog of industrial and marine fit- 

returned ¥ 7 . tings is claimed to list the most com- 

; plete line of drop-forged wire rope and 

%, chain fittings. New fittings, data, 

LOWELL WRENCH CO. zs helpful tables and charts on several 

WORCESTER, MASS. strength and dimension tables, are in- 

ar Sem Gana & cluded to help engineers, designers, 

builders and riggers to select the 

proper combination of fittings for any 

industrial job. List prices are given 

for all items.—Thomas Laughlin Co., 
Portland, Me. 


Cuarantee® 


0UZPrPrmm<mron 




















oe D-AcT-E:S 
FRANKO TO REMEMBER 


Four Originals 





May 2-7—International Textile Indus- S 
tries Exposition, New York City. 

May 2-13—British Industries Fair, 
London, Birmingham. 


May 8-15—Southwestern Industrial 
Exposition, Will Rogers Memorial 


FRANKO SOLID WOVEN BELTING Coliseum, Ft. Worth, Texas. 


“ ” For Industrial § =“ " For Corrugated May 9-12—American Mining Com- 

INNERLO Conveyors MULTIPLE WOVEN” 0x — gress Coal Convention & Exposi- 

»  “FINETEX” fer Biseuit, & “SIFTER BRUSH” fein ‘industry es Public Auditorium, Cleveland, 
’ io. 


Pai May 10-12—American Management 
A Association, Packaging Convention, 

ESTABLISHED 1875 Atlantic City. 
Our 74th Year 


June 6—National Industrial Service 
Association, Hotel Jefferson, St. 
Louis, Mo. 
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lus- 


Factory headquarters and general offices of The Cleveland Chain & Mfg. Co., and its associate, David 
Round & Son, Cleveland, Ohio. Similar plants are operated by associate companies in Bridgeport, 
Conn.; Seattle, Wash.; So. San Francisco, Cal., and Trenton, N. J. 


Since nye) 1869 


DAVID SOung 


6 


. ° 
Neng wo™ 


IX plants of The Cleveland Chain 

& Mfg. Co. and its associate con- 

cerns produce chain of every type... 

to meet every home, farm, automotive 
and industrial chain need. 

History of the Cleveland organiza- 
tion, now in its 80th year, is typical 
of American industry under our free 
enterprise system. 

David Round, company founder, 
learned his trade as an apprentice in 
his father’s hand-forge chain shop in 


Staffordshire, England. His first chain 
works, established in 1869 at New- 
burgh (near Cleveland), was little more 
than an enlarged blacksmith shop. 

But, Mr. Round’s insistence upon 
master craftsmanship . . . his refusal 
to compromise with quality resulted 
in constant business growth. 

Today, Cleveland Chain is sold 
throughout the world... preferred by 
users who demand utmost security 
in every link. 


CLE VELAND [HAIN 


The Cleveland Chain & fy. Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 
5, Ohio. ¢ The Bridgeport Chain & Mfg. Co., Bridge- 
port 1, Conn. e Seattle Chain & Mfg. Co., Seattle 8, 
Wash. @ Round California Chain Co., So. San Francisco 
and Los Angeles 54, California ¢ Woodhouse Chain 


“Se Member 


Works, Trenton 7, N.J. 


LIBERTY 
MACHINE 


BUCKEYE 
PATTERN 
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SLING CHAIN 
(length as required) 





Certified . 


¢CHAIN INSTITUTE’ 








The Caster That Had a Complex 


*T’ll turn left,” it sassed when a right turn was 


wanted. In fact, this caster always seemed to go the wrong 


direction, do the wrong thing. Insubordination? 
No! It just wasn’t built for the job. 





Easy swivelling of Bond 36-A series casters permits 
your workmen to turn trucks in a minimum amount 
of space. Time and labor are saved, and handling 
costs are cut to the bone. The arrangement of its 
double ball races, its fork design, and its heavy metal 
construction are your guarantee of long service and 
easy, free-flowing performance. Every caster in the 
complete Bond line is the result of careful study of 
actual working conditions. You'll find the right 
caster for your handling requirements in the Bond 
Catalog K-38. Send for your free copy today. 


BOND FOUNDRY & MACHINE COMPANY 





No. 1536-A (shown). Double 
ball race swivel truck caster 
with roller bearing, vulcan- 
ized-on rubber tread wheel. 
36-A series wheel sizes 
range from 4”’ ; 
capacities from 160 to 1700 
Ibs. per caster. 


*IT'S A 


MANHEIM, PENNSYLVANIA 
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June 20-22—National Association of 
Purchasing Agents, Stevens Hotel, 
Chicago, Il. 


June 20th week—Third International 
Store Modernization Show, Grand 
Central Palace, New York City. 


Aug. 9-12—Western Packaging Ex- 
position, Civic Auditorium, San 
Francisco. 


Aug. 23-26—National Association of 
Power Engineers, Hotel Sherman, 
Chicago. 


Sept. _11-14—National 
Stores Association, 
Hotel, Atlantic City. 


Industrial 
Ambassador 


Sept. 12-16—National Instrument 
Conference & Exhibit, Municipal 
Auditorium, St. Louis, Mo. 


Sept. 19-22—Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago, Ill. 


Sept. 21-23—Direct Mail Advertising 
Association, Congress Hotel, Chi- 
cago, Ill. 


Oct. 12-15—National Hardware 
Show, Grand Central Palace, New 
York City. 

Oct. 17-21—National Metal Exposi- 
tion, Cleveland, Ohio. 


Oct. 31-Nov. 4—National Safety Con- 
gress Exposition, Chicago, III. 


Nov. 1-5—Pacific Chemical Exposi- 
tion, Civic Auditorium, San Fran- 
cisco, Calif. 








“That's all part of it—after they see all the 
trouble he goes to they just can’t refuse him.” 
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Attentiow- 


ALL MEMBERS OF CENTRAL STATES MILL SUPPLY! 


| HERES WHAT 
| YOU WANT... 


At your Fall meeting, Central States Mill Supply 
Association went on record as for or against the fol- 
lowing practices of Manufacturers (exactly as reported 
in the January edition of Industrial Distribution): 


Things For— 
1. Increase in our margin of profit by some manufacturers. 


2. Two percent cash discount being restored by some manufac- 
turers and some making terms 2%-10th prox. instead of 2%- 
10 days. : 


The manufacturers now invoicing us on the first of the follow- 
ing month on shipments made after 25th of previous month. 


Manufacturers who are closing warehouse requiring jobbers 
to carry stock but will take no orders direct, sending all buyers 
to the jobber. 


. Sales and engineering assistance given us by many manu- 
facturers whose one aim is to help us increase our volume and 
help themselves as well. 


Things Against— 

1. Manufacturers in the low profit bracket who don’t seem to be 
able to assist us on the small order or broken package problem. 
If many manufacturers have given us relief in this respect, 
why can’t they all do it. 


Manufacturers who still insist it is necessary for them to step 
in and take the large orders direct. 


Manufacturers who can’t resist the temptation to have their 
salesmen camp on the doorstep of every new outfit calling 
themselves a Mill Supply House. Why shouldn’t the high grade 
manufacturer be satisfied with his representation and let his 
competitor have this class of business. Outside of the fact he 
may get a small stock order he is simply taking business away 
from his regular dealer. Additional supply houses do not create 
any additional purchasing volume. 


Manufacturers who publish resale prices for non-stocking 
dealers and expect us to handle these accounts at resale dis- 
counts that give him more profit than we make. 


Manufacturers who for various reasons allow discounts to 


special accounts with no cost to them—this extra discount is 
taken out of our profit. 


HERES WHAT 
WE GIVE 
you/ 


Now see how Michigan Abrasive Company policies 
coincide with what the members of Central States Mill 
Supply Association want: 


1. We not only offer a higher rate of profit on small unit orders, 
but also on large unit inventory orders. 


. Because the coated abrasive business requires stock inventory 
investments, we give a 2% cash discount on invoices paid in 
10 days. 


. Progressive Mill supply houses can materially increase their 
profits by taking advantage of 2%-10 days discount. 


. We have no warehouses because coated abrasives do not im- 
prove in storage. We advocate that jobbers only carry an 
inventory that can be turned over every 60 days. This insures 
fresh stock and more profit for our distributors. 


. Our skilled sales and engineering assistance is designed to in- 
crease your sales, not only on coated abrasives, but on abrasive 
equipment as well. We do not try to sell equipment in com- 
petition with you. 


- Realizing many of your best customers do not always need 
full unit quantities, we are glad to cooperate on this problem. 


. This is only done at the customer’s insistence and always the 
local distributor is so informed. 


. We offer selective districts to recognized distributors first, 
whenever and wherever it is possible. 


. Our business demands alert, aggressive distributors. We are 
not interested in non-stocking jobbers taking business and 
profits from them. 


. It is our policy to establish suggested resale prices on our 
standard products, which we believe will provide distributors 
a sufficient margin to profitable handle our line, and give it 
full distributors’ service. 


*This advertisement is published so that ALL Mill Supply Groups may know the full policy of the Michigan Abrasive Co. 


WRITE FOR OUR DEAL— 
Clip Coupon and Mail Today! 








Manufacturers of 
NUMBER — STREET 2360 W. JEFFERSON AVENUE, 





CITY——-ZONE—STATE 


MICHIGAN ABRASIVE COMPANY 
2360 W. Jefferson, Detroit 16, Michigan 











L1ehigan 


ABRASIVE COMPANY 


ff S= 


Michigan 
HAS THE 
/ "ED COA 7 
ON ITS 
INDUSTRIAL 
ABRASIVES 


DETROIT 16, MICHIGAN 


BELTS + DISCS 
SHEETS + ROLLS 
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56-16 Arnold Ave., Maspeth, N. Y. 
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Cash In Now on the Sensational New 





“Gets You In’ at a Profit 
and opens the way to bigger jobs 





For 
Factory floors 
Traffic aisles 
Ramps ®@ Stairs 
City sidewalks 
Parking courts 


Loading docks 














Just what you've been waiting for 
—an entering wedge into a lot of 
profitable business. Amazing 
Pack-Patch repairs cracks and 
holes in wood, concrete and 
masonry floors and sidewalks. 
Packed in air-tight containers, 
ready for use; weather-proof, 
freeze-proof; truck over the patch 
immediately; very low in cost. Ex- 
clusive protection—a _high-profit 
deal for wholesalers only. Sells 
to industry, cities, shippers for 
platforms and docks, everybody 
having a surface for foot or 
vehicular traffic. 





For use 
indoors or out 
@ 
Ready to use 
& 
Permanent 
e 
Inexpensive 
€ 
No re-routing 
of traffic 














Write for liberal discounts and cooperative literature 





EUCLID-URBANA COMPANY, INC. 





Euclid Ave. at Urbana 


Cleveland 12, Ohio 

















NEW SALES MARKETS NEED ATTENTION ... > 





GES$ 


ELECTRIC 


HAND TOOLS 


© We can make prompt de- 
liveries to get you started on 
good profits . . . send for 
complete facts 








Model GES-12 Nibbler Type Electric Hand 
Shears—w “12 ts. Cap. Ye” boiler 
plate—i4 gauge stainless steel. Model 
GES-9—I4 gauge capacity also available. 


JEFFERSON ENGR. & MFG. CO. 





cect nace iaetniacii 








} GEARED 


BA HAND PIECE 
x 


JEMCO Fiexible Shaft Machine with the 
exclusive Electric Governor feature—an en- 
tirely new development. Speeds ranging 
from 1000 to 10,000 r. p. m. always avail- 
able without stopping motor or fosing 
power. Covers a wide variety of work such 
as sanding, wire brushing, routing, carv- 
ing, rotary filing, burring, buffing, polish- 
ing, and variable speed grinding. 
New sales markets are everywhere 
and you can open them up for 
profit. The GES line of hand tools 
is needed in plastic and metal pat- 
tern shops—for sheet metal work 
—in tool and die shops—in all 
kinds of production shops . . . in 
every branch of industry. Simple 
design and elimination of intri- 
cate parts means no expensive 


maintenance. 


269 WALKER ST. 
DETROIT 7, MICH. 
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WORTHINGTON BALANCED ANGLE AIR COMPRESSORS 
A complete line of single and two-stage models 
bare or tank-mounted, in sizes from 1 to 15 hp. Bal- 00g 
anced matched pistons... aluminum heads... Tim- 
ken main bearings... Worthington Feather* Valves. 


WORTHII GTON 








*Reg. U.S. Pat. Off. 


AS 







— ZN OSS 





PUMP AND COMPRESSOR MERCHANDISING DIVISION 
HARRISON, NEW JERSEY 


The Good Right Hand of Industry 


POWER TRANSMISSION: sheaves, V-belts, variable speed drives 
PUMPS: centrifugal, power, rotary, steam 
AIR COMPRESSORS: water-cooled, air-cocled 
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‘Bait for 
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on your line of 
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Worthington 


Air Compressors 


We’re giving our distributors the 
help they need to make the Worth- 
ington line of air compressors a 
consistent profit-maker. 


A complete line of water-cooled 
and air-cooled compressors with 
plenty of good talking points... 
aggressive national advertising . . . 
broadsides and stuffers for your local 
mailings . . . and the engineering as- 
sistance of factory-trained Worth- 
ington district office representatives 
—make the Worthington line a good 
one to push. 


Sales emphasis on the up-to-date 
Balanced Angle Air Compressor— 
the unit with many features for 
efficiency and dependability—will 
bring in profitable business. 


So get in touch with Worthington 
to make sure you have all you need 
to get all the business that this line 


merits. 
PCL9-2 
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’ SOCKET HEAD SCREWS ‘ 
made by the Kaufman Process j 


addure yosr custamens Extra y : 
Values without Extra Cost £~ 





ae 


é Added to the usual advantages of this 
popular type of cap screw, your customers 
should know about the extra values of 
greater strength and accurate cold forged 
forming in Cleveland Socket Screws. 
That’s the result of Kaufman Process 
manufacture—extra values without extra 
cost. Cleveland Socket Head Screws have 
perfectly concentric sockets, formed 
completely in the forging operation. It 
pays you to stock and sell Cleveland 
Socket Head Screws. 

THE CLEVELAND CAP SCREW COMPANY 


2917 East 79th Street « Cleveland 4, Ohio 
Warehouses: CHICAGO and PHILADELPHIA 


ORIGINATORS OF THE 
BLE PROCE 
KAUFMAN Nass CESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 
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Lou Trisler 


Trisler Will Represent 
Capitol Mfg. & Supply Co. 


The Capitol Mfg. & Supply Co., 
Columbus, Ohio, has appointed The 
Lou Trisler Co., 2324 S.W. 12 Street, 
Des Moines, Iowa, as its representa- 
tive in Iowa and Nebraska. Mr. Trisler 
has had considerable experience in the 
pipe fittings field and is widely ac- 
quainted with jobbers in the two- 
state area. He will make his head- 
quarters in Des Moines. 


Burton E. Hotvedt 
Joins Ad Agency 


Burton E. Hotvedt has been named 
account executive with the Klau-Van 
Pietersom-Dunlap Associates, Inc., 
Milwaukee advertising agency. 

Mr. Hotvedt has been a regional 
business manager for the Chilton Co., 
Philadelphia publishers. Prior to 1948: 
he was progressively advertising man- 
ager, manager of industrial supply 
sales, and sales promotion manager 
of Blackhawk Mfg. Co., Milwaukee. 
While with Blackhawk he was on the 
national board of the American Sup- 
ply & Machinery Manufacturers’ As 
sociation. 


Raymond Made Vice-President 
At Lyon-Raymond Corp. 


George G. Ray Raymond, Jr., sales 
manager at Lyon-Raymond Corp, 
Greene, N.Y. recently was elected 
to the office of vice-president by the 
board of directors. 

In addition to his new duties, Mr. 
Raymond will continue to act as 
sales manager. 








THE THIRD HEAD of Anniston 
Hardware Co., Anniston, Ala., is C. H. 
Jemison, president, shown with H. M. 
Sproull, Jr. vice-president of the firm. 


C. H. Jemison Celebrates 
30 Years With Anniston Co. 


C. H. Jemison, president and third 
head of the Anniston Hardware Co., 
Anniston, Ala., currently is celebrat- 
ing his 30th year with the firm, which 
was organized in 1887. It has occupied 
its present headquarters since 1898, 
but has expanded its size many times. 

Formerly, Mr. Jemison was with 
Simmons Hardware Co., St. Louis, 
Mo. but joined Anniston in 1918. 

Vice-president of the firm is H. M. 
Sproull, Ir» the third generation of 
his family in the company. J. C. 
Sproull organized the company and 
was its first president. His son, H. M. 
Sproull, succeeded him as second 
president of the firm. 


Ohio State U. Issues 
Belt Drive Test Data Book 


“Experiments on Belt-Drive Fun- 
damentals” by C. A. Norman, a bul- 
letin on the fedings developed in an 
investigation of the tension condi- 
tions under which the front-end belt 
drives on certain important automo- 
tive vehicles ought to be applied to 
insure dependable power transmis- 
sion, recently was issued under the 
imprint of Ohio State University’s 
studies in engineering. 

The tests were made on V-belt 
drives and included the effect on belt 
tension, slippage, etc. of various 
heights and sizes of crowning in flat- 
belt pulleys. Details investigated in- 
cluded (1) centrifugal force, (2) fixed 
and floating shaft distance, and (3) 
contact angle apparatus. Life tests 
and additional tests on contact-angle 
at speeds of about 2500 to 3000 
r.p.m. were made with C-size belts 
on 7-in. O. D. pulleys. 

Among the ea were that (a) 
centrifugal force may have much less 


(Continued on page 252) 





[he Cleveland 

Ne If Coines Yo if 
for the Triple Industrial Supply Convention. 
We'll be glad to see you at our booth, No. 101, 
just inside the entrance, main floor of Public 
Hall. You are cordially invited, too, to visit our 
plant. Transportation is available from the Hall. 


THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th St. e VUlcan 3-3700 e Cleveland 4, Ohio 


Booth 101 


ORIGINATORS OF THE 
' BLE 
KAUFMAN os PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 


INDUSTRIAL DISTRIBUTION © MAY, 1949 





ARE You 
x MISSING 
if A MARKET 


ff your equipment requires uni- 
form pressures to operate cor- 
rectly, don't let it bother you. 
CASH-ACME manufactures all 
types of pressure control equip- 
ment from i" to 2" pipe sizes 
a for water, air, oil, steam, gas 
cASH-ACME Type An16" and liquid service. 


Pressure Reducing Valve 
Write fer your free copy of if one of our standard models 
our new 1948 Catalog, giving H 4 
full details about casw-acme doesn't do the job, we ul try and 


Products, or ask your mill develop a special valve for you. 
supply dealer for— 


ASA: Arctometic Valves... 


A.W.CASH VALVE MANUFACTURING CORPORATION 


6662 EAST WABASH AVENUE, DECATUR, ILLINOIS, U. S. A. 








in your customers’ otonns ™s YOUR NAME HEREM 
on an everyday basis 


SELLING THIS SHIM STOCK LINE 
HAS THREE EXTRA ADVANTAGES 


MERCHANDISING— 


This new, metal wall rack is imprinted with 


your firm name when ordered in quantities 
of 25 or more. 


FLEXIBILITY— 


You fill the rack with four cartons of 6” x 
100” brass or steel shim stock in gauges of 
the customer's choice. 12 gauges, from .001 
to .012”, are available. 


LARGER PROFITS— 


Larger units pf sale for you. You sell the rack 
and four cartons of shim stock at one time. 


SELL PACKAGES INSTEAD OF INCHES! Laminated Shim Company’s line 
of packaged shim stock eliminates waste in stocking and using. 


LAMINATED SHIM COMPANY 


INCORPORATED 
SHIM STOCK ° GLENBROOK, CONN . AN-COR-LOX NUT: 
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For those who 
profit by selling 


TOP QUALITY! 
STRANDFLEX 


4-SPEED GEAR DRIVE 
FLEXIBLE SHAFT 
» MACHINE 


High Speed Motor 
Gives You 
1700 RPM 7200 RPM 
3600 RPM 9000 RPM 


NirelileliaeMuteliols 
Gives You 
850 RPM 3600 RPM 
1800 RPM 4500 RPM 


In the long run nothing 

beats quality, for it pro- 

vides customer satisfac- 

tion and the good will 

that results in repeat business. 
That’s why distributors are push- 
ing the sale of the new “STRAND- 
FLEX” 4-Speed Gear Drive Flexible 
Shaft Machine. 


4 different RPM are provided, as 
hs above, by an easy and quick 
shift method. Users get depend- 
able long-lived service . . . find the 
“STRANDELEX” flexible shaft 
machine versatile and adaptable to 
a wide range of uses. 

Acquaint yourself with all features 
by sending fora descriptive folder. 
Be sure to display “STRAND- 
FLEX” on your sales floor ... it 
will help to sell itself. 

N. A. Strand & Co. 5007 No. 
Wolcott Ave., Chicago 40, Illinois. 








COMPARE! Unretouched photos show (left) 


an ordinary file with old style teeth, and 


(right) a Heller NUCUT File with “Wavy Teeth,” 


d 


A Heller NUCUT combines coarse an 


fine teeth... cuts deep and finishes 
smooth ... both in one and the same 
stroke. It clears itself quickly, 


more metal, lasts longer. 


removes 


HELLER BROTHERS 


COMPANY 


Newark, N. J....... Newcomerstown, Ohio 


Good Jools Since 1836 
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Because Ottemiller products are expertly made of fine ma- 
terial, they offer an extra ingredient . . . customer con- 
fidence. Users know that, when assemblies are made with 
Ottemiller fasteners, there’s no chance of wobble or bind- 
ing. They recognize Ottemiller’s uniform accuracy and 
repeatedly specify Ottemiller Products. Our large stocks 
and modern facilities make it easy to fill their orders. 


CAP SCREWS—Hex,  filister, 
round or flat heads with coarse 
or fine thread, in steel or brass. 


SET SCREWS—Cup and oval 
point, case hardened are regular. 
Other points rapidly supplied. 


MILLED STUDS—From ?” to 
11” diameter, with coarse or fine 


thread. 


COUPLING BOLTS — Precision 
milling assures true faces on heads 
and nuts. 


SCREW MACHINE PARTS—Made to blue print or 
sample with Ottemiller precision. 
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influence on V-belt--tension: and. life 
than commonly assumed; (b) that a 
drive with fixed shaft-distance can, 
as long as the belt has not undergone 
much permanent stretch, transmit 
more torque than a floating drive with 
total tension set by a tensioning de- 
vice; (c) on comparatively small pul- 
leys, the actual arc of contact between 
a V-belt, or other stiff belts, and the 
pulley, may be very much smaller 
than the conventional one obtained 
by representing the belt by straight 
lines drawn tangent to the pulley cir- 
cumference (d) that for V-belts the 
ratio of pulley diameter to belt thick- 
ness should not be less than 12 (for so- 
called wedge belts the diameter/belt 
thickness ratio may be 10); and that 
(e) the ratio of total tension with 
power transmission to initially applied 
total tension without power trans- 
mission depends among other things 
on the stress-strain curve of the belt. 
(From this point of view the running 
total tension may be either smaller 
than, or larger than, or equal to the 
initial tension.) 

The tests on the crowning neces- 
sary on flat-belt pulleys, which sought 
after the minimum crowns needed to 
keep the belts guided; transmitting 
the full tension only in the middle, 
showed that a crown of 0.10-in. on 
the diameter per foot of pulley width 
was necessary to guide all belts with- 
out special adjustment of shaft align- 
ment. (A crown of 0.06-in. will be 
satisfactory for modern belts if the 
shafts are specially aligned for the 
belts used.) Narrow belts, it was 
found, responded to increased crown 
more readily than wide belts. Slack 
belts are more easily guided than belts 
under heavy tension. 

The investigations, by the way, were 
undertaken with the support of the 
Goodyear Tire & Rubber Co., under 
the instigation of the late Ray S. 
Carter, the well-known belt engineer. 
Unfortunately, Mr. Carter died in 
September, 1945, although the ex- 
periments were continued into 1947 


under Paul D. Suloff. 
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A DOUBLE CHECK on belt sizes is 
underway by J. B. Montgomery and 
Jim Boling, store salesmen of Carolina 
Suppply Co., Greenville, S. C. 





Now! A REALLY MODERN 
IRE BRUSH...WITH BRISTLES 








NO METAL FLANGES 
TO MAR SURFACES 


NO RIGID HINGE POINT 
TO BEND OR BREAK WIRES 


ALL-RUBBER CORE 
ABSORBS VIBRATION 


WIRES COMPLETELY 
LOCKED IN RUBBER 


Due to a new process for imbedding 
wire in rubber, you can now sell a 
more efficient kind of rotary wire 
brush. 


It’s the new HEwIiTr RUBBERLOKT 
Rotary WIRE BRUSH ... with 
bristles that are locked in rubber! 


Here are some of the many reasons 
why your customers will say it’s a 
better brush in every way! 


Less Vibration—Its special rubber 
mounting soaks up vibration. So 
workers will find it easier . . . and 
less fatiguing . . . to use on both 
portable and bench tools. 


Easier on Tool Bearings—Less vibra- 
tion means greater protection for 
tool bearings and arbor shafts. It 
means less maintenance on those 
tools, too. 


More Brushing Points—Exclusive 


Hewitt rubber flange keeps bristles 
in an upright position all during the 
life of the brush. That provides more 
brushing points . . . and gives a 
smoother job. , 


Better Flare Control—Special rubber 
flange always brings the wires back 
to their upright position . . . won’t 
let them bend out or mat down. 
Gives brush longer usable life! 


Less Wire Breakage—Rubber mount- 
ing reduces bristle ejection. And it 
also eliminates the rigid hinge point 
that causes wires to fray and break. 
Result—a much safer brush! 


Faster, Better Work—Unlike a rigid 
metal mounting, the Hewitt flexible 
rubber-locked mounting allows the 
wires to ‘‘give’’ without bending or 
breaking. Yet it holds them together 
compactly under working pressure. 
So it allows workers to do a much 


faster, better job . . . even on irregu- 
lar surfaces. 


Investigate the sales and profit possi- 
bilities of the new Hewitt RUBBERLOK1 
Rotary Wire Brush today. Sales terri- 
tories are still available in some areas. 
Write Hewitt Rubber Division, Dept. iD-5 
240 Kensington Ave., Buffalo 5, N. Y. 


HEWITT 


RU BBERLOKT 
Rotary Wire Brush 


HEWITT RUBBER DIVISION HEWITT-ROBINS INCORPORATED 
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A ‘Budgit’ has no tongue or it could 
sell itself. But you can be its voice. 
Tell the story of thousands of installa- 
tions in hundreds of industries, all 
paying for themselves, over and over 


Point out that the many minutes a 
‘Budgit’ saves in every hour is of 
vital importance when wages are 


high. They are real savings. 


Then show that workers like 
‘Budgits’ primarily because they make 
the jobs much easier, rid the operator 
of all danger of rupture or sprains, 
conserve his energy so that he pro- 


duces much more at much less cost. 


It's a safe hoist — for load and 
worker. And while its main job may 
be in production, assembly and inspec- 
tion lines, or on loading platform, it 
will serve and save wherever lifting 
is an important part of the day’s 


work. 


Persuade a man to install one. Then 


it will speak for itself. 


How is your supply of Hl 


Bulletin No. 391? If short 
write us for as many as 
you can use. 


‘BBUDGIT 
Hosts 





MANNING,MAX WELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
"Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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AN AERIAL VIEW of the new non-ferrous foundry of the National Bearing Divi- 
sion of the American Brake Shoe Co. at Meadville, Pa., the newest of Brake Shoe’s 


six post-war plants. 


National Bearing Division 
Opens New Foundry 


The National Bearing Division of 
the American Brake Shoe Co. has 
opened its new non-ferrous foundry— 
the newest of Brake Shoe’s six post-war 
plants—at Meadville, Pa. The com- 
pany is concentrating production for 
the Eastern area in the new plant, 
which will put National Bearing 
nearer to users of blast furnace cast- 
ings, steel mill bearings and industrial 
non-ferrous parts, located as it is in 
the heart of the country’s steel pro- 
ducing area. 

When in full production, the new 
foundry will greatly exceed the com- 
bined productive capacities of the four 
old plants originally maintained by the 
bearing division. It will provide com- 
plete machining facilities which were 
not available in any of the old plants. 

The new plant has a total of 185,- 
245 sq. ft. of floor space or the equiva- 
lent of nearly 44 acres under one roof. 
This includes a two-story office and 
employee service building; the main 
foundry building and machine shop, 
which measures 735 by 250 ft. and a 
heating plant housed in a separate 
unit. All construction is of brick, con- 
crete and structural steel. 





Watkins, Inc. 
Holds Annual Show 


Watkins, Inc. of Wichita, Kan., 
distributors of industrial equipment, 
tools and supplies, recently held its 
Annual Show for manufacturer-cus- 
tomers, manufacturer-suppliers and 
the firm’s many friends and customers. 

Despite terrible weather conditions 
and radio warnings to stay off the 
roads, the Watkins company’s good 
friends traveled as many as 250 miles 
to attend the show, which featured dis- 
plays by the companies it represents, 
door prizes, demonstrations and per- 
sonal help on technical problems. 


Kenny of S. B. Hubbard Co. 
Discusses Business Future 


T. J. Kenny, president of the S. B. 
Hubbard Co., spoke to the Beaches 
Kiwanis Club on the subject of busi- 
ness, its recent past, current condi- 
tions, and prospects for the future, 
“What the individual should do to 
balance the budget,” Mr. Kenny ad- 
vised, “‘is to cut overhead. Put more 
effort into selling and watch credit.” 
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GREATLY EXPANDED MANUFACTURING facilities are provided in the new 
Chrysler-Amplex plant at 65th and Harper Avenue, Detroit, Michigan. 














Why it pays to stock 
POWELL VALVES — : Powell full-page adver- 


aa tisements appear monthly 
in a long list of national 
publications representing 
every branch of industry. 
Each is designed to 
acquaint valve users 
with Powell Valves 
specifically adapted 
to their own branch. 
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It pays to carry a complete stock 
of Powell Valves because the following exclusive 
;, features are available to Powell Distributors ONLY: 









I, You never have to sell a customer a III. You can call on Powell Engineers at 

valve that seems to be nearest to what any time to recommend the correct valve 

he needs because: —in type, design and material—to meet 

II. The Powell Line is so complete that your customer's requirements. 

there’ll always be a Powell Valve that is IV. Powell advertising creates strong cus- 
“i exactly what he needs. ~ tomer acceptance for Powell Valves. 
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WSL. 


ApTORaUE 


RIGHT ANGLE 
TOOLS 


Here's the Aro Tool for 
close-quarter screw driv- 
ing and nut setting... 
better and faster! Small 
size... lightweight. . 
1000 r.p.m. .. - built-in 
speed regulator. Screw 
Drivers. and Nut Setters 
with positive and adjust- 
able clutch. Aro- built 
dependability. 


Jobbers: This advertisement appears 
in leading Industrial Publications. 
Write for tive prop 








Screw Driver and 
Biv: Setter! 


@ HIGH TORQUE ASSURES BETTER DRIVING 
of wood and sheet metal screws—will 
drive %’’ screws and bolts at higher 
speeds, or °%%’ bolt at 450 R.P.M.— 
especially good for driving wood screws. 


@ SLOW SPEED SAVES BITS — bit finds 
screw slot easier and does not “chew” 
head of screw. 


@ CLUTCH JAWS LAST LONGER — due to 
slower ratcheting. 


@ IDEAL FOR SELF-TAPPING AND RECESSED 
HEAD SCREWS. 12 models... friction or 
positive clutches ... pistol or lever type. 
See your Aro Jobber or send coupon. 


Also... LUBRICATING EQUIPMENT... 
HYDRAULIC EQUIPMENT... AIRCRAFT 
PRODUCTS ... GREASE FITTINGS 


THE ARO EQUIPMENT CORPORATION, Bryan, Ohio 549 


Without obligation, send illustrated bulletin on 


the following: 


0 Aro LO-SPEED HI-TORQUE Screw Drivers and 


Nut Setters 
OD Aro Right Angle Tools 


Name 











Street 





City. 
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Robert E. Zahn 


Six Welding Clinics 
Sponsored By Delta 


Something new in manufacturer- 
dealer-customer relations has been in- 
troduced on the West Coast recently 
in a series of six “welding clinics” 
sponsored by the Delta Mfg. Division 
of Rockwell Mfg. Co., Milwaukee, 
Wis. The clinics serve the purpose 
of demonstrating the work potentials 
of Delta’s new welders and are sched- 
uled in San Diego, Los Angeles, San 
Francisco, Portland, Seattle and Van- 
couver, B.C. Robert E. Zahn, of 
Delta’s engineering department, con- 
ducts the clinics. 

The new weiders, recently an- 
nounced, consist of a spot welder, an 
arc welder and a “dual-weld” combi 
nation unit incorporating the two 
types of welding. 

The clinics are intended to acquaint 
customers completely with the new 
units. “Hosts” for the clinics are the 
State Vocational Teachers Show in 
San Diego, the Harron, Rickard & 
McCone Co. of Southern California in 
Los Angeles; C. W. Marwedel in San 
Francisco; the Chown Hardware Co 
in Portland; the Star Machinery Co. in 
Seattle; and McLennan, McFeely & 
Prior in Vancouver. 


Manning, Maxwell & Moore 
Offer Price Guarantees 


Prospective purchases who might be 
inclined to hold off on their purchases 
of hoists in the “Budgit” line manu- 
factured by Manning, Maxwell & 
Moore, receive a unique guarantee 
against lower prices for a year with 
each hoist purchased. 

The guarantee states that in the 
event the firm should establish lower 
prices before April 15, 1950, either 
itself or the distributor from whom 
the hoist was purchased will credit the 
purchaser with the difference in price 
on presentation of the guarantee card. 





Bonney Distributors 


AY PROFITS ! 











EXTRA PROFITS ON 


G pecially Descgned 
TOOLS 


STEADY PROFITS ON 


Everyday 


TOOLS 


hen it comes to standard tools for ‘round- 
he-plant use, Bonney is the best bet for easy 
sales and steady profits. You'll find Bonney’s 
idely-known reputation for making the 
‘world’s finest tools’ will bring steady 
epeat sales. Your customers have hundreds 
ond hundreds of handsome, extra-tough 


Being a Bonney distributor means you don’t 
have toskip themany plants whosemachines 
and equipment call for “special’’ tools. 
We may have them in stock because we've 
designed so many unusual tools to reach 
“out-of-the-way” adjustments. If we don't, 
a blueprint or a description of the hard-to- 
vols to pick from in the new Bonney Cata- get-to spot is all our tool engineers need to 
logy—easy-handling tools to service prac- make the tool for the job—and you get all of 
tically all plant requirements. If you don’t this plus business. You needn't pass up a 


have a copy... single sale when you handle Bonney Tools. 


MAIL COUPON BELOW FOR 
THE NEW BONNEY CATALOG 


IF IT’S NOT IN OUR CATALOG 
. » » WE'LL DESIGN IT! 





Please send me full information on the sales and profit 
possibilities of Bonney Tools. 1D-1-49 


NAME 





ADDRESS 
ALLENTOWN, PA. sia ZONE——STATE 











This Tapper cee . IT'S 


Means 
WITH CEMENTED CARBIDE TIP 


BUSINESS! ggg : 


LAG SCREW EXPANSION SHIELD 














TAPPER 


MERE'S WHY .... 


@ Widest Range—takes taps from #0 to 
a” 
“m& - 





@ Torque Control—thinks for the operator 
. automatically stops when taps are 
dull, overloaded or strike bottom... 
permits inexperienced operators to do 
precision work. » 
® Spring Clutch Drive eliminates mipenme 


Commander Tappers mean more business 
and wear. 


for you because they offer more to your 
customer—more versatility, speed, stamina @ Compactly built . . . affords maximum 
and efficiency + + + more of everything visibility of tapping operation. 

they want in a Tapper. @ FURNISHED TO FIT ANY DRILL 
Investigate the Commander Tapper .. . PRESS 

see for yourself why they’re the t 
selling Tapper on the market. 


Write for information about COMMANDER MANUFACTURING co. 


handling the Commander Tapper in your 


territory 4217 W. Kinzie Street, Chicago 24, Illinois 


Product of Commander . . . Builder of the Wulti-Drill 


DIENER... 


Preventing costly damage to property 
. . Pays you dividends— 


FIRE PREVENTION EQUIPMENT— 


e Saving your customers fire-loss money means 
good business for you. Every establishment . . . 
public buildings, schools, warehouses, plants . . . 
all need adequate fire protection. You can sup- 
ply the proper piece of 
DIENER Fire Prevention 
Equipment whether it is 
for indoor, outdoor, heat- ; 
ed, or unheated buildings. - RIVETED HEAD, STUD BOLT TYPE 
Sell your customers the F ti crnraaiclbnecents 
right kind of equipment 
at minimum cost .. . 
DIENER! Send for com- 
plete facts now. 























PERFECTION Excelsior Can 
For storing excelsior, straw, waste, LITTLE MAJOR TURNBUCKLES 
paper for packing, and other com- Foam Type 
bustibles—also helps to keep pack- av Fire Extinguisher is 
ing material neat and clean and gal. Y. j 

prevents waste and loss. Made of 4 ten oe _ SEE YOUR JOBBER — 
heavy galvanized steel. Useful in ing effect aes burning 

manufacturing plants, airports, liquids. This smothers the 


eggineconcnaiee Siac a ‘ana e” | ARRO EXPANSION BOLT CO. 
GEO. W. DIENER MFG. CO. po MARION, OHIO 


naphtha, oil, enamel, 


400-420 N. MONTICELLO AVE. CHICAGO 24, ILL. grease, or lacquer is used 


and sto 





INDUSTRIAL DISTRIBUTION © MAY, 1949 





At last! \ WIRE ROPE HANDBOOK 
FOR THE MAN ON THE JOB! 


It’s new... It’s different... It’s easy to understand 








TABLE OF CONTENTS 


Introduction 


Section | 
\ ; 
nstalling, and Operating Wire Rope 

Unreeling, 

Sheaves an 





Section [i 


Se 
lecting the Correct Wire Rope for the Job 





Tesistance toa 
mensions, stra 
Tades of steel, 


and where to buy on » €Xamples of 


brasion , 
nds and 
fabrica- 
orders, 


Section II 


Catalogue of Standarg 
Ope Constructions 


Section IV, 


Standard Fittings, 


Available with J&L Wire Rop. 
e 


General R, 87 
ecommendati 
Standarg Retenee 'ons for Ropes in Use on 





SEND FOR YOUR COPY NOW! 


Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 


: : : . : Pittsburgh 19, P ; 
This 96-page illustrated book is especially written for the machine operator cai —_— 
who handles wire rope constantly on his job. And its handy size—43@” x 744” Gentlemen: 
: ; : Please send me a free copy of your 
—fits into your pocket, ready for instant reference. It’s yours for the asking! 


new handbook ‘“‘Wire Rope is a 
Machine.” 


Name 





JONES & LAUGHLIN STEEL CORPORATION 


From its own raw materials, PRINCIPAL PRODUCTS: HOT ROLLED AND COLD FINISHED 
J&L manufactures a full line of BARS AND SHAPES * STRUCTURAL SHAPES * HOT AND COLD 
carbon steel products, as well as 


certain products in oriscovoy ROLLED STRIP AND SHEETS + TUBULAR, WIRE AND TIN MILL 
and JaLioy (Ai-tensile steels). PRODUCTS + ‘“PRECISIONBILT’’ WIRE ROPE * COAL CHEMICALS 














INDUSTRIAL DISTRIBUTION © MAY, 1949 





John H. Stauffer 





| Herr & Co., Ine. 
| Names Stauffer and Herr 


Amos H. Herr recently was elected 
to the position of chairman of th« 
board of Herr & Co., Inc., distributors 
of Lancaster, John H. Stauffer 
was elected the firm’s president, a po- 
sition formerly occupied by Mr. Herr. 

Mr. Herr has been connected with 
Herr & Co. since its organization in 
the vear 1899. His father, C. R. Herr, 
was one of the two original partners. 
Mr. Amos Herr served as vice-presi- 
dent of the company until the death 
of his father, at which time, in 1922, 
he became president of the company. 
He served in that capacity until his 


recent elevation to board chairman. 
Mr. Stauffer has been associated 
with Herr & Co. for the past 26 years 


and has held the office of treasurer 
from 1934 to 1946. He then served 
in the capacity of vice-president until 
his election as president in 1949. 
Other officers are C. R. Herr, vice- 


AMERICAN 
PATTERN 


You — and your customers — know the top-notch quality of 
“American Swiss” Swiss-Pattern Files that has made these pre- 
cision tools preferred by skilled craftsmen for more than half 
a century. 


AMSWISS American-Pattern Files are made to the same high 


president; H. H. Wilkinson, treasurer 
and C. H. Brill, secretary. L. L. Flem- 
ming was named controller; B. F. 
re merchants’ sales manager; 
and E. J. Weber, industrial sales man- 
ager. 


standard of processing and workmanship. They will make 
additional sales . . . additional satisfied customers . . . addi- 
tional repeat orders for you, because of their keen-cutting, 
long-wearing qualities and dependably uniform excellence. 


Available in all standard shapes, cuts, and sizes . . . write for 
price list and catalog describing, illustrating and listing the 
complete line. 


ERICAN SWISS FILE & TOOL co. 
"YO TRUMBULL STREET, ELIZABETH 1,.N. J. 
Also manufacturers of American Swiss Swiss-Pattern Files, Milled. 
ee Michenleet tind eater 





Amos H. Herr 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 





Better rubber products are 
made with Du Po 


They resist 
OXIDATION by cir, oxygen, ozone— 
hove outstanding resistance to aging. 


qj 


They resis? 
HEAT—are exceptionally stable of 
temperatures up to 250° F. 


>! 


ee 4 
IAS 
LOOMS 


PORTABLE CORD AND CABLE 


A 
— Vf 


—— 


INDUSTRIAL GLOVES 


DRIVE BELTS— 
FLAT, V, MULTIPLE 


: g 
po- \ 
IT. aX 
ith 
in 
IT, 
TS. They resist 
“" SUNLIGHT AND WEATHERING—in a 
ith class by themselves in resistance to 
2. rubber’s worst enemies. INDUSTRIAL TRUCK WHEELS CONVEYOR BELTS 
ny, . 
his 
7 That’s why 
eG 
ars 
rer IT PAYS TO SELL PRODUCTS MADE WITH NEOPRENE 
‘ed 
til Sia They resist deterioration from abrasion, heat, oil, 
7 OILS, SOLVENTS, MOST CHEMICALS — grease and most chemicals 
; set the standard for oil resistance 
ret throughout industry. 
Tr Neoprene’s outstanding advantages So ask your manufacturer for full 
or. are powerful selling points whenever information on the many rubber 
in- you’re talking rubber products. The products made with neoprene. 


They resis? 
ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
ice conditions, 


FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories... new unusual applica- 
tions of neoprene. Write E. |. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-£ Wilmington 98, Delaware. 





unusual properties of neoprene make 
your selling job easier. Its superior 
performance means repeat sales. And 
neoprene can be compounded to sup- 
ply exactly the right combination of 
excellent properties required for a 
particular job. 

That’s why so many top quality 
rubber products are made of neo- 
prene. For a neoprene product on the 
job means increased efficiency...long, 
trouble-free service life. It’s tough, 
durable and resilient—withstands all 
the destructive influences that usu- 
ally cause early rubber failure. 
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E. I. du Pont de Nemours & Co. 
(Inc.), Rubber Chemicals Div., Wil- 
mington 98, Delaware. 


NEOPRENE 





) 


“T can carry a 
two-ton ‘Budgit’” 


vi & 
Say this té a pros 


Chain Blocks, Even if 





r ‘Budgit’ 


back, it willbe impressive.» 
prior to the ‘Budgit’ It \togk } wo men 


to move arid hang @ chain block of 
this type and capacity. 


With this Vight-weight selling point 
disposed of you can’ then convince 
him that a han with! the ‘Budgit’ lifts 
more faster ‘end onli. Translate this 
into more work done at less cost and 
the greater contentment of the worker 


who uses muth less effort on the job. 


Tell him how it's done. Anti-fric- 
tion bearings ‘throughout and all 
working parts, inclyding the automatic 
load brake, ere enclosed in a sealed 
housing operating in grease. That 


makes for long life, too. 


A man who knows he is in the 
market for a Chain Block naturally is 
your best bet. But don’t overlook 
those who are using antiquated Chain 
Blocks. Replacement could well multi- 


ply your sales. 


Have you enough copies of Bulletin 
393? If not, write for as many as 


you can use in your selling. 


Chain Blocks 


MANNING, MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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Porter Tools have harder cutterheads that Cuf harder stock 
easier and last longer. 


> > > Have you seen our triplets yet? € € < 


Three styles of HandKIiP one-hand tools with plenty of cutting 
uses. 


SEND FOR CIRCULARS 


\. 


4 CUTTERS 


POWER LINE 


PORTER 


~ 
HANDKLIP & \%, 








_ GREATER PROFITS 
CLIPPER 


Y v Constant Consumer Demand 
) V No Factory Sales to Users 
 W Nationally Advertised 
S v Firm Resale Price Policy 
Nv Highest Uniform Quality - 
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Buckeye 


Ss 
DISTRIBUTORS 


DISTRIBUTOR SA — Ea 
AND PURCHASER 


BEARINGS 
Badger Bearing Co, 


Milwaukee, Wis, 
earing Distributor Ine, 
8 


THESE WELL 


Pittsburgh, Pa, 
Obker Bearings Ine, Newark, N, J, 
Bobker Bearing Co., Ine, 

s s—a " 
tion & Jerse Cit 
Il distributor p coe factory Canadian B can 
gives you fu lity product; — range of 

ckeye >, uali wi 

- ment “name Jot. to draw; and a 

reco on whi 

. ries up 

invento 


ew 
Caring Supply Hamilton, Ont, 
Carter, Milchmann & Frank, Inc. New York 
Chicago Bearing 
TOSS Bros. 
. Ss. " 
mers eee der our exact 
izes to meet custo lected materials un 
cture 


‘ Chicago, Ml. 
°. ; Ochester, N.Y, 
Cutter, Woo & Son bridge, Mass, 
ings Industria) Specialties Co. 
-use bearing 
ished ready-to ye from Lindquist Hard 
fully-fini are Metals Supp} 
ols Buckeye intenance bars hout — and P 
e tr ’ e in ° u 
ing tall machined ian analysis caaiieeaniens 
— ll of unifor ced. They are recogniz 
S ° ioned. 
poro dimensio 
tely 
accura 


Co, 
etzger Machine Co 
H, Pooley 
service. 
fficient, trouble-free 
e 
for long, 


Belting Co, A 
Seattle Stee} Co, Seattle, Wash, 
Peay rs in laysman Co, Baltimore, Md, 
sentative eo bave trong, Carlisle g 
m b level, d Ohio 
b repre e of who 2™mond Co Clevelan q 
cked and sold li sot — som 25 years. Tristate Corp, Philadelphia, Pa, 
Sto : industria than 
incipal indu line for more Western Brass Works 
the pr Buckeye lin 
the 
handled 


Buckeye 


Y 
OMPAN 
D MANUFACTURING C 

N 

BRASS A 


900 
SINCE 1 
BRONZESMITHS 


OHIO 
AND 3, 
CLEVEL 

NUE 

NE AVE 

AWTHOR 

6410 H 


AY, 1949 
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When you fumigate a railroad car, windows, 
ventilators and other openings permit gas 
to leak out. This slows up the job...makes 
it less effective and far more costly. 


But smart railroad men have learned that you 
can seal those leaks—quickly, effectively 
and economically—with Permacel Masking 


' Tape. The fumigating gas remains inside 


until the job is done...then the tape can 
be removed in a jiffy. 


This is merely one of the thousands of ways 
that Permacel Masking Tape is used in 
industry. Have you ever thought about it 
for your business? Our staff of trained 
technicians will be glad to help you discover 
ways of cutting time and costs with 
Permacel Tapes. 


**PER“ACEL’ REG, U. S. PATENT OFF, 


Permace 


INDUSTRIAL TAPES 


INDUSTRIAL TAPE CORPORATION + NEW BRUNSWICK, N. J. 
INDUSTRIAL DISTRIBUTION © MAY, 1949 





A SELLING JOB requires demonstra- 
tion so Albert White, purchasing 
agent, lends an ear while F. J. Pahalek, 
general manager, explains the array of 
machines. 


Screw Machines Augment 
Industrial Supply Sales 


Eighteen automatic screw ma 
chines—and the necessary secondary 
machinery—shape bar steel into a 
myriad of forms to produce more sales 
of industrial supplies at the Hoover 
Supply Co., Kalamazoo. The firm’s 
machine shops have been especiall\ 
designed to mect the special needs 
of its industrial customers in the 
area. 

The industrial supply, tool and 
equipment division of the company 
operates as a separate function. The 
other function of the firm is handled 
by the production division, which 
concentrates on mechanical output. 
The 18 machines of the automatic 
screw type used by the latter depart- 
ment supply the small parts and spe- 
cial screw products Michigan machine 
tool manufacturers require for their 
precision machinery. 

“We do not stock any of our auto- 
matic screw products in our indus- 
trial supply division,” points out F. J. 
Pahalek, general manager. “All of the 
work in this division is job work, or 
work on specification contracts. “The 
automatic screw machine sections 
supply the secondary operations, the 
final touches in drilling, reaming, 
broaching, milling of keyways, etc. 
We can take any standard cutting 
tool from the industrial supply de- 


Seah | 


BAR STEEL, fed to two of the 
eighteen automatic screw machines of 
the Hoover Supply Co. is shaped into 
a thousand forms and items to aug- 
ment its supply sales. 





F” 
osnetD, QUALITY pePENDABLE SERVIC 


century 


ye 
SANDER by STERLING 


Like the famous 20th Century Limited of 

the New York Central Railroad . . . the 

new Sterling Century Sander gives you 
speed, quality and dependable service, 









































i Too. 
peooucTs co 


Sand wood, metal or composition surfaces with 
the new low cost Sterling Century. Only 4 inches 
This is one of a series of advertisements 
APPEARING IN 47 TRADE AND 


high, the Century gets into those hard-to-reach spots. 
Weighing only 434 pounds it permits easy, 
one hand operation. A powerful, vibrationless tool, BUSINESS PUBLICATIONS AND 
THE SATURDAY EVENING POST 


built for long, continuous use 
reaching YOUR markets! 


» -. Sterling performance and 
quality at low cost. 

















STERLING TOOL PRODUCTS CO. 


The Century’s pad speed is 5000 r.p.m. — ~ 
plenty of power to assure fastest, most , 

uniform sanding. Pad quickly loads with y 
1336-F Milwaukee Avenue, Chicago 22, Illinois 
= Canada: Terminal Warehouse, Dept. 29, Toronto }. 


\s of standard abrasive sheet. 
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FOR DIFFICULT 
LIQUID LEVEL 
CONTROL APPLICATIONS _™* 


The motion of the float is transmitted directly 
to the pilot, which in turn applies the proper 
pressure from an auxiliary air or gas line to 
the Kontrol Motor Diaphragm Valve, thereby 
positioning the inner valve and controlling the 


liquid level. 


External cage, 
flange or spin- 
dle type float 
unit may be 














( 








Air or non-corrosive gas at 20-25 p.s.i. is used to 
operate pilot which may be installed as much as 100 
feet away from the Kontrol Motor Diaphragm Valve. 


Adjustment of throttling range can be made while 
unit is in operation and full valve travel with float 


movement from 1" to 8" can be obtained. 


A wide combination of float units and valve sizes 
may be used. Request Bulletin 1000 from Kieley & 
Mueller, North Bergen, New Jersey. 


Valve sizes for 
this service up 
to 16". 

The Kieley & Mueller policy of continued pio- 
neering has helped the K&M reputation grow con- 
stantly throughout the past 69 years. Look to A&M 
for: BACK PRESSURE REDUCING VALVES ¢ PRESSURE 
REDUCING VALVES @ STRAINERS @¢ ATMOSPHERIC 

| RELIEF VALVES ¢ STOP AND CHECK VALVES ¢ STEAM 
§ SEPARATORS © GREASE EXTRACTORS. 


* Kf ONTROL 


NORTH BERGEN N. J 


OTOR 
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EVERY ITEM has its niche in the 
“good housekeeping” display and shelf 
arrangements for stock at Hoover Co., 
with eye-catchers for the high-points. 


partment stock and rework it to fit 
| the customer’s specifications. 
The company’s industrial supply 
salesmen use these mechanical sery- 
| ices to augment their selling of sup- 
plies. Much of the firm’s business in 
supplies does in fact originate in the 
_ salesman’s ability to supply his cus- 
tomers with the “specials”. 


American Brake Shoe Co. 


| Expands Sales Activities 
| American Brake Shoe Co. has cx 

| panded its sales activities in Cleveland 
| with the addition of the National 

Bearing Division in its sales offices at 
| 915 Midland Building. L. E. Hoyer 
| and J. Robert Lottes, National Bear- 
ing sales representatives, will join rep- 
resentatives of the company’s Brake 
Shoe & Castings, Southern Wheel, 
and Ramapo Ajax Divisions in the en- 
larged office. Their activities will be 
under the direction of James J. Nel- 
son, eastern sales manager for National 
Bearing. 

In his new position, Mr. Hoyer will 
be in charge of sales of bronze and 
copper castings and bearings to stccl 
mills, blast furnaces, and the general 
industrial trade. 





Hy-Pro Tool Co. 
Advances R. A. Smith 


Robert A. Smith has been promoted 
to the position of sales manager of 
the Hy-Pro Tool Co. of New Bedford, 
Mass., a division of Continental 
Screw Co. 

Mr. Smith joined Hy-Pro as an 
engineer upon his release from the 

| Armed Forces. After three years in 

the engineering department he was 
transferred to the sales department 
and has been working in the field 
until his recent promotion. 

Prior to the war, Mr. Smith served 

| an apprenticeship and worked as an 

engineer and designer with Fellows 
| Gear Shaper of Springfield, Vt., and 
| the Continental Screw Co. of New 
| Bedford, Mass. 





OF Your VISE BUSINESS... 


What a swell feeling it is to have a line that you can depend on to give 
you the lion’s share of business. 


rs 
oe 
A 
\y 


You'll check with us on that—and you'll check with present MORGAN 


distributors on the approval-winning and business-getting ability of 
this line. 


We go back 56 years and we have had a lot of time to observe vise per- 
formance and to do some constructive work that today is all in your 
favor. MORGAN VISES today represent the true American progressive 
spirit—they have what it takes. 


Our sales policy is designed to give you every advantage—our cooperation 


extends from the top office all the way down the line. 
X 


Jand We always urge industrial users to patronize their local distributor. 
onal 


“or MORGAN VISE COMPANY 108-112 N. JEFFERSON ST. 


thes CHICAGO 6, ILL., U. S. A. 


Bear- ¢ Machinists’ Bench ¢ Combination Pipe © Woodworking 
- ¢ Sheet Metal Workers © Quick Action © Solid Nut 
3rake A . 

heel. Continuous Screw Garage Vise 

Il be 

Nel- 

ional 


r will 
> and 

stcel 
encral 


moted 
ZCT of 
dford, 


nenta! 


as an 
m the 
ars in 
1e was 


— SEMI-STEEL 
e held 


served 


as an 
Fellows 
t., and 
f New ‘ 
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Industrial Buying Survey 
Reveals Engineers’ Role 


Preliminary examination of the te- 
ports of 512 industrial purchases made 
recently have revealed significant dif- 
ferences between the patterns of buy- 
ing influences for production equip- 
ment, materials and component parts 
that’s why it’s | —and have proved conclusively that 
many characteristics of industrial pur- 
chasing can be analyzed statistically 
with considerable success. 

They are available in the right A study of purchasing habits just 
size for every job. Dressers have | ‘issued by the National Industrial Ad- 
Right and Left hand Threaded | vertisers Association (NIAA), “Survey 


: Seine of Industrial Buying Practices,’’ made 
——— for eT caged by Davee, Koehnlein & Keating, Chi- 
ing—feature extra weight for 


cago market analyists, under a $10,000 

easy use. grant from Sweet’s Catalog Service 

Service, a division of F. W. Dodge 

: , Corp., has demonstrated to industrial 

We also feature a fine line of | advertising men that many of their 

diamond dressing tools. pet notions about industrial selling 

and advertising rest on a shaky plat- 

form. 

Among the conclusions advanced 

* eae? | were: 

Sold Only Through Distributors — 1. That management is the dom- 

inant influence in first stating the need 

for new production equipment. (That 

F was true in 50 percent of the equip- 
~ CALDER MANUFACTURING CO. ment purchases analyzed). 

“4 Lonenient, Poldin. 2. That the purchasing agent is rela- 


tively insignificant at the early stage of 
a" WY? 


easy to sell the Calder line of 
dressers and tool steel cutters. 











“stating the need”. He enters strongly 
into the final selection of the vendor 
(distributor). He made (in the study) 
75.9 percent of the final choice pur- 
chases of materials, 52.3 percent of 
the purchases of component parts and 


Make Other Makes 
Bought Considered 


Salesman's | oe s ne 





“NX 


Hyp nnnnnnnnit\\ 





call 


20.7 





Found in 
Directory . 165 








bound catalog 





Recommended by 
contractor, 
dealer, etc. 





rm 
4 
6.3. 
5.7 
All other { 16 by 
HERE’S HOW buyers first learned 
of new products with which they had 


not had previous experience, according 
to NIAA’s Buying Habits Survey. 





Saw an 
Advertisement 








Found in. Bound 
collection 


Telephone dir. 











ne es 





sh i A 




















OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 


4/,/ 
ee) aw ae) 7-8 
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- SHINYLAND | 


MILLED STUDS 


Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are 
furnished to regular milled stud standards with this 


Simply Specify 


, x additional feature — the land between threads a SHINYL AN Os 
ats shiny, bright, mirror-finish. : 

y with land between threads, 
7" Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
¥ attractively labeled packages and in bulk: sizes, 

" %4” dia. and under. 

4 How's your stock of Shinylands? 

é 

: LZ 

«<1 The FERRY CAP a SET SCREW Co. 
ording 2153 SCRANTON ROAD s 2 CLEVELAND 13, OHIO 
rvey. 


CAP AND SET SCREWS + CONNECTING ROD BOLTS « MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS * VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS * FERRY PATENTED ACORW NUTS 
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TUE 


Cut-away View 
of Series 8600 
Combination 
Chuck 


3 
SENDENT and UNIVERSAL 


its a Skinner Poubendtion Chuck 


The fast, accurate way to 
chuck parts of irregularshape 


Combining the flexibility of an 
independent chuck with the fast 
gripping and releasing action of 
a Universal chuck, a Skinner 
Combination Chuck simplifies 
and speeds the mass production 
of irregularly shaped precision 
parts. Actually two chucks in 
‘one, a Skinner Combination 
Chuck allows independent and 
accurate positioning of each jaw 
to suit odd-shaped pieces. When 
set to hold the work precisely, the 
wrench may be applied to any 
pinion to move the jaws in unison 
as in a self-centering Universal 
Chuck, thus cutting repetitive 
chucking time to a minimum. 


Skinner Combination Chucks: 
are precision-made tools of ex- 
ceptionally rugged construction. 
The well-proportioned bodies 
have jaw slots carefully machined 
to close limits with heavy ribs to 
securely guide the jaws in their 
proper plane. All working parts 
are made of suitable alloy steel 
properly heat treated for their 
particular function. 

The Series 8600 Chuck shown 
above is but one of a complete 
line of three and four jaw Combi- 
nation Chucks manufactured by 
Skinner. It will pay you to get 
full details on Skinner Combi- 
nation Chucks if you are inter- 
ested in a faster, more accurate 
way to chuck duplicate parts of 
irregular shape. 





Complete information on 
Skinner Combination Chucks as 
well as on all other Skinner 
chucking and vise equipment is 
contained in Catalog No. 60. 
Write for your free copy today. 





TheSkinnerChuckCo. 


346 CHURCH STREET, NEW BRITAIN, CONN. 


THE CREST 
OF QUALITY 


HAND & POWER OPERATED MACHINE CHUCKS~AIR CHUCK 
EQUIPMENT~FACE PLATE JAWS~MACHINE VISES 
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Make Other Makes 
Bought Considered 








previous 
experience 


Did not have 
with make 


























IMPORTANCE of buyer’s experience 
with the product is shown in this chart 
from NIAA’s new study of buying. 


21.3 percent of the purchases of pro- 
duction equipment. 

3. That engineers — mechanical, 
plant, electrical, design, etc.—-enter 
strongly into industrial purchases 
across the board. Their influence is 
particularly important in the selection 
of vendors (distributors) of com- 
ponent parts. They make the final 
sclection of the vendor in 52.3 percent 
of the purchases of component parts. 

4. That management consistently 
has the “last word” in final approval 
of industrial purchases. 

5. That the products finally selected 
in industrial purchases “run a gaunt 
let or screening process through several 
stages in which printed product in- 
formation, catalogs and advertising col- 
lectively far outweigh the personal 
selling equation. 

For example, to make 512 pur 
chases, the industrial companies in the 
NIAA survey sample considered 1,380 
makes. Only 1,312 vendors were con- 
tacted, 68 companies “falling by the 
wayside without any contact but 
printed material and advertising.” Of 
the 1,380 makes considered, only 912 
had their salesmen in the picture, 
either through invitation or through 
their own initiative. And of the 1,380 
makes considered, only 512 “got the 
order.” 

6. That 2.7 makes were considered 
for every one purchased. 

7. That most large companies te 
quire formal bids from at least three 
suppliers for every purchase. 

8. That “previous experience with 
make” of “internal influences” far out 
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42% ELECTRIC FURNACE PLANT 


ARVIDA, QUEBEC 
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chart 
” You can realize good profits from grinding wheel sales when 
aes you are backed by the unusual, complete facilities which 
SIMONDS ABRASIVE offers. 

nical, 
enter Known Quality 
‘hases 
ice is controlled from crude abrasive to 
-ction finished product. 

com- 

final For ALL Types of Industrial Grinding 
cent : SIMONDS 
a a complete line for volume or spe- ABRASIVE CO. 
tently sols H teint. 
“| cialized selling. Grinding Wheels a Abrasive Products 


lected A Proved Distribution Plan set 


Electric Furnace Abrawve: 


gaunt. backed by a powerful year-round SIMONDS ABRASIVE COMPANY 


several advertising campaign scnemene 
ct in- : SIMONDS 
ig col- 7 | SAW AND STEEL CO 


! Firchburg, Moss. 
rsona Saws, Machine Knives, Files 


Other Divisions 
) pur a gee 
in the oe Lockport, NY Montreal, Con 


Special Steels Simonds Products for Canada 
1,380 
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1.380 ~~ ABRASIVE CoO. 


sider ed GRINDING WHEEL FACTORY 
PHILADELPHIA, PA. 
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SIMONDS ABRASIVE COMPANY, TACONY & FRALEY STREETS, PHILADELPHIA 37, PA. 
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NEW TYPE “PE” 


(PRESSURE EXHAUST) 


CENTRIFUGAL FANS 


VENTILATION 


Many of your customers will need this 
new “PE” (pressure exhaust) fan for 
air supply or exhaust at various pres- 
sures. Remove dust from grinding, 
polishing, sand-blasting operations ; 
convey raw materials or waste ; exhaust 
fumes; supply blast for forges; supply 
air for cooling or drying. Direct-drive 
or belted. ““One-Name-Plate” respon- 
sibility. For new bulletin, send coupon 
or phone nearby Branch Office (con- 
sult classified directory). 


ILG ELECTRIC VENTILATING CO., 2897 N. Crawford Ave. 


NEW ILGPREX WHEEL 
... for universal use... dy- 
namically balanced at rated 
speeds. Clockwise or coun- 
terclockwise rotation. Exclu- 
sive ILG design. 

i 


Chicago 41, Illinois. Offices in more than 40 Principal Cities 


0 Send new Bulletin No. 248-22 on Pressure Exhaust Fans 


Firm Name 
Individual 


Street 
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weigh personal selling, advertising and 
catalogs in the consideration of indus- 
trial purchases. 

In 60 percent of the purchases, for 
example, the buyer had had previous 
experience with the make, while the 
buyer had had previous experience 
with only 42.7 percent of the other 
makes that were considered, but not 
purchased. Internal, rather than ex- 
ternal, influences were responsible for 
statement of the need in 92.2 percent 
of the purchases studied. 


Breden Named Manager 
By New York Belting 


Paul J. Breden has been named 
southern district manager for the New 
York Belting & Packing Co., succeed- 
ing J. Edwin Conaway, who died on 
December 14. 

Mr. Breden will make his headquar- 
ters in Dallas, Texas and will have 
under his jurisdiction all states from 
the Atlantic coast to the western 
border of Texas and as far north as 
southern Illinois. 

He has been associated with New 
York Belting & Packing for the past 
25 years, located at the company’s 
headquarters in Passaic, N. J. 


Clearing Industrial Group 
Names Downs President 


After serving as a director for seven 
years, Jack Downs of the Clements 
Mfg. Co., producer of Cadillac Vac- 
uum Cleaners, has been elected presi- 
dent of the Clearing Industrial Asso- 
ciation. 

The association includes a hundred 
manufacturing organizations, located 
in Chicago’s nearby Clearing Indus- 
trial District and has sponsored some 
of the recent outstanding manufactur- 
ers’ group policies presented in Chi- 
cago. 








POURING grinding wheel bushings 
to fit the customers’ needs is only one 
of the many services Harold Tate per- 
forms at Colcord-Wright Machinery & 
Supply Co., Greenville, §. C. 
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».-in Gondow Whipcord V-Belts 


In a multiple groove drive such as the rugged installa- Buy a set of Condor Whipcord V-Belts and let them 
tion shown here, V-Belt engineering plays an important prove their quality. 

part. Every belt must pull its share of the load. Other- 
wise, some belts are overloaded and drive failure 
results. The more important the job, the more depend- 
able every V-Belt must be. 


Ar 
AL 





1. Wide margin of strength 

2. Minimum inelastic stretch 

That is why Raybestos-Manhattan engineers designed | 3. Uniform flexibility 

Condor Whipcord V-Belts to be better, not merely in 4. Maximum resistance to structural breakdown 
one or two features, but in eight ways ... and at the | 5. Smooth running 

top of the list is “Wide Margin of Strength” . . . This 6. Maximum traction 

means extra value for your V-Belt investment—and less 7. High resistance to side wear | 
money lost on machinery shutdowns for premature ©: Conect letecal velibescement 
replacements. Keep Ahead with Manhattan. Beasties ate Haba Cinna mt 


RAY-MAN V-BELTS engineered for Your TOUGHEST Drives .. . Oil-Proof, Non-Spark, Heat-Resistant 
\.NHATTAN RUBBER Biv es ON — PA AE N EW JE Y 


RAYBESTOS-MANHATTAN, INC. 


Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment * Radiator Hose * Fan Belts * Brake Linings * Brake 
Blocks * Clutch Facings * Packings * Asbestos Textiles * Powdered Metal Products * Abrasive & Diamond Wheels ° Bowling Balls 
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SCREW DRIVERS 


MEMBERS of the Southeastern Traveliers Club and their friends and guests who 
met recently in Atlanta, Ga., pose for their picture. The group includes: Fred 
Hartley, Manning, Maxwell & Moore’s Hoist Division in Atlanta; Carman Wallace, 
Southern Supply Co., Jackson, Tenn.; J. Lloyd Mason, Wimberly & Thomas Hard- 
ware Co., Birmingham, Ala.; Jack Wallace, Farquhar Machinery Co., Jacksonville, 
Fla.; Harris B. Carlock of Atlanta, Ga.; Wm. Boldt, Templeton, Kenly Co.; Dan 
Northup, Henry G. Thompson & Son Co.; Nick Luttrell, Walworth Co., Atlanta, 
Ga.; Felix Semilee, Greenfield Tap & Die; Bob Fye, Ridge Tool Co. and Paul 
Gardner of DeWalt. Seated, left, are: T. Gunter Smith, Walworth Co.; Adam J. 
Muth, Pidgeon-Thomas Iron Co., Memphis, Tenn.; Bert Lowe, Ellis & Lowe Co., 
Tampa, Fla.; T. J. Kenny, $. B. Hubbard Co., Jacksonville, Fla.; Mrs. Dan Northup 
and Harold Edge, Hewitt Rubber Co. 


STAR DRILLS 
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ARCH PUNCHES 


ROCKFORD, 


DAMASCUS STEEL PRODUCTS CORPORATION e 


Wendt-Sonis Training School 
Offers Course on Carbides 


An advanced instruction course in 
carbide cutting tool practice now is 
being offered at the Wendt-Sonis 
training school at Hannibal, Mo., with 
T. V. Hilt as director of training. The 
course, one week in length, is given 
without charge. 

Instructors are practical factory 
men who bring to the school expe- 
rience gained in solving tool prob- 
lems for industry on a_ nation- 
wide basis. The course is open to 
tool-room foremen, factory superin- 
tendents, machinists, foremen and 
production supervisors. 


Franklin Made Manager 
Of New York Belting Branch 


C. A. Franklin, Jr., has been ap- 
pointed district manager for New 
York Belting & Packing Co. in the 
Rocky Mountain area. He will have 
under his jurisdiction all of Montana, 
Nevada, eastern Idaho, Utah, Wyom- 
ing, Colorado New Mexico and 
Arizona. 

After seven years of experience with 
oil field supply houses including The 
Continental Supply Co., he joined 
New York Belting in July 1936. Until 
this latest appointment he was the 
company’s representative in ‘Texas, 
Arkansas and Louisiana. 
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THE SALES DEPARTMENT of Colcord-Wright Machinery & Supply Co., St. 
Louis, Mo. “went to the movies”, so to speak, when Arch James of the Yale & 
Towne Mfg. Co. recently conducted a dinner-sales meeting for the distributor 
organization, Sitting in on Yale & Towne’s “Lift For Sales” film were, standing 
left: Bill Wright, Henry Wirz, Arch James himself, Bill Dohm, George Gregory, Ray 
Delgman, Ted Kunz, Lou Matthei, Fred Fischer, Bob Bohler and Charles Viehland. 
Seated are: Joe Wlodarek, Bob Reuter, Dick Koenig, V. H. Carter, Kenny Smith, 
Fred Kiebler, Earl Bobbitt and Bob Armstrong. 


COLD CHISELS 
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no DRIP FROM THIS IMPROVED PACKLESS PUMP 
MECHANICAL SEAL ENDS USUAL PUMPING TROUBLES 
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B & G SERIES 1531 CENTRIFUGAL PUMP 


itil A 8 It will be worth your while to look into the 
the ep outstanding advantages of the B&G Series 1531 
cas, Centrifugal Pump. This unit features a Mechan- 
ical Seal which assures trouble-free operation 
under tough pumping conditions. 


The Mechanical Seal adds materially to 
— length of service, especially where the pumped 
a. liquid contains foreign matter which is damag- 
ge ing to the ordinary stuffing box. The Seal is 
= self-lubricating and eliminates the customary 

' leakage through the packing gland. 

You'll also like the painstaking workman- 
ship found in the B & G Series 1531 Pump. All 
parts are machined to rigid specifications and 
accurately assembled. Quick and easy replace- 
ment in the field is assured by positive uni- 
formity throughout. High hydraulic efficiency 
B & G SERIES 1522 CENTRIFUGAL PUMP is obtained throughout the capacity range and 


Ano ther B& G Pump with outstanding qualifications all pumps are shop tested for conditions of onieitaaiies 
en big features: Standar otors— Mechanic 2 : 

Set Spring ype Pio Coupling —Taterchange head and capacity specified. euumhenenen 
able Parts—Compact Design Easy Servicing—Com: == Send for complete engineering data. CENTRIFUGAL PUMPS 


- =) Hydro-Fis 





tor 
ing 
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M \ote7 CENTRIFUGAL PUMPS 


BELL & GOSSETT CO. « Dept. AZ-35 «* Morton Grove, Illinois 
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More Sales 
All Marke 


—WITH THE SHIM THAT 
“DOES MAKE A DIFFERENCE" 







PRECISION BRAND SHIM 


Want more shim profits? Then, ASSURES FINER, FASTER 
choose the shim that meets user tests WORK ON— 

in every field! You'll widen your 

markets; you'll step up sales with Gaskets Feeler Gauging Stenciling 
Precision Brand Shim Stock. Sell Electronic Parts | Mouldings 


quality that does make a difference 


4 4 fill Precision Parts Die Shimming Jigs 
and see how many orders you 

. -_ Templates Patterns Formi 
with Precision Brand. In brass or - — 
steel; accurate, uniform and packed Stampings 


to suit every customer requirement. 


New, Easy to Use Dis- 
penser Cartons. Also in 
Four-In-One Assort- 
ments; Flat Shim Pack- 
ets and in Bulk. 


















MUSIC WIRE pol- 


DRILL ROD—Pol- 





Finest quality. in ished, edged spring 

easy to use dispen- steel; produced es- ished rounds. A 

ser carton shown or pecially for this pur- complete range of 
ening types. in bulk, pose. sizes and types, 


Write Precision Brand Today For Full Information, Prices, Discounts! 


PRECISION STEEL WAREHOUSE, inc. 


MANUFACTURING DIVISION 
4409-25 WEST KINZIE STREET © CHICAGO 24, ILLINOIS 


SHIM STEEL @ BRASS SHIM @ MUSIC WIRE 
DRILL ROD @ THICKNESS GAUGE STOCK @ GROUND FLAT STOCK 
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Michael F. Schaible 


D. T. Williams Valve Unit 
To Expand Activities 


Michael F. Schaible, 37-year old 
president and general manager of the 
firm bearing his name,: recently out- 
lined plans whereby the Williams 
operations (D. T. Williams Valve 
Co.) will be expanded both in pro- 
duction and marketing, particularly 
in industrial fields covering general 
industry, oil and gas, public works 
and marine and railroad transporta- 
tion. The Schaible parent company 


| has its home plant and general offices 


in Cincinnati and divisions located 


| at Trenton, Ohio and Pasadena, Calif. 


Williams valve production is to be 


| continued and expanded in the Wil- 


liams plant in Cincinnati with ad- 
ministrative, manufacturing and mar- 


| keting operations functioning under 
divisional direction. 





Cara L. Lane, who has been works 
manager of Schaible’s parent plant 
and who is nationally known in the 
high pressure valve field, will also 
direct the works operations of the 
Williams plant in addition to being 
a director of the concern. Clifford 









VALVES is the business of Cara L. 
Lane, left and Clifford B. Mueller, who 
will respectively direct production and 
all selling operations of The D. T, Wil- 
liams Valve Co. 
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The makers of Milwaukee Quality Electric Tools 


ANNOUNCE A NEW PORTABL 
ELECTRIC SAW 


Amazingly Powerful! 


a of it! One full horsepower 
packed into only 11 Ibs. net weight 
_.. that’s the new DYNA-FLASH six- 
inch portable electric saw . . . made by 
the makers of the famous Milwaukee 
Quality Electric and Pneumatic Tools. 
It has everything! Light weight alu- 
minum housing, fully balanced for easy 
one-hand operation . . . ball-bearing 
and roller-bearing equipped . . . air 
blast cleans sawdust from line of cut 
. . automatic telescoping blade guard 
_ . uses any standard six-inch round- 
hole blade . . . safety trigger switch .. . 
rugged helical gear drive runs in grease 
... use in any position—no oil to leak 
... full two-inch depth of cut. It’s part of 
a great new line of Milwaukee DYNA- 
FLASH portable electric tools. 


DeLuxe model complete with adjustable 
rip-fence and depth gauge plus sturdy steel 
carrying case — only $69.50 — saw without 
accessories or carrying case— only $58.00. 


The new Dyna-Flash '/-inch drill 





bf 


/ 


Two Models 
$58°° and '69°° 


LIST 





The new Dyna-Flash 4-inch aerial grinder The new Dyna-Flash 12-inch drill 


Get Facts — If you're looking for a fast-selling new line of port- 
able electric tools . . . get the DYNA-FLASH dealer story. You can’t 
miss! Why? Because DYNA-FLASH is America’s first line of com- 
pletely ball and roller bearing equipped tools to be sold in retail stores! 
Prices meet competition. Made by Milwaukee Electric Tool Corp. — 
makers of top-quality portable electric tools for industry for 25 years! 
Write today for complete dealer and jobber information. 


MILWAUKEE ELECTRIC TOOL CORP., 5340 W. State St., Milwaukee 8, Wis. 


INDUSTRIAL DISTRIBUTION © MAY, 1949 











VAPORIZING LIQUID 


The all-purpose extinguishers 
effective on almost every kind 


CHEMICAL FOAM 
2% gal. size produces about 22 
gals. of fast-acting foam. Ideal 
for flammable liquid hazards. 


of fire. Safe on electrical fires, 


too! Hand or pressure operation. wheeled units and systems. 


Also 10 gal. and 40 gal. (above) 





CARTRIDGE-OPERATED 


Eliminates annual recharging. 
For fires in wood, paper, tex- 
tiles. Shoots water or anti- 
freeze solution. 2% gal. size. 




















AIR FOAM 


Couple Playpipe to hose line. 
Every 19 gals. of water and 
1 gal. of PYRENE Foam Com- 
= yield 350 gals. of foam! 
or ordinary combustibles and 
flammable liquids. 


SODA-ACID 


Standard protection for 
ordinary combustibles. 
Shoots a steady 40 ft. 
stream. 2% gal. size. For 
offices, factories, stores. 
Also 40 gal. wheeled. 








“Tyrene has 
what if fakes 


An extinguisher for every fire 
hazard... plus a sales policy that 
gives you a real break 


What makes sales? A good line, and a 
good policy. 

The Pyrene* line is right... there’s an 
extinguisher to guard every kind of fire 
hazard, to snuff out fire safely at the start. 
The PyRENE name is the best known in the 
extinguisher field—a symbol of quality since 
1907. Consistent PyRENE industrial adver- 
tising tells your customers and prospects of 
the advantages of buying through you, the 
local mill supply house. 


Be sure your customers know that you 
handle PYRENE, and that you can supply all 


their extinguisher needs. 
*T. M. Reg. U. S. Pat. Off. 








4 


581 Belmont Avenue 


FIRE 
EXTINGUISHERS 
ri 


Sirens 


MANUAL AND 
AUTOMATIC SYSTEMS, 
and other 
extinguishers. 


PYRENE MANUFACTURING COMPANY 


Newark 8, N. J. 











B. Mueller, general sales manager for 


| Schaible and also appointed a di- 


rector of the Williams firm, will 
direct sales of the Williams’ division. 


Sales Training Benefits 
Outlined By Insurance Firm 


Increased sales volume, lower dis- 
tribution costs, higher profits, better 
customer relations, and lower per- 


| sonnel turnover are some of the re- 


sults that can be expected from suc 
cessful sales training, according to a 


| survey of selected companies with 


progressive sales training programs. 


| The survey was made by the Policy- 
| holders Service Bureau of the Metro 


politan Life Insurance Company, in 
cooperation with The National Fed- 


| eration of Sales Executives and the 


National Society of Sales Training 
Executives. 
The findings of the survey have 


| been published by the Metropolitan 
_in the report, “Training Salesmen,” 


and included is information on: The 
setup of successful sales training or 
ganizations; the development of a 
training program; how to keep the 
program practical; how to present the 
program; training methods available; 
size of the training group; training 
aids; outlines and guides for con- 
ference leaders, and training facili- 


| ties. Also included are charts show- 
| ing the training organizations of sev- 


eral companies; job descriptions of 


| sales personnel and training repre- 
| sentatives; and sales training program 


outlines of several selected com- 
panies. 

Executives who would like to see 
the report may obtain a copy by writ- 
ing to the bureau on their business 
letterhead. Address: Policyholders 
Service Bureau, Metropolitan Life In- 
surance Co., 1 Madison Avenue, N. Y. 
10, N.Y. 





- 
INDUSTRIAL % 
SUPPLIES ° 


1146 MARKET ST 


QUICK SERVICE with this light 
truck, recently added to the company’s 
flect, is made by Herman Burnette of 
Rogers-Bailey Supply Co., Chattanooga, 


= 
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Affiliated with C-O-Two Fire Equipment Co. : 
Tenn. 
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* TM 


NATIONALLY ADVERTISED 
NATIONALLY RECOGNIZED 
BROADEST LINE OF ITS KIND 
INDUSTRIAL AND AUTOMOTIVE TOOLS 


(This standard signature appears in all Williams advertising) 


H. WILLIAMS & CO., BUFFALO 7, N.Y. QVsheibulors Everywhere 
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i] 
EXCLUSIVE FEATURES H 
1. Saves time—one hand operation—'‘‘lift, slide, lock!”’ 
2. Saves tooling expense —smaller, simpler jigs. 
3. Saves space in tool crib. 


4. Indispensable for toolroom work in addition 
to production. 


I 
! 
! 
! 
I 
! 
! 
I 
I 
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! 
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SPEEPSTSE- SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS. 


CARDINAL MACHINE COMPANY 


new literature available 
GLENDALE, CALIFORNIA 


channel 

angle iron 
close corner 
tinner’s round 
skylight 
ventilating tank 


bench 
hammer 
squcre 
button 
flange 


Every WHITNEY PUNCH has individual 
characteristics which make it adaptable 
to a certain kind of work. Each type can 
be had in a variety of sizes. The com- 
plete WHITNEY line offers the proper 
punch for any job. Returns are good and 
distributors can expect a profit on every 
sale. Prompt service on orders. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 











AZ 
AZ 


ones 
Leather 


' 


Flange 


~— 
Leather 


Leather ) 
“NOTHING TAKES THE | 
PLACE OF Leather! 


EXCELSIOR LEATHER WASHER MFG. CO. 


The ™~ 

HUOT Drill Ind 
There’s profit in selling this case for 
drills your customers have on hand. 
Helps seil a drill assortment too. It's 
a handy drill stand and indexed con- 
tainer made in 11 sizes. Compact— 
convenient—orderly. Mechanics, elec- 
tricians, die makers, trade schools— 
all are prospects for this efficient 
system of keeping drills handy fot 
instant use. Circulars and catalog 
pages available. 

* 


|HUOT MFG. CO. 


551 Wheeler St. Paul 4, Minn. 





ROCKFORD, ILLINOIS 
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ARANTEED 


Special | 
GSES 


theck 


GERSOL 


FIRST 


Alloy Steels 

Armor Plate 

Clutch Plate Steels 
Tillage Steels 

Soft Center Steel 
ENGINEERING Shovel Steels 

Knife Steels 

x. Saw Steels, including 
= : - Hack Saw Blade Steels 
: TEM-CROSS Steel 
Stainless Steels 


INGACLAD Stainless-Clad 
Steel 

















3 PRODUCTION 


Borg-Warner Corporation 
a New Castle, Indiana 
> 


& Plants: New Castle, Ind. * Chicago, Ill 


Kalamazoo, Mich 
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New GouLps —— 





To The Industrial Market 


INDUSTRI-JET 


HIGH PRESSURE—LOW CAPACITY 


Combination centrifugal and 
jet pump in one compact 
unit gives unique advantages 
in high pressure —low ca- 
pacity applications. 9 sizes, 
capacities to 35 GPM, pres- 
sures to 190 Ibs. Write for 
Bulletin 630. 





SELF-PRIMING 
SUMP PUMP 


FOR INDUSTRIAL APPLICATIONS 


Unusual design keeps pump and 
motor out of pit away from fumes 


and dirt—makes pit and strainer easy to clean. Write 
for Bulletin 635-A-1 for complete details. 


CENTRIFUGAL 


Advance design gives 
compact, simple con- 
struction with high oper- 
ating efficiency —and 
many other selling fea- 
tures. 14 sizes for both 





motor and belt drives. Danaitiies from 10 to 1800 
G.P.M., heads to 120 ft. Write for Bulletin 622-A-2. 


PUMPS, INC. 
Dept. io, SENECA FALLS, N. Y. 
Please send FREE Bulletins 

YOUR NAME 





COMPANY 





STREET. 





CITY. 
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Walter S. Ehrenfeld 


W. S. Ehrenfeld Co. 
Opens In Baltimore 


Walter S. Ehrenfeld, for 17 years 
the York representative of the L. A. 
Benson Co., Inc. of Baltimore, has 
resigned from the company and has 
formed The W. S. Ehrenfeld Co. The 
firm’s building, store and warehouse 
will be maintained at 531 West King 
Street, York, Pa. 

The new company has received co- 
operation from many nationally-known 
manufacturers of tools, light ma- 
chinery, and general industrial equip- 
ment, and will carry adequate stocks 
in its store and warehouse to render 
prompt, efficient service on its lines. 


Manufacturers’ Agents: 
What Makes Them Tick? 


INDUSTRIAL DISTRIBUTION 
recently received a note from O. C. 
Scott, manufacturers’ representative 
on industrial supplies, tools and similar 
equipment, that listed some of the 
qualifications to be expected in a good 
manufacturers’ man in his category. 
His letter defines so well the abilities, 
salesmanship and personality of the 
ideal manufacturers’ representative, we 
pass them along as written, without 
modification and without comment: 

1. He represents one or several other 
manufacturers whose products are 
non-competitive with each other, but 
are sold through the same jobbing 
channels. 

2. He calls on his home-town job- 
bers at least once a month, covers all 
principal jobbing centers in his terri- 
tory at least four times a year, and calls 
on isolated jobbing accounts at least 
twice a year. 

3. He follows up on prospective 
jobbing accounts in the same degree 
of agony and never takes a pros- 
pective jobber off his list unless it is 
definitely known to be a poor credit 
risk, or has a reputation for unethical 
practices. 

















TINY 218 UNISHEAR ... Cuts 18 
gauge steel at speeds up to 15 feet a 
minute. Operator only has to guide it. 
Cuts right to the line . . . curves, 
angles or notches with hairline ac- 
curacy ... inside or outside. Sturdy 
aluminum alloy housing, ball bear- 
ings, slide operated switch, duplex 
handle. Blades easily removed, re- 
sharpened and replaced. 





No. 121 ELECTRIC DRILL—4” 
capacity ... Lightweight produc- 
tion tool, ideal for millwrights and 
maintenance men. 


No. W8 SAFETY SAW—.0 to 234” 
capacity ... Duplex handle, easy ad- 
justment for depth and bevel cutting. 
Non-warping heat-treated aluminum 
base. Blade totally guarded. 


No. 310A ELECTRIC HAMMER 
1)%” capacity ... Drills, chips, chan- 
nels, chisels, scales, vibrates ... any 
work requiring hammer action. 





i 


SA 


i & . 
Stanley Electric Tools « New Britain, Conn. 


[ STANLEY | Whe qeaditeit wanee tee Toot 


Reg. U.S. Pat. Off. 
HARDWARE ¢ HAND TOOLS «+ ELECTRIC TOOLS 


INDUSTRIAL DISTRIBUTION © MAY, 1949 





MADESCO 
BLOCKS 


stand the gaff 


wire 
rope 
blocks 


manila 
rope 
blocks 


For your — 
customer satisfaction— 


service that backs 

you up .. . prompt, complete 
and quality, too... 

a block for every purpose. 


Send for complete catalog .. . 


MADESCO 


TACKLE BLOCK COMPANY 


EASTON, 
PENNSYLVANIA 
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4. When he visits a prospective or 
stocking jobber, he doesn’t center all 


| of his attention on the buyer; he has a 


friendly interest for everybody, from 
the big boss on down to the stock boy, 


_ and he never under-estimates the help 
| that can be given by salesmen, and the 
| men at the city desk and pickup 
| counter to develop some business on 
| his lines—if they like him. 


5. He offers to put in a little spare 
time with the jobbers’ salesmen, but 
he isn’t persistent about it if the sales 
manager is opposed to it. 

6. He knows the value of making 


| solo calls on the important consumer 


accounts of his territory, and if he de- 
velops any business on the spot, he 
makes certain the “right” people are 


| informed of it. 


7. He isn’t unduly concerned about 


| so-called competitive lines, providing 


his own lines have quality and warrant 
acceptance by the better class of trade. 

8. He keeps his principals posted on 
any important matters relating to their 
product in his territory, and any in- 
formation that the principal can use in 
a friendly follow-up letter to jobber or 
prospect. 

9. He keeps his own set of records 
and territory analysis on each of his 
lines, and knows the score on each of 
these before entering a jobbing estab- 


| lishment of his assigned territory. 


10. He has never asked a jobber or 
customer of any type to cash a per- 


| sonal check, or for the loan of any 
| money, or in any way caused a door to 


be locked against friendly admission. 


Reading Advances Kaufman 


William S. Kaufman formerly in- 
side salesman recently was promoted 
to the position of vice-president of 
Reading Machine & Tool Co., Read- 


| ing, Pa. Other officers of the company 


include William H. Kaufman, presi- 
dent; George F. Kaufman, secretary- 
treasurer and Anna C. Kaufman, as- 


| sistant secretary-treasurer. 





TWENTY-SEVEN YEARS in the in- 
dustrial supply field, and 23 years with 
the same company is the record of 
D. R. Dickson, vice-president and man- 
ager of Greenville Textile Supply Co. 








Good products ... Good advertising ...A 
good profit margin... An arrangement 
that allows the distributor to build his busi- 


ness ... That’s the story of R/M packings. 


ARE OO TIF MAY TT eee tae Pen tne 
ae Se wma is ia Lalla aiauatcotie maaanaadanae 
“ae Seen ect ier Mies MAE Sane Ma ae “i ate Beene 


ms, 
aaokin tees Sib well 


fa ONT HAY 4, 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA, | Factories: 


Bridgeport, Conn.; Manheim, Pa,; 

No, Charleston, S.C.; Passaic, N.J. 

RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings + Asbestos Textiles + Mechanical Rubber Products 

Abrasive and Diamond Wheels + Rubber Covered Equipment + Brake Linings + Brake Blocks + Clutch Facings : 
Fan Belts + Radiator Hose + Powdered Metal Products + Bowling Balls 
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A 


OFFERS A BIG 
PROFITABLE MARKET 
with Steel Laid & Solid Steel 


TINNERS SNIPS 


REGULAR PATTERN 


These rugged snips are in 
demand for cutting stain- 
less steels, galvanized iron, 
other sheet metal... as 


There is ever-present danger when things are sus- 
pended. That is why rope plays such an important 
role in safeguarding life. Realization of this fact places 
grave responsibilities on the purchasing agent who 
cannot afford to gamble. He must buy quality—not 
~aeeneithne ete price. Be sure your orders specify “Fitler”; producers 
1 the hand. High carbon of the world’s finest rope at a reasonable price since 
me Crucible steel welded to 1804. 
i the inside of each blade 
b provides a tough, lasting 
cutting edge. Black baked tecreen 
enamel handles and pol- =~ ae 
ished blades. Also avail- Fi . - 
able in Curved and Com- . ITLER ee 
bination patterns. 





Look for the Registered (No. 245091) Blue & Yel- 
low Colored Yarn Trade Mark in all Fitler Brand 
Pure Manila Rope. 


THE EDWIN H. FITLER CO. 


Philadelphia 24, Pa. 
Manufacturers of Quality Rope Since 1804 

















Duck Bil 


CUTTING SNIPS SIGHT-FEED 
for eating both sreight i OIL CUPS 


lines and intricate curves, 





cleanly and smoothly with- in | = 
out bending or “chewing” a | Eee 
the metal. Combine in one 
tool the advantages of 
both straight and curved 
snips. Red baked enamel 
handles, polished blades, 


REGULAR PATTERN 
Full Length Length of Cut 
9 in. 2° in. 
10 in. 2% in. 
12 in. 2% in. 
13 in. 3% in. 
14 in. 3% in. 


DUCK BILL CUTTING SNIPS 


No. Full Length Length of Cut 
16JR 7 in. 1% in. 
22JR 10 in. 2% in. 
93IR 12 in. 3° in. 


Built for rugged duty and precision 
cutting, Clauss Tinners’ Snips will help 
build a profitable volume for you. 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 


THE HENKEL-CLAUSS CO. 
FREMONT, OHIO 


Swift Glass Body Oil Cups are a high 
quality product in polished brass finish. 
The glasses are tough, crystal clear 
Pyrex, unaffected by heat and resistant 
to straining. The glass bowls are all es- 
tablished standard sizes, readily avail- 
able from mill supply stocks. 


The Fig. 50 Sight-Feed Oil Cups are 
intended for gravity feed oiling of bear- 
ings and other points where there is no 
back pressure. Lids are equipped with 
spring loaded slide openings to keep 
dust and dirt from the bowl. Capacities 
from % oz. to 32 oz. 


The Fig. 49 Gas Engine Lubricator is 
made for gravity feeding of oil against 
pressure as on gas engines, blowers, 
vacuum pumps and low-pressure air 
pumps. Capacities from 1 oz. to 18 oz. 


WRITE FOR LATEST BULLETIN 
24 HOME STREET 


SWIFT LUBRICATOR CO., INC., 


°. ffice: 
New York Office ELMIRA, N. Y. 


> [107 Broadway © WAtkins 9-6797 
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AMERICA'S NEWEST VISE 


WITH AN 


80 YEAR BACKGROUND 


A Rare Combination! 


All new patterns, jigs, etc. Only 
the trademark “Prentiss Vises” 
was retained. Modern design and 
new construction features in- 
corporated. 


In the first year on the market, 
the New Prentiss Vises have met 
with full outstanding approval. 


Prentiss Sales Policy 


100% thru Industrial Distributors. Sales As- 
sistance thru our direct factory representa- 
tives promoting sales to your trade. 


The Complete Line 
Machinists * Top Swivel Jaw ¢ 
Combination Pipe * Hinge Pipe 
Woodworkers ¢ Utility 


All Parts Interchangeable Guaranteed 


SEE US IN 


ALL VISES INDIVIDUALLY BOXED BOOTHS 1856 


delivery in perfect condition. 





Prentiss Vises are individually boxed in and 1857 AT 
cartons or wooden boxes, thus insuring Cc L EV FE L A N D 


A few territories still open. 


Write for detailed information. 


PRENTISS VISE DIVISION, © of tHe CHARLES PARKER Co. 


MERIDEN, CONN. 
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Threadwell Tools 


do many jobs 


ie OE om 


pony ate sare 











try them on Your tough ones 





“You know,” one of our dealers said to us the other day, scratching his head 
with a high speed tap, “people ain’t buying like they used to.” 


What he meant, we knew, was that people were now insisting on leading 
name brands like Threadwell and demanding tools they could buy with con- 
fidence. How true, we agreed, explaining that we were well aware of his 
estute observation, and adding that our entire selling effort has this realiza- 
tion in mind. We started to tell him how we are constantly hammering home 
the Threadwell story for him. 


“How, frinstance, how?” our guy countered. “How're ya doing it for me?” 

We pointed out Threadwell’s aggressive adver- 
tising and merchandising program reaching 
people with better than 25 million ads, plus direct 
mail. We refreshed him on the exclusive advan- 
tages that Threadwell products have, and we 
reminded him of Threadwell’s 100% Distributor 
Sales Policy ... . everything, in fact, that we 
are doing to make his selling job easy. When 
we left him, though, we noticed that one finger 
on his right hand was black and blue from bang- 
ing on his cash reaister. 


By the way, do you know the Threadwell 
story? Better write for it. 


THREADWELL TAP & DIE COMPANY, Greenfield, Massachusetts 


Taps @ Dies ® Drills © Counterbores © Keyway Broaches ® Screwplates ® Gages ® Pipe Threaders 
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L. L. Handy 


Medart Appoints Handy 
Detroit Representative 


L. L. Handy, 6432 Cass Avenue, 
Detroit 2, Mich., has been appointed 
new Detroit representative for The 
Medart Co., St. Louis, Mo., covering 
the state of Michigan. 

T. C. Murphy will assist Mr. Handy 
who, in addition to the office at Cass 
Avenue, will have a branch office at 
419 East Dutton Street, Kalamazoo. 
Mich. 

The Kalamazoo branch office will be 
handled by Robert M. Sorlie. 


>| 
T. C. Murphy 


Commerce Department 


Offers Ad Advice 


The problem of how to spend an 
advertising appropriation in the most 
effective manner is discussed in Small 
Business Aid No. 252, entitled ‘Make 
Your Ads Pay Off.” The principles 
set forth in the booklet are appliable 
to any type of story operation, or any 
size budget. 

Other Business Aids available with- 
out charge from the Commerce De- 
partment—as long as the supply lasts 
—include: No. 243, “Trade Shows Can 
Help the Manufacturer’s Sales Pro- 
gram”; No. 245, “Reducing Related 
Expenditures in Packing”; No. 250, 
“Package Planning and _ Develop- 
ment”; “No. 258, “Building Worker 
Morale Through a Plant Paper.” 





| an 
nost 
mall 
fake 
ples 
able 


any 


yith- 


> 


[= that your cus- 
tomers should get bearings when 
they want them... and that you 
should have available supplementary 
stocks near you... . Johnson Bronze 
has established branches in all indus- 
trial centers. The factory representa- 
tive in your territory can be of 
technical assistance to you in many 
instances. Call on him. The Johnson 
line includes Universal Bronze Bars, 
General Purpose Bearings, Electric 

—~ 


for the 
JOHNSON BRONZE 
BEARINGS you sell 


Motor Bearings, Babbitt, Graphited 
Bronze Bearings, Self-Aligning Bear- 
ings. A complete stock of each is 
maintained in every one of the 
twenty branches. From it you may 
fill in sizes quickly and obtain John- 
son Bearings for special orders. Pro- 
motional literature, informative 
bulletins, price lists and sales helps 
are prepared for your use. Your 
Johnson representatives will help 
you put them in your sales program. 


535SOUTH MILL STREET * NEW CASTLE, PA. 


) valuable franchises are now 
available to industrial distributors. These 
territories need wider distribution of Johnson 
Sleeve Bearings. If you are not a Johnson 
Distributor, and need a complete line and 
this kind of service . . . write, wire or 
phone today. 
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For Your = 
CORROSION . «°° 
CONSCIOUS 
CUSTOMERS! | 


STAINLESS 4 


STEEL 
FASTENERS 


UL TO 
HANDF Ac 
DR wg ARG 





You can always assure your @ 
customers of prompt deli- 

very when you purchase 
ALLMETAL Stainless Fas- 
teners. From our large and 
complete stock you can 
obtain immediate delivery of 
Stainless Screws, Nuts, Bolts, 
Washers, Rivets, Pins, Nails, etc. 


WRITE, ON YOUR LETTERHEAD, FOR CATALOG No. 49H 
SESS 5, MANUFACTURERS SINCE 1929 


F <r 

AN 
%, =o APLOCACES 4 
Sire? Cresco” CO, & 


33 GREENE STREET. NEW YORK I13,N. Y. 

















‘MAKE HACK SAW SALES 


FASTER 


WITH THE COMPLETE 


KELLER 


POWER HACK SAW LINE 


No. 3—Hy-Duty 
Capacity 634” x 634” 
0.70% feed contro! 


Ranging in price from $80.00 to $375.00 
F.0.B. factory, the nationally advertised 
Keller Power Hack Saw line offers you 
faster turn-over . . . more profitable sales 
... and satisfied repeat customers. Keller 
Power Hack Saws are easier to sell as they 
have the design features your customers 
want to increase their production and 


No. I—HB Bench " A 
lower their operating costs. 


Model 
Capacity 5” x 5” 


New illustrated bulletin 
103-1 describes all 8 
models of Keller Power 
Hack Saws. 


Ask for This 
FREE Bulletin Today. 


No. 3—C Wet Cut 
Saws Capacity 
634” x 634” 


No. |—Bench Model 
Capacity 4” x 4” 


Sales Service Machine ‘fool Co: 


: 2363 UNIVERSITY AVENUE 
ise ST. PAUL 4, MINNESOTA 
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OLD FRIENDS discuss the “old days” 
in Tulsa when gun totin’ was common, 
They are J. E. Manchester, store man- 
ager of Machine Tool & Supply Co., 
Tulsa and D. R. Smith of the Wright 
Hoist Division of American Chain and 
Cable. 





Southern Supply Celebrates 
Thirty Years in Business 


Founded and chartered in Jackson, 
Tenn. on January 1, 1919, the South- 
ern Supply Co. has just rounded out 
its 30th year of business. 

The company was organized to 
supply industrial supplies, primarily to 
the lumber mill and cotton gin trade 
of the vicinity. Its first location was 
on East Orleans Street, and it was 
founded by Mack Morris, C. M. 
Morris, C. D. Lacey and D. A. 
McCutcheon. It now distributes 
throughout territories of west Tennes- 
see, west Kentucky, north Mississippi 
and northwest Alabama. 

Present officers of the firm are 
Mack Morris, president; D. A. McCut- 
cheon, vice-president and _ general 
manager; C. R. Womack, secretary 
and treasurer; J. H. Meredith, man- 
ager; D. A. McCuthcheon, Jr., as- 
sistant, manager of plumbing and 
heating department; and W. C. 
Wallis, manager of the industrial and 
electrical departments. 

Southern Supply now has six sales- 
men covering the trade area and has 
35 employes. Recently new warehouse 
facilities were obtained and the com- 
pany now has ample warehousing 
space, consisting of 87,000 sq. ft. of 
floor and storage. 

A new catalog recently issued con- 
tains 480 pages of materials and prod- 
ucts supplied by the firm, along with 
information for engineers, mechanics 
and buyers. 


Webster and Robinson 
Found Washington Firm 


The Webster-Robinson Machinery 
& Supply Co. has been opened at Ta- 
coma, Wash., by Stewart A. Webster 
and Al F. Robinson, formerly with the 
Star Machinery Co. of Seattle, Wash. 

The firm handles industrial, wood- 
working, metal-working, boat-building, 
paint spraying, electric and pneumatic 
machinery, tools and equipment. 





Corning Mill Supply Glassware 
PACKAGED AND ADVERTISED TO HELP YOU SELL 


IT'S BEST 
BY TEST! 


sight glasses, lubricator and oil cup glasses and similar 


mill supply glassware. Corning has helped to build this 
market through better products, packaging and sales pro- 
motion. Are you taking advantage of your opportunity ? 

We suggest that you check immediately with your 
nearest Corning stock-carrying distributor (write 
Corning for name and address) to see how you can 
build up your business in this line. Gauge glasses are 
used in large volume on boilers, tanks, steam engines, 
pressure vessels, etc. Almost every industrial plant and 
commercial building require them! 


he Most Complete Line of Mill Supply Glassware 
PYREX and CORNINGbrand tubular gauge glasses which will 
handle pressures up to 500 p.s.i., depending upon type and size. 
MACBETH brand flat gauge glasses— good for pressures up to 
2,000 p.s.i. 


pYReXbrand sight glasses for ovens, absorption columns, re- 
action kettles, furnaces, pressure vessels, stills, tanks, etc. 
— up to 300 p.s.i. 


. PYREX and CORNING brand oil cup and lubricator glasses for 
rugged service conditions on machine operations. 


IT'S PACKAGED 
FOR EASY STOCKING 
AND SELLING! 


Corning constantly promotes its mill supply glass- 
ware to all important industry users. Besides Pyrex 
brand glassware is known throughout America from 
years of advertising in such leading publications as the 
SaturDAY Eventine Post. You have everything to 
gain by stocking the Corning line yourself. Act today ! 


YOU GET QUICK DELIVERY 


from these Corning Stock-carrying Distributors! 


The distributors listed below carry a full line, including all sizes and 
lengths. They are set up to give you 24 hour service. 


NEW YORK 
H. J. Murray & Co. 
85 Warren Street, New York 7, N. Y. 


PHILADELPHIA 
Diamond Specialty & Supply Co. 
15 North 6th St., Philadelphia 6, Pa. 


CINCINNATI 

Cincinnati Gasket & Packing Co. 
1507-1509-1511 Elm St. 
Cincinnati 10, Ohio 


ELMIRA 
Swift Lubricator Co., Elmira, N. Y. 


swift Lubneator Co. 


36 Oliver St., Boston, Mass. CHICAGO 


Fred S. Hickey, Inc. 


ST. LOUIS 629 Washington Blvd., Chicago 6, Ill. 


Stemmerich Supply, Inc. 
30 S. Broadway, St. Louis 2, Mo. 


HOUSTON 
American Packin 
1115 Austin St., 
Houston 1, Texas 


LOS ANGELES 


Warren & Bailey Co. 
350 S. Anderson Street 


& Gasket Co., Ltd. 
1 Los Angeles, Calif. 


.O. Box 213 


TORONTO 

James Morrison Brass Mfg. Co., Ltd. 
267-278 King St., West, 

Toronto 1, Canada 


SAN FRANCISCO 


Frank Groves Company 
144 Spear St., San Francisco 7, Calif. 


CORNING GLASS WORKS « CORNING, NEW YORK 


SALES OFFICES: 


NEW YORK ¢« CHICAGO « SAN FRANCISCO 


| ++. Stocked by leading Mill Supply dealers M ! L L S U P P u ¥ G A A S S Ww és R E 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES +» GLASS PIPE +» LIGHTINGWARE + SIGNALWARE 
LABORATORY GLASSWARE + OPTICAL GLASS +» GLASS COMPONENTS 
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FASTER PROFITS 
FOR SURE 
WHEN YOU STOCK 


Wherever metal is cut there is 
an overwhelming preference for 
Star hand, band and power hack 
saw blades. For faster, easier, less 
costly metal cutting has been syn- 
onymous with Star blades for 
years. Stock the complete Star 
line of blades and frames—build 
more sales, build good will with 
Star’s two handy references on 
selection, use and care of hack 
saws... ‘Metal Cutting’, the 
booklet for pocket or tool kit... 
The Star Wall Chart for work- 
shop wall—and you can be dou- 
bly sure of faster profits the year 
*round. Supplies of the booklet 
and wall chart are yours 
absolutely free. 


@ 4913 
BROS., INC. 


CLEMSO Middletown, N. Y. 








OLD TIMERS 


A VAST KNOWLEDGE of indus- 
trial supplies and distribution has been 
gained by Joe Tillinghost, of Fulton 
Supply Co., Atlanta, Ga., who has 
been with the company for 25 years 
and in the industry for 35 years. Here 
he writes an order at the counter sales 
department. 


ON THE JOB for 26 years at James 
McGraw, Inc., Richmond, Va., Cabell 
Davis is head of the shiping depart- 
ment. 





BEHIND THE REPUTATION of 
Fulton Supply Co., Atlanta, Ga., as 
one of the largest belt suppliers in the 
South, is the expert craftsmanship of 
R. S. Armstrong, head of the belt de- 
partment and who has been with the 
company for 18 years. 


R. T. NORTON, with 22 years of 
service at Farquhar Machinery Co., 
Jacksonville shows Frank Jammes how 
orders are checked for delivery. 





THE NEW LOOK in store fronts is in evidence at the industrial wholesale division 


sy Staten aed oe SNe, building of Warner Hardware Co., Minneapolis, Minn. 


_ band saw biades and the Clemson Lawn Machine. | 
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"We need 300 * Globe Valves 
that we can install 
and forget...” 











*Series 3430 


CARBON § 300 Pounds @ 750° F. 
STEEL } 600 Pounds Cold Non-Shock 


For 150-300 pounds general service 

Union Bonnet © Gasket Joint © Inside 

Screw Stem @ Renewable Seat @ | 1'/2- 

13% Chrome Stainless Steel Trimmings 
Sizes '/4"" to 2" inclusive. 


"Okeh... 


specify VOGT 
Series 3430”. 


ee meee eee 


Sturdy drop forged steel valves like these 
won't let you down. They stay in there pitching 


year after year on your really tough jobs. 
Series 3430 valves have drop forged steel 
bodies and bonnets, | 1!/2-13% chrome stainless 
steel seats and cone type loose discs. A flat 
gasket seals the male and female bonnet joint. 
The stuffing box can be repacked under 
pressure when the valve is fully open. 
These valves are also available with 
18-8 stainless steel trimmings. 


HENRY VOGT MACHINE CO. 
Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK e PHILADELPHIA 
CLEVELAND @ CHICAGO e ST. LOUIS e DALLAS 
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Profit from the 
biggest selling 
name in Clamps 


es 


© 
HARGRAVE 


IMPROVED SPRING CLAMP 


in three convenient sizes 


“C" CLAMP 
Openings 1 in. to 14 in. 


oO 
HAND SCREW 


All popular sizes 


QUICK CLAMP 
Openings 4 in. to 5 ft. 


NO. 640 IMPROVED “I” BAR CLAMP 
Openings 2 ft. to 10 ft. 


“‘Individually Tested’’ 


You sell more when you sell 
quality. Hargrave Clamps have 
been constantly improved with 
the aid of skilled mechanics to 
offer greater operating advan- 
tages and increased durability. 
Individually Tested, they must 
be stronger, tougher and flaw- 
free. Made in openings from 


34 in. to 10 ft., from 2 in. to | 


16 in. deep. 


WRITE FOR CATALOG 
showing the complete line of Hargrave In- 


dividually Tested Clamps, Chisels, Punches, | 


Star Drills, File Cleaners, Brace Wrenches, 
Washer Cutters, Saw Vises, etc. 


4032 

Montgomery Rd. 

Cincinnati 12,  bohure ebb 
Ohio THE CINCINNATI 








Y FAVORITE, 


PALMETTO 
PACKINGS. 


FOR THE CONVENTION 


We'll be there with glad hands for a warm greeting and 
sincere thanks for your teamwork — and with helping 
hands to work out any knotty problems you may have. 

But we especially want to catch up with you to talk 
about that Unbeatable Combination—MORE AND BET- 
TER PRODUCTION, GREATLY INCREASED DE- 
MAND, AND EASY AVAILABILITY FOR THE CON- 
SUMER — that’s going to swell your business and ours 
on the Greene, Tweed product line. 

Make it a point to stop in at Booth 1253 or our suite 
WRENCHES! at the Hotel Cleveland. 


GREENE, TWEED & CO. 
NORTH WALES, PENNSYLVANIA 


4 


: COUPLINGS. 
LA 
wy ae 


“Tus Oo” ‘ Ca 
x WALRUS POLISHING }) 
he LEATHER 


LR You win when you stock 
‘Be Greene, Tweed —all packings 
and special tools for all industry. 








OUTSTANDING 
FIRE POTS 


COILTROL 
FIRE POT— 


Great firepower 
is held in precise 
temperature con- 
trol by flame ad- 
justment valve on 
detachable coil unit. 


Sold through leading 
jobbers everywhere 


LAMBERT MFG. CO. 


LOUISVILLE 10, KY. 


CLAYTON & 


1716 DIXIE. HIGHWAY e 
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(priced precision machine tools are 
_ shipped ready to run, are easy to sell, 
and being large units of sale, carry a 


SHELDON MACHINE CO. Inc 


Manulacturers of Sheldon Precision Lathes * Miffing Machines * Shapers 
4232, N. KNOX AVENUE + GHICACO 41, ILLINOIS, U.S.A 
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ve. © [llinoi 
cago, «Ap | 
a ae Carbide 


~ Rochelle, 7 + 


WENDT Sonis 


CARBIDE CUTTING: TOOLS 


BORING TOOLS © CENTERS © COUNTERBORES ¢ SPOTFACERS © CUT-OFF TOOLS 
DRILLS © END MILLS @ FLY CUTTERS © TOOL BITS @ MILLING CUTTERS # REAMERS 
ROLLER TURNING TOOLS ¢ SPECIAL.BITS 
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Stanley M. Hunter 


American Hoist Advances 
Stanley M. Hunter 


Stanley M. Hunter has been elec- 
ted to fill the newly-created position 
of executive vice-president of the 
American Hoist & Derrick Co., St. 
Paul, Minn. 

Mr. Hunter joined the sales de 
partment of American Hoist in 1936 
and has served as vice-president of 
sales and a member of the board of 
directors since 1945. He also holds 
board positions with other organi- 
zations. 


Cutler-Hammer Announces 
Recent Office Changes 


A new sales office at Newark, N. J. 
has been opened by Cutler-Hammer, 
Inc. and the firm’s Columbus and 
Youngstown, Ohio offices have been 
moved into new quarters. 

The Newark branch is located at 
155 Washington Street and is headed 
by W. M. Reese. It will operate 
under the supervision of the com- 
pany’s New York district office. 

The Columbus office now is lo- 
cated at 2700 East Main Street and 
operates as a branch of the Cincinnati 
district office under the direction of 
R. D. Yoder. 

E. J. Gove heads the Youngstown 
office at 25 East Boardman Street. 
It is a branch, also, of the company’s 
New York district office. 


Burke Made General Manager 
Of Wyzenbeek & Staff 


Robert L. Burke has been appointed 
general manager of Wyzenbeek & 
Staff, Inc., Chicago manufacturers of 
flexible shaft machines and _ tools. 

Through his previous connection 
as works manager for Barnes & 
Reinecke, industrial designers, Mr. 
Burke is well-known in the metal 
working industries and has a wide 
acquaintance in manufacturing circles. 

Walter Mishler continues as sales 
manager. 






Here Is 


: Reveelity You Want 
: . © Melding Cable 


“| BEA FLEXIBILITY-TOUGHNESS 


7 FULL SIZE 

mer, 

and 

been 

d at 

aded : . ° 

rat \ Provides Extreme Resistance to 

fe q ABRASION 
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aN TWISTING 

. ..* FLEXING 

ated Distributed Nationally by 

: WELDING CABLE 
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Our Intelligent Cooperation 


HELPS YOU SELL--:--- 


CENTRAL 


STANDARDIZED 
DRIVES 


We want to attract to our fold alert distributors who want to put 


their sales effort back of products 


that have earned a good reputa- 


tion for service. CENTRAL Pulleys and Couplings are backed by 
more than 30 years of practical engineering experience which is 
yours for the asking to help your customers solve unusual or special 
problems. Let us send you our data book—find out what it means to 
you to be a CENTRAL Distributor. 





Diamond-bored, 
anced, 


add to life of 


eliminates 





scientifically 
to exacting standards—silver- 
aluminum finish. Protect mo- 
tor and driven machinery and 


FLEXIBLE COUPLINGS 


perfectly bal- 
designed 


bearings. Ex- 


treme simplicity of construc- 
tion cuts assembling costs and 
need of constant 
adjusting and servicing. 








CENTRA 


DIE CASTING & MFG. CO., INC. 


2935 W. 47th St., Chicago 32, Il. 








RICE PUMPS Have Everything 


for 


Every RICE 


carries an A.G.C. 
Rating Plate. 


¢ 


RICE self-priming centrifugal 
pumps embody proven develop- 
ments in pump design .. . fea- 
tures that set high standards in 
centrifugal pump performance: 


@ AUTOMATIC PRIMING — simply fill 
pump body and start engine. Pump 
primes automatically thereafter. 
DIRECT LINE FLOW — liquid flows 
through suction opening to impeller in 
direct line. Large openings, no sharp 
turns, minimum friction. 

SUCTION CHECK VALVE BUILT-IN — 
holds liquid in pump for re-priming. No 
foot valve needed in hose. 
SELF-LUBRICATED SHAFT SEAL — Big- 
gest improvement in pump seals in a 
decade. Entire seal enclosed in welded, 
pressed steel cartridge. Quickly and 
easily replaced. 

NON-CLOGGING IMPELLER and WEAR- 
PLATE — Rice Pump impellers are of 
the open type; handle liquids with a 
high percentage of solids. Hardened 
steel wear-plate and impeller replac- 
able when worn. 

Industrial Distributors! 
Write for New Illustrated Bulletin 
on 2”, 7M and 10M models, the 
two most popular sizes of centrifu- 
gal pumps for construction and in- 
dustrial use. 


RICE PUMP & MACHINE CO. 
Division of Milwaukee Chaplet & Mfg. Co. 
e 1031 S. 40th St., Milwaukee 4, Wis. 


PUMP 








A 5560-4%4R 
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H. N. Crowder Co. 
Gives Service Plus 


An extension of the regular industrial 
distributor service to the customer is 
the rubber belt vulcanizing depart- 
ment at H. N. Crowder Jr., Co., Al- 
lentown, Pa. The service was estab. 
lished by the firm as a convenience 
to its customers. It has proved an 
excellent good-will builder and is tre- 
sponsible for the sale of many indus- 
trial supplies. 

Charles A.. Crowder, vice-president 
of the company, recalls one case wherc 
this extta service has paid dividends, 
Recently a large out-of-town stecl 
mill called on the distributor for help 
with a sticky problem. The conveyor 
belt at the mill, used to carry coke 
1500 feet from stock pile to furnace 
location, had been accidently torn 
across the full width of the belt. The 
belt was rendered useless, and unless 
Crowder Co., could make a quick 
repair, the steel firm would be forced 
to shut down several furnaces and 
seriously curtail their production of 
steel. 


Both ends of the belt are stepped 
down on opposite sides, so they will 
match when brought together to make 
a joint. Cement and tie gum is ap- 
plied)... 


The ends are fitted together to make 
the joint, leaving fill-in strips on both 
sides of the belt to be built up. . 








| 4 Dealer Pranchive that is 





art- 
Al- 
tab- L 
an cx] 
Ie- 
dus- 
lent r The Alexander Franchise { 1 A complete line of quality leather belts, leather packings 
“4 is designed to assure the and other industrial leather specialties manufactured 
stecl iti a ti d under constant control from rawhide to the finished product. 
help virimate in cooperarion an 
eyor © . . 
ie service to distributors plus 
nace ° ° 
lying leather belting and 
ap tetas g 2 Monobelt, one of the three Patented leather belts 
1e 
nless other leather products that manufactured exclusively by Alexander Brothers, is a 
wee ore unusual profit-makers to first quality belt made in all widths with graduated thick- 
- the dealer. Some of the out- ness in exact ratio to each width—a feature that results in 
n oO 
standing advantages of our a low, controlled inventory. 
plan are enumerated along- 


side. 
> A staff of engineers which is available for consultation 





and technical assistance to assure proper application. 


@ Perhaps there is an 


Alexander Dealer Franchise 


ai open in your trading area. 





4 A plan which provides the services of a competent sales 


. we engineer in your territory at regular intervals. 
ie Write us. : 
aed 
‘ae 
pped 
Be . 5 A continuous advertising campaign in national trade 
S$ ap- 


magazines and through direct mail reaching more than 
100,000 industrialists as well as a policy of referring all 


territorial inquiries and orders to the distributor holding the 
FOUNDED 1867 


Alexander Franchise. 


ALEXANDER 
a R O T H E R 5 Makers of Quality Leather Belting and 


other Industrial Leathers including Leather Packings since 1867. 








406 N. 3rd St., Philadelphia 23, Pa.—Branches—New York: Chicago: Charlotte 


ate Distributors in Principal Cities 
n both 


“tee AA 
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° A single trial proves 
pf their high production 
records 






* Uniform quality and 
service bring repeat 
orders 


* GRIFFIN factory ex- 
perts in the field help 
your salesmen create 
new accounts 






TRADE MARK 








GENERAL SALES AGENT j 


JOHN H. GRAHAM & CO. INC. 


105 DUANE ST., NEW YORK 7, N. Y. 





MADE BY G. wW. GRIFFIN CO., FRANKLIN, N. H.» HACK AND COPING SAW BLADE SPECIALISTS SINCE 1880 . 
: j 


d 
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With two coats of cement, (the first 
coat is dried before the second coat is 
applied). ‘The second coat then is ap- 
plied and dricd .. . 


The Crowder Co., rushed a crew 
of repairmen to the scene of the 
trouble and with their portable vul- 
canizing equipment, were able to make 
the repair and put the belt back in 
service fast enough to avert any scrious 
lull in production at the mill. Need- 
less to say, the cfficials at the steel 
mill were highly appreciative. ‘l’o con- 
firm their appreciation, a three thou- 
sand dollar order for additional equip- 
ment was received by Crowder Co. 

“This is only one case’, said Mr. 
Crowder, “where this service alone 
has completely won over a customer 
for us’’. 

The Pennsylvania area the Crowder 
Co. serves is a large market for end- 
less rubber belting. This service is 
particularly adaptable to coal mining 
and other industries where the rubber 
belt operates in an extremely damp 
location in the plant. Open end belts, 
they find, tend to absorb much of 
the dampness through the belt ends, 
where the joint is made. The life 
expectancy of the belt is shortened 
considerably thereby. By vulcanizing 
the belt joint, the belt is entirely 
covered with rubber and completely 
resistant to these deteriorating con- 
ditions. 

Investment in cquipment for this 
service, on the part of the distributor, 
is small, since the tools required to 
do the job are few. They consist of 





A layer of tie gum is rolled in place 
as a binder for the fabric fill-in. Two 
threads are removed from the fabric 
edge ... 








— 
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ABRASIVE — “4 SUPPLY COMPANY 
Newark, New Jers 
AIRCRAFT STEEL SUPPLY COMPANY 
Wichita, Kansas 
ALLEN SUPPLY COMPANY 
Cedar Rapids, lowa 
ALLIED TOOL & ABRASIVE COMPANY 
Los Angeles, California 
ALMQUIST BROS. 
Los Angeles, California 
ANCHOR RUBBER COMPANY 
Dayton, Ohio 
THE BALBACH COMPANY 
Omaha, Nebraska 
BALDWIN SUPPLY COMPANY 
Charleston, West Virginia 
BARRETT-CHRISTIE COMPANY 
Chicago, Illinois 
BARRETT HARDWARE COMPANY 
Joliet, Illinois 
ALT > R. CARR Seeman’ 
San Francisco, Calif 
CASANAVE SUPPLY COMPANY 
Philadelphia, Pa. 
CENTRAL RUBBER SUPPLY COMPANY 
Indianapolis, Indiana P 
CHICAGO a & SHAFTING COMPANY 
Chicaco, Illin 
CLARK HARDWARE oe 
Jamestown, New 
EVELAND TOOL & SUPPLY COMPANY 
aera. Ohio 
COGGINS & OWENS COMPANY 
oe hed Maryland 
COUCH & HEYLE, INC. 
Peoria, Illinois 
— HARDWARE COMPANY 
orth Tonawanda, New York 
CROSBIE nage og | 
Washington, D. C. 
R. C. DUNCAN COMPANY 
pineccvele, Minnesota 
my yh ESSAU, — 
iw York, New Y: 
ELLFELD? MACHINERY & SUPPLY COMPANY 
Kansas City, Missouri 
THE FAETH COMPANY 
Kansas City, Missouri 
FUCHS MACHINERY & SUPPLY COMPANY 
Omaha, Nebraska 
GALIGHER COMPANY 
Salt Lake City, Utah 
ENERAL MACHINERY COMPANY 
Pittsburg, Kansas 
THE A. J. GLESENER COMPANY 
San Francisco, California 
GLOBE MACHINERY & SUPPLY COMPANY 
Des Moines, lovra 
ALBERT GUNTHER INC. 
Baltimore, Maryland 
THE F. HALLOCK COMPANY 
Derby, Connecticut 
HARPER FOUNDRY & MACHINE COMPANY 
Jackson, Mississippi 
HARRIS IRON & SUPPLY COMPANY 
Memphis, Tennessee 
HARRIS PUMP & SUPPLY COMPANY 
Pittsburgh, Pennsylvania 
SAMUEL HARRIS COMPANY 
Chicago, Illinois 
HART INDUSTRIAL SUPPLY COMPANY 
Oklahoma City, Oklahoma 


= BMLO—— ro 


WEINBERG & McKEE 


Ot <rypece * ZOP— 
nn er Po 


& BMANOO« <HKZOC WE 





¢ Shei M Srie |) 


HART SUPPLY a 
Oshkosh, Wiscons 
HARTFIELD-HEALY “COMPANY 
Buffalo, New York 
HAVEN SAW & TOOL COMPANY 
Oakland, California 
HAYS SUPPLY a 
Memphis, Tenness 
HOUSCH INDUSTRIAL SUPPLY COMPANY 
Evansville, India 
INDUSTRIAL SUPPLY COMPANY 
Richmond, 
INDUSTRIAL SUPPLY Seamed 
Salt Lake C: 
INDUSTRIAL ¢ SUPPLY I DIVISION 
Louis Berkman Co. 
Steubenville, Ohio 
INTERSTATE MACHINERY COMPANY 
Omaha, Nebraska 
IOWA MACHINERY SUPPLY COMPANY 
Des Moines, Iowa 
JONES & AUERBACH, INC. 
Newark, New Jersey 
KASPER & KOETZLE, INC. 
Brooklyn, New York 
KIRK-WICKLUND CO. 
Kansas City, Missouri 
M. D. LARKIN COMPANY 
Dayton, Ohio 
LEWIS SUPPLY COMPANY 
Memphis, Tennessee 
LINDQUIST HARDWARE COMPANY 
Bridgeport, Connecticut 
LOWRY ELECTRIC CO. 
Williamsport, Pennsylvan‘a 
MACHINERY & aan COMPANY 
Kansos City, Mi 
ag gg SALES e ‘SUPPLY COMPANY 


MACHINISTS TOOL & SUPPLY COMPANY 
Los Anaeles, California 

MANUFACTURERS SUPPLY COMPANY 
Grand Ravids, Michican 

MARSHALL-NEWELL SUPPLY COMPANY 
San Franc‘sco, California 

McCONKEY-DOCKER & COMPANY 
Phoenix, Arizona 

McTUNKIN SUPPLY COMPANY 
Charleston, West Virainia 

MECHANICAL SUPPLIES COMPANY 
Cincinnati, Ohio 

METROPOLITAN SUPPLY CORP. 
Los Angeles, California 

F. MEYER & BROS. COMPANY 
Peoria, Illinois 

MEYERS SUPPLY COMPANY 
Chicago, Illinois 

MID-STATE INDUSTRIAL CORPORATION 
Rockford, Illinois 

MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 

MIZE SUPPLY COMPANY 
Waynesboro, Virginia 

MORRIS ABRAMS, INC. 


Buffalo, New York 
NEAL & BRINKER COMPANY 
New York City, New York 
w. 5. NOTT COMPANY | 





® Tools Made of HIGH SPEED STEEL, are peteed in red. 
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OLIVER ABRASIVE : TOOL COMPANY 
Buffalo, New Yor 

— by é SUPPLY COMPANY 
Oakland & San Francisco, Calif. 

PATRON. TRANSMISSION COMPANY 
New York City, New York 

PEDERSEN BROS. COMPANY 
Chicago, Illinois 

PERTH AMBOY HARDWARE COMPANY 
Perth Amboy w Jer! 

PHILLIPS & ERSTON. SUPPLY COMPANY 
Wichita, Kan: 

PRODUCTION "TOOL & SUPPLY COMPANY 
St. Louis, Misso 

PULVER MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 

RAILEY o INC 
Miami, F 

RICKERT INDUSTRIAL SUPPLY COMPANY 
Milwaukee, Wisconsin 

SOUTHWEST SUPPLY CO. 

Glendale, California 

STACY SUPPLY COMPANY 
Sretoatele. Massachusetts 

STA ae = — & ‘SUPPLY co. 


Ham 
STANDARD. MACHINISTS aevewe COMPANY 
Pittsburgh, Pennsylva: 
STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsy] 
STANDARD tll é EQUIPMENT CORP. 
Baltimore, Mary 
STAR MACHI NERY “COMPANY 
Seattle, Washing 
STEEL SALES & SUPPLY COMPANY 
Kansas City, Missouri 
STELLHORN COMPANY 
Toledo, Ohio 
WM. H. TAYLOR COMPANY 
Allentown, Pennsylvania 
TAYLOR SUPPLY = — 
Baltimore, Mary 
TERRE HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 
GEO. 8. hg ~~ INC. 
El Paso, Texa 
TOOL SHOP HARDWARE COMPANY 
Detroit, Michiq 
TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 
TRIPLEX SUPPLY — 
Milwaukee, Wiscon: 
TRANTER MANUFACTURING COMPANY 
Pittsburgh, Pennsylvania 
WARNER HARDWARE COMPANY 
Minneapolis, Minnesota 
J. M. WARREN & COMPANY 
Troy, New York 
WATKINS, INC. 
Wichita, Kansas 
W. T. WEAVER & SONS 
Washington, D. C. 
WHITE STAR MACHINERY CO. 
Wichita, Kansas 
A. V. WIGGINS COMPANY 
Syracuse, New York 
J. T. WING & —e 
Detroit, Michiq 
YARROW INDUSTRIAL ot a COMPANY 
Philadelphia, Pennsylva 
ZONNE ELECTRIC TOOL COMPANY 
Los Angeles, California 


WEINBERG & MCRKEE, Inc. 





600 West Jackson Bivd., 
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Athol Vises 


I 


46 different styles and sizes 


Machinists’ Vises 
Toolmakers’ Vises 
Combination Pipe Vises 


Sheetmetal Workers’ Vises 
Small Instrument Workers’ 


Vises 


Jewelers’ and Dentists’ Vises 

Milling Machine Vises 

Drill Press Vises 

Plumbers’ Vises 

Household and Private 
Garage Vises 


Also Power belt driven Grindstone Frames. 
Sold 100% through Industrial Distributors. 


ATHOL MACHINE & FOUNDRY COMPANY 


ATHOL, 


MASSACHUSETTS 























If you are looking for pumps that will give dependable, 
trouble-free service, learn about Vikings! Simple gear- 
within-a-gear design, with two moving parts, and ee 
precision construction fit Vikings for the toughest kind 
of pumping jobs you can have. You'll find a Viking 
pump in the style and size you need, correctly engi- 
neered to do your job ... to handle any clean liquids, 
regardless of viscosity. 


For Complete Information About Viking Pumps, 
Write For A Free Copy of BULLETIN 49SMM 


Pump Company 


Cedar Falls, lowa 
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When the fabric is cemented in place, 
the frayed edges make a tapered joint. 
Cement is applied to the fabric... 


an electric vulcanizer plus a dozen 
or more inexpensive hand tools, such 
as: one-ply knives, C clamps, pincers, 
wire brush and others. The floor space 
needed for shop toom also is small; 
the Crowder Co., has found the 
12 x 20 foot space in their warehouse 
to be ample. 

The demand for this service from 
the Crowder Co., has extended into 
four neighboring states. For that rea- 
son the department operates as a 
portable unit. Strong wood boxes 
were constructed to hold the vulcan- 
izer and other equipment necessary 
to complete a job. The boxes are 
mounted on casters to facilitate han- 
dling. With this set-up it is easy to 
transport equipment to the scene of 
the job. Repairs can be made without 
removing the belt from its working 
position whereas, were it not for this 
service, a new belt would have to be 
installed each time there was a break- 
down. This is a time-consuming job. 
especially in the case where the belt 
is large. 

Frequently the Crowder Co., is 
called to make repairs to conveyor 
belts which have been gouged in 
several spots by foreign matter that 
sometimes gets into the material the 
belt carries. It is possible for the dis- 
tributor’s men to rebuild the belt by 
vulcanizing new fabric and rubber on 
to the damaged areas. In most cases 
the belt is left in as good a condition 


The frayed edges are tied down with 
two thin strips of tie gum with the 
linen backing left in place for addi- 
tional pressure at this point when cur- 
ing ia es 








PEEL EEE LLRLEL DEE ELA Eh 


LE LEEEEE HA 














The reason? sound, full-formed heads 
and accurate, smooth-turning threads 
backed by 95 years of quality 

ition : bolt-making experience and Republic’s 
full line of more than 20,000 different 
aletokel-teMMelae ME iila-tele(:toM laelellare 


Republic Steel Corporation ... Bolt and 








Nut Division, Cleveland, Ohio, and 





Gadsden, Ala Export Department: 





Chrysler Bldg., New York 17, N. Y. 
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For easier sales... 


M-40-U : Parchment paper is then cemented on 


the fabric fill-in piece and trimmed 


to give a finished surface to the joint 
CEN i ERS after vulcanizing . . . 


OFFER A MIGHTY 
FINE PROPOSITION! 


The joint is then put into the vulcan- 
izer at a temperature of 287 degrees 
fahrenheit and the clamping bolts 
tightened. 


as when it was new. Should there 
be a tear across the full width of the 
belt, a new piece of belt is inserted 
by “stepping down” the ends of the 
old belt and the new piece and mak- 
ing two vulcanized joints. This is 
done with the belt in place on the 
conveyor. 

The “stepping down” process is 
So superior is this alloy that by actual test it has we —. — tag yey toed 
shown results 3 to 10 times better than high which increases the life of the belt 
speed steel and other alloy materials for as it makes for uniform strength 
centers. That’s important to YOU. GORHAM throughout. 

M-40-U centers are in big demand .. . an extra The splicing operation starts with 
profitable item ina profitable line. M-40-U alloy the preparation of the belt ends. 

is just one more reason for handling GORHAM— 
the line that sells itself. Cash in on its nation- 


wide preference: Choose GORHAM today. 


GORHAM 
TOOL 
COMPANY 


The curing period is twenty minutes 
long. The belt is removed from the vul- 

asiatatnentaeataiinaaees canizer and the linen backing removed 

DETROIT 3, MICH. from the two thin tie gum strips. 





Someone, wise in the ways of han- 
dling men, once said, “Management is 
the art of knowing when to break a 
rule.” 
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NOW Faster, Easier Tool Sales 
With Atlas Cost-Cutting Tools 


2 


Lower Price . . . Quicker Set-Ups 
. . . Overcome Today's Cautious 





1 on 
med 
joint 


Buying Mood 


There are always good sales opportuni- 
ties for Atlas tools. In large plant and 
small your sales story and proof that Atlas 
tools can cut machine-hour costs—wins 
eager attention. This is particularly true 
today when buyers are just marking time 
when it comes to considering large and 
costly machine investments. You may 
have to make more calls to keep up your 
volume but Atlas sales are ready for you 
in your territory if you go after them. 





Ican- 
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bolts 
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¢ val ATLAS PRESS COMPANY 
a 510 N. PITCHER ST.» KALAMAZOO, MICHIGAN 


Detailed, illustrated literature is avail- 


—— -— 


ee, able on each Atlas tool shown here. MATCHE D PRECISION 
- is a a postcard today for your free mACHI NING AND 
sak a ies, 








—-— —— 
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NEW! FEATHER WEIGHT 


BA NiA | SOLDERING mom 


Sak Ae 
SS 


SRT: 


PATENT 
PENDING 


N OW! An iron so light, so well balanced, its weight 
is scarcely noticeable. When customers call for an Leo G. Breckenridge 
iron for long delicate work where fatigue works 
against quality, HEXACON F EATHER WEIGHT BAN- Breckenridge To Head 
nt gp ame Simonds Southern Sales 

2 comfortable, more practical Leo G. Breckenridge has been ap 
HEXACON MODEL 30H. Weight © than a pencil iron and re- | pointed southern sales manager fo: 
5% 02. (less cord). 40, or 60 Watts. quires no transformer. Write | the Simonds Saw & Steel Co. of Fitch 
Both %” and %” tips furnished. - for prices and discounts, to- burg, Mass. succeeding Roger H. 
Ask for literature on complete line day. Myers. The Simonds company has 
of screw tip, plug tip and hatchet moved the office of its southern sales 
irons. manager from the Whitney Bank 
Building, New Orleans, La., to 50% 


HEXACON ELECTRIC CO, Commerce ‘Title Building, Memphis 


3, Tenn. 
A WRAY AEs ROIS PARK, 04. 5. Mr. Breckenridge represented the 


company in the central west before 
the war. Since rejoining the com- 
pany, following four years in the AAF, 


MATERIALS he has been associated with Mr. Myers 
in the south. 
HANDLING Mr. Myers retires after more than 
EQUIPMENT +0 years with the company. Starting 
in their Chicago office in 1905, he 
moved to New Orleans in 1925 as 
A top quality line of hoists and trolleys | manager. 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equipment 


field for a quarter of a century. Write 
for full information on this profitable line. 


| 
ee) 


gp ee ae ee ve ee a se 





( Roger H. Myers 


i 

Differential Hoist Capac- ° ° 

ities one-half, and one- IBeam Trolley in four Spur Gear Hoist. High | Farquhar Adds Bill Davis 

ton. A fast-selling low- a , or geared speed, high quality, in 

— A with a large capacities from capacities ranging from 
th: (aty y 10 


Farquhar Machinery Co., Jackson- 

ton: Y% through 20 tons. q ; , 

“ wns _ | ville, Fla., has added Bill Davis to its 
c N G H | a F R t Pe G W O R K S outside sales staff. He will cover the 

CONCO Tampa and surrounding territory, suc- 


Division of H. D. Conkey & Co.. Division St.. Mendota, III ceeding John Powers. 
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A FAMOUS AND COMPLETE LINE OF QUALITY VISES 


YOST Stationary Ma- 
chinists’ Vise—bolts 4 
places for rigidity, guar- 
anteed throughout. 


Here is a line you can draw on for every cus- 





tomer’s vise needs. The rugged dependability ap- 
parent in the construction of YOST Vises will open 
. the door to extra sales—and the service these vises 


YOST Machinists’ Vise 


—solid tool steel weld- 


give will keep the door open for future sales and ed jaws, geared swivel 
re-orders! Build up profits now with the YOST line. 
We'll send distributor information and catalog ma- 


ap terial on request. 


th RIGIDITY 











ha ; 
wes STRENGTH YOST Oot Sciantes 
ank need for special jigs. 
phi PRACTICAL DESIGN 
the 
a A complete Line 
AF, of Vises for the 
vers Distributor. 
han 
ting 
he 
> as 
YOST Combination Vise— 
Sass, coptseeshte tang’ ten 
steel pipe jaws, extra heavy 
semi-steel castings for rig- 
idity. 
‘$On- - 
o its MEADVILL 
ge MANUFACTURING COMPANY Pinna. U3.4. 


suc- 


BUILDERS OF QUALITY VISES + ESTABLISHED IN 1907 
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WAITLOCK CORDAGE 
COMPANY 

46 SOUTH STREET - NEW YORK 5,N. Y. 


Site Blas Rees 
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Ditlihin, supplies every Yype of Pasting 
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Sherman 


Brass Fittings 
For Industry 





Hose Couplings 
For water, steam, oil and air. Also hose 
nipples, bushings, menders, nozzles and 
other fittings. 


FREIGHT CARS—40 can be accommodated—come directly into the warehouse; 
equipment can be unloaded 75 ft. from its place of storage on the floor. 


Barrel Faucets 
Two sizes, with choice of ground key lock 
lever or self-closing lock lever. Heavy 
cast brass, solid brass handle. 


We : 
S) 
% 
E 
-= 


‘Tr 
= $ 


Air Nozzles 
Four models of straight and angle pattern 
nozzles. Choice of hand button or lever. 
Air volume accurately controlled. 
OUTBOUND SHIPMENTS, palletized and racked, await transportation. Fork left 
trucks expedite loading and moving of materials throughout the warchouse. 
Brass Hose paws a r =F oe ae) lel 
Full range of water 


hose and steam hose 
sizes. 








Fusible Plugs 
High grade brass, 
filled with pure tin. 
Outside and inside 
styles, in long and 
short pattern. 


Sold — through Industrial 
Wholesalers. Write today for 
catalog and discount sheet on 
the full Sherman line. 


H. B. Sherman Mfg. Co. ? 
BATTLE CREEK MICHIGAN LOADING PLATFORM facilities permit quick loading; gives easy access to loading 
dock by large semi-trailer trucks. The entire operation is under cover. 
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IT’S THEN@WHARRINGTON 


BEARCAT ELECTRIC HOIST 


Light in weight with main housing and covers of high tensile aluminum alloy. 

High efficiency, multiple-thread, initial worm drive and secondary spur 
gears for speed reduction. 

Interchangeability of spur gears to obtain various hook speeds and 
load capacities. 

Two brakes: Automatic holding brake and controller operated snubbing 
brake. 

Conventional oval link, heat-treated, welded steel hoist chain—com- 
pletely flexible—in length of lift to suit requirements. 

Anti-friction bearings throughout. 

Operating handle marked and shaped for easy recognition of up and 
down operation. 

Top hook, vertical stud or trolley suspension. 





Speeds from 12 to 
Write for Bulletin 67, it gives complete details. 50 feet per minute 


.. . Capacities from 
OTHER ean | | 4 1 a 170 to 2000 pounds 
HARRINGTON . Y 

PRODUCTS a | THE 


ae = - / | W A R R | N G T ) N 

umalong Lever Puller g 

Screw and Differential COMPANY BR 
Hoists - YA PHILADELPHIA 30, PENNSYLVANIA 


Makers of Hoists since 1876 
Cranes and Trolleys 
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DWORKING 
TOOLS 


Month after month, H & A advertising in leading Trade Magazines creates new uses 
ind new prospects for H & A Quality Tools. More than this, our complete direct-mail 
»rogram, furnished without cost to distributors, will identify you directly with this 
iation-wide, non-stop advertising campaign. 


New improvements, that give H & A Quality 
Tools more capacity, more usefulness and more 
eye and buy appeal, aregbeing constantly made 
to help H & A distributors to faster turnover 
and greater profit. 


Write at once for new FREE literature on our 
complete line of Swing Cut-Off Saws, Band 
Saws, Tilting Arbor Saws, Jointers, Shapers, 
Woodmaster, and FREE samples of our dealer 
promotion. 


H & A Swing Cut-Off Saws—square dimension 
stock accurately to size with little effort. The 
rigidly mounted swing beam eliminates all side 
play and vibration—also keeps saw blade 
parallel with work. Three powerful models: 


Mod. 5—Cap. 3” x 12”, 1 HP Motor, 10” Biade 
Mod. 25—Cap. 4” x 14”, 2 HP Motor, 14” Blade 
Mod. 55—Cap. 5” x 16”, 3 HP Motor, 16” Blade 
List prices $191.45, $300.30, $355.30, respectively. 
F. O. B. Fairfield. IMMEDIATE DELIVERY. 





Model No. 5 with 
Fairbanks- Morse 
Pancake Motor 


New 2800 Tilting Arbor Saw—now available 
with 9” Blade at no extra cost—capacity 23” 
on straight cuts—cuts 2” stock on 45 degree 
bevel cuts. Large 20” x 27}” oversize table. 
Saw does cross-cutting, ripping, bevel-cutting, 
dadoing, mitering, grooving, tenoning, rab- 
beting, ploughing, and makes practically every 
other type of cut, 


Has one-piece, full length roller guide rip 
fence, self-locking handwheel adjustments, 
large interchangeable throat blocks for easy 
access to arbor, a miter gauge with exclusive 
H & A “shift-blade” having large protractor 
and many other sales-clinching features. 


ptt 


636 W. Kirkwood Street 


H & A Model 
2800 9° Tilting 
Arbor Saw 


Established 1921 


Fairfield, lowa 
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CARD PLAYERS at the annual party 
given for P. A.’s by four Lancaster 
distributors included this group. Left 
to right, they arc Ray Barnett and 
John Ora of Industrial Distribution; 
Henry Hopkins of Reilly Bros. & 
Raub; George Hartman, Sr., of Raub 
Supply; Ed Wehrman and Dick Barr of 
Reilly Bros. & Raub, 


Laneaster Distributors 
Entertain Purchasing Agents 


For the second consecutive year, 
four Lancaster, Pa., distributors joined 
forces in staging a party at which pur- 
chasing agents were guests of honor. 
John Ora, Eastern District Manager 
of Industrial Distribution, was the 
only speaker at the dinner party. He 
discussed “The Industrial Distributor’s 
Role in American Industry”, explain- 
ing the need for the distributor and 
the services he is prepared to render. 

In addition to the four distributor 
executives who arranged the party, 
each supply firm was represented at 
the party by six salesmen or officials. 
The invitations to the party were ex 
tended through the Lancaster Pui 
chasing Agents Association and 75 


SCOREKEEPER for one of the bowl- 
ing matches was Ad Moore of Stein- 
man Hardware Co. 


SS 


SPECTATORS for the quoit games in- 
cluded John Stauffer of Herr & Co. 
(second row center). 











BEAT HIGH COSTS WITH HIGH PRODUCTION 


Good tools make a tremendous difference in 
productivity... sending production UP... and costs 
down. Sell the tools preferred by thousands of 
experienced hands... TOLEDO Pipe Tools and 
Power Pipe Machines! Mechanics like their simple, 
sturdy construction... compactness and lightweight 
for ease of handling ...and the smooth, clean-cut, 
leak-proof threads produced by Toledos. Your 
customers will like Toledo performance—in hand 

tools or power equipment—to do the 
work easier... faster...and reduce 
costs! The Toledo Pipe Threading 
Machine Co., Toledo, Ohio. New York 
Office, No. 2 Rector Street Building. 





RELY ON THE LEADER 
Ce 


One man using a Toledo Port- 
able Power Drive with Toledo 
hand threading Tools can cut a 
2’ thread in 18 seconds, 4’ 
threads in less than 2 minutes. 





all ; Toledo 3-Way Threader, 1%” to 1” 
Toledo No. 999 Power Pipe Machine threads pe, pipe ... other Toledo Hand Threaders 
2’’ pipe in 22 seconds, cuts off 2” pipe in 10 for up to 12” pipe. 
seconds. Portable... %”’ to 2” pipe incl. , 
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members of the association attended. 


Arrangements for the party were 
_ sim. -/ made by J. H. Stauffer, president 

¢ and general manager of Herr & Co., 

tandardized Inc.; G. H. Hartman, Sr., vice-presi- 

| dent and general manager of Raub 


setup appliances Supply Co.; R. H. Barr, manager of 
the Supply department of Reilly Bros. 
ppty Cop y 


ai k & Raub; and A. Z. Moore, president 
Fo r Eve ry T S | of Wo r Ta ble of Steinman Hardware Co. 4 
Dinner was served after a cocktail 
hour and after dinner there were card 
games, bowling and quoit playing. 


Machine Shop men are forced to waste time on Machine Tool Set-ups. 
CAD Standardized Appliances will convert this non-productive time 
into productive labor. 





All sizes—to suit the little bench machine | Westinghouse Forum 


to the brute of a planer. | Held In Buffalo 


Sold only through selected distributors. | °*The 1949 Westinghouse Machine 
Tool Electrification Forum recently 


WRITE FOR CAD FOLDER A72 | was held in Buffalo, N. Y., a two-day 
AND DISTRIBUTORS’ PLAN session that featured papers by out- 


standing industrial too] and machine 
STANDARD SHOP EQUIPMENT CO. | executives. 


L. A. Liefer of the Gishold Ma- 
8153 Tinicum Ave., Phila. 42, Pa. chine Co., Madison, Wis. opened the 


first day’s discussion with a paper 
on an “Automatic Piston Ring Ma- 
chine.” He was followed by LeRoy 
Morill of Heald Machine Co., speak- 
ing on “High-Frequency systems for 
Machine Tools.” George Levesque, 
Brown & Sharpe Mfg. Co., Prov- 
idence, presented a paper on “Bonded 
Resistance Wire Strain Gauges as 
Components of Machinery and Gauge 
— Equipment.” 

The second day’s session was held 
A R tt at the Westinghouse Buffalo Works, 
e er with L. R. Ludwig, manager of 

the Westinghouse Buffalo Divisions M 

W Id (| on hand to welcome guests. After ie 

e e luncheon an inspection of the plant pl 


was made, followed by an open dis- sa 


4 | cussion of the trip. se 
| The forum was concluded with a -_ 


dinner at which the chief speaker 




















was Tell Berna, general manager - 
for every industrial pur- N.M. T.B. A. th 
pose, for every essential 
industry—wherever chains ” twat th 
are needed, you'll find ar 


Wesco Chains doing a 
better job because they 
are better welded chains. 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains... 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 


PROPER PACKING will save break- 
age and insure delivery to a satisfied 

customer, says Ervin Payne, new ship- 
WESTERN CHAIN COMPANY ping clerk at Rogers-Bailey Supply Co., 
1819 BELMONT AVE CHICAGO 13, ILL. Chattanooga, Tenn. 





ie 
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SHOW YOUR 
CUSTOMERS 
HOW TO 


BY COMBINING 
PRODUCTION OPERATIONS 





























Methods and production men in your customers’ 
plants agree that the best way to profit today is to 
save on production time, You can render a valuable 
service by pointing out that surveys on burring, finish- 
ing, cleaning and polishing frequently reveal that all 
can be combined into one, time-saving operation 
through the use of Brightboy. 


This speedy, simple Brightboy application follows 
the rough grind; bridges the gap between the grind 
and the buff. Brightboy works to close tolerances, can 

be shaped to contours, requires 
no before-use preparation or 
dressing. .. these are time-saving 


features you can profitably sell! 


Brightboy’s rubber and abrasive compound has a 
unique surfacing-smoothing action which simultane- 
ously burrs, precision-finishes, cleans and polishes, 
at a substantial saving of time. Recommend a quick, 
simple Brightboy test to your customers, so they can 
see how Brightboy compares with other methods. 

You need Brightboy to round out a complete abra- 
sives service to your customers---particularly in these 
days when savings in time and labor are “musts”. 
Write us for information on the popular, profitable 
Brightboy Distributor Franchise Plan. Call on us for 
cooperation in suggesting time saving methods set-ups 


to your customers, 


ae 


a a 
ROBERTS 
BRIGHTBOY INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER CO. 


Pioneer Manufacturers of Rubber-Bonded Abrasives 
Newark 7, New Jersey 


WELDON 


Brightb 


© US PAT OF 
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MORE A 


ND MORE JOBBERS 


= ARE “SEEING THE LIGHT” 






















—for STEADY SALES, 
vs OI 


The COMPLETE Puller Line—the PULLING 
SYSTEM of most universal application, 
FACTORY APPROVED by leading bearing 
manfacturers for use on their bearings, 
RECOMMENDED by tractor manufacturers 
to their dealers, widely ADOPTED by many 
industrial concerns as Standard maintenance 


tools. 


PLUS the widest range of SPECIAL TOOLS 
for specific problem jobs, with NEW ones 
added whenever new maintenance and pro- 


duction tool needs arise. 


A Quarter Century of Service has proved 
OTC quality and dependability in making 


maintenance and service 
faster and safer. 


NON-COMPETING—OTC has it’s own 
strongly established and fast-growing mar- 
ket, promoted by continuous National Adver- 
tising and Factory Selling Cooperation. 


IT PAYS TO STOCK AND PUSH 


























WIDE DEMAND ———= 
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TOOLS 











OWATONNA TOOL COMPANY 


312 CEDAR ST., OWATONNA, MINN. 
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THE NEW PURCHASING agent 
Caswell Arnold, of Carolina Supph 
Co., Greenville, $. C. goes over som« 
orders with P. H. Moore, store man. 
ager. 


Carolina Supply Co. 
Shifts Crawford, Moore 


P. H. Moore, formerly purchasing 
agent of the Carolina Supply Co., 
Greenville, S.C. has been promoted 
to the position of store manager. Cas- 
well Arnold has been advanced to 
Mr. Moore’s old position. 

John Crawford has been shifted 
from his former North Carolina ter- 
ritory to cover parts of both South 
Carolina and Georgia. 


Link-Belt in Spokane 
Moves to Larger Quarters 


An increased volume of_ business 
in the Northwest area has compelled 
the Link-Belt Co. of Chicago to move 
its Spokane warehouse and district 
sales office to new, larger and more 
convenient quarters at North 1303 
Washington Street, Spokane 13. 

The new location provides con- 
siderable more space for stocks, and 
it is planned to carry numerous addi- 
tional items that formerly had been 
shipped from the east, San Francisco 
or Seattle. Ample parking space is 
provided. 

Homer A. Garland is district sales 
manager at Spokane. 


U. S. Rubber Co. 


Moves Chicago Branch 


The United States Rubber Co. has 
moved its Chicago branch offices from 
440 W. Washington Street to the 
Merchandise Mart building. The new 
quarters are located on the third floor 
of the building. 

As a chief distributing point for 
five major mid-western states, Illinois, 
Michigan, Indiana, Iowa and Wiscon- 
sin, the branch has been located at 
W. Washington Street since 1922. 
The current move was prompted by 
the nced for larger quarters and in- 
volves a staff of some 300 people 
including sales force and office person- 


| nel. 
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NEW PRODUCTS HIKE DIS 


SALES PER CALL GO 
UP, DISTRIBUTOR 
_ PROFITS CLIMB 


Continuously seein Giese Market 
for Ideal Products Proved by 
Steady Sales Increases for 
32 Years 


As part of its fixed policy to keep 
the Ideal Franchise the most 
valuable and profitable in the 
field for its distributors, Ideal 
has introduced a sure-fire list of 
new products within the past 
year. These include: 


The “Stripmaster”—the revolution- 
ary new “hand-type” wire strip- 
per that makes wire stripping 
easier and faster than ever be- 
fore. The ‘‘Stripmaster” strips 
with a single, one squeeze oper- 
ation and has an exclusive “auto- 
matic” feature that positively 
prevents crushing of wire. It far 
surpasses anything heretofore 
available for radio repair men, 
electricians, ignition experts, 
maintenance men, mechanics 
and electrical manufacturers 
who do production stripping on 
the assembly line. 


“Coil-Flex” Fish Tape —The coiled- 
spring type tape that makes 
“fishing” a pleasure. Goes around 
bends easier. Can’t cut aluminum 
conduit. Twenty-five foot lengths 
fasten together for any size job. 
Tested for 480 Ib. pull. A natural 
for any contractor! 


450-Watt “Thermo-Grip” — Makes 
every kind of light-duty solder- 
ing easier and faster. Has no 
equal for small parts, wires, ter- 
minals, lugs, copper tubing up 
to %” diameter. Completes the 
“Thermo-Grip” line for every 
kind of soldering or brazing. 


Light-Duty Cleaner — The % H.P. 
cleaner that vacuums, blows, 
sprays or dries—and sells for only 
$49.50. Most efficient cleaner in 


itsclass and best value in its field. | 


Theatre Cleaner and Popcorn Blow- 
ing Kit—Gets rid of floor litter in 
Y the time required by sweep- 
ing. Attachments adapt unit to 
many other vacuum cleaning 
and blowing requirements. A 
money-saver for any theatre — 
a money-maker for you. 


Tank-Type Cleaner — A new and 
even better version of the all- 
purpose cleaner with perform- 
ance features not even approach- 








This ‘‘Product of the Month’’ Counter Display helps you build sales. 
It’s an eye-stopping, eye-filling display, colorful and well lighted. Has 
box for counter literature, descriptive product sheet, card for mount- 
ing product. Use it month after month to feature all of Ideal’s 


fast-moving items. Ask your representative about it. 





ed by any other cleaner. Internal 
dust bag and 9 gallon tank. 


Sales Increase — Year After Year 


Year after year, ever since 1916, 
realistic, progressive planning 
has broadened the market and 
increased the sales of Ideal prod- 
ucts. Today, this same kind of 
planning by Ideal means more 
sales, more profits and continu- 
ously expanding markets for 
Ideal Distributors. 

New products are added as 
Ideal’s constant program of mar- 
ket research shows proved de- 
mand for them. By this program 
existing products are continu- 
ously studied and improved, 
“glow-movers” avoided or elimi- 
nated. This means, for the Ideal 
Distributor, that every item in 
the Ideal line is a steady seller, 
offering highly profitable turn- 
over. 

With the right products, sup- 
ported by Ideal’s powerful na- 


tional advertising and sales 





promotion program, the Ideal 
Distributor’s market is limited 
only by his own desires. It’s the 
Profit Line for 49. GET YOUR 
SHARE. 


Suggesting New Uses 
Sells Ideal Products 


Alert distributors and their sales 
forces are continually uncover- 
ing new and special uses for 
Ideal products. They’re using 
them as sales clinchers with ex- 
cellent results. For instance: 

“Thermo-Grip” with pencil 
attachment is the quickest, eas- 
iest way to “solder out” holes in 
evaporator coils of home refrig- 
erators. 





Ideal Cleaners quickly clean | 


crumbs, kernels, dust, etc. from | 
popcorn machines and candy dis- 
pensers in theatres. 


| 

Contractors use Ideal Cleaners | ‘ 
to vacuum away plaster dust in | 
homes resulting from installa- 


tion of outlet boxes. 





TRIBUTOR SALES 





SALES CAMPAIGNS 
GET FULL SUPPORT 
OF DISTRIBUTORS 


| Enthusiasm Shown in Full-Speed 
| Drive by Distributors to Smash 
All Previous Sales Records 


| \ll over the country Ideal Dis- 
tributors have grabbed the ball 
and are running with it! They’re 
backing Ideal’s Winter -Spring 
Sales Campaigns with the team 
work of their organizations. 
Their goal: The greatest sales 
volume in Ideal products ever 
achieved in any similar period 
of time. 

In addition to following 
through on the complete pro- 
grams as outlined in complete 
detail, many of the most success- 
ful and aggressive Distributors 
are going even further. 

One is not only sponsoring a 
campaign on Ideal Cleaners, but 
has also placed an $850 stock 
order, on which he receives al0% 
quantity discount. The discount 
he is putting up asa prize to the 
salesman who sells the most 
cleaners during the 30-day 
period. 

Others are assigning salesmen 
to work full time on the Ideal 
line for the campaign period. 
Some are printing their own re- 
ply ecards for inclusion in cam- 
paign mailings. 

Many Distributors have long 
wanted to get started on pro- 
grams of their own in direct 
mail and sales promotion. They 
are using the pre-tested, pre- 
proved Ideal Campaigns as a 
| pattern. 








| Ideal Live Center Load 
Ratings Now 30% Higher 
As a result of a change in bear- 
ing manufacturers ratings, the 
approved carrying capacities of 
| all Ideal Live Centers have been 
| increased approximately 30% 
|Exhaustive tests in Ideal’ s 


“Thermo-Grip” Proved Quickest Way to Solder Lugs | laboratories have proved these 





In a recent test ‘ "Tieome: Grip” 
(1000-Watt Unit with “Pliers”) 
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brought a 125 amp. lug to soft | 


ratings sound. 





soldering temperature in just 20 | From Ideal’s Fourteen 


seconds! A 400 amp. lug took | 


less than 1 minute. The test fur- 


Point Selling Policy 


Continuous, demand-creating 


ther showed the close control of | ”@/ional advertising in leading 


heat made possible by the| 
thumb-switch and the ease with | 


| publications reaches hundreds of 
thousands of prospects in ia 
major market, every month . 


which the “Pliers” hold the lug | Distributor representation ‘is 


in place while the solder cools. | 


| prominently mentioned in each ad. 
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We have a 
copy for you- 





wae facts about industry's 
rating of gauges that you 
will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
comers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, tll. 


with the - 
HRECALIBRATOR 


i nd 
i "= quickest re] 
“Recalibrator bang oa — 
jauge = aie 
f gjustment—the finishing 
of o 
erlative gavge- 


touch to o sup 


GAUGES ©* VALVES © TRAPS. 
DIAL THERMOMETERS 
“HEATING SPECIALTIES 
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BiG. SUPPLY CQ._9F SAMEORELA 


. ti b tes. bi Ben - 














‘THE APPROACH to the new San Jose branch office of. Republic Supply Co. of 
| California, demonstrates the ample facilities for parking near and about the building. 
| And once inside .. . 











MAKE NO MISTAKE, it’s industrial equipment, tools and supplics the company 
sclls, as scen on every hand. 





sales conference recently held by Brown & Sharpe Mfg. Co., of Providence, R. 1., 
for 40 salesmen and representatives from the United States and Canada, to help 
them “bone up” on recent designs, sales promotion and advertising programs, 
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“A customer never forgets” 


Customers never forget the top quality and low cost 


of Morse Chain Company products. 





rr ee ne ee ee ee 


Stock this famous line of mechanical power trans- ( ] 
mission products and they'll remember you more | 1 
often with orders—orders that mean more sales, 1 MORSE i 
more profits. | i 

: MECHANICAL [4 provucr oF | A 
Here’s a check list to pick your profits from—the | POWER TRANSMISSION BW | 
Morse line of the finest mechanical power trans- j PRODUCTS } 
mission products available. SE ee J 


BORG-WARNER 











Morflex Radial Drive Shafts 





Morflex Couplings Morflex Drive Shafts Morflex Radial Couplings 





Fakes ae 


=v a 





eee a ae ae ee 
: | 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 





Morse-Rockford Over-Center | 
Friction Clutches 


Morse-Formsprag 


Morse-Rockford Pullmore Clutches Geniataien thao 


DSC Flexible DRC Flexible 
Couplings Couplings 











NOTE: You can get com- 


plete information on any or 





all of the Morse products 
shown here. Write to Dept. 
342, 7601 Central Avenue, 
Detroit 8, Michigan. 


Roller Chain Drives 


Silent Chain Drives 
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TOOLS THAT BRING 
EXTRA TIME SAVINGS 
\ TO YOUR CUSTOMERS 





AN ITEM in stock for the field staff to 
promote for immediate delivery holds 
the attention of O. J. Rutledge and 
R. QO. Yeargin of Greenville Textile 
Supply Co., Greenville, S$. C. 





Stiefvater Elected to Head 
N. Y. State Hardware Group 


... and extra sales to you 


I'rancis J. Stiefvater, assistant sales 
manager of the Utica Drop Forge & 
Tool Corp., has been elected _pres- 
ident of the New York State Hard- 
ware Associates. It is the first time 
in the 47 years of the organization 
that a Utican has been chosen to head 
the group. 

Mr. Stiefvater succeeds Matt Miller 
of The W. Bingham Co., Johnson 
City. H. K. Muhs of Weed & Co., 
Rochester was elected vice-president; 
and Nicholas H. Kiley, Syracuse, was 
named secretary and treasurer. 


GREENLEE HYDRAULIC BENDER 


Conduit forming is simple, fast with a GREENLEE. In but a few minutes 
one man easily makes smooth, accurate bends in rigid or thin-wall conduit, 
pipe up to 4%”, tubing, bus-bars. No kinking, wrinkling or other damage 
to conduit. And the GREENLEE is compact, portable . . . makes it easy to 
do bending right on the job. Often pays for itself on first few jobs through 
big savings in time, labor, materials. 


Peerless Supply Co. 


Opens For Business 


The Peerless Supply Co. has opened 
for business in Natchez, Miss., ac- 
cording to branch officer J. Steve 
Varley of Shreveport, La. 

The firm handles mill, industrial 
and oil well supplies, machine tools 
and welding equipment and _ steel 
warehouse products. It is located in 
the former Mississippi Central Rail- 
road warchouse at 200 State Street. 

T. H. Stuart of Shreveport is as- 
sistant manager of the branch. 


1948 Worker Productivity 


KNOCKOUT TOOLS enlarge a 
hole for conduit or cable in 14% 
minutes or less. Cut smooth open- 


BORING TOOLS that produce 
smooth openings fast. Electri- 
cians’ Unispur and Solid-Center 


HAND BENDER quickly makes 
small-radius bends in steel, 
copper, brass, and aluminum 


Showed Little Increase 


Although productivity has advanced 


tubing, conduit or pipe. Makes 
neat bends up to 180°. 


Auger Bits . . . Bell Hangers’ 
Drills . . . Bit Extensions. 


ings up to 334” in metal, bakelite 
or hard rubber up to 4” thick. 


GREENLEE 


in some segments of manufacturing 
since 1946, productivity for manufac- 
turing as a whole showed little increase 
during last year, according to an analy- 
sis of productivity made by the Na- 
tional Industrial Conference Board. 

In the closing months of 1948, the 
board found, unit labor costs for all 
manufacturing were about 100 per- 
cent higher than before the war, and 
fully a fifth higher than in 1946, In 
1947, unit labor costs were 10 per- 
cent higher. 


WRITE GREENLEE TOOL CO., 1925 HERBERT AVENUE, ROCKFORD, ILLINOIS 
for complete data on above equipment as well as GREENLEE Joist Borers * Pipe Pushers © Spiral 
Screw Drivers * Automatic Push Drills * Chisels, Gouges and many other quality tools. 
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WILLEY’S CARBIDE T 








ting 


It will handle rough, semi-finish and finish grinding. 


and will turn out a large volume of accurate work on an economical production 
basis. This grinder is designed to use an eight inch vitrified wheel for rough 
and semi-finish, and a six inch diamond or vitrified wheel for finishing. The 
cool cutting action of the wheels is insured by a steady flow of coolant, force 
fed by an electrically driven pump mounted inside of pedestal. 


WRITE for NEW CATALOG 449 


Full specifications of Model 60 Grinder 
and hundreds of other tools for production 


WILLEY’S CARBIDE TOOL CO. 


SOLE MAKERS OF WILLEY’S METAL 
1342 W. Vernor Highway 





OOL GRINDER 


Equipped For Wet 
and Dry Grinding 


WILLEY’S MODEL 60 
Carbide Tool Grinder has 
been properly designed 
for the free hand grind- 
ing of tungsten carbide 
tipped tools as well as 
other hard metal tools re- 
quiring the keenest cut- 


él accuracy. 


MODEL 60 


edges and extreme 


It is sturdy in construction 


Detroit 1, Michigan 














TIME TO SWITCH... 


Switch to the CLEMENTS-CADIL- 
LAC cleaning method. Switch on the 
motor of this powerful portable elec- 
combination 
cleaner, and you'll release a 
blast of air that rids machin- 
ery and equipment of their 
most dangerous enemies: 
Dirt, Dust, and Grit. 
Ask your mill supply 
dealer for demon- 
stration 
make _ your 
switch to- 


tric 










and 


+ MONEY 

PREVENT DAMAGE 
TO MACHINERY 
WITH THE 


blower-suction 


















ADVERTISING 
LIKE THIS 


DESIGNED TO 
STIMULATE 
RUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CEEANING TOOL 











STOCK BINS 
Bw at FE 4 


Made in 5 models 
with attachments for 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





IF YOU 
WANT A 










every cleaning job. 


PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL. 






SELLER 
WRITE US 
FOR DETAILS 








ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR DATA 
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LAST MINUTE product information 
is given out by H. W. Harrison, right, 
sales manager of Carolina Supply Co., 
Greenville, $. C., to John O. Crawford, 
Jr., and T. C. Madre. The former cov- 
ers part of South Carolina and Georgia; 
the latter is a special representative. 





Metalworkers Report 
Variance In Business 


Although metalworking operation: 
as a whole remain at a high level, an 
increasing spottiness is being noted 
among individual businesses, according 
to AMERICAN Macuinist, McGraw- 
Hill publication. 

The magazine explains that whilc 
makers of automobiles and of many 
consumer products are limited only by 
the amount of steel at hand, many 
small shops around the country arc 
looking for orders. 

Noting the unbalance between com. 
panies, the magazines suggests it 
would be better for industry if cur- 
rent business were spread out more 
evenly. 

“One way of distributing it, already 


resorted to,” says the article, “is for 


companies with an over-abundance of 
work to farm out some of it to less 
fortunate firms.” 

The steel outlook is as dismal as 
ever, says the article. Users are feeling 
the pinch of reduced quotas for the 
fourth quarter in many items. Sheet 
and plate consumers are hit the worst. 
The fear is that pressure from Wash- 
ington will compel mills to set aside an 
increasing ratio of tonnage for “essen- 
tial purposes” as the months go by. 

It was explained that steel industry 
representatives have just agreed to allo 
cate 10,000 tons of steel for shipbuild- 
ing both in January and February. 
Approval has been given to adding 
2,500 tons of sheets to the monthly 
quota of 29,170 tons of sheets for 
makers of warm-air heating equipment. 
On the other hand, industry repre- 
sentatives have rejected government 
proposals to carmark 20,000 tons of 
steel a month for new “essential” pro- 
grams. 

“On top of the stepped-up demand 
is the possibility of a new boost in steel 
prices,” says the article. “Scrap prices 
are rising again; if a general increase 
should occur, it would likely touch oft 
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“Selling” Advantages 
of these EVERLASTING 
Duplex Blow-off Units « 


Sealing valve (left in both units) has: \ 
UNIMPEDED STRAIGHT-THROUGH BLOW 
SELF-POLISHING, SELF-LAPPING DISC 
CONSTANT DROP-TIGHT SEAL 


NON-WEDGE CONSTRUCTION TO 
PREVENT STICKING OR JAMMING 


Blowing valve (right in both units) has: 


TOUGHNESS TO WITHSTAND 
REPEATED BLOW-OFF SHOCKS 


HIGH RESISTANCE TO EROSION 
AND ABRASION 


NO POCKETS TO TRAP AND HOLD 
SOLIDS 


These valves fully meet the require- 
ments of the A.S.M.E. Code. 


Fig. 4001/ 6561, EVERLASTING Angle- 
way blow-off unit with lever-oper- 
ated sealing valve. 








Today industry must take advan- 
tage of every aid to more efficient 
operation. When you see the im- 
mediate interest shown in the effi- 
ciency and safety advantages of 
these new EVERLASTING Duplex 
Blow-off Units, you'll quickly see 
why it’s to your advantage to 
stock and sell them! 


In each of these units, two fine 
EVERLASTING Valves known for 
their tight seal and long life are 
combined to assure a remarkably 


safe and efficient blow-off service. 
Their performance is something to 
be talked about . . . something 
you, the EVERLASTING Distribu- 
tor, can take advantage of in 
your sales story. 


Take advantage, too, of our pol- 
icy of aiding our EVERLASTING 
Distributors by nation-wide adver- 
tising. Every month full-page ads 
in trade papers throughout the 
country show your prospects the 
advantages of EVERLASTING 


EVERLASTING VALVE COMPANY 
49 Fisk Street, Jersey City 5, N. J. 


Trade-Merk ‘“‘EVERLASTING’'—REG. U. S. PAT. OFF. 


to increase your sales! 





Fig. 4001/4061, EVERLASTING Straight- 
unit with lever- 


way type. blow-off 
operand 'taeling valve, 


Valves. Each request to us for fur- 
ther information receives a reply 
which includes the name of the 
nearest EVERLASTING Distributor. 


It will be to your advantage 
to get a supply of our illustrated 
literature covering the complete 
EVERLASTING Line. Send for it 
today! 


NOW ADVERTISED 
NATIONALLY 





with full page ads 


EVERLASTING VALVES GIVE “EVERLASTING” SERVICE 


s 
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Men who lace belts like Alli- 
gator because it can be put on with a hammer 
and it drives straight. Its compression grip 
protects the belt ends and there is no ply sepa- 
ration. It embeds in the belt and is smooth on 
both faces. The two piece rocker hinge pin 
greatly increases the service life, and yet the 
joint can easily be separated at any time. 
Made in 12 sizes for joining thin tapes and 
belts up to 5%” thick. In boxes for narrow belts 
or in long, continuous lengths for wide belts. 
Available in steel, “Monel” and “Everdur.” 


Bulletin A60 gives complete details. 


[FLEXCO | «SEENON 


Men who have charge of 
conveyor belt maintenance like Flexco HD 
Belt Fasteners because they make a tight butt 
joint with long life. The recessed plates embed 
in the belt and prevent ply separation. Patch- 
ing and other repairs with Flexco Fasteners 
and Rip Plates save expensive conveyor belt 
replacements and extended shutdowns. 

For conveyor and bucket elevator belts from 
4,” to 114” thick. Made in steel, “Monel,” 
“Everdur” and “Promal.” 

Bulletin F-100 gives complete details. 





“JUST A HAMMER TO APPLY IT" 


































The No. 500 HINGED 
FLEXCO Fastener was developed specifically 
for use on underground extension coal mine 
conveyor belts. Other industries may find 
this separable joint has advantages. Inter- 
locking end plates are bolted to the belt. 
Belt ends can be separated quickly by remov- 
ing the coiled spring hinge pin. Made in just 
the one size for belts 4g” to 4” thick. 

Bulletin HF 500 gives complete details. 













These fasteners are 
designed for joining open-end (long 
length) V-belting which has a cross- 
woven fabric center. They are not to be 
used to repair endless cord belts. 

The FLEX-V Fastener is made in two 
sizes for A and B belts. Used on light duty 
drives only. 

Bulletin Y-14 gives complete details 
on FLEX-V Fasteners. 

ALLIGATOR V-Belt Fasteners are for 
normal duty industrial drives and railway 
service. Made for the “B”, “C” and “D” 
V-belts and the 1” and 2” railroad V-belts. 

Bulletin ¥-205 gives complete details 
on ALLIGATOR V-Belt Fasteners. 


































These cutters greatly speed up 
the preparation of belts for fastening. They 
make clean, square cuts. 

Bulletin No. BC-350 covers the ALLI- 
GATOR Wide Belt Cutter. Four sizes: 24”, 
36”, 48” and 60”. 

Bulletin No. BC-300 covers the ALLI- 
GATOR No. B-8 Belt Cutter for belts up to 
YY” thick and 8” wide. 













further finished steel price rises. An 
advance of $3 to $4 a ton in pig iron 
is spreading. Steel mills are viewing 
with anxiety the requested increase of 
8 per cent in rail freight rates, an in. 
crease which would hike the cost of 
coal and ore.” 

Machine tool sales also have been 
reported up, and inquiries have never 
been larger, except in wartime. Some 
builders and distributors attribute the 
flood of inquiries partly to the psycho- 
logical effect of “phantom” orders 
from the Armed Services. The best 
thing to do is to get needed machines 
while they can be obtained. 

The aircraft engine program is yicld. 
ing a modest amount of business to 
machine tool builders, according to 
the magazine. One company is on the 
verge of closing an order for 30 ma. 
chines for a subcontractor on a turbo- 
jet engine. Some builders with idle 
capacity are not keen about filling it 
with contract work because they will 
need it if anticipated jet engine busi- 
ness should break. 


Serew Machine Products Up 


Sharp increases in shipments and 
new orders are reported in the screw 
machine products industry during Av- 
gust, with backlogs unchanged. Com. 
pared with August, 1947, new orders 
have more than doubled, with ship- 
ments about 90 per cent greater. The 
month’s figures were second best for 
the year, with March still at the top. 

“Tool and die business continues to 
run ahead of conditions a year ago,” 
the article continues. “August figures 
are reported slightly below July but 
still well ahead of the corresponding 
month of 1947 with the exception of 
sales invoices which were up. Enm- 
ployment showed a small increase over 
July.” 


Slump in Automotive Plants 


In the automotive tool and die 
plants, however, backlogs are dwin- 
dling from the peaks of recent years 
and a further slump is expected the 
coming winter, it was noted. 

Production of electrical appliances 
will probably match 1947’s record- 
breaking dollar volume this year and 
the industry expects to maintain the 
pace through 1949 by means of aggres- 
sive selling campaigns. 

“Some of the smaller appliances, 
such as irons, have passed their post: 
war peak production but continue to 
run above prewar levels,” the article 
says. 

Production in electric blankets, 
electric dishwashers, waste disposers, 
home freezers and electric clothes dry- 
ers is booming, while refrigerators are 
expected to hit a new record of 4 mil- 
lion units. 
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ALBUQUERQUE, N. MEX.— 

Hendrie & Bolthoff Co. 
ATLANTA, GA.—Fulton Supply Co. 
BALTIMORE, MD.—Carey Mach. & Sup. Co. 


BIRMINGHAM, ALA.—Safety Engrg. & Supply Co. 


BOSTON, MASS.—Cutter, Wood & Sanderson Co. 
BUFFALO, N. Y.—American Allsafe Co. 
BUTTE, MONT.— Montana Hardware Co. 
CASPER, WYO.—Casper Supply Co. 
CHARLESTON, S. C.—Cameron & Barkley Co. 
CHARLESTON, W. VA.—Safety First Supply Co. 
CHATTANOOGA, TENN.—C. D. Genter Co. 
CHICAGO, ILL.— Protective Equipment, tac. 
CINCINNATI, OHIO—The E. A. Kinsey Co. 
CLEVELAND, OHIO —Safety First Supply Co. 
COLUMBUS, OHIO—The E. A. Kinsey Co. 
DALLAS, TEXAS—Engineering Supply Co. 
DAYTON, OH1O0—The E. A. Kinsey Co. 
DEADWOOD, S. DAK.—Hendrie & Bolthoff Co. 
DENVER, COLO. —Hendrie & Bolthotf Co. 
DETROIT, MICH. —Willson Products, Inc. 

EL PASO, TEX.—E. D. Bullard Co. 

GRAND RAPIDS, MICH. —F. Raniville Co. 
GREENSBORO, N. C.—Smith-Courtney Co. 
GREENVILLE, S. C.—Carolina Sup. Co. 
HICKORY, N. C.—Smith-Courtney Co. 


HOUSTON, TEXAS—Allied Safety Equipment, inc. 


INDIANAPOLIS, IND.—The E. A. Kinsey Co. 
JACKSONVILLE, FLA.—Cameron & Barkley Co. 
KANSAS CITY, KANS.—L. R. Stone Supply Co. 
LOS ANGELES, CALIF.—E. D. Bullard Co. 





. 





ent on oe 


LOUISVILLE, KY.—Neill-LaVielle Supply Co., Inc. 
MEMPHIS, TENN.—J. E. Dilworth Co. 
MILWAUKEE, WIS. —Protective Equip., Inc. 
MUSKEGON, MICH. -—Factory Supply Co. 

NEW ORLEANS, LA.— Woodward, Wight & Co., Ltd. 
NEW YORK, N. Y.—W. S. Wilson Corp. 


OKLAHOMA CITY, OKLA.—Hart Industrial Supply Co. 


OMAHA, NEBR.—Interstate Mach. & Sup. Co. 
PHILADELPHIA, PA.—Industrial Prod. Co 
PITTSBURGH, PA.—Safety First Supply Co. 
PORTLAND, ORE.—J. E. Haseltine & Co. 
PROVIDENCE, R. 1.—James E. Tierney 
RICHMOND, VA.—Smith-Courtney Co. 

ST. LOUIS, MO.—Sligo, Incorporated 

ST. PAUL, MINN. —Farwell, Ozmun, Kirk & Co. 
SALT LAKE CITY, UTAH—Industrial Supply Co., Inc. 
SAN FRANCISCO, CALIF.—E. D. Bullard Co. 
SANTA FE, N. MEX.—Hendrie & Boltholt Co. 
SAVANNAH, GA.—Cameron & Barkley Co. 
SCRANTON, PA.—L. B. Potter Co. 

SEATTLE, WASH.—J. E. Haseltine & Co. 
SPOKANE, WASH.—J. E. Haseltine & Co. 
SPRINGFIELD, MASS. —Charles C. Lewis Co. 
SYRACUSE, N. Y.—Syracuse Supply Co. 
TACOMA, WASH.—J. E. Haseltine & Co. 
TAMPA, FLA.—Cameron & Barkley Co. 
TOLEDO, OHIO —Safety First Supply Co. 
TROY, N. Y.—The Troy Belting & Sup. Co. 
TULSA, OKLA.—Krisman Industrial Supply Co. 
VICKSBURG, MISS.—J. E. Dilworth Co. 


CANADA 


TORONTO —Safety Supply Company 
MONTREAL —Satety Supply Company 
WINDSOR — Safety Supply Company 
KIRKLAND LAKE —Safety Supply Company 
WINNIPEG— Safety Supply Company 
EDMONTON -— Safety Supply Company 
VANCOUVER —Safety Supply Company 
HALIFAX —Safety Supply Company 


WH 


WILL: 


“Established 1870" 


SON 


WILLSON PRODUCTS, INC. 
248 WASHINGTON STREET 
READING, PENNA. 
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Type A-1, an extremely flexible, 
kigh pressure, absorption medium. 


NOTHING 
can take 
its place! 


BECAUSE it has been proven 
through the years that no 
other conveying or connecting 
medium can satisfactorily take 
its place, there is a constantly 
increasing demand for versa- 
tile, easily installed, ever de- 


pendable Flexible Metal Hose! 


ATLANTIC 


The “Pump Only” assembly is an 
adaptation designed to readily use 
existing power or operating facilities. 


CMC innovations such as improved open thrash type impellers, double 
shaft seals and the exclusive double jet method of priming, guaran- a r 
tee faster priming and greater capacities. Models range in size from 11/4” to 10”— 


THREE BASIC 
ASSEMBLIES PROVIDE 
VERSATILITY 


PUMP ONLY 
ASSEMBLY 


SCRE Se 


FLEXIBLE COUPLED | 
ASSEMBLY 
Greater flexibility and utility is made pos- 


sible when CMC DUAL PRIME Pumps are 
assembled in a flexible coupled manner. 


CLOSE COUPLED 
ASSEMBLY 
Close coupled construction assures perfect 


pump and motor alignment necessary for @ 
peak performance under given conditions. 





capacities up to 240,000 G.P.H. Write today for latest catalog. 


ONSTRUCTION Monee 
WATERLOO, IOWA, U.S.A. 


MAGOR Shovels 
PILE PROFITS HIGH! 


Flexible Metal Hose 


is stocked in a wide variety of 
types—in sizes from 3/16” to 
36” ID—in straight lengths or 
bent to specification—in spe- 
cial metals for special applica- 
tions—from which we can 
promptly ship the precisely 
proper hose for any connect- 
ing or conveying service. 
Atlantic Flexible Metal Hose 
has made good through the 
years because it is built to 
withstand tremendous pres- 
sures and highest tempera- 
tures in the perfect handling 
of steam, hot and cold oils, 
compressed air, chemicals, 
ete. 
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AAAS 


DEALERS.... 


Here’s a dependable sales builder 


\c\ 


Distributors who make 
“ATLANTIC” their source of sup- 
ply for flexible metal hose find 
this line a highly profitable one to 
push as each sale assures attractive 
repeat orders. 


AeA es 


Users know Magor shov- 


= 
S 


els, scoops and spades by 


‘i 


Ask for our latest bulletin! a ot 


ATLANTIC 


METAL HOSE CO., INC. 
104 W. 64th St., New York 


their reputation for dura- 


bility, easy handling. Stock the simplified Magor line 


for more sales and repeat sales the year ’round. 


@ 4753 


MAGOR 


CAR CORPORATION 
SHOVEL DIVISION 
| 50 CHURCH ST., NEW YORK 7, N.Y. 


Feature 
Magor Brands 


MASTER 
POWER 
DIGWELL 
ARROW 
BULL’S EYE 
GOLD TARGET 














Type BD-15, a general purpose, 
widely used, flexible metal hose. | 
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BRANCHES: 


EASY TO SELL, PROFITABLY 


Some profitable territories are still open for wide awake 
distributors to handle a complete line of Mechanical Power 
Transmission Equipment. Our products, a good, dependable 
line, are widely accepted and approved by industry. Our 
firm is a reliable, well-balanced organization with more 
than 92 years’ of specialized. experience. Write for our 
attractive Dealer Proposition. 


WOOD'S PRODUCTS 


“SURE-GRIP” Pulleys, Sheaves, V-Belts and Complete 
Drives * Pulleys * Hangers * Pillow Blocks * Couplings 
Bearings * Collars 


Write for your copy of our new 96 page V-Belt Drive Catalog. 


Y, 
T. B. woot SONS COMPANY cHAMBERSBURG, PA. 


3 
& 


BOSTON, MASS. NEWARK,N. J. 


PITTSBURGH, PA. 


CLEVELAND, OHIO DALLAS, TEXAS 
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DISTRIBUTORS 
ARE CAPITALIZING 
ON THE EXCLUSIVE 

SALES FEATURES 
OF 
PHILADELPHIA 
CHAIN HOISTS 





Spur Gear 
Screw Gear 
Differential 


Capacities 
from Y% to 
20 tons 





‘Philadelphic’ Distributors are enthusiastic 
boosters of the ‘Philadelphia’ line because 
they not only can supply a wide range of 
hoist requirements but can also present 
and prove the advantages of design and 
construction features which are exclusively 
‘Philadelphia’. Here is something to talk 
about and on which to build sales. 


For example, ‘Philadelphia’ offers malle- 
able iron load sheaves mounted on Timken 
roller bearings . . . hollow load sheave 
shafts, bronze bushed . . . solid one-piece 
driving pinion shafts . . . fully enclosed 
bearings . . . features which contribute to 
long-life and easy, convenient operation as 
well as worthwhile savings in operating 
costs. 


Back of the products is ‘Philadelphia’s’ 
full cooperation with distributors. 


Send for 


18-page Catalog 
No. 4-A describ- 
ing the com- 
plete line of 
‘Philadelphia’ 
Chain Hoists. 


PHILADELPHIA 


PHILADELPHIA 


CHAIN BLOCK & MFG. CO. 
MASCHER & NORRIS STS. 


PHILADELPHIA 22, PA. 





ULTI-oRI 


for Production RIL 


LL 


CHECK THESE MULTI-DRILL 


SALES FEATURES 


| @ 9” Drilling Area 
| ® Available with 2 to 8 spindles 


@ RUGGED CONSTRUCTION 


| @ Quick, easy adjustments to any 


| 











hole pattern on or within a 9” 
circle; 42” minimum center dis- 
tance; drill sizes 1/32” to 
¥%" 
@ Special adaptations avail- 
able 
MULTI-DRILLS are made 
in other sizes and models 


Write for infor- 
mation about 
handling the 
MULTI-DRILL 
in your territory. 


COMMANDER MFG. CO. 


4217 W. KINZIE STREET, CHICAGO 24, ILLINOIS . 





@ Smooth 
Flat Treads 


® Cast 
Semi-Steel 


Buffalo wheels have smooth flat treads, and the full 
tread width bears on the floor. Thick rims and un- 
usual spoke design give exceptional strength. Plain 
or roller bearings. We serve resale dealers and 
original equipment manufacturers. 


SPECIFICATIONS 


Wheel 
ize Bore 
1/4 
3/8 
1/2 
1/2 


Hu 
Length 


1 

1 

1 

1 

2 

2 

1/4 2 
3/4 3 
1/4 2 
3 

3/4 3 
1/2 3 
3 

2 

3 

2 


CASTER 
& WHEEL CORP. 


187 Breckenridge St., Buffalo, N.Y. 
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LUTZ HANDLES 


...f0F Files, Chisels, Punches 


and many other tools 


GUARANTEED 


. to outlast 15 to 20 ordi- 
nary handles 


. not to split no matter 
how severe the usage 


* 


Files Remain in the Handle 
Ferrules Cannot Come Off 
FILE HANDLE SIZES 

No. 1—For 3” to 6” Files 

No. 2—For 6” to 8” Files 

No. 3—For 8” to 12” Files 


No. 4—For 12” to 16” Files 
No. 5—For 16” to 20” Files 


Sold through Mill Supply Distributors 


LUTZ FILE & TOOL CO. 


CINCINNATI OHIO 























Quickly and Accurately S 
Counts B.P.M. of Shafts |S 
and Other Revolving Parts 


Engineers can make constant efficiency checks of motors, 

generators, machines, spindles and line shafting with this 

handy precision instrument that quickly and accurately regis- 

ters R.P.M. To use, simply press against the revolving object 

and time one minute, using any watch with a second hand. 
The counter will then show the ex- 
act R.P.M. The exclusive Veeder- 
Root spring clutch allows the oper- 
ator’s attention to be given to the 
watch instead of the counter... . 
eliminates need for a stop watch in 
timing. Individually boxed in color- 
ful 6-unit, display cartons. Com- 
pletely descriptive consumer fold- 
ers furnished with orders. 


—_ 





A compact precision counter that counts anything that can 
be seen. Invaluable for counting inventories, traffic, at- 
tendance, production units, packages — anything you can 
see. Held in comfortable operating position by means of 
a finger-ring. A slight pressure on the operating lever 
adds one additional count. Totals a 
are quickly returned to zero by 

turning the reset knob. Colorful 

display carton contains six individu- 

ally boxed Veeder-Root Hand Tally 

Counters. Sales-getting consumer 


folders furnished with orders. 





Be sure to stock these two popular items — Mail Coupon Below 


Veeder-Root 


VEEDER-ROOT INC., HARTFORD 2, CONN. 
Please send complete information and discount sheets on: 


() Veeder-Root Clutch Speed Counters 
(CO Veeder-Root Hand Tallies 


COMPANY 
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A SAVING AT 
EVERY TURN 


D q R N E L L George S. Achorn 


for Achorn Will Head Sales 
At Buch Mfg. Co. 

bs George S. Achorn has been ap 
vey pointed sales manager of Buch Co. of 

- Elizabethtown, Pa. 
, Mr. Achorn’s sales experience of 
Yipee 29 years includes six years as a terti- 
torial salesman for Liggett & Myers 
Tobacco Co.; 15 years as district super 
visor of sales in central Pennsylvania 
for Bayuk Cigars, Inc.; four years as 
Lloegr representative, Bankers Life Co. of 
Des Moines and four years as general 
manager of the Pennsylvania division 


of Theobald Industries, Inc., which 
position he resigned to join the com 


Cas ter is er Wheels —" Achorn replaces D. B. Weaver 


as sales manager. The latter will de 
vote his full time as secretary-treasurcr 
of the corporation. 


5,000 Power Items 
Described in Pztron Catalog 
fered by Darnell—the news will The “Forty-Niner”, the year’s new 


; N . edition of Patron Transmission Co.'s 

spread and you will profit. The high 192-page transmission equi>ment cata- 
en log, supplies complete data, includ- 
quality of Darnell Products has been ing prices, on over 5,000 items of 


the New York distributor company’s 


a talking point cel g years. Investigate line on hand for immediate “off-the- 
; shelf” delivery to all parts of the 

our special dealer proposition today. anmaty. bce A) 
The power transmission equipment 
and conveyor supplies listed are pro- 
fusely illustrated, and the whole has 


been attractively bound with a color- 
Free MAN U A L ful blue and gold-embossed cover. 


Users soon discover the savings of- 





DARNELL CORP. LTD. 60 WALKER ST. NEW YORK 13. NY. Carson Speaks On 


66 © 99 
LONG BEACH 4, CALIFORNIA 36._N. CLINTON, CHICAGO 6, ILL. Business 





E. R. Carson, Jr., comptroller of the 
Syracuse Supply Co., Syracuse, N. Y., 
was a panel member on a recent dis- 
cussion on “What Everyone Should 
Know About Business,” sponsored by 
the Syracuse Museum of Fine Arts. 
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Some Ropes Foot you 


| 


OW 6*/9 SEALE 1/§ AN 
EXCELLENT CONSTRUCTION 
FOR SLUSHER OR SCRAPER — 
PULL ROPES BECAUSE /T 











FOR MINE SHAFT ROPES 
U-W 6*19 FILLER WIRE /S 
BETTER BECAUSE (7/5 MORE 
FLEX/BLE AND RES/STS FATIGUE 
EXCEPTIONALLY WELL. 


2\ ._.. For longest and best service, always specify 
‘ U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 





We invite you to let UPSON-WALTON engineer your tough rope jobs. 


Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Wain Offices and Factory: Cleveland 13, Ohio 


241 Oliver Building 


3525 West Grand Ave. 
Pittsburgh 22 


114 Broad Street 
Chicago 51 


New York 4 
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_SELL ECONOMY__ 


=] and you build 
volume sales of 


YU Western Socket Screws 





You sell your customer a 

better, more economical 

fastening job with Western 

Socket Cap and Set Screws. 
Internal wrenching permits flush-to-surface applications in 
those hard-to-get-at corners; extra strength means fewer 
screws will carry the load. All of which adds up to faster as- 
sembly, savings in time, money, manpower. 


You get orders through these other advantages, too: 


@GREATER STRENGTH... Western 

Socket Screws are made of alloy steel, heat- (( 

treated in electric atmosphere-controlled fur- i e y 
naces for maximum tensile strength plus high y 

Izod impact value. 


@STREAMLINED SAFETY... Western 
Socket Screws do away with the hazard of 
protruding boltheads on exposed moving 
parts and shafts. Products become safer, better 
looking, to meet the needs of post-war design. 


Western carries complete and extensive stocks of socket 
cap screws, set screws, stripper bolts. A few distributor 
territories are open. You'll like Western products and 
policy. Write for catalogs and full details — today. 





Western Automatic 


Machine Screw Company 
722 Lake Ave., Elyria, O. 





WN 





NEWLY ELECTED vice-president of 
Marlow Pumps, Ridgewood, N. J. is 
Vincent Vandervoort, formerly asso- 
ciated with Watson Machine Co., Pat- 
erson. 





_ Farnham, Porter, Ashby 
_ Advanced by Memphis Firm 


James N. Farnham, formerly man 
ager of the engineering department of 
| Riechman-Crosby Co., Memphis, 
| Tenn. has been named salesman and 
| will travel eastern Arkansas territory. 
He succeeds J. M. Pentecost, with the 
| firm for 29 years, who is retjing due 
| to ill health. 
| F.E. Porter, Jr., who has been with 
Riechman-Crosby Co. for the last 
three years, succeeds V. E. Leather- 
man as salesman with headquarters in 
| Jackson, Miss. Mr. Leatherman, with 
the company for 28 years, is retiring 


| to live in Denver, Colo., his former 


home. 

The new manager of the engineer- 
ing department will be David Ashby, 
Jr., a graduate of Georgia Tech and 
formerly with Lewis Supply Co. of 


| Memphis. 


| 


Lynch, Dillberg, Ludwin 


| Named by E. Horton & Son 


Joseph L. Lynch has been appointed 
advertising manager; Paul E. Dillberg 
has been made superintendent of the 
drill chuck division; and Steven J. 
Ludwin has been named superin- 
tendent of the lathe chuck division 
of The E. Horton & Son Co., Wind- 
sor Locks, Conn. 

Mr. Lynch has been associated with 
the manufacture and sale of lathe 
chucks for eight years, while Mr. Dill- 
berg, who also recently came to Hor- 
ton, has had 14 years of drill chuck 
experience. Mr. Ludwin has been 
associated with the company for 25 








Precision Screw Products, Parts and Assemblies Since 1873 years. 
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[ts in the Cards 














...for HOME RUBBER DISTRIBUTORS 


to meet user demands from a 
SINGLE SOURCE OF SUPPLY 


Completeness of the Home Rubber line of mechani- 
cal rubber goods is the result of more than sixty 
years’ experience in analyzing the requirements of 
industry and industrial distributors. Then, too, these 
many years of specialization have enabled Home 
Rubber to develop and constantly improve its prod- 
ucts to a point where they are of uniform high qual- 


ity. long lived and dependably adequate for the 
services intended. 

‘It's in the cards’ that these products, having the 
acceptance of industry, should also have the loyal 
support of industrial distributors and that respons- 
ible, representative industrial distributors should 
look to Home Rubber to supply the requirements of 
their customers. 


7 “nN ~ 0 ” the ORIGINAL BLACK SHEET PACKING ... . 
eMeVe «2 ~~ is again available for Immediate Shipment from STOCK 


HOME RUBBER COMPANY cacrory: trenton, n. J. 


New York 
80-82 Reade St. 


OFFICES: Chicago 


168 N. Clinton St. 


London, England 
107 Clifton St., Finsbury E. C. 
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Stainless’ Steel 
TUBE eo SS 


SCRAPERS f || screws 
3 NUTS ¥# 
— 2 WASHERS @ 


ENGINEERS’ 


FAVORITES A Complete Line 
Available from Stock , 
ELLIPTICS | 


ABRAMS STAINLESS STEEL 
= BOLTS SCREWS NUTS 


Machine Machine Hexagon 


SPIRAL BRUSHES Carriage Cap Yenttet a 


Lag Wood Wing 


TUBE BLOWERS WASHERS 


A , 
All Types RIVETS 
FITTINGS 


é All Types 
All Types 


Available also’in Monel, Alumi- \e) 

Complete Stocks — Im- num, Everdur, Naval Bronze and 

mediate Delivery — Ask Alloy Stéels 

us about attractive Weare prepared to fill your ~ 

prices. needs for ‘Specials’. Send your - 
prints or specifications. 


MANUFACTURER 


LW CHESTERTON C0. SAEs 


SCREW & BOLT CORP. 


6 ASHLAND ST., EVERETT 49, MASS. 135 Church St. New York 7. N.Y. 
CO 7-0675 











¥ ota =| F 
= m4 


BEARING ds 











VALLEY cbivisyes 


Accuracy and Performance 
Records already established 


In the more than 30 years that Valley Grinders have been 
used by many of the country’s largest industrials, they 
have established fine records where accuracy and per- 
formance count. These grinders are all powered by 
Valley Motors and every unit is built to a single high 
standard of quality. This means complete satisfaction in 
service which builds profitable demand for these efficient, 








low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. 
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CHAIN HOISTS, just received by thc 
Severin Supply Co., Oklahoma City 
are examined by C. L. Severin, presi 
dent. 





Kurz To Assist Oakes 
On Link-Belt Drive Sales 


J. H. Oakes has been appointed 
sales manager, enclosed drives, by the 
Link-Belt Co. with headquarters at 
the company’s Philadelphia plant. He 
will be assisted by Harry F. Kurz 
as representative, enclosed drives, with 
headquarters at the Pershing Road 
plant in Chicago. 

Mr. Oakes worked part time in 
various manufacturing departments of 
the Link-Belt Dodge Plant, Indian- 
apolis, from 1922 to 1929; also from 
March to September 1927 in the 
San Francisco plant engineering de- 
partment. From 1930 to 1935 he 
worked on the further development 
and then the engineering application 
of the P. I. V. variable speed drive 
at the Philadelphia plant. Since then 
he has successively served as applica- 
tion engineer; assistant divisional sales 
manager, P. I. V. gears; divisional sales 
manager; and now sales manager, en- 
closed drives. 

Mr. Kurz joined Link-Belt in 1935 
at the Philadelphia plant, where he 
worked successively in the balance 
of stores, order, engineering and sales 
departments, having until his present 
appointment been divisional _ sales 
manager, enclosed gear drives, at 


Philadelphia. 


Economists See Prices, 
Profits And Savings Lower 


Lower wholesale and retail prices, 
little change in physical volume of 
production, lower personal savings 
and lower corporate profits highlight 
a series of forecasts for 1949 made by 
a majority of the economists who 
participated recently in a meeting of 
The Conference Board Economic 
Forum, sponsored by the National In- 
dustrial Conference Board. 

The economists were asked by the 
board to submit anonymously their 
estimates for each of 18 business indi- 





THIS FINE TEAM OF ENGLISH DRILLS MEETS 
THE GREATEST RANGE OF NEEDS IN THE 
INDUSTRIAL FIELD! 


Their ability is proved in 50 world markets and is now 
winning recognition in American Industry. 





rs at , MA = SD4C 
. He fh a ' : 
Kurz PN Sy This General Duty 2” Ball Bear- 
with 4 " limp . . , , , ‘ , 
Road MN OG ing Drill being lightweight, is especially 
ein ~ Ras ; adaptable to many production jobs which 
its of a Se require continuous operation in close 
et quarters. Spindle speed on full load 400 
R.P.M. with 34” per minute penetration 


. the 

g de- i \ 

5 he bo performance in steel. 

ment Ae JY ‘ 

ation 
drive 
then 

plica- 

| sales 

| sales 

I, en- 


108 | @ AVAILABLE IN 


alance NEW YORK CITY 
— FOR IMMEDIATE 
sales DELIVERY. 


as, at 


rer 

prices. This 44" Lightweight All-Ball Bearing Production Drill Is 
rhe Amazingly Versatile and Durable! This is a popular drill with air- 
light craft manufacturers, body workers, ship-fitters and maintenance men. 
ade by The low weight, short overall length and offset spindle makes this 
s who machine particularly suitable for drilling in confined spaces and pre- 


‘ing of 
ynomiICc 
nal In- 


vents fatigue in the operator. The ratio of speed to power makes 
possible a wide variety of operations and uses. 


by the Price and Distribution Particulars on request. Warehouse Stocks and Service Depot 
, their S. WOLF & CO. LTD. LONDON i —New York City. Address inquiries to:—U. S. Factory Representative, Fred L. Stuart, 
3 indi- . Room 808—110 East 42nd Street, New York 17, N. Y. LE 2-6176 
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start profits rolling with . 
SAGINAW / 


WHEELS, CASTERS AND 
CONVEYOR PARTS 


Saginaw seeks out and interests prospects for you! 
Benefit from a full schedule of strong, hard-hitting 
advertising in seven leading publications covering the 
entire industrial field, as well as eye-catching cards in 
all the foremost industrial directories! Saginaw field rep- 
resentatives are always kept well supplied with col 
ful, comprehensive and up-to-the-minute sales a 
too! Hit a new high level in your selling stridekcWrite~ 
for your FREE Saginaw Profit Resume Toda 


- CANTOL fit 











Join with 


GA RDINER 
“SOLDER! 


Federated Gardiner Brand 
ACID CORE SOLDER is scien- 
tifically alloyed from the 
purest metals, resulting in a 
precise composition which 
will give strong, lasting bonds. 
For automotive and general 
work. Comes in all commer- 
cial sizes and quantities. 





users to buy 
thru their 
local distrib- 





e 
Sell CANTOL 
WAX to your 
customers who 
use flat belt: 
drives, for bet- 
ter traction 
and longer 
METALS DIVISION tol belt life. 
menue aeany 
WHITING, INDIANA (CHICAGO) CANTOL WAX 
: PRODUCTS CO. 























Bloomington, Indiana 
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cators most commonly employed in 
business forecasting. Four of these, 
the Forum members felt, were of 
pivotal importance: industrial produc- 
tion, wholesale prices, the consumers’ 
price index and national income. 

According to the average forecast 
of the group, both wholesale and re- 
tail prices will trend downward during 
1949. Relatively little change in the 
physical volume of production is 
evident in the average forecast of the 
group, whether it be the arithmetic 
average or the median. For the first 
half, the two averages are 190-191 
respectively; for the second half, 188 
and 192. No one anticipates that the 
index will exceed 200 in the year 
ahead, but one forecast goes as low 
as 180 for the first half of 1949 and 
another plummets down to 168 in 
the second half. 

The average estimate of nationa! 
income for the first half of the yeai 
is between $216 billion-$218 billion, 
with a slight downturn to $214 billion 
the closing half. (The comparable 
national income figure for the first 
half of 1948 was $218 billion.) 

The typical view of the participants. 
on the whole, is a “sidewise” fore- 
cast; the few extreme viewpoints for 
further expansion are just about off- 
set by the few who look for sharp 
downward adjustments. 

Employment is expected to hold at 
about the 1948 average, personal sav- 
ings are placed somewhat lower than 
currently, and retail sales compare 
favorably with the average for 1948. 
Corporate profits would appear to be 
in for considerable reduction, par- 
ticularly in the closing half of next 
year. Average weekly earnings at 
about $54 currently, are placed at $55 
in the initial half of 1949, with a 
slight increase in the subsequent 
months. 
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“Did you use your influence to wangle this 
huge order again?” 
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Allis-Chalmer® M Co. 
hain & Cable Co. 
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rat Power Market Products know that 
lechanized Selling helps you lower 





your’ 
Toe on sales 














STEP 4 
MAKE A SPECIFIC 
PROPOSAL 
STEP 3 ... applying your 


CREATE PREFERENCE _-Product to the 
... for your product prospect's problem 











costs 








STEP 2 
AROUSE INTEREST 
... in your product 








STEP 1 — CONTACT 
... all the men who 
directly or indirectly 

control the purchase of 
your product 


Mechanized Selling 
. ++ proper advertising 

in the proper place | 
puts your salesmen HERE 





Your salesmen just don’t have the time to 
call on all your customers and prospects as 
often as you would like them to. In order for 
your sales costs to be reduced, it is necessary 
that selling time prove more fruitful in 
closed orders. That’s where Mechanized 
Selling helps you. 


Mechanized Selling means taking full ad- 
vantages of the high speed, low cost selling 
tools of advertising to perform the first three 





sales powers in the power market 


steps in the manufacture of an order, thus 
permitting salesmen to concentrate on the 


steps necessary to close the sale. 


Manufacturers of Power Market Products 
make your sales easier to this market. . . by 
concentrating their advertising in magazines 
that are read by the men who influence and 
specify the purchase of power equipment 
and supplies. That’s why they advertise in 


POWER and OPERATING ENGINEER. 





> 
« 
- 


makes Mechanizet 


Here’s why POWER and OPERATING ENGINEER Lower your sales costs... 





Remembering that Mechanized Selling 
can pave the road to more and easier 
sales... then you must make sure that 
the publications doing Mechanized Sell- 
ing for you are read by your real custom- 
ers and prospects—the men, regardless 
of title, who actually decide when and 
if your products should be purchased. 


Who decides what to buy for a power 
system in any plant? It can only be the 
engineer in charge of that system. He 
(and his assistants) are the only ones 
technically qualified to determine what 
equipment and supplies are needed— and 
whether you sell this man directly or 
indirectly, he is your real customer for 
products belonging in the power system. 


And it takes a technically qualified pub- 
lication to reach this man... one that’s 
easy for him to read... will help him 
do his job...and help pick the right 
equipment and supplies for his plant. 


Y 
0 


SS 
ere 
\wt 
sar Tgp 


PoweER is devoted to generation, trans- 
mission and application of the power 
services: steam, electricity, mechanical 
power, hot and cold water, heating, re- 
frigeration, air conditioning, compressed 
air. Power emphasizes larger and 
multiple-plant operations. 


OPERATING ENGINEER is directed to 
operation and maintenance of the power 
services. This “how-to” magazine is read 
by the Power Services Group who run 
medium-sized and smaller power systems 
plus men who are principal operating 
assistants in larger plants. 


Power and OE together reach the 
technically qualified power men in every 
kind of worthwhile industrial or com- 
mercial establishment. Your suppliers, 
recognizing the vast buying influence of 
the Power and OE audiences, help you 
sell by advertising their products in 
Power and OPERATING ENGINEER. 
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McGraw-Hill Publishing Company * 330 West 42nd St., New York 18, N.Y. 


Boston * Chicago * Cleveland * Philadelphia * Atlanta + Dallas * San Francisco * Los Angeles * Washington * Pittsburgh 













































Aloyco Stainless Steel Valves in the Acid Plant 
of the Daugherty Refinery division of L. Sonne- 
born Sons, Inc. at Petrolia, Pennsylvania. 


“ E of the most interesting observations we 
have made insofar as Aloyco Valves are con- 
cerned is that the maintenance to this date has 
been nil. In two years of service we have never 
lost a minute of operating time with Aloyco 
Valves. I would heartily endorse Aloyco 20 
Valves for similar services’. The remarks are 
those of Mr. G. H. Miley, Acid Plant Superinten- 
dent of the Daugherty Refinery, Petrolia, Penn- 
sylvania, a division of L. Sonneborn Sons, Inc. 


The Aloyco Valves here are used in the acid con- 
trol lines of their contact H.SO, plant. They 
handle 93% and 98% H.SO, and oleum in 
temperatures ranging from 115° to 150°F. This 
Company formerly used iron and steel valves 
with alloy trim for the same application. Aloyco 
Valves in this particular installation have been 
in service several times as long as any previous 
valves. 


Let our sales engineers study your requirements 
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Aloyco Flanged Gate Valve, No. 111, 150 Ib., 
%” to 12” inclusive. Available in 18-85, 18-8SMo, 
Aloyco 20 and other corrision-resistant alloys. 


STAINLESS STEEL 
VALVES AND FITTINGS 


ALLOY STEEL PRoDUCTS COMPANY, INC. 








For rapid lifting and lowering with utmost 


economy, specify Chester Spur Geared Chain 


Hoists. 


Expertly designed and built by the Hoist 
Division of The National Screw & Manufactur- 
ing Company, they are strong, safe and depend- 


able. 


Timken Bearings reduce friction on all 


working parts, insuring smooth operation and 
long life. Retaining brake holds the load at 
any position. 

Chester Hoists are furnished in many types, 
such as Extended Hand Wheel, Twin Hook and 
close headroom types, e.g., Army, Clevis Con- 
nected, etc. Sizes from 14 ton to 25 tons. 


CHESTER DIFFERENTIAL HOISTS are de- 





signed for use where occasional lifting is 
required at a minimum expense. Made in 
4, 4%, 1 and 1)%-ton sizes, these lower 
priced hoists are light and portable, hold 
their load at any point and will not 
self-lower. 


* CHESTER TROLLEYS are furnished in either 


plain or geared type, with either Timken 
Roller or plain bearings. They are well 
balanced and give excellent service. 


Send Coupon or Write for Our New Catalog 


















John D. Schneider 
National Screw & Mfg. Co. 


Names Schneider Manager 


John D. Schneider has been ap 
pointed advertising manager of Th« 
National Screw & Mfg. Co., Cleve- 
land. His duties will include adver- 
tising and publicity for the parent 
company and subsidiaries, including 
Hodell Chain Co., Cleveland; Chester 
Hoist Division, Lisbon, Ohio; and the 
National Screw & Mfg. Co. of Cal., in 
Los Angeles. 

Mr. Schneider has been connected 
with the Hodell Chain Co. since 1941. 

































THE NATIONAL SCREW & MFG. CO. 


Chester Hoist Division 


Lisbon, Ohio 











gis i li ii Wi Wi i ee is Ac i ee ie inn os i i + 
The National Screw & Mfg. Co., Chester Hoist Div., Lisbon, Ohio 
Please send copy of your new catalog on Chester Hoists and Trolleys. | 
Name. 
Company | 
Address | 

ID-5-9 | 
— $c i ii ei ei i i ns a 
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Interest Rates in ’49 
Likely To Remain Stable 


Interest rates during 1949 probabl 
will remain approximately at present 
levels, according to “United States 
Government Securities and the Money 
Market”, the annual review of the 
Bankers Trust Co, The bank expects, 
also, that sales of Government bonds 
to the Federal Reserve banks this year 
will be substantially lower than dur- 
ing 1948. 

There is no further need for credit 
restraints at the present time, the 
bank declares. The post-war inflation- 
ary boom has passed the peak and 
industrial production and business ac- 
tivity have declined somewhat. How- 
ever, no sharp business recession is 
anticipated. 

Nevertheless, the review points out, 
“A squeeze on business profits through 
higher taxes, higher wages and lower 
prices, could lead to larger cutbacks in 
capital expenditures than are now ex- 
pected.” 

Some reduction in demands for 
credit and investment funds is antici- 
pated. The money supply of the 
country declined more than $2 billion 
last year, in spite of the Government's 
bond support program, and now is 
only slightly higher than it was at the 
end of 1946. 
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No. 4 of 8 Reasons 


in addition to selling a product...Dayton Thorobred 
V-Belts ... that is unsurpassed in quality, performance 
and dependability, you, as a Dayton Distributor, can 
enjoy these 7 additional advantages: 


@ The Finest Quality V-Belt 
Built. Made with Raytex Forti- 


» fled Cord. 


@ V-Belts Packaged for low- 
cost handling, easier stocking 
and faster service. 


@ Complete Training Program 
to help your sales force sell. 


Altogether these are 8 BIG REASONS why it will pay you to 
sell the Dayton complete line of Industrial V-Belts. For the 
complete story, write The Dayton Rubber Company, Dayton, Ohio. 






Why 





In Your Territory 
To Help Your Salesmen 





Your customers depend on you 
for the answers, when they run 
into tough problems. 

That’s why Dayton Rubber 
maintains factory-trained engi- 
neers in key cities. Their job is to 
back up Dayton V-Belt Distribu- 
tors...to give them and their cus- 
tomers the benefit of their broad 
experience in power transmission. 

This type of on-the-spot co- 
operation helps Dayton Distribu- 
tors gain a reputation for intelligent 


servicing of their accounts. 


@ Sales Helps and Advertising 
to fit your own requirements. 
@ A Complete V-Belt Line to 
fit every power drive need. 


@ Warehouse Stocks to back 
up your own stocks of V-Belts. 


@ The most Complete Catalog 
in the Industrial V-Belt field. 








tom hwobar 


THE MARK OF TECHNICAL EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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HOT FORGED STEEL 
STAINLESS STEEL 





--. even when 
the pipe is not 
perfectly aligned! 











HOT FORGED from solid, rectangular steel bars, Catawissa 
Pipe Unions are free from sand and blow holes. The ball-to- 
angle seat design plus their ability to expand and contract 
with the pipe give you sure fire dependability . . . 
fect seal for every application! 


a pee 





Full ACME Threads or 


WRITE FOR COMPLETE ENGINEERING ‘a 
AND YOUR COPY OF BULLETIN 10-A 





U. S. V-Threads in 
Union nuts and on fe- 
male end. 


STANDARD AND 
DOUBLE EXTRA 
HEAVY 














BALDOR 


BALL 
BEARING 


GRINDERS 


_ A Complete Line 
PRECISION BUILT 
Bench & Pedestal Types 


6” to 12” wheels 


Liberally Guaranteed 


S) ame 
Bs les 


3 oa 






CARBIDE TOOL GRINDER 


Typical of the Baldor line of precision 
built grinders is this carbide tool 
grindef—powered with a sturdy Baldor 
VY H.P. ball bearing motor. *‘otor is 
reversible to sharpen both nicht and 
left angle tools. 6’ Silicon carbide 
wheels; adjustable tool rest tables. 


BALDOR ELECTRIC COMPANY 
4364 Duncan St. Louis 10, Mo. 


BALDOR GRINDERS 


built ly Motor Specialists 


340 








CATAWISSA VALVE & FITTINGS CO. 


300 Mill St. 








* CATAWISSA, PENNSYLVANIA 








ECONOMY| 
PRODUCTS 









You're on the 
right track 


for 6000 


business... 





@ ECONOMY PROD- 
UCTS are backed by 
many years of sound 
manufacturing exper- 
ience. Plant men rely 
on the great holding 
power of ECONOMY 
PRODUCTS to help 
them achieve more 
efficient and more 


economical plant 
operation. The line 
includes . . . Hollow 


Set Screws — Socket 
Head Cap Screws — 
Headless Set Screws 
... let us send facts. 


ECONOMY MACHINE PRODUCTS CO. 





5217 Lawrence Ave. Chicago 30 
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Vernon H. Olson 


Barnes Appoints Olson 
General Sales Manager 


Vernon H. Olson recently was ap- 
pointed general sales manager for 
W. O. Barnes Co., Inc., manufactur- 
ers of hack saw and band saw blades. 

In his new position with Barnes, 
Mr. Olson will work with the firm’s 


| distributors and be in charge of ad- 


vertising. 
Formerly, he was works manager 


| for the DoAll Co., DesPlaines, Ill. and 


during the war was appointed as a 
training specialist by the War Produc- 
tion Board. 


Binks Mfg. Co., Announces 
Territorial Changes 


A number of recent appointments 
in its sales organization were made by 
Binks Mfg. Co. of Chicago, IIl., 
manufacturers of industrial spray fin 
ishing equipment and systems. 

H. J. Fink has been appointed to 
direct sales and service in Colorado, 
Kansas, Nebraska, Wyoming, Mon- 
tana and New Mexico from head 
quarters at 346 Grant St., Longmont, 


| Colorado. 


C. J. Rood has been made manager 
of the company’s branch office at 117 
East Michigan Avenue, in Indianapo- 
lis. He will direct sales and service in 


| Indiana. 


M. B. Scully will handle sales and 
service in northern Illinois and the 
state of Iowa. He will work from 
headquarters at 1028 S. Euclid Ave- 


| nue, Princeton, III. 


E. J. Cremer has been appointed to 
handle sales and service in southern 
Illinois and the state of Missouri. He 
will have his office at 705 Olive Street, 
St. Louis, Mo. 

B. R. Fulton will be in charge’ of 
the Binks new and enlarged direct 
factory sales and service branch at 
1231 West Ninth Street, in Cleve- 
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Attention 











Distributors! 


Change drills in a second, safely 


Profitable territories open 
for this fast-selling drill chuck 


with this Automatic Chuck 
while spindle is running 





AMF Wahlstrom Chucks are rugged tools, proven out in 
many years of heavy production work. Simple construc- 
tion assures ease of operation. 


THESE WAHLSTROM TOOLS CUT COSTS, TOO 





Wahlstrom Chucks are available in several size ranges: 
Model A~1/32” to 1/2”; Model AA—1/64”" to 3/8". 

Model B—15/64" to 1/2"; 3/8" to 3/4"; 17/32” to 1”. 

Model C—Holds any size tool with No. 1, 2, or 3 M. T, Shank. 


AMF Wahistrom Chucks 
tised in Machinery, eae, 
Shop and Metal-Working Equipment. 


HERE’S ALL THERE IS TO CHANGING DRILLS 





SPINOLE 
NEVER 
STOPS 





2. Insert new drill—push 
up tapered part—drill is 
locked in place. 


1. Grip sleeve—pull down 
—jaws open automatically 
—drill is released. 


You don’t stop the machine to change drills with the AMF 
WAHLSTROM CHUCK. No keys, collets or wrenches are 


needed. 


That’s why Wahistrom Chucks cut costly minutes in chang- 
ing tools for drill press work or for spotting, drilling and 
reaming in boring or milling machines. They'll also 
save money in lathe work for burring, turning, filing, 
etc. One spindle does the work of several. 


Tools last longer, too...smooth, hardened and ground 
jaws grip tight without chewing into tools. Grip in- 
creases with the load. 


For fast, uninterrupted production, use the quick-change 
AMF WAHLSTROM CHUCK, It is the only fully automatic 
drill chuck which holds the widest range of straight 
shank tools... Model A—1/32” to 1/2 ; Model AA— 


1/64” to 3/8”. 





AA Tes your lone distributor or write today for Bul. 56-3 





WAHLSTROM TOOL DIVISION, AMERICAN MACHINE & FOUNDRY CO, 
5502 SECOND AVENUE BROOKLYN 20, N. Y. 


WAHLSTROM 


fully automatic 


DRILL CHUCKS 


NO KEYS, COLLETS OR WRENCHES 

























ic oe 


Write toda y 
for details 





| Wahlstrom Too! Division 


AMERICAN MACHINE & FOUNDRY co 


S502 2ND AVENUE, BROOKLYN 20 Le 4 
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THE NEW 
KIND OF 
VISE PLIERS 


Here is one of the most useful tools ever designed for use in shops, plants, factories. Show 
it to one plant manager, foreman or workman and. you'll be surprised how quickly the word 
spreads thru the whole plant. GRIPSO is a vise pliers you adjust, lock tight and use—all 
with ene hand—then quickly release with a flick of ome finger. It's a HAND VISE, 
PLIERS, PIPE WRENCH, CLAMP and NUT WRENCH all in one—the nearest thing 
to a handy tool kit all in one tool yet devised. 


HERE ARE THREE EXCLUSIVE FEATURES THAT PUT GRIPSO IN A FIELD BY ITSELF 
AND OPEN UP VAST NEW SALES OPPORTUNITIES FOR YOU: 


Gripso’s star feature is its unique new FINGER-TIP RELEASE. This outstanding ad- 
vantage frequently SELLS GRIPSO ON SIGHT. FINGER-TIP RELEASE lets you 
open powerful jaws instantly with one finger without handles leaping apart—saves 
time, saves knuckles! No unscrewing . . . no fumbling or knuckle-bumping in tight 
spots—just “flick!” and jaws open, no matter how tight the grip. 

Gripso’s new DOUBLE-ACTING ADJUSTMENT SCREW actually adjusts jaws twice 
as fast because it employs both right and left band threads. Again you need use only 
one hand. 

Gripso’s NEW TYPE JAWS—curved lower jaw working against flat upper jaw—give 
positive grip in all directions, double resistance to slipping and side twist. 


THESE OUTSTANDING ADVANTAGES make GRIPSO the choice of industrial 
workers everywhere. This means volume sales for YOU. We'd like to hear from you, Mr. 
Industrial Distributor. A three-cent investment in postage will bring you complete descrip- 
tive literature and selling plans. 











MAIL THIS COUPON OR WRITE ON YOUR LETTERHEAD 
FIRM NAME BY TITLE 
ADDRESS i. = 
Street Cit State 
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land, Ohio, handling sales and service 
for the Ohio territory. 

J. J. Lynch, for many years a sales 
engineer with the firm, has organized 
the Bay State Spray Equipment Co., 
with offices and warehouses in Spring- 
field and Boston. He will be in 
charge of all sales and service through- 
out the entire New England and 
greater Boston area. His new head- 
quarters are at 175 Walnut Street, 
Springfield, Mass., and the Boston lo- 
cation is 116 Bedford Street. 

Harvey J. Dueno has been ap- 
pointed manager of the company’s 
direct factory sales and service branch 
in Milwaukee, Wis. He will be re- 
sponsible for sales and service through- 
out Wisconsin, peninsular Michigan, 
Minnesota, North Dakota and South 
Dakota. The office recently moved 
into larger quarters at 1123 N. Jackson 
Street in order to give better, faster 
service to the territory. 


Consumers Stop Pleading 
For “Rush” Steel Shipments 


The evidence is growing that extra 
heavy pressure by steel users to get 
rush shipments of the industry’s prod- 
ucts is becoming less insistent, though 
consumers continue to order in good 
quantity, and requirements still are 
heavy. 

Pipe and plates continue to be the 
most sought-after items in the market. 
The oil fields, particularly, and ship- 
builders, ask most insistently, the lat 
ter group for both new construction 
and for maintenance and repair. 

Some steel fabricators feel that new 
business is slipping, although nobody 
expects steel companies to be push- 


, ing sales much before the middle of 


the year, if at all. 

Hot-rolled strip and sheets still are 
tight; meanwhile output and_ ship- 
ments continue heavy. If any of the 
many products manufactured by the 
industry are easier to obtain, wire rope, 
some types of black plate and alloy 
steels would head the list. 





A CONFERENCE before starting out 
on calls is held by four Plowden Supply 
Co., Houston men, with Gene Edgerly 
(center) Houston representative for Na- 
tional Twist Drill and Winter Bros. 
The Plowden men are Vic Burrer, 
Dick Elliott, Jim McGlothlin and 
George Murphy. 
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er BEARINGS 


Your investment in anti-friction bearings 
is certainly great enough to warrant 
your investigating the possible savings 
to be made through the use of LUBRI- 
ts | PLATE lubricants. They actually preserve 
bearing surfaces, arrest progressive 
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(ADVERTISEMENT ) 


MAKES EVERY PLANT 
YOUR PROSPECT 


Ball and roller bearings are in practically every 
plant and represent a substantial investment. The 
life of these anti-friction bearings is ina great 
measure dependent upon the lubricant used in them. 
The effectiveness of BALL BEARING LUBRIPLATE in 
prolonging bearing life is the reason why the 
salesman who sells it can count on every plant in 
his territory as his prospect. Here is what the 
Globe Company nationally known manufacturers of 


meat packing machinery says about BALL BEARING 
LUBRIPLATE. 


* * * * * 


‘'Until we discovered LUBRIPLATE lubri- 
cants, I want you to know that we had a ter- 
rible time with the ball and roller bearings 
on our ROTO-CUT Machines. The replacement 
cost ran into big money. 


Lubricating oil, kept at a level of the cen- 
ter of the ball or rollers, was used in the 
bearing housings. This was in accordance 
with the recommendations of the bearing 
manufacturers. However, due to the breath- 
ing action inside of the bearing housings, 
moisture condensed inside the housings. 
This moisture pitted the bearings in a 


short time rendering them unfit for further 
service. 


We then heard of LUBRIPLATE. We were hesi- 
tant in trying it for the reason that we had 
tried so many other lubricants that had 
failed and it was very costly to make tests. 
However, we decided to make just one more 
test and we are mighty glad that we did. 
BALL BEARING LUBRIPLATE has been the salva- 
tion of our meat cutting machines.'' 


* * * * * 


With unsolicited testimonials like this coming in 
from grateful machine builders there can be little 
doubt of the value of BALL BEARING LUBRIPLATE in 
prolonging the life of Anti-friction bearings. 
These builders tell us through the LUBRIPLATE Tag 
Plan of every machine they sell and who they sell 
it to. Thus the LUBRIPLATE salesman has a constant 
flow of sure-fire leads to work on in addition to 
those he can easily dig up himself because every 
plant is his prospect. 
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FOR GREATER PROFITS 


STOCK 
DISPLAY 





SELL 


Elliott 


FLEXIBLE SHAFT 
MACHINES 


Over 22 high quality models to meet 
every industrial need plus a complete 


line of accessories. 


All Elliott equipment is backed by over 
50 years of experience and “know how” 


in flexible shaft manufacturing. 





Stock, display and sell Elliott. You will 
give your customers premium products at 


regular prices. 


Write for 
Catalog 49 
on your 
Company 
Letterhead 


Elhiolt 
MANUFACTURING CO. 
212 Prospect Ave.—Binghamton, N. Y. 














344 





CORRESPONDENCE gets the atten- 
tion of Herb Palmatier, inside man for 
Machine Tool & Supply Co., Tulsa. 
He’s dictating to Miss Barbara True. 





Russell, Schaub, Mosher 
Made Goodrich District Heads 


Raymond P. Russell has been 
named manager of the Boston dis- 
trict of the industrial products sales 
department of The B. IF’. Goodrich 
Co.; William A. Schaub has been 
named manager of the Denver -dis- 
trict; and Harold F. Mosher has 
been appointed manager of the Dallas 
district. 

Mr. Russell succeeds John M. 
Cooney, who has been transferred to 
the managership of the Akron, Ohio 
district. Mr. Mosher, who had been 
manager of special industrial mer- 
chandise sales for the last six years, 
is succeeded in that post by D. W. 
Raleigh. Mr. Schaub has been with 
the company since 1918, all his serv- 
ice being in industrial products sales. 

Among the posts held by Mr. 
Russell were store manager of the 
Hope Rubber Co. at Providence, 
R. I., and sales supervisor in the in- 
dustrial products Boston district. 

Mr. Schaub became a sales cor- 
respondent in the Kansas City district 
six months after his service started 
and had been an industrial products 
salesman in the district for the last 
24 years. 


National Safety Council 
Honors Cleveland Plant 


A Cleveland plant of American 
Steel & Wire Co., which has rolled up 
a record of more than 3,000,000 man- 
hours worked without a lost-time acci- 
dent, has been honored by the Na- 
tional Safety Council with its Dis- 
tinguished Service Award, presented 
to the Wire Company’s American 
Works. The presentation was made by 
Judge Lee E. Skeel, president of the 
Greater Cleveland Safety Council, rep- 
resenting the National Council, to H. 
W. Hartman, superintendent of the 

lant. 

The Cleveland plant employs 955 


men and women. 
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GOOD 
SELLERS 


NOLAN CAR 
DOOR OPENER 


Every plant with a rai! 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . .. safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots, 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 


Used in industrial 
plants, construc- 
tion work, quar- 
ries, mines and oil 
fields for moving 








machinery and 
other heayy arti- 
cles. Two types: 





3 ton(5 ton with sheave block), 15 ft. load 
chain, 31/ ft. tail chain with release block. 
34, ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 








Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 
Anchor Rerailers) 4 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 
dustries are big 
users. 


NOLAN TRACK BRACES 


(formerly Anchor Track Brazes) 


Holds railway tracks 
to desired gauge 
where service is 
severe. Can 

be used 42) © 
again and 4.2235 
againfor | 
quick, » 
easy,low * 
cost repairs. 


All Nolan products are 
carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
8 PENNSYLVANIA STREET * BOWERSTON, OHIO 
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...new handy selector 


for pump packings 


If you’re using reciprocating or 
centrifugal pumps... 


If your packing seals against fresh 
or salt, hot or cold water, steam, oil, 
brine, ammonia or other fluids and 
chemicals... 


If you want to know the correct 
packing for each application ... 


If you’re interested in using fewer 
styles of packing to do the job... 


... Then you'll want this new J-M Packing Selec- 
tor to keep on hand. 


JOHNS -MANVILLE 


JM 


PRODUCTS 


Johns-Manville 


t 


This handy new packing selector gives brief, specific 
data on ten popular styles of Johns-Manville Packings 
that serve over 90% of all pump packing applications 
... Shows where to use each style for greatest efficiency 
and economy of service. 

Here’s the quick, easy way to check on your pump 
packing efficiency . . . to find out about lower packing 
costs ... to get higher efficiency and longer life from 
your packings. Use the coupon, or write for your copy 
today to Johns-Manville, Box 290, New York 16, N.Y. 











This advertisement is appearing in MILL and FAC- 
TORY and INDUSTRY and POWER for February 1949 
...and in POWER, NATIONAL ENGINEER, OPERATING 
ENGINEER, POWER GENERATION and PURCHASING 
for March 1949. It is another example of the kind 
of merchandising help you get as a Johns-Manville 
distributor. If you are interested in getting more 
information on this profitable line of J-M Packings, 
write to the address above. 
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Heri Why DIXON Méccn: 













EVERY INDUSTRY 
YOUR MARKET... 


Manufacturing, construction, min- 


3 Zz? ing, agriculture, chemical and 
Ca food processing, petroleum pro- 
aS #. ducing and distribution ... all 

ee E are big users of the quality 

Eh 2 couplings, nipples, menders and 
| 


clamps in the Dixon line. There’s 
a style and size for every indus- 
trial hose application. 


EVATA TSR 
«+ Beasces:see 
) (err. 


~ 


REPUTATION ... 
PLUS ADVERTISING... 
PAVES THE WAY 


Since 1916, Dixon’s name and 
reputation for quality have 
steadily grown in recognition 
and respect wherever industrial 
hose is used. Consistent ad- 
vertising in leading publications 
covering all fields, continues to 
promote this acceptance for 
Dixon products. 












— 
S| 
| 





VOLUME! 
A:K 









ADVANTAGES 
EASILY DEM- 
ONSTRATED... 


Superiority in conven- 
ience, safety and effi- 
ciency are so plainly 
evident in Dixon couplings, nipples and clamps that they virtually 
“sell on sight”. They look better because they are better. 








EXCLUSIVE FEATURES . . « @nother reason for Dixon 
leadership. These include the “Boss” Offset and Interlocking 
Clamp; “Cor-O-Zig” Corrugations on stems and shanks; safety 
locking device on the “Air King” Coupling: the original ground 
joint, washerless union in hose couplings: and many others. 


NEW PRODUCTS are constantly being developed and 


added to the line, to still further expand your sales opportunities. 





“DIX-LOCK” Quick-Acting 
AIR HOSE COUPLING 


An exceptionally strong, durable yet 
light-weight coupling for riveting, 
chipping, pavement breaking and 
general factory service. Compact, 
streamlined design. Hose ends, 34” 
to 34’; male and female 1|.P.T. com- 
binations, 44" to 34". Has renewable 
sleeve and spring. Steel and bronze. 


“3500” STEEL NIPPLE 


For use in all services on hose from 
4%" to 1”. Machined from cold- 
drawn steel bar stock, properly an- 
nealed to give it toughness and dur- 
ability. Made with large capacity 
bore, in all sizes; deeply corrugated 
shank with smoothly rounded end; 
and collar back of hex portion to en- 
gage extended fingers of ‘’Boss”’ or 
“Air King’ Clamps. 





“NO. 2500” SPRAY HOSE 


COUPLING . . . For General 

Spraying and Car Washing 
A light-weight, compact coupling, 
machined from strong, long-wearing 
steel bar. Shanks are deeply corru- 
gated and have smooth, large capac- 
ity bore. Clamp is of tough malle- 
able iron and has extended fingers to 
engage collar at top of shank. On 
sizes up to 1’, male is furnished with 
either 4" standard 1.P.T. or 34” 
garden hose thread; while female has 
34%" garden hose thread only. On 
the 1” size, both are made only 
with 1.P.T. 


“DIXON” SWIVEL 
CONNECTION 


Designed to prevent twisting 
and kinking in air, water and 
hydraulic hose lines. Turns 
freely with the hose and re- 
quires no lubrication or ad- 
justment. Leakproof under 
all normal working pressures. 
Plain design; strong, durable 
construction. 






“KING” COMBINATION NIPPLE 





“ 
Fits straight end hose. Co necting Gi 
end has standard 1.P. threac: shank Fema 
has two-way “’Cor-O-Zig’ corruga-M for all 
tions—one half spiralled, other halt gir and 





zig-zag, @ combination that assuresil ics, bu 
easier insertion in hose and greater structior 








holding power under clamp vressure. MM between 
Sizes %2" to 10”. Malleable iron permane 
(cadmium plated) and brass vith eff 

terlockir 


Codmiun 









“KING” SHANK COUPLING = 


For suction and water hose. Abso- 
lutely uniform in quality, threadingi§ Some as 
and dimensions. Shanks have deep, that sec 
clean-cut corrugations. Heavy andj made b 
age patterns. All malleable iron, joint ur 





plated; lleable iron (cad. ore desi 

plated) with bag nut; and oll brass, strength 
Sizes 14%" to 8”. to prev 
Sizes Y, 





"B 4 
“KING” Single and Double Bolt ba 


HOSE CLAMPS Boss”’ a 


Strongest of their kind and casiest tom Strong, 
attach. Made of durable malleablem venient 
iron, cadmium plated. The Singleg iton pip 
Bolt type bends easily, conforming some si 
perfectly to the contour of the hosem nished | 
and exerting equal pressure as bolt ond Int 
is tightened. The Double Bolt styleg 06". | 
has quadruple takeup. Long, double- 
tongue saddles bridge space between 
bolt lugs. Both styles for use on 
heavy or light wall hose. Can be 
furnished in all brass where non- 
sparking is a requirement 








Cadmium plated steel 
Yy" and 34” I.P.T. 


COUPLINGS - NIPPLES 
MENDERS - CLAMPS 
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“GJ-BOSS” Ground Joint 
AIR HAMMER COUPLING 


Washerless construction, exceptional 
strength and the powerful grip. of the 
Boss’ Interlocking Clamp make this 





: “G)-BOSS” Ground Joint 
nectinel Female Coupling Style X-34 


°° corruga-lM for all high or low pressure steam, one of the most efficient couplings 
, other half gir and fluids, including oil, hydrau- for rock drilling and all other heavy- 
that assuresi™ jics, butane, etc. Washerless con- duty air hose service. Cadmium 
Gnd greater struction—soft-to-hard metal seal plated—rustproof. Also made in 
MP pressure. between stem and spud, that remains washer type. 

Meable iron permanently leakproof. Furnished 





vith efficient ‘Boss’ Offset and in- 
terlocking Clamps. Sizes 4%" to 6”. 
Cadmium plated—rustproof. 





B 


“GJ-DIXON” Ground Joint 






SATISFIED 
USERS MEAN 
REPEAT ORDERS 


Once you sell Dixon prod- 
ucts, they stay sold. They 
demonstrate in actual 
service their outstanding 





























value and economy by 
saving time, trouble and 

























hose replacement costs 
under severest working 
conditions. 





"BOSS” Washer Type Female 


YUPLING ‘ 

bene. ies! Coupling Style W-16 

y, threading Same as "GJ-Boss”’ Style X34, except 
have deep, that seal between stem and spud is 
Heavy andj made by washer instead of ground 
leable iron, joint union. All “Boss” Couplings 
le iron (cad. are designed to provide unequalled 
ind oll brass. strength, efficiency and safety, and 


to prevent damage to hose ends. 


AIR HAMMER COUPLING 


Strong durable, economical. For all 
outdoor air hose jobs, from rock 
drilling to riveting. Washerless con- 
struction, with large wing nut to 
facilitate connecting and disconnect- 
ing. “Dixon’’ two-bolt clamp is eas- 
ily attached and tightened. Cadmium 
plated. Also made in washer type. 


Udeguale Stocké- 






Sizes 4" to 6”. 





“AIR KING” Quick-Acting 
AIR HOSE COUPLING 


A universal type coupling for outdoor 


“BOSS” Male Coupling, MX-16 


Companion coupling of both “GJ- 
Boss’ and ‘Boss’ Female Couplings. 


Youble Bolt 
PS 


nd easiest tom Strong, durable, efficient. More con- and indoor service. Plain yet sturdy 
le malleable venient and economical than regular construction—no parts to foul-up or 
The Singlem ion pipe nipples, as each size fits get out of order. Has patented lock- 


ino same size straight end hose.  Fur- 
Pm nished with a “Boss” Offset 
sure as bolt™ ond Interlocking Clamps. Size 4” 
le Bolt stylem ' 6". Cadmium plated. 
.ong, double- 
yace between 
for use on 
se. Can be 
where non- 
nent. 


ing device. Hose ends; male and fe- 
male pipe ends. Sizes 44" to 1”. 
Malleable iron (cadmium plated) and 
bronze. 


“BOSS” 
AIR VALVE 


Self-honing, with han- 
dle and plug com- 
bined inside the valve 
body. Quick-opening; 
self - adjusting; no 
packing required. 
Male or female 1|.P.T. 
both ends, in sizes 
Vy" to 2”. Cadmium 
plated—rustproof. 





tee 
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Modern, high-speed machines 
of every required type pro- 
vide unequalled production 
facilities. A complete cad- 
mium plating department 
adds thorough protection and 
fine appearance to 
Dixon products. 


most 
Careful in- 
spection before shipment as- 
sures clean threads, 
fit and smooth finish. 


correct 





AN ESTABLISHED POLICY FOR 
DISTRIBUTOR COOPERATION 


Our business has been built on the proposition of fair, square 
cooperation with distributors and their salesmen. When you 
make a sale, the buyer is your customer. Because we depend on 
you to keep Dixon products selling, and the Dixon factory busy, 
you can rely on us to back you up all the way ... by maintaining 
quality; introducing new products or improvements; giving tech- 
nical advice and promotional assistance; and filling all orders 
promptly and efficiently. 


pe D> Ger, 


A'7.'9 O'S Sar cue On 01 OB 2 OP Oy | CO OD 
Mrain Office and Factory: PHILADELPHIA, PA. 


CHICAGO * BIRMINGHAM * LOS ANGELES * HOUSTON * TORONTO 
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THEY'RE ALWAYS ON 
GUARD WHEN THE 
BLOWING IS HARD! 


77 LLNS 


EMBURY 


Luck-E-L te 


HIGHWAY 
TORCHES 








© 

Give You Highest 

Dependability 

at Lowest Cost 
6 


Order through distributors 
EMBURY MFG. CO., WARSAW, N.Y. 


to Discard. 








Jacks . . props .. shores. . 
horses . . why fool with these 
obsolete methods of handling 
reels? DO IT THE MODERN, 
EFFICIENT WAY! Reel or 
unreel wire, cable, rope with 


Simple, strong, eas- 
ily handled stand 
for your reels fo 
save time and labor. 
Adjustable slots for 
variety of reel sizes, 








Style A: 2,000 Ibs. cap. 37.50 


Style B: 4,000 Ibs. cap. 75.00 
f.o.b. Cincinnati 


WRITE FOR DETAILS TODAY 


LL-A-REEL 


WEST FOURTH STREET 
NCINNATI 2, OHIO 
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Industrial News Briefs 


. . . The nation’s steel industry op- 
erated at 102 percent of rated capacity 
in the week ended March 12—a new 
weekly high. 

. . . [he median age of the head of 
the house was 45 years in 1948, Fam- 
ily fathers, oddly, averaged 44 years. 
(They just look older.) 

... In 1948, married women workers 
outnumbered single women workers 
8.3 million to 5.9 million. 

. . . Loadings of revenue freight for 
the week ended Feb. 26 totaled 688,- 
128-13 percent fewer cars than a 
years ago, 19 percent fewer than the 
same week in 1947. 

. . . Worker earnings in the steel in- 
dustry currently are 16 percent higher 


than those earned by durables workers | 
generally; 23 percent higher than for | 


all manufacturing; and 32 percent 
higher than for non-durable goods 


| workers. 


Greenville Textile Supply 
Moves Into New Offices 





Preparations are underway at the | 


Greenville Textile Supply Co. of | 
South Carolina to move its executive | 


and sales offices into a new office 
building nearing completion. The 


company has outgrown its present | 


building. 
The new 


one-story and above- 


| ground basement building is of brick 


| with 


individual offices and a sales 
conference room. It is air-conditioned 


| and will have fluorescent lighting. 


Sales and display space also will be 


enlarged. 


Charles G. Hinkle has joined the 
company as industrial engineer. He | 
| was educated at North Carolina State | 


college and before the war was with 
Burlington Mills. He also was with 


| Montgomery Ward on the Pacific 
| Coast as industrial engineer. 





Mr. Hinkle will specialize in mo- 
tors, transmission and specialty drives. 


Sales Revitalization 
Experience Described 


By embarking on a distributor pro- 
gram in 1944, when the company’s 
smallest need was for greater distri- 
bution, the Carboloy Company was 
able to cushion the blow of an in- 
evitable drop in business immediately 
after the war, Kenneth R. Beardslee, 
president, said in an address delivered 
at the Conference on Marketing of 
the American Management Associa- 
tion in New York City recently. 

The distributor set-up was only 
a part of a revitalization program 
adopted by the Carboloy Company, 
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FOOT & CHECK VALVES 


end leakage troubles... save their 
cost many times over in service calls 
they eliminate. Ideal for jet type pumps. 
Ask for bulletin 401. 


Onder from your Jobber 




















COLLET 
EQUIPMENT 


(aa) for Standard 
Type Taper 
Shank Drills 
for standard 
Type Taper 
Shank Drills 
blank 
blank 
for Hand Taps 
for Hand Taps 
for Straight 
Shank Drills 
for using up 
drills with twist- 
ed tangs or bro- 
ken shanks 


(a) 


(e) 
(f) 
(d) 
(h) 
(g) 


(u) 








The complete line of COLLIS Collet 
Equipment gives you the answer to 
every drilling, reaming, and tapping 
requirement. COLLIS units are made 
by men skilled in the manufacture of 
taper products. Our more than 40 years 
of experience is at your service to sup- 
oly the proper type and size of unit 
for your ti s’ needs. | diate 
deliveries. 


e 





THE COLLIS COMPANY 
CLINTON, IOWA 
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FOR GRINDING, 
POLISHING AND FINISHING 


—The Backstand - Belt Method 
has these five advantages... 


The coated abrasive belt used in conjunction with contact 
wheel and backstand idler has been established as an effi- 
cient production tool. For grinding, polishing and finish- 
ing hundreds of consumer and industrial items, the back- 
stand-belt method is more efficient and economical than 
the older set-up wheel method—because the backstand- 
belt has these five advantages over the set-up wheel... 





1. An abrasive belt is a scientifically made tool, manufac- 
tured under controlled atmospheric conditions by ex- 
perts utilizing modern making equipment. The photo- 
micrographs compare the crude, uncontrollable rolled- 
on cutting surface of (A) a typical set-up wheel with (B) 
the coating on an Armour Abrasive Belt. Nore he= 


5,458 
Lec iS Fe 


MAIL THIS COUPON TODAY 
Please send me the booklet. 
“Facts about Backstand-Belt Grinding and Polishing” 





Typical example —polishing and deburring time 
on stamped out surfaces improved 40%. 


mMcCaskey Register Company of Alliance, Ohio, a lead- 
"Mecturer of bookkeeping equipment, formerly used 
s for polishing and deburring stamped out reg- 
ABy switching to the backstand-belt method, 
e for this operation was cut from one hour 
Hes per unit to 45 minutes per unit. 


CASE HISTORY 


‘example of what the backstand-belt method can 
ess of whether you are grinding, polishing or 
ured surfaces, cast stamped or forged pieces. 


steel on cases, 20 gauge steel on covers. 
pings. They are given 3 draws and 2 an- 
xineal is scale free as a result of being 


Mfaces after stamping and annealing. Debur 
Wid out portions of cases and covers. 


R -up wheels—grits 36, 60 and 100. Pro- 
duction with this meth s 1 hour and 15 minutes for one case 


and cover. 


SOLUTION. A Porter-G 
with a 16” medium hard, s€ 
belts used are a No. 50 Ara 
wide x 168” long and No.e 
x 168” long running at the’ ¥ 


RESULTS. It now takes on 
case and cover. Intermediat~.. 
problem greatly decreas® 


ackstand unit is used in conjunction 

- ited felt contact wheel. The abrasive 

clad Heavy Duty Alundum Cloth 2” 
rmourclad Alundum Cloth 2” wide 
vf 7000 SFPM. 


5 to polish and debur one 
Operation eliminated. Storage 


We recommend buying through your Industrial Distributor: 


Coaled Mbeasiver 


ARMOUR AND COMPANY 
1355 W. 31ST STREET * CHICAGO 9, ILLINOIS 
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INDUSTRIAL DISTRIBUTORS 
Look to offers” 


your source 
of ‘suppl for 
PIPE UNIONS 


Individually air-tested 





All-Female 90° Union Elbow, Male-Female 90° 


Union Elbow. 


Wherever piping is used, Jefferson provides the 
right unions for the job . from a complete 
line with features of design which result in better 
performance. Furthermore, with the types avail- 
able, industrial distributors have many opportuni- 
ties to help their customers simplify piping in- 
stallation as well as save time and effort in mak- 
ing up permanently tight pipe joints. 
Leak-proof tightness is assured by the exclusive 
“Jefferson” Recessed Brass Seat which is a vital 
part of all Jefferson Unions regardless of type or 
size. This construction protects the seat from 
contact with screwed in pipe ends, leaves the bore 
free from obstruction and assures making up of 
the joint with minimum wrench pressure. These 
advantages are easily demonstrated. 
All Jefferson Unions are made of air-refined mal- 
leable iron having a tensile strength of from 
55,000 to 65,000 Ibs. per sq. in. 
Get complete information today on “‘Jefferson’’ 
. the line of unions which can be depended on 
for service and satisfaction. 








2-part Flange Style “‘D’’, 2-part Flange 
Union for test pressures up to 
4000 Ibs. 


Style “B”’, 3-part Flange 
Union for test pressures up to 
2000 Ibs, 


Style “E”, 
Union for test pressures up to 
6000 Ibs. 








JEFFERSON UNION CO. 


671 W. 26th St., Mew York 1, N--Y, 
9 Green St., Lockport, N- Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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Mr. Beardslee said, to suit post war 
conditions. The program included 
training key distributor personnel in 
technical and marketing aspects of 
handling Carboloy’s products; _ in- 
structing Carboloy representatives on 
how to conduct distributor sales 
meetings; revising Carboloy’s own 
sales force into distributor contact 
sales, direct sales to manufacturers’ 
agents and national accounts, die sales 
and service engineers, and revising 
the firm’s sales compensation syste1 
to encourage area personnel to work 
as a team. 

Commenting on the shift in em.- 
phasis from technical to marketing 
know-how, Mr. Beardslee said, “Un. 
solicited comments (from distributor 
have helped confirm our own opinions 
that the salesmen, like the distributor 
management, are interested primarily 
in sales strategy—not technical know’- 
edge alone.” 

Wilbur C. Stauble, executive vice- 
president in charge of sales, Holo- 
Krome Screw Corp., Hartford, nr 
was scheduled to talk on “Increasing 
Sales Through Distributor Coope 
tion” but was unable to attend be- 
cause of illness. 


Chester Sales Engineer of 
American Steel & Wire Co. 
Chester has been ap- 


Harold 
pointed aan sales engineer of 
American Steel & Wire Co., U. S. 
Steel subsidiary. Mr. Chester suc- 
ceeds William C. Kuhn, who was asso- 
ciated with the Wire Company’s tram- 
way activity for more than 44 years 
and was well known in the field. Mr. 
Kuhn retired from active service on 
January |. 

Mr. Chester’s previous associations 
include design engineering with the 
Nordberg Mfg. Co. of Milwaukce 
for two years and later with the Lidger- 
wood Mfg. Co. in Flizabeth, N. J. He 
joined American Steel & Wire Co. in 
May, 1947, as assistant to Mr. Kuhn. 








WORK GLOVES are the topic be- 
tween Ira E. Hickman of the Knoxville 
Glove Co., and F. N. Manning, indus- 
trial supply manager for Wimberly & 
Thomas Hardware Co., Birmingham, 
Ala. 
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: BRUSHES and BROOMS 
1¢ ih 
O10 | t 
nn,, AH lhe 
| fi) REDCAR, \N 
be- My ui if | TA TH KA ih, i 
HF Wil Lal Lidl i iW WAY \ 
g ‘Ween isn’t any kind of manufacturing establishment 
. —there isn’t any public building—there isn’t a spot 
¢ where people gather to work or to play that isn’t a 
suc prospect for good cleaning and maintenance equip- | 
vad ment. You have the right line if you sell the CAPITAL 
wot line of Industrial Brushes and Brooms . . noted mainly 
in for long wear which has been proven under actual 
| test. The CAPITAL line offers many advantages for 
fone user and distributor — chief among them — good re- 
on turns. We urge users to buy through their local dis- 
Iger- tributor. 


. He 
O. in 
uhn. @ beef washing brooms @ hide brooms @ fibre brooms @ whisk brooms @ 
textile brooms @ warehouse brooms @ coach brooms @ janitor brooms ® general 
industrial @ parlor brooms @ push brooms ®@ street sweeping brooms @ wire 
brushes @ floor brushes @ window and car washer brushes @ counter brushes @ 
scrub brushes—special brushes—street rolls. 





Partial List of your Buyers 


; Metal Working Plants . . . Power Plants . . . Paper Mills 
. Road and Building Contractors ... Mines ... Textile Mills 

. Public Buildings . . . Hotels . . . Schools . . . Garages 

. Railroads . . . Packing Plants . . . Warehouses ... Air- 


i... Se 


~Sa eR SRRERSRESRERSESBRER SEER ERS SE ERE ERR ESE SBE BREE © 


INDIANAPOLIS BRUSH & BROOM MANUFACTURING COMPANY 


CORNER BRUSH AND BROOM STS. Established 1890 INDIANAPOLIS 7, IND. 
(Sg a Re ES NLT MTT SME 
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Pen r ie & * 
Emm Peles 


«ee - noted for Fact, 


Free Cutting 


Superior cutting quality in Putnam tools 
... proven year after year under all operating 
conditions . . . is one of the reasons why shop 
men prefer them. Another is their immediate 
availability in over 800 sizes and types . . . the 


country’s largest end mill selection. 


Push Putnam and watch the results: immediate delivery—superior cutting 
—customer satisfaction—more profits! 
“PLAN TO VISIT US AT BOOTH NO. 303 CLEVELAND, APRIL 25-27” 


‘ad =, wh and a arts 


2981 CHARLEVOIX AVENUE . DETROIT 7, MICHIGAN 
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i 
COUNTERMEN George Wilson and 
David Pool are kept busy writing up 
orders at the Severin Supply Co., Okla- 
homa City. 





Kellogg Division Completes 
Ten Weeks’ Sales Course 


The ten weeks’ sales training 
courses for salesmen, held at the 
Sales School of Kellogg Division heac 
quarters of the American Brake Shoc 
Co., now in its third year of opera- 
tion, recently “graduated” anothe 
group of distributors’ salesmen. 

The course of instruction, extremel\ 
detailed, includes technical demon 
stration and instruction on air coni- 
pressors and paint spray equipment, 
with general instruction on mechan- 
ical troubles and service policies of 
the division. Written and oral ex- 
aminations are given, and sales de- 
partment procedures as well as com- 
pany policies in general are fully 
covered. In the course of their “les- 
sons’, students dismantle, examinc 
and re-assemble complete air com- 
pressor units. 

Following the school period at 
Rochester, each student salesman 
visits a sales territory and travels with 
an experienced salesman to gain 
actual selling experience before taking 
over for himself. 


Production Head Harris 
Leaves Allegheny Ludlum 


Melvin C. Harris has resigned as 
vice-president in charge of production 
of Allegheny Ludlum Steel Corp. 
Pending the election of a successor, 
C. B. Pollock, production manager, 
will be in charge of production for the 
company. 

Mr. Harris had been with the com- 
pany since 1915, serving as a depart- 
ment manager, plant manager and 
manager of production. He _ was 
elected a vice-president in 1946. 

Mr. Pollock, a veteran of 33 years 
in the industry, has been associated 
with Allegheny Ludlum since 1932 
when he became a department supcr- 
intendent. He was made plant man- 
ager in 1944 and was appointed man- 
ager of production in 1946. 











THESE BLACKHAWK PRODUCTS CUT YOUR 


CUSTOMER'S MAINTENANCE AND PRODUCTION COSTS 


POINT OUT HOW BLACKHAWK SOCKET WRENCHES CUT COSTS 4 WAYS 














i LOCK-ON COMPLETE RANGE 
id This exclusive patented Black- Whether it’s midgets or big brutes, 
Ip hawk feature locks combinations ‘you'll find a Blackhawk socket 
a- together rigidly, Sockets can’t for the job. And the assortment 
la g 
come off except by thumb release of handles and attachments per- 
— button. Eliminates lost time, dam- mit hundreds of combinations — 
age and injury from sockets fall- eliminate wrench “specials”. 
les ing in machinery, gear boxes, etc. 
TORQUE INDICATORS 
HOT BROACHING . 
: ; - ges Blackhawk tension wrenches 
ung This original Blackhawk feature a in capacity from 33 tol1000 
the insures smooth socket walls — ft. lbs. They assure you of correct 
so. eliminates ripped socket walls tensions—eliminate bolt breakage, 
4 and consequent cracking, rust gasket blow-bys, assembly break- 
hoe and nut wear. downs, etc. ? 
era 
thes 
rel; 
101) 
Onli- 
ent, 
lall- 
- of 
€x- 
de- 
om- 
ully 
‘les- 
nine 
‘om- 
94% EFFICIENCY MULTI-DIRECTIONAL LONGER LIFE 
- Eliminates “man-killing” OPERATION Pump-on- Exclusive Blackhawk pro- 
. friction loss that cuts side feature permits full cess produces mirror 
man screw-type jacks tol12 to power in any position smooth cylinders, re- 
vith 30% efficiency. vertical to horizontal. duces cup wear. 
gain en 
king far in SO el es isi Sad 4 ¢ a] 
Tell This Porto-Power Story To MAINTENANCE MEN 
ONE Man With a Porto-Power Can Do These Jobs 
1 as 
tion 
orp. 
SSOr, . = 
ger, Pull Gears, Raise Sagging Lift Machinery Pressing and Equipment 
the Wheels and Beams — , Testing Maintenance 
c Pulleys Toe-lift Porto- 
uley Porto-Power Power attach- Porto-Powercan Attachments 
Porto-Power  withattachments ments get under be used in press adapt Porto- 
‘om- combination builds up to any lowmachinery— built from free Power to dozens 
pulls quickly, length — works remote control Blackhawk plans. of jobs such as 
part- smoothly, safely, with full power lets operator Can be gauge- straightening 
and without damage. at any angle. workat distance. equipped frames, axles, etc. 
was E : cares = 2% *y ee ayers sre oe oe “<3 — _ a ee gern 
years 
ated 
1932 
Iper- 
man- 
man- 
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NORTON COMPANY 


warm OFFICES 2NO WORKS wOoRcesten mass 


“SE GEN TR * 


GRINDING AND LAPPING MACHINES + REFRACTORIES AND LABORATORY WARE 
* LABELING MACHINES 











ABRASIVES AND GRINDING WHEELS - 
BORON CARBIDE GRAIN ANO MOLDED PRODUCTS + PULPSTONES * NON-SLIP FLOORS 





WORCESTER 6, MASSACHUSETTS 





Mr. George Pomeroy, District Manager January 20, 1949 
Factory Management and Maintenance 

1427 Statler Building 

Boston 16, Massachusette 








Factory Management 
and Maintenance - 


In 1926 “Factory* went on the Norton publication 
list -- placed there to do a definite Job for us -- to 
reach the management men who are an important factor in 
the selection of grinding wheels and other Norton producte. 








In 1949 we are etill ueing “Factory". With ite 
improved editorial content and ite circulation well over 
twice that of 1926, it is more important to us than ever. 
Today's exoanded induetrial market and keener competition 
make it essential thet we reach the men who read “Factory® -- 
the production managers, the plant managers, the superintendents 
-- the men who have the inportant task of bringing coete down. 


The Norton story in “Factory® goes to these influential 
men, many of whom can not be contacted personally by our field 


men and our distributors’ men. 
NORTON COMPANY 


Assistant Publicity Manager 
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Like other leading manufacturers, the Norton Company recognizes the 
importance of reaching the Plant Operating Group — the men who exert 
a vital influence on the purchases of Norton products in the manufacturing 
industries. The letter at the left shows a real record of the continuous help 
that Norton has provided for its distributors and salesmen. 












Twenty-three years ago the Norton Company selected FACTORY to do a 
definite job for them ... to reach the men who select and okay the purchases 
of the products they manufacture: Grinding wheels, grinding machines, 
refractories, Norbide, non-slip floors, labeling machines, abrasive paper 
and cloth, and sharpening stones. According to Mr. R. A. Reed: 




















“The Norton story in Factory goes to these influential men, 
many of whom can not be contacted personally by our field 
men and our distributors’ men.” 












FACTORY reaches these powerful buying influences most effectively 
because it has more paid subscribers in the Plant Operating Group than 
any other monthly business magazine serving the manufacturing industries. 
Its paid circulation of more than 51,000 indicates clearly that members of 
this group, the heart of multiple-influence buying, prefer a magazine that 
is written, edited and designed particularly for them. The high calibre of 
FACTORY readership, as proven in survey after survey is a significant 
reason why distributors and salesmen welcome product advertising in 
FACTORY. It sells the men they cannot always see personally — the men 
behind the orders. 





















If you'd like an opportunity to examine FACTORY more closely — to see 
for yourself why so many of your customers look to it for help on their daily 
jobs — we'll be glad to send you a complimentary copy. 








Da\Gn horned 


MANAGEMENT AND MAINTENANCE 
ABC *® ABP A McGraw-Hill Publication, ¢ 330 West 42nd Street, New York 18 WN. Y 
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& TIMES MORE 
POTENTIAL PROFIT 


60% Savings in Space 


MANUFACTURING COR? 
2909 S. Wabash Ave.,Chicago 16, is: 


Forte CA lumet 5-6269 


A DISTRIBUTOR visitor at the 
Aurora, Ill. headquarters of Independ- 
ent Pneumatic Tool Co., recently was 
Ralph Parachek, center, of Mill & 
Factory Supply Co., Toledo, Ohio, 
shown congratulating John Corkery, 
Thor sales promotion manager, as J. A. 
Hill beams his approval. 








| Jones Co. Names Marland 
|New Sales Manager 
Several recent promotions made at 


| W. A. Jones Foundry and Machine 
| Co., Chicago, included the advance- 





| ment of Joseph A. Marland, who had | 
been handling sales in the Chicago | 


territory, to the position of sales | 
| manager. Thomas A. Jones was ap- | 


| pointed assistant sales manager and 
Joseph A. Guyer now is advertising 
manager. He had been handling gen- 
eral work in the sales and advertising 
| departments. 


ganization in 1926. Mr. Jones, who 
entered the Jones organization upon 
his graduation from Yale in 1940, has 
been secretary and personnel manager. 
Mr. Guyer previously had worked at 
estimating, engineering, sales and ad- 
vertising. 


General Industrial Supply 
Moves into New Home 








MAUREY. wanuracturine corp. 
290% S. Wabash Ave.,Chicage 146, Ill. 


~ Please” Send us further information 
“regarding Maurey-Made Interchange- 
able V Pulleys and Bushings. 


| Co. 





STREET. 





cry 


NAME__ a : 


TITLE 


ne 





an. 











tion. 


The firm branch 


has 


Mr. Marland joined the Jones or- | 


| 


| 





The General Industrial Supply Corp. | 
of Fort Worth, Texas has moved into | 
its new quarters located at 108 Indus- | 
trial Avenue, Texas & Pacific Reserva- | 


offices at | 
| Dallas, Houston, Tulsa, Wichita Falls 


and carries full lines of wholesale in- | 


dustrial and electrical supplies. 


| Decker Named Comptroller 
| At Kellogg Division 


George N. Decker has been ap- 
pointed comptioller of the Kellogg 
division of the American Brake Shoe 
He will continue to be located 
at the division’s headquarters in Roch- 


ester, N. Y. 


Mr. Decker has been with Brake 
Shoe since 1944 as assistant comp- 


| troller of the Kellogg division. 
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| Fans has proved profitable. 











FOR 


O,iginality 


NEW 


Combination 
Screwdriver 
Kit 





waiting for! Ideal for anyone whose work | 
requires quick change from Phillips to 
Standard screwdriving! Has quality XCELITE 
“Combination-Detachable” handle and THREE 
DOUBLE END BLADES: 
1. No, 1 Phillips and 3/16” Regular 
2. No. 2 Phillips and 1/4” Regular 
3. No. 3 Phillips and 5/16” Regular 
Better write for prices and facts NOW! This | 
“'6-Screwdrivers-in-1" bargain is MOVING | 
FAST! 
*XCELITE Reamers . . . another XCELITE 
“First’’. All fit the above handle. 


PARK METALWARE CO., Inc. 
Dept. F Orchard Park, N. Y. 


Quality bf FA 


PREFERRED BY EXPERTS 


*First to use plastic for screwdriver handles 














W. J. BUSSER, Jr., President, Busser Supply 
Company, Lewisburg, Pennsylvania, is another 
aggressive wholesaler whose experience in 
selling and stocking Herman Nelson Propeller 
Other leading 
wholesalers throughout the nation are also 
making money on Herman Nelson Propeller 
Fans because these quality 
comfort and health products 
are especially designed to 
meet the needs of the four 
billion dollar industrial, com- 
mercial and institutional mar- 
kets. If you are interested in 
the profitable Herman Nelson 


Franchise, write now! Herman Nelson 


Propeller Fans 


THE HERMAN MELSON CORPORATION 
MOLINE, ILLINOIS 

















cpurteponge™ polish 


Fast 


ZandPor 
APPLICRTIONS: 


AUTOMOTIVE: Feather-edging — Sanding Fenders — Refinishing Bodies — 
Waxing — Buffing — Polishing — Removing Rust. 

MARINE: Sanding any surface from Keel to Mast . . . Hatches — Coamings — 
Decks — Brightwork . . . Refinishing and Polishing. 

\VIATION: Smoothing Hole Burrs in all Metals — Refinishing Fuselages 
— Sanding — Waxing — Polishing. 


ipply CARPENTRY and CABINET MAKING: Sanding Bare Wood — Rubbing - 


ather Waxing — Polishing — Refinishing Furniture, Desks, Cabinets. DU-FAST* 
x. a / SANDER & POLISHER 
— ae . ae with Drill Attached. 
ding > a scat ’ : DETAILS: 3 . 

also i aN i SS 

eller _ ; eee, : aed 


LIGHTWEIGHT— 


SANDPAPER— 
Sold through Distributors of Black & Decker, and Van Dorn Electric Tools 


MANUFACTURED BY DU=FAST, TNC. 32 EAST 4th STREET - NEW YORK 3, N.Y. 
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DISTRIBUTORS 


PEORIA sss 
IRON SPROCKET C * Al N 


a 


prompt 
delivery 


on 
most 


complete lines— 


e detachable e 400 class 
e 700 class 


—and attachments 


e H class 


Elevator Buckets 


Write for full information 


Peoria Malleable Castings Co. 


Foot of Alexander Street Peoria, Illinois 
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New Atlas Sales Plan 
Promotes Distributor Outlet 


The Atlas Chain & Mfg. Co., man- 
ufacturers of roller chains, has just 
developed a new plan that will make 
original equipment markets more at- 
tractive. 

The plan includes: engineering serv- 
ice; promotional service; and. selling 
service; with expert consultation 
available at no cost; displays, sam- 
ples, imprinted literature provided; 
and Atlas representatives made avail- 
able to assist distributors in penetrat- 
ing and building new markets, and 
in developing more business from ex- 
isting markets. In addition, Atlas men 
will provide distributors with all the 
tools necessary to do a real selling 
job and will instruct them in using 
these tools most effectively. 


A. S. T. E. Elects 
R. B. Douglas President 


Robert B. Douglas, Montreal, was 
elected president of the American 
Society of Tool Engineers at thei: 
annual mecting held recently in Pitts- 
burgh. Mr. Douglas, president of 
Godscroft Industries Ltd., succeeds 
I. F. Holland of Hartford. 

The first Canadian member to head 
the society, Mr. Douglas has been a 
senior member since 1942 and is a 
charter member of the Montreal chap- 
ter. He has held numerous important 
committee posts in the organization. 

Other new officers include Herbert 
L. Tigges, first vice-president; J. J. 
Demuth, second vice-president; and 
Halsey F, Owen, third vice-president. 
Re-elected as secretary and treasurer 
were William B. McClellan and 
G. A. Goodwin. 














“| wish | could remember what it felt like.” 
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Oc 
Vor Waking Exlea 


When you find a customer or prospect with 
a particularly tough hose job... where a 
stronger, safer hose would give longer serv- 
ice, or where conventional hose fails to sur- 
vive the punishment it just can’t take, econ- 
omically ... get Mulconroy on the job. You 
can have every confidence that one of the 
Mulconroy special hose constructions will 
prove to be the right solution by providing 
the necessary increased resistance to tem- 
perature, pressure or wear... or the combi- 
nation of all three. 


Since 1887, Mulconroy 


Hose Specialties have been “trouble shoot- 
ing” for every industry ... and staying on 
as standard equipment. Through the ingen- 
ious application of metal in various forms: 
insulation; and special methods of construc- 
tion, they are given unequalled strength, 
durability and safety without imparing flexi- 
bility or adding excessive weight. They 
have demonstrated in thousands of installa- 
tions that . . . “Mulconroy Starts Where 
Others Stop!” 


Just a few of the many available Mulconroy 
Hose Specialties are described here. Cata- 
logs and other literature completely describ- 
ing these and other constructions, with their 
applications, will be mailed promptly on 
request. Write today. 


MULCONROY COUPLINGS 


Built to enhance the efficiency 
and safety of all Mulconroy 
Hose. Male and female types 
or “‘Dynamite,”’ “New Process” 
and similar constructions (male 
illustrated). Other styles for 


all-metal hose and tubing. Style 82i—Male 


“DYNAMITE” 


ARMORED, INSULATED STEAM HOSE, 
Style 801. For pressure up to 150 Ibs. Tube is 
special heat-resisting rubber compound, rein 
forced with continuous spiral or steel wire, 
and insulated by woven asbestos lining. Can 
not buckle or collapse. Carcass is extra strong 
combination of rubber and duck. Cover consists 
of multiple layers of braided wire, surrounded 
by spiral of half-round galvanized steel. Sizes 


“IMPERIAL DYNAMITE” 


ARMORED, INSULATED STEAM HOSE, 
Style D-46. For steam pressures up to 200 Ibs. 
and superheat steam temperatures up to 400° F. 
Specially compounded tube is insulated by a 
lining of woven asbestos and reinforced by con 
tinuous spiral of steel wire—cannot buckle o1 
collapse. Body of hose consists of heavy section 
of high quality woven asbestos, providing 
superior strength and insulation. Cover is 
formed by multiple layers of braided galvanized 
steel wires, surrounded by external spiral of 


Q” 


half-round galvanized steel. Sizes 4%” to 2 


“IMPERIAL NEW PROCESS” 


CORD COVERED STEAM HOSE, Style NP- 
46. For super-heat steam temperatures up to 
400° F. and working pressures up to 200 Ibs. 
Tube is asbestos lined and spiral wire rein- 
forced, Carcass is formed entirely of high- 
quality woven asbestos, surrounded by multiple 
layers of braided galvanized steel wire. ‘‘New 
Process’ Cord Cover is braided from hard 
twisted cotton cord, especially treated to resist 
oils, acids, chemicals, etc, Sizes 4%” to 2”. 
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“FULLPAK” 


FLEXIBLE ALL-METAL HOSE, FULL-IN- 
TERLOCKED, ASBESTOS PACKED, LACED 
AND WIRE WOUND. Style 830. For steam 
at pressures up to 250 lbs. and temperatures 
up to 500° F. Also air, water, ammonia, gases, 
creosote, asphalt, tar, etc. Used for either 
suction or discharge, Full-Interlocked, asbestos 
packed, flexible metal tube, with cover of 
tightly braided steel or bronze wire, and outer 
half round steel or bronze wire spiral. Sizes 
14” to § 

Style 829, Laced—-Same as above except for 
omission of outer-half round spiral. 

Style 828, Plain—For temperatures up to 500° 
F., and where external wear is not severe, 
Sizes 5/16” to 4” 


pa III 
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“CORRUTUBE” 


FLEXIBLE, ALL-METAL CONTINUOUS 
WALL HOSE, Style 948. For services demand- 
ing extreme flexibility, highest resistance to 
fatigue under all temperatures and pressures, 
and complete freedom from leaks and seepage. 
Carries steam, air, oil, acids, chemicals, gases, 
etc. Non-burnable. Provides simplest one- 
piece all-metal line between two points involv- 
ing maximum movement; and assures long, 
safe maintenance-free service. Sizes 5/32” to 
2”. Available in lengths up to 100’. 

Style 949. With outer steel casing to withstand 
extreme abrasive wear. 


VANVASVANVAVAQYYNAYYNY YSN LEER 


HYDRAULIC HOSE ASSEMBLIES 
COMPLETE UNITS, READY TO INSTALL, 


High, medium and low pressure hose, with 
sealed-on or replaceable couplings. Furnished 
plain, or with short or continuous outer wire 
guards. Quickly installed on all types of hy- 
cn equipment. Safe, durable, economical. 
Couplings are brass or nalle able iron. Sizes 
%” to 2”, for pressure “ranging from gravity 
flow to 10,000 lbs. per sa. in., in the 4” size, 














FOR SALE: 
Set-up time! 


“YANKEE” 


ANGLE VISES 


One look at this “Yankee” Angle 
Vise and any shop man sees a set-up 
shortcut. It’s the quick way on small 
jobs. Just two easy steps. (1) Lock 
work in the vise, machined square 
and true on base, sides and front end. 
(2) Tilt for any angle up to 90° and 
engage positive adjustment lock. 
Work is then set up for any job, or 
series of jobs... hand work on the 
bench; for drilling, milling, grinding, 
or sawing at the machine. 


Quick-release swivel base for bench 
use. Work moved from bench to 
machine, transferred to next opera- 
tion, without disturbing alignment. 
No mistakes, no waste. 


Available in two sizes... 2” and 
234" jaw widths. . . with or without 
swivel base. Each vise equipped with 
hardened steel V block for holding 
round stock. 


Sold through industrial distributors 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


YANKEE TOOLS THE TOOL BOX 
NOW PART OF STANLEY OF THE WORLD 
OM. 
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FABRICATING FACILITIES and offices of Michigan Abrasive Co. will be housed 


in these two new buildings. 


Michigan Abrasive Co. 
Moves Into New Buildings 


Due to an extraordinary increase in 
the volume of business done today 
over that of five years ago, the Michi- 
gan Abrasive Co. has had to move sev- 
eral of its facilities into two new build- 
ings at 2360 W. Jefferson Ave., De- 
troit. 

All of the company’s fabricating op- 
erations are installed in the new 
plants, and its executive and general 
offices also have been moved to the 
new quarters. All the abrasive making 
equipment and operations will con- 
tinue in the company’s old plant at 
1111 Bellevue Ave. 

Michigan Abrasive officers present 
at an “Open House” celebrating the 
occasion included Frederick P. Hauck, 
vice-president in charge of manufac- 
turing;, C. H. “Fid” Wills, general 
sales manager; Louis F. Guetschow, 
assistant secretary-treasurer, and Rob- 
ert O. Blackford, advertising and sales 
promotion manager. 


Cochrane Corp. Acquires 
Liquid Conditioning Co. 


Cochrane Corp., Philadelphia, 
manufacturers of water-conditioning 
equipment and steam specialties, has 
announced the acquisition for cash of 
substantially all of the capital stock of 
Liquid Conditioning Corp. of Linden, 
N. J. Hereafter, the latter corpora- 
tion will operate as a wholly-owned 
subsidiary of Cochrane Corp. 

The Engineering, sales and techni- 
cal staffs of the two corporations will 
augment each other. The products of 
Liquid Conditioning Corp. will con- 
tinue to be marketed under the trade 
name ‘Liquon”, and “Liquon”’ district 
sales offices will combine operations 
with existing Cochrane sales offices. 
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Avildsen Tools Co. 
Acquires Celfor Tool 


The Clark Equipment Co. an- 
nounces the transfer of substantially 
all of the assets of its Celfor Tool Di- 
vision, located at Buchanan, Mich., to 
Avildsen Tools & Machines, Inc. of 
Chicago and New York. 

The division, originally the Celfor 
Tool Co., was established in 1904, 
and was merged with the Buchanan 
Electric Steel Co. into Clark Equip 
ment Co. in 1916. It manufactured 
high speed drills of various types, 
reamers and other cutting tools, undei 
the trade name “Celfor.” Avildsen 
Tools is a manufacturer of machinery 
for making drills and other cutting 
tools, as well as a prominent factor in 
the cutting tool industry itself. 

Certain of the key personnel of the 
Celfor Tools Division of Clark are to 
joint the Avildsen organization; and it 
is expected that the Celfor line and 
policies will be maintained without 
change. 

Avildsen Tools & Machines, Inc. is 
the new name of the company which 
was organized in 1940 as Republic 
Drill & Tool Co. The Celfor Division 
will move into a new plant at 815 
W., Jackson Blvd., Chicago. 


Chas. H. Besly & Co. 
Opens Detroit Office 


E. K. Welles, president of Charles 
H. Besly & Co., Chicago, recently 
announced the opening of the com- 
pany’s new Detroit office at 7376 
Grand River Avenue, Detroit 4, Mich. 

E. W. Hutchinson will be in charge 
of the grinder and abrasive divisions, 
while J. E. White will be in charge of 
tap sales at the new Besly Detroit 
office. The company’s Detroit office 
telephone number is Tyler 8-8181. 
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... you'll want to stop once again and think about the 
importance to you of your suppliers’ advertising in 
magazines like American Machinist. For buyers in 
Metalworking ... or any other of your major markets 
... are always a shifting target ... and only advertising 
in good industrial magazines can keep territory-wide, 
every-day contacts alive for you as new customers come 
in to replace those who die, retire, get new jobs, or 
move on to other towns and plants. Let’s look at 
the facts: 
Here’s what happens each year to an average 1,000 

industrial buyers 

404 remain in their same job, with the same title, 

address and company. 


180 change their address, while still holding the 
same type of job in the same company. 


56 change their title, through promotion or other 
cause, within the same company. 


360 new men appear to replace those who die, 
retire, or shift to other companies. 


As you know all too well, changes like these are taking 
place in your territory every day, adding many new 
must calls to your already full schedule of keeping in 
regular contact with the customers who aren’t moving 
or changing jobs. But think how much tougher things 
would be if your suppliers were not advertising in 
magazines like American Machinist! And we mean 
tougher. For your suppliers’ advertising in American 





Machinist is doing these helpful, resultful jobs for you: 

(lots of others, too!) : 

.. + it is taking the story of the products you sell to 
28,000 production-executive paid subscribers in 
Metalworking, plus many thousands of other 
men who read subscribers’ copies on a regular, 
pass-along basis. And one important result of 
this, of course, is that metalworking men moving 
into your territory are probably already familiar 
with your products from having been regular 
readers of American Machinist for many years. 


it is drawing the attention of new metalworking 
production men to your products, giving them 
information about these products for the very 
first time, so that your first calls on these new 
men can get down to actual selling and order- 
closing faster. One of the first things a man new 
to executive responsibilities in metalworking 
production is apt to do is subscribe to American 
Machinist . . . the one all-paid circulation maga- 
zine which is exclusively edited to help metal- 
working production men do a better job. 


ai the same time, it is also keeping your products 
fresh in the minds of your old and stable custom- 
ers, so you can make shorter, faster calls on them, 
have more time available to hustle around and 
see the new customers whose personal confidence 
and business you've still got to win. 

Important to you? Your suppliers’ advertising in 
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. » MR. JONES ISN’T WITH US ANYMORE 


. MR. WILLIAMS HAS BEEN TRANSFERRED TO NEW BEDFORD 


» MR. HARRISON IS IN THE MAINTENANCE DEPARTMENT NOW 


. MR. JENKINS IS THE NEW PRODUCTION MANAGER, 
. YOU'D BETTER CALL HIM! 








American Machinist is helping you to build business own selling, you take advantage of the opportunity to 
and make more money every day. So keep abreast of reinforce the important sales points this advertising 
this advertising, know what it is saying about the is telling your best metalworking customers and 
products you sell, and always make sure that, in your prospects. 


t ° y, of | nw i At, a' 
iS Is your TOt sales Dat ing 


t& 


biggest market... 


The McGraw-Hill Magazine of Metalworking Production 
McGraw-Hill Building, New York 18 


INDUSTRIAL DISTRIBUTION © MAY, 1949 








ADVERTISERS IN THIS ISSUE 





A 


Abrasive Products, Inc. ...... 154-155 
Advance Car Mover Company.... 140 
Air Express Div. of Railway 
Agency 
Albertson & Co., Inc. 
Alexander Brothers 
Allegheny Ludlum Steel Corp. .... 147 
Allen Co., Inc., L.B. 3 
Allen Manufacturing Co. 
em Screw Products Co., 
nc, 


Inc. 

Aluminum Industries, Inc. 

American Chain Division of 
American Chain & Cable Co., 
OS SS eo ee er ee 208 

American Chain & Cable Co., 
Sree 136, 208, Back Cover 

American Hoist and Derrick Co. 169 

American Machinist 

American Manufacturing Co. 

American Pulley Company, The.. 

American Saw & Mfg. Company. . 

American Screw Company 

American Steel & Wire 
Company 138-139 

American Swiss File & Tool Co. 260 

Appleton-Atlas Car Mover Corp. 230 

Armour and Company 

Armstrong-Blum Mfg. Co. 

Armstrong-Bray Co. 

Armstrong Bros. Tool Co. 

Aro Equipment Corporation, The "256 

Arro Expansion Bolt Company.. 258 

Athol Machine & Foundry Co. . 

Atkins & Company, E. C. 

Atlantic Metal Hose Co. 

Atlas Chain & Mfg. Co. ......... 40-41 

Atlas Press Company 

Automatic Steel Products, Inc.... 


Baldor Electric Company 
Barnes Mfg. Co. O. 
Basford Company, H. R. 
Bay State Abrasive Products Co. 231 
Bay State Tap & Die Company... 13 
Beall Tool Div. (Hubbard & Co.) 22 
Beaver Pipe Tools.Inside Front Cover 
Bell & Gossett Co. .............. 275 
Belmont Packing and Rubber Co. 
Besly & Co., Chas. H. 
Bethlehem Steel Company 
Billings & Spencer Company 
Black Manufacturing Company... 
Black & Decker Mfg. Co., 

The 
Blackhawk Manufacturing Co. 
Blackmer Pump Company 
— Foundry & Machine Com- 

2 


any 

oleae Forge & Tool Works.. 
Breeze Corporation, Inc., Aircraft 

Standard Parts Company Div. .. 232 
Brewer-Titchener Corporation ... 214 
Brighton Screw & Mfg.Co. ...... 218 
Bristol Company 52 
Brown & Sharpe Mfg. Co. ....... 211 
“ee Brass and Manufacturing 


Buffalo Bolt Company 

Buffalo Caster & Wheel Corp. ... 

Buffalo Weaving & Belting Co. .. 

Bunting Brass & Bronze Co. .... 

Butterfield Division of Union 
Twist Drill Company 


364 


C 


Calder Manufacturing Company.. 268 
Cantol Wax Products Company. . 
Carboloy Company, Inc. ....... 50-51 
Carborundum Company 174-175 
Card Manufacturing Company, 
S. W., Div. of Union Twist Drill 
Company 
Cardinal Machine Company 
Carey Manufacturing Co., Philip 217 
Cash Valve Manufacturing Corp., 
A. W. 250 


Cattawissa Valve & Fittings Co. 340 
a gs Die Casting & Mfg. Co., 
Be ivelchcnh shes winwea be aes e 298 
Chain Belt Company 
Champion Lamp Works 
Chester Hoist Division, National 
Screw & Mfg. — Serene: 33 
Chesterton Co., A. W. 
Chicago Latrobe Twist Drill 
Works 
Chicago Lock Company 
Chicago Screw Co. .... 6.666.550 199 
Chicago Wheel & Mfg. Co. ...... 160 
Chisholm-Moore Hoist Corpora- 
tion 
Cincinnati Tool Company 
Ciarx Bros. Bolt Co... <..<600... 367 
Clark Manufacturing Co.......... 190 
Clayton & Lambert Mfg. Co. .... 294 
Clements Mfg. Co. 
Clemson Bros., Inc. 
Cleveland Cap Screw someey - 248, 249 
Cleveland Chain & Mfg. Co. 243 
Cleveland Twist Drill ta. The.. 
Clipper Belt Lacer Company ney. 
Coffing Hoist Co 
Collis Company, The 
Columbian Rope Company 
Columbian Vise & Mfg. Co. ...... 181 
Columbus McKinnon Chain Corp. 184 
Commander Manufacturing Com- 
pany 
Conco Engineering Works 306 
Construction Machinery Company 326 
Cooper Alloy Foundry Co, The.. 229 
Corning Glass Works 
Cullman Wheel Company 
Cummins Portable Tools 
Curtis Pneumatic Machinery 
Division of Curtis Manufactur- 
turing Co. 
Cushman Chuck Company 


Damascus Steel Products Corp ... 274 
Darnell Gor, Did. ......0.600% 330 
eg eS | eee 172 
Dayton Rubber Manufacturing 

Company 
Delta Mfg. Division 
Deming Company 
Desmond-Stephan Mfg. Co., The 222 
Detroit Stamping Company 3 
De Walt, Inc. 361 
Diener Mfg. Company, Geo. W. 258 
Dietz Company, R. E. ........... 268 
Disston & Sons, Inc, Henry. .170-171 
Dixon Valve & Coupling Co. . .346-347 
Dodge Manufacturing Corpora- 

tion o 15, 16 
Donnelley & Sons Co., R. R. 144 
Du Fast, Incorporated 
Duff-Norton Company 
Du Pont de Nemours & Co., 

Se. Chava bnGkeseas seks awewe 233, 261 


INDUSTRIAL DISTRIBUTION © MAY, 1949 


E 


Eagle Manufacturing Company.... 

Eaton Manufacturing Company, 
Reliance Div. 

Economy Machine Products Co... 

Maward Vaives, Inc. ........ccs 119 

Elliott Manufacturing Co. 

ey RE 6 eee err 348 

Ettco Tool Company 

Euclid-Urbana Company, Inc. 

Everlasting Valve Company 

Excelsior Leather Washer Mfg. 
Co., Inc. 

Exolon Company 


Factory Management & Mainte- 
nance 

Fafnir Bearing Company 

Fairbanks Company 

Federal-Mogul Corporation 

Ferry Cap & Set Screw Co., The.. 

Fitler Company, Edwin H. 

Flagg & Co., Inc., Stanley G. 

Flexible Steel Lacing Co. ........ 324 

Franklin Cotton Mill Company.. 242 


Gardiner Solder Co. 

General Detroit Corp. ........... 
General Electric Company 

Gilmer Company, L. H.......... 62-63 
Gorham Tool Co. 

Goulds Pumps, Inc. 

Graham & Co., Inc., John H 

Greene, Tweed & Co. ............ 294 
Greenlee Tool Co. 

Griffin Co., G. W. 


Harper Co., The H. M. ......5... 207 
Harrington Company 

Hein-Werner Corporation 

Heller Brothers Company 
Henkel-Clauss Company 

Heston & Anderson 

Hewitt Rubber Div., 

SNR IGS ois os can as anaes 2, 253 
Hexacon Electric Co. ............ 306 
Holo-Krome Screw Corp., The.. 3 
Home Rubber Company 333 
Hood Rubber Co 
Huot Mfg. Company 


Ideal Industries, Inc, ............ 317 

Ilg Electric Ventilating Co. ...... 272 

Imperial Brass Manufacturing 
Company 

Independent Pneumatic Tool Co. .24-25 

Indianapolis Brush & Broom Mfg. , 
Co. 


Industrial Gloves Company 

Industrial Tape Corporation 

Ingersoll-Rand 

Ingersoll Steel Division Borg-War- 
ner Corporation 281 


J 


Jackson Manufacturing Co. ..... 196 
Jacobs Manufacturing Co. 215 
Jefferson Engrg. & Mfg. Co. ..... 246 





Thermoid offers the complete line of quality 
industrial rubber products to meet all your 
customers’ requirements. Thermoid’s engineer- 
ing and first-hand knowledge of your cus- 
tomers’ demands mean hose, V-Belts and 
conveyor belts built for the job. 


Thermoid helps you sell with complete mer- 
chandising, nation-wide advertising and practi- 
cal on-the-job technical assistance. Thermoid’s 
services are so well integrated that your orders 


.»eone source for your complete requirements 


are given personal attention and are on their 
way within a minimum of time. 


For greater profits and customer good will, 


it will pay you to Séecefy ‘Vhi 


Thermoid Quality Products: Transmission Belting 

F.H.P. and Multiple V-Belts , Conveyor Belting , Ele- 
vator Belting .Wrapped and Molded Hose . Molded Prod- 
ucts , Industrial Brake Linings and Friction Materials. 














Meet us at the Triple Mill Supply Convention, in Cleveland, April 25-26. Conference Booths 1357-1358 


e 


Main Offices and Factory * Trenton, N. J., U.S.A. 
Western Offices and Factory * Nephi, Utah, U.S.A. 


industrial Rubber Products «+ Friction Materials « Oil Field Products 
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EAGLE COPPERITE 
STEEL BENCH OILER () THE RIGHT FLUX FOR ALL 


H i iler th 
to every requirement for eficier | SODERING ¢ BRAZING 
WELDING JOBS 


service and long life. Sturdily 
6 made to stand hard wear; genuine : 
SEND FOR FREE SODERING CHART 
Sodering Paste Stainless Steel Polish 


spring bottoms; guaranteed against b 
leaks; reinforced insert type ( 
spouts—straight or bent—all sizes Sederiae Stichs ; Sean Ga 

( 6 Sodering Oil e Sodering Syrup 
Sodering Flux ¢ Sodering Acid 
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interchangeable. Oil with an Eagle 
oiler. 


Order from your Distributor 
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6 EAGLE MANUFACTURING CO. 6 
ID 549 Wellsburg, West Virginia 
Serving the Trade since 1894 
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backfires 


(Don’t start here—turn the page) 


been one of enabling distributors to get together for dis- 
cussion of their common problems, exchange ideas, and 
lay plans for developing better and more efficient distribu- 
tion methods. At the same time, it enabled them to meet 
with the manufacturers to explore means of resolving 
problems common to both distributor and supplicr. 

It is abundantly clear that something has gone wrong. 
The convention, as conceived, has stripped its gears. No 
one now seriously believes that the Conference Booth is 
an adjunct to the convention program. It has become, 
in just two years, the program! Convention meetings are 
fitted around the booth plan to carry out the illusion of a 
convention setting. In other words, the tail is wagging 
the dog, and everybody knows it. 

Maybe that is exactly as the Associations’ membership 
wants it. Maybe the convention, as a meeting place to 
discuss industry problems and exchange ideas, is definitely 
a thing of the past. Certainly, it is drifting in that direc- 
tion. 

The question is, Why let it just drift? Why not face 
up to the facts and come to a decision about the future of 
this annual affair—right now? 

The new officers, along with the executive committees, 
of the several associations take office with this situation 
squarely in their laps. What are they going to do with it? 


ARCH MORRIS 
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THE PUBLISHER’S PAGE 


... where the views expressed are his own 








WHOSE WAREHOUSE 


= is one for the books, and no fooling. In the 
second mail on Friday, March 25th, two letters on exactly 
the same subject came to my desk. 

One was from a manufacturer, and the other from a 
distributor. Both were written the same day—March 
24th. 

The subject matter of the letters is as important as it 
is timely. Just as my manufacturing friend has discussed 
the matter with other suppliers—so have we on the staff 
of INpusrriaL DisrriBuTion discussed it with some dis- 
tributors. It is also evident that the distributor who wrote 
me has discussed it, possibly with both manufacturers and 
distributors. 

The two letters speak for themselves, and are repro- 
duced, in full, for your information. The writers’ names 
and their company affiliations are withheld for obvious 
reasons. 

If any of my readers wish to comment, I will be glad 
to print their remarks in future issues, and without the 


use of names. 
e e e 


March 24, 1949 
A. M. Morris 
‘%, Industrial Distribution 
330 West 42nd Street 
New York 18, New York 
Dear Archie: 

“At the Regional Meetings held at Westchester, Chi- 
cago and Biloxi, one of the major topics discussed was 
the loss to the distributor on small orders and a request 
for a greater spread on certain lines. They really did a 
good job of pleading their point—charts showing the 
number of lines that allowed 30% or better, 274%, 25% 
and also that too manv lines paid 20% or less. 

“In traveling around the country since these meetings, 
I found that a lot of people were vitally interested in the 
small order problem. However, there were just as many 
manufacturers as there were distributors that expressed 
themselves. ‘They all had the same answer, “Let the 
distributor practice what he is preaching,” before crying 
for help. 

“Manufacturers such as ourselves who sell 100% 
thru the distributor and allow what even they admit is 
a satisfactory discount, do so because we feel that it is 
the most economical way of merchandising our product. 
We allow this discount so that the distributor can stock 
our line in sufficient quantities to take care of servicing 





the customers in their territory. 

“But what happens when business tapers off the least 
bit? Mr. Distributor decides that the factory is his ware- 
house and that he doesn’t have to worry about carrying 
stock—just sends the manufacturer individual orders re- 
gardless of the expense involved. 

“It costs the manufacturer just as much to ship small 
orders as it does stock orders, so we are definitely inter- 
ested in the so-called small order problem. 

“Furthermore, the distributor pays the freight on ship- 
ments of less than $100.00 which takes a good slice out 
of his profits. By not having standard items in stock, he 
might lose the order for most people will not wait fo 
factory shipments today if they can pick up a substitute 
from a competitor. 

“T realize that inventories are a major problem to the 
distributor today, but why penalize lines that have a good 
turnover just because they are loaded with a lot of sub- 
stitute merchandise that they purchased during the period 
when deliveries on standard brands were slow. 

“T feel that this subject is a major one that will, no 
doubt, be discussed at Cleveland and I believe you can 
do a good turn for your customers, the manufacturers, 
by printing an article in InpusrriaL DistRiBuTION in the 
May convention issue bringing out these facts. I believe 
it would cause considerable comment during the meeting: 
and might help matters. ° 

‘“\Vould appreciate your comments. Kindest regards.” 


March 24, 1949 
Mr. A. M. Morris 
Industrial Distribution 
330 W. 42nd St., New York 18, N. Y. 
Dear Arch: 

“Attached is a chart that I made up of our direct 
shipment billings which shows that one distributor is 
not asking his suppliers to act as his shipping department 
as is so generally claimed. 

“This might be an interesting study to make on a na- 
tional basis and likely would show the same tendency.” 
(The chart shows “Direct Shipment Billings— 
Percent of Total Sales”, and covers years 1914 
through 1948. Percentages shown are as fol- 
lows:—1944, 21%; 1945, 17%; 1946, 12.8%; 

1947, 10.9%; 1948, 9.9%.) 


CONVENTION 


Tus vear may well be the turning point in the Triple 
Industrial Supply Convention, as such. The conference 
booth plan, started last year, is the reason. 

When this plan was launched, it was with the sincere 
belief that it could and would become an important 
adjunct to the annual meetings of the three Associations. 
It was not intended to take the place of a constructive 
convention program. 

The basic reason for the annual convention has always 


(Next page—ahead, please) 
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A special Starrett feature available if 
desired. Friction stop mechanism in the 
thimble “right under your thumb”. 


PIONEERED AND DEVELOPED 
BY STARRETT 


CATI? 


on thimble and sleeve of a// micrometers 
— on the frame of all full finish microm~ 
eters. Eliminates glare — markings stand 
out sharp and clear. Retards corrosion, 
resists stains.Increases speed and accuracy. 


on faces of anvils and spindles. This 
mirror-like finish insures more accurate 
measurements, 


Threads hardened, stabilized and ground 
from the solid for lasting accuracy. 


Every graduation on the thimble num- 
bered for positive identification. 


of 8ths, 16ths, 32nds and 64ths conven- 
iently marked on the frame or thimble. 


Simple adjustment of sleeve maintains 
Starrett accuracy at all times. 


A complete choice of sizes, styles, shapes 
and features to make any measurement 
easier and more accurate. 


SEE US AT CLEVELAND 
April 25th, 26th, 27th 
BOOTHS 460-461 


5 ; : Standard of Precision 
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THE L. S. STARRETT CO. + World's Greatest Toolmakers * ATHOL, 








AND BAND SAWS - 


MECHANICS’ HAND MEASURING TOOLS AND PRECISION 


INDICATORS - STEEL TAPES - HACKSAWS 
PRECISION GROUND FLAT STOCK 


Buy Through Your Distributor 
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UP TO 10-TON CAPACITY... 


in a wide range of speeds, lifts, mountings 
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for this folder Ruggedness 


Your nearby 
Wright District Office 


can supply you with complete ‘ s7s 
information about the line Ada stabili ty 
of Speedway Electric Hoists. - a 
Ask for your copy of folder DH-65. 


If you prefer, write to 
the factory at York, Penn. 


¢o York, Pa., Chicago, Denver, Los Angeles, New York, Philadelphia, Portland, San Francisco, Bridgeport, Conn. " 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 





